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Wringing From Washer 
to Blue Rinse 


IIII1IIIIIIM The washing principle of the Dexter 

= * 1 Double Tub is right . And the women who 

have to do heavy weekly washings recog¬ 
nize this. They know before you tell them 
that running the clothes through two wash¬ 
ers instead of one insures the perfect cleans¬ 
ing of the most badly soiled garments.They 
know, too, that two washers going at once 
do the washing just twice as fast. They are 
glad to be done forever with the tedious 
soaking, boiling and hand rubbing. They 
are easily sold Dexters because their own 
good judgment tells them that a Dexter 
will do their washing the quickest, the easi¬ 
est, the most thorough way. The sturdy 
construction, the many convenient features, 
the assured long life of the Dexter in ser¬ 
vice keep them sold—bring you additional 
customers. 

The dexter double Tub is equipped with heavy 
duty electric motor with a wide margin of power 
even with both tubs and wringer operating at 
once. Also for use with gasoline engine.Write for 
catalog and exclusive T)exter agency proposition. 

THE DEXTER COMPANY, Fairfield, Iowa 

Warehouses 
at 

Columbus 


From Blue Rinse to Basket 
(Two Tubs—Full Washing) 


MOOEL2E 






































You may pay a little more per pound for 
Whitlock ALL • Manila Rope, because we pay 
more per pound for the fibre we use. But — 


Your cost per foot is little, if any, higher,—often 
it is lower, and your work is done more cheaply 
because Whitlock ALL-Manila Rope has greater 
strength and life. 

Careful buyers, mindful of ultimate 
“Ropeconomy,” specify— 

Whitlock 

“ The Utmost in Rope Value ” 


Whitlock Garbage Company 

46 South Street, New York 

Chicago Office, 1303 Chamber of Commerce 
KANSAS CITY BRANCH, 339 Railway Exchange Building 
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This statement carried by the Satur¬ 
day Evening Post, Literary Digest, 
Popular Science Monthly, Scientific 
American, Popular Mechanics, and 
29 leading farm papers regularly to 
approximately 8,000,000 homes. This 
message is a new power behind your 
sale of saws. 

The day of the “toy” saw—the cheap 
“tinny” blade is past. Every man is 
somewhat of a mechanic. He should 
have tools. He likes to repair the 
fence, or build a new coal bin. He 
will get better results and more sat¬ 


isfaction out of the work if he has 
good tools to work with. 

Carpenters have found by experience 
that the Disston is the best Saw. That 
is why most carpenters use Disston 
Saws. That every home needs this 
same saw is what Disston advertising 
is telling the people all over the coun¬ 
try every day. 

Make this true slogan one of your 
selling arguments. Talk it today. 
Keep talking it. And we will put 
the Saw Most Carpenters Use—the 
Disston—in Every Home. 


HENRY DISSTON & SONS, Inc. 

GENERAL OFFICES: PHILADELPHIA, PA. 
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Two Genco Favorites 



GOLD SEAL 

Ground full concave, blade finely 
polished, back and tang heavily 
GOLD PLATED. Transparent amber 
handle. 

The beautiful combination of blade 
with gold plated back and tang and 
transparent amber handle, produces 
a handsome razor in the Gold Seal. 


FLUID STEEL 

Ground full concave, blade finely 
polished, back and tang finished 
dark GUN METAL by our anti-rust 
process. Handle imitation ivory. 
Contrast between an ivory white han¬ 
dle and dark gun metal back and 
tang, makes the Fluid Steel unusual¬ 
ly attractive. 


When your customer buys a razor that shaves him smoothly and comfortably again and 
again—one with an edge that can be tuned up for each shave by a few strokes on a good strop 
—he is thoroughly pleased with his purchase. 


Genco Razors are guaranteed to please men in just that way. Your men customers are 
familiar with the guarantee: 

“GENCO RAZORS MUST MAKE GOOD OR WE WILL" 

They see it continually in Genco advertising appearing in the Saturday Evening Post and 
a list of other National Publications. 


Add to this guarantee of quality the splendid appearance of the Genco Gold Seal and 
Genco Fluid Steel styles, and you will know just why so many of these two popular Genco 
Razors are being sold. 

Most Jobbers Carry Genco Razors in stock. If yours do not, write us. 


GENEVA CUTLERY CORPORATION 

157 Oates Ave., Geneva, N. 7. 
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REMINGTON 

UMC 


in .22s 
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Just show the hoy a Remington .22 caliber 
repeating or autoloading rifle and you are 
pretty sure to clinch the sale right there. 
More of these splendid arms are being sold 
every day# 

Whether you happen to be the only Remington 
dealer in your town or whether you’re one of a 
number—there is a big market to be developed in 
email-bore rifles and ammunition. A Remington 
Red Ball Sign on your store makes it a real 
“Sportsmen*s Headquarters.** t 

All Remington products are sold exclusively 
J through the jobbing trade 
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U niversal 


Whether it be a dainty, slender-legged 
tea wagon, a massive grand piano, or 
just a plain brass bed—there is a Uni¬ 
versal Caster of proper design and 
beauty to fit. 


I he name Universal on a caster is your 
guarantee of a quality product. One 
that can be associated with the most 
ornate furniture or which will perform 
equally well the most sturdy tasks im¬ 
posed upon it. 


Universal Casters have been moving 
all kinds of furniture smoothly and 
silently for over 68 years. They have 
won the admiration of the trade—and 9 
deservingly so. 
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U niversal 


These freely-moving ball-bearing cast¬ 
ers are made from high quality steel 
and are very durable. 

Made in all styles and sizes with either 
all-steel, wooden or “feltoid" wheel, 
and furnished in steel, brass or nickel- 
plate finish. 

Packed 6 sets in a cardboard box they 
are convenient to handle and fit neatly 
on the shelf. 

You know the Universal line and so do 
your trade. It is known the world 
over. 

Put your Caster. Problems Up To Us 
and buy your complete line of casters 
from one source of supply. 
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“You’re No Stranger ’ 


Insert shows half page advertise¬ 
ment from the May 29th issue 

SATURDAY EVENING POST 


TO 
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“You’re No Stranger!” 

—is what this new customer is saying to the drill being 
shown him. He recognizes it as a reliable old friend 
from Millers Falls. Its brother tools from boxes, vises, 
and more—all have served him well. Like a friendly 
face in a strange land, the sight of this Millers Falls tool 
gives him confidence in the dealer’s knowledge of good 
hardware. 

Millers Falls tools are friendly tools. Their strength, 
sureness, ease of operation, make them real partners 
with skilled workmen. 

This is the message of a campaign of national adver¬ 
tising for Millers Falls Tools appearing every four weeks 
in the Saturday Evening Post. Thousands of men, who 
like to work with their hands, will learn of this line of 
tools. If your store is Millers Falls headquarters, it will 
be their source of supply for many items of house and 
garage hardware as well. 

Let Millers Falls Tools make friends for you. 


MILLERS FALLS COMPANY 

MILLERS FALLS, MASS. 

Sole Distributors of Star Hack Saw Blades 









HARDWARE WORLD 



wTeV 

m * i 


A BIT of hand wrought steel 
true to the ideals of half a 
century: a finished product of 
science and craftsmanship and 
experience: a sturdy aid to the 
hand of industry in ten thousand 
machine shops and in the tool 
kits of a million cars, nation 
wide — a Triangle B Wrench 

q^BILLINGS^ 

SPENCER 

COMPANY 

HARTFORD; CONN. 
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How Many Holes are Drilled 
in a Sewing Machine? 


Merely look at the arm, the bed plate, the 
face plate, and the stand of a sewing ma¬ 
chine and count the number of drill holes 

in them. 

This will increase your appreciation of the 
twist drill’s importance in helping to 
fashion the utilities which contribute to 
the comforts of your daily life. Also, it 
will emphasize how Detroit Twist Drills 
serve you by serving those who build these 
utilities. 

And in the sewing machine industry, too, 
Detroit Twist Drills are used because they 
give more accurate holes with less regrind¬ 
ing and less cost for power. 

In Your Next Order Specify 
Detroit Twist DriUs 

Detroit Twist Drill Company, Detroit, Mich. 
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Mechanical Progress 

Today’s mogul of the rails placed beside the first practical locomo¬ 
tive fitly portrays the romance of human progress in the shaping 
of metals to essentials needs. Populations have grown, reached 
out into virgin forest and plain, consolidated their gains and 
pushed steadily out and onward, irresistible in strength of engines, 
moulded, machined, filed fit for service. 

NICHOLSON FILES 


first offered to industrial America in 1861, served in their infancy to fashion 
the locomotives that hauled the first transcontinental trains over the Pacific 
Railway in 1869. And ever since, their uses and users have multiplied until 
now there are over 6000 kinds of ready-sharp, uniform quality NICHOLSON 
PILES, used and preferred everywhere. 



Write for oar catalog and for 
File Filosophy—a most instructive 
booklet about files and their uses. 

Nicholson File Co. 

PROVIDENCE t R.I., U.S.A. 
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Lawson Hinges are Adaptable to 
All Standard Constructions 


Architects and builders alike are enthusiastic in 
their endorsement of the new Lawson standard 
three-inch spring jamb hinges with adjustable 
bracket for use in place of the old style four inch 
hinge and blank for lavatory work. 

These three-inch hinges, having an adjustment 
range from iy 8 " to are adaptable to any 
construction and not only give a more snappy 
spring action, but make a better looking job. 

Lawson Nu Jamb Spring 
Hinges save at least $1.50 on 
each application because no 
hanging strip is required. 

They fasten directly to the 
jamb, giving the door far 
more solid support and can 
be more easily and quickly 
applied. 

The new Lawson No. 800 
Surface Floor Spring Hinge 
has already proved itself su¬ 
perior to any similar hinge. OLD wat 

With the roller bearing at 
the top where it should be to 
carry the weight, this hinge 
has a smooth and snappy 
spring action at all times. 



nw lsoo hutob 



No. 1800 

ADJUSTABLE 8TBIKB 




We also make Lawson surface floor spring hinges and a complete 
line of lavatory hardware, including bolts, strikes, locks and keepers. 



THE LAWSON WAY 


Lawson Manufacturing Company 


Eastern Representative 
JOHN H. GRAHAM k CO. 
95 Reade St., 113 Chambers St. 
New York City 


228-230 W. Superior Street 
Chicago, Illinois 


4 0 A ' A 'A A A' i/eWy .'A'.. 4’.'A .'A' "A^ 


Pacific Coast Representative 
C. N. k F. W. JONAS 
San Francisco. Seattle 
Los Angeles 


:rjjv :r+V. ' faVir r*\\ ,Va 1 '' a■''- a' r*\.'/i\,' r rgu:t*r*\, :?aV.r?av;r r t ' a ' » 
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The Greatest Sales Argument 
in the World! 

A Coes Wrench is constructed after a perfect design, 
with best materials, by a great organization working 
to supreme standards. A great sales arugment, but 
not THE GREATEST IN THE WORLD. 

Coes Wrenches enjoy an active reputation, based 
upon 77 service-giving years. A very great sales 
argument, but not THE GREATEST IN THE 
WORLD. 

Coes Wrenches sell near 1,500,000 a year. A very 
great sales argument, but not THE GREATEST IN 
THE WORLD. 

Every Goes Wrench is put on the market for a job 
that's ready and waiting. 

THE GREATEST SALES ARGUMENT IN THE 
WORLD! 

Knife Handle—Steel Handle—“Key Model.” 

Ask your Jobber 


10 Solid Whole 
Parts Only 


I 
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The Chemical Analysis 


In the making of crucible steel, 
it sometimes happens that there is 
what are known as "off ingots’'—the 
mixture not being correct. However, 
with our modern laboratory equip¬ 
ment we have the facilities for de¬ 
tecting any variation from the Atkins 
standard of "Silver Steel.” We sub¬ 
ject each plate to minute chemical 
analysis and physical inspection. 


Our metallurgists know what con¬ 
stitutes the "Silver Steel” formula, 
and there is ho deviation from it, 
hence you can depend Upon Atkins 
Saws, because they are uniform in, 
quality and efficient to the highest 
degree. 


E C. ATKINS & CO., Inc. 

btaUkM 1157 “7** Silver Steel Saw People ’ 

g 

Home Office and Factory: INDIANAPOLIS, IND 

C mnm d imm Fmciory: AferA inm KmJt F+ctmry: 

HAMILTON. ONTARIO LANCASTER. N. Y 
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PIONEERS IN THE HARD-EDGE, FLEXIBLE-BACK BLADE 



“ 50 - 50 ” 

4 4 In reviewing our past pleasant business relations 
I look back with a great deal of pleasure to onr 
connections with yon, as yours Is one of onr real 
50-50 accounts which we value very highly. 1 ' 

(Name on request) 

Exactly what you want to know about any manufacturer whose product you 
are expecting to handle. Not only that the product is good, and that the price 
is right—but that the Manufacturer himself is right, that the whole Organiza¬ 
tion is right, and agreeable to do business with—that the manufacturer’s 
dealings with his jobbers and thru them to the consumer, are right—his sales 
policy, etc. 

That is why this letter coming from a well known Napier Hack Saw Distributor 
appeals. It tells something that you can never estimate or guess at. It gives 
you information on a point that you can only learn by experience. Because 
when a jobber in these “trying times to jobbers” says that Napier “is one of 
our real 50-50 accounts which I value very highly” it means something of 
interest to every distributor handling or expecting to handle Hack Saw Blades. 
This point is even more important than the fact that the Napier Saw Works 
have behind them a generation of manufacturing experience building good 
Hack Saws. It is more important than the fact that these blades are used or 
specified exclusively by most of the largest industrial plants of the country. 
It is even more important than your knowledge that a big demand exists, 
nationally and internationally, for Napier “Quality” and “Expert” Blades. 

Practically speaking, it is the reason why we decided recently to drop the manufacture of 
Band Machines, Band Saws (and a few other products we made in the past in addition to 
Hack Saws)—to enable us to concentrate entirely and without restraint on the building and 
marketing of “ Quality" and “Expert" Hack Saws. “Quality" and 44 Expert" are worth 
it. We have found the business big enough to occupy our exclusive attention. And now 
that we have the long-sought opportunity, we aim to extend, as we have already started in 
to extend, the Napier 50-50 proposition on Hack Saw Blades where formerly it had been 
impossible for us to do this. 

This, themis the time for every dealer who wants a good Hack Saw account to get in touch 
with us. We are ready to answer your inquiries. 

NAPIER SAW WORKS, INC. 

Western Factory Representatives 

THE CHARLES A. DOWD SALES COMPANY 

Main Offices and Warehouse, 320 Market Stt, San Francisco 
Branches, Seattle and Los Angeles 



PIONEERS IN THE HARD-EDGE. FLEXIBLE-BACK BLADE 
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GO ODELL; 
PRATT 


1500 GOOD TOOLS 


A Message From Mr. Punch 

Day-by-day dividends of positive satisfaction are collected by dealers who 
handle the Goodell-Pratt Toolsmith line. 

The dealer who begins with a few of the more than 2000 different tools listed 
in the big Toolsmith Catalog, soon looks carefully to see what other Goodell- 
Pratt tools his customers can use. 


Toolsmith Dealer satisfaction is made up of several important factors. 


Goodell-Pratt means the right tool to buy among a large proportion of me¬ 
chanics, house owners and people who look after their own cars. The Tool- 
smith’s message is sent out constant¬ 


ly to every section of the country 
through the strongest advertising me¬ 
diums. 

Then, too, these attractive tools, as¬ 
sisted by effective window and coun¬ 
ter displays, make excellent salesmen 
by themselves. 

In service, Goodell-Pratt tools quick¬ 
ly win the owner’s confidence and 
concentrate his buying habits on this 
one complete line. 

Toolsmith Dealers, in addition, invar¬ 
iably receive prompt, courteous and 
efficient service from the manufac¬ 
turer. 

Goodell-Pratt Company 
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Make Winter 
Customers Out 
of Summer Buyers 

HILE the Sargent 
Noiseless Screen Door 
Closer sells most rapid¬ 
ly at this season, remember 
that it is an all-year-round line: 

On any light door, inside or 
out, it operates perfectly. A 
summer sale for screen door 
use should bring you winter 
business. 

Throw out lines for future orders when making a sale. For booths, storm 
doors, lavatories or any light door that ought to be kept closed, it 
gives complete satisfaction, just as it does on screen doors. For heavy 
doors recommend the larger models. 

A Sargent Screen Door Closer is right in size, energy, and appearance. 
It closes the door rapidly and firmly, without jar or rebound. 

The Sargent Screen Door Closer is being pushed in the popular maga¬ 
zines. This is bound to make sales easier. A striking display will also 
help. 

WRITE TODAY FOR WINDOW 
DISPLAY CARDS 

Sargent & Company 

Hardware Manufacturers 
New Haven, Conn. 

NEW YORK CHICAGO 


S A R G E NT 
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| THE HONOR 
S OF THE 
ACCO FAMILY 


This give* the work of the 
Acco family honorable and 
distinctive responsibility which 
is reflected in every link of 
every Acco product—“From 
Plumbers* Safety Chain to 
Ships* Anchor Chain.’* 

In the Acco family, loyalty 
to the work itself is rated above 
everything. 

This is true of every worker 
whether the job is directing all 
of the numerous plants, or 
operating a 2,000,000 pound 
tester, or a typewriter. 

The honor of the Acco fam¬ 
ily is in the hands of each 
member of it, even to the 
youngest worker. 

These are the reasons why 
it is possible to say not only 
that “Every Weed is Guaran¬ 
teed" but that every link in 
every chain made by the 
American Chain Company will 
hold for the purpose intended. 


Weed Chains for Motor Cars! 
Anchor Chains for Ships! 
Chains for Railroads! 

Devices that make travel 
safe on land and sea, that can 
be absolutely depended upon 
to protect human life, are typ¬ 
ical of the nature and quality 
of Acco products. 

The workers who make up 
the Acco family know they 
are doing more than making 
commodities merely to be sold. 

They know that it is their 
work that holds millions of 
motor cars and trucks to slip¬ 
pery roads. 

It is their work which en¬ 
ables miflhty ships to ride safe¬ 
ly at anchor, whether in harbor 
or helpless on a lee shore. 

It is their work which makes 
possible the safe operation of 
thousands of railroad trains. 


[DweltraTrace Chains 


purpose 

The big ACCO Line includes chains for every 
purpose—from Plumbers’ Safety Chain to Ships* 
Anchor Chain—all Styles, Sizes and Finishes, 


American Chain Company 

INCORPORATED 

Bridgeport, Conn., U.S.A. 

In Canada- Dominion Chain Co.. Ltd.. Niagara Falls, Ontario 

GENERAL JMIJ or net - GRAND CENTRAL TERMINAL. NEW YORA CITY 
DISTRICT SALtl Of nets BOSTOn,C»«iCAGQ PMtlAOCLPMlA. PITTSBURGH. PORTLANO.ORC,SMt FRANCISCO 

/• [. , Largest Manufacturers of Chains .<~Y I /A 

in the World 

il All Styles, Sizes and Finishes, .L 


Porch Swing Chains 


Chandelier Cham 


Weed Chain-Jack 


... 
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Dobbins Blow Out Chains 
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Six “Best Sellers” 

Anything that increases sales and cuts 
the cost of doing business, is worth looking 
into, isn’t it? 

That’s what this Pexto Snips Display 
does. 

It boosts sales by putting a choice assort¬ 
ment of this century-old line where your cus¬ 
tomers can’t miss them. With it you’ll sell 
snips to customers who hadn’t thought about 
buying them or had forgotten they needed 
them. 

It lowers costs by reducing the time and 
labor of making sales. No rummaging around 
in drawers to find the snips you want to 
show. No fussing with catalogs to make 
sure of numbers, sizes and prices. 

All the information you or your clerks 
will need is right on the back of the display, 
classified so as to be read at a glance. Stand 
it up or hang it up, use it in the window or 
on the counter. It shows the six “best sell¬ 
ers” of the complete line of twenty-five. 

THE PECK, STOW & WILCOX CO., 


Mfrs. Mechanics' Hand Tools, Tinsmiths' 
and Sheet Metal Workers' Tools and Ma¬ 
chines, Builders' and Oeneral Hardware. 

Southington, Conn. Cleveland, Ohio 

Address Correspondence to 233 West Center Street, 
Southington, Conn. 

100°fo American for 100 Yean. Founded in 1819 


Pexto Tools Include: 

Braces, Augur Bits, Chisels, Pliers, Wrenches, 
Pipe Wrenches, Hammers, Hatchets, Screw 
Drivers, Squares, Dividers, Compasses, Prun¬ 
ing Shears, Snips for Cutting Tin and Sheet 
Metal, Tinsmiths' and Sheet Metal Workers* 
Tools and Machines, Locks and Hardware. 
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This is the sixth advertise - 
ment in the big McKinney 
National Campaign. It ap¬ 
pears in the June 12th issue 
of The Literary Digest and 
the May 29th issue of The 
Saturday Evening Post. In 
these two powerful publica¬ 
tions it will reach more than 
9,000,000 readers . At the 
same time other full page ad¬ 
vertisements appear in the 
Architects’ and Builders 9 
Magazines. These impress 
the big class of hinge buyers 
with the importance of using 
standard hinges and butts — 
those stamped with the name 
“McKinney.” Make this 
advertising work for you. 
Talk McKinney 1 


Wherever You go You will see 
Hinges —McKINNEY HINGES 


QTOP am! look about you. Count the 
^ hinges within view. Whether you are at 
home, ui your otTice. in tf factory or on the 
farm you can sec them—sometimes by the 
dozen*, sometimes by the hundred* and in 
big buildings by the thousand*. Everyone 
uses Hinges nrrytz'irrr! 

Hinge making is important. Hinge useful-, 
ness is universal. The McKinney Manufac¬ 
turing Cmnpanv at Pittsburgh, Pennsylvania, 
realized this when they, designed their first 
binge fifty years ago. It set a standard for 
the millions that have followed since. Today 
the name McKinney is a mark of unexcelled 
usefulness, design and durability. A 

When planning for building or repairs, 
.don't overlook a proper selection of hinges. 
Remember hinges make doors possible.'- 
McKinney Hinges—In*tter doors' « t. 


lou can get McKinney H;ng»'« and Baits 
to match any architectural design. They com¬ 
bine artistic taste with practical everyday use¬ 
fulness. With them doors respond quickly 
and quietly. There is never a sag—never a 
squeak. Froru Milady's jewel box cover to 
the huge Industrial gate, each McKinney 
Hinge and Butt serve* it* purpose well. 
There is a site to fill every hinge need per¬ 
fectly—and without interruption. 

You will find at least one store in sour' 
locality selling the< McKinnev line. I hat 
dealer is proud his store n McKinney Head-' 

quarters. 

So when you go to buy remember the name 
McKinney. See that it appear* on the hinge* 
or butts you buy. 

McKinney Service will be your rvwarJ! 


Aid. ma+*j<u+*t 
*«z /** 


es and Butts 


M C KIN N’t. V. M A N 0 F ACT U KINC. COM PA N Y. 'Pun 


Krprrtrnuti 


The Big Season— 

This is an important time of the McKinney Hinges and Butts 
year for hinge selling. New build- have been on the market for fifty 
ings are in progress—almost ready years. They are the standards. A 
to swing into active use. The ques- big National Advertising Campaign 
tion of hinges is a timely one. has impressed this fact upon the 
So is the McKinney Advertisement nation. Be sure you are ready to 
reproduced above. talk McKinney to your customers. 

McKINNEY MANUFACTURING CO., Pittsburgh WESTERN OFFICE, State-Lake Bldg., Chicago 

Export Representation 


Also manufacturers of 
McKinney garage and 
farm building door - 
hardware, fu rn itu re 
hardware and McKin- 
One-Man Trucks. 


M c KINNEY 

Hinges and Butts C; °°^ lc 
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SERVICE to NAILS 

—Therefore, Service 
to You 

THE ECLIPSE NAIL BIN saves 
energy, worry and expense. 

It properly indexes and stores 
nails of all sizes, and keeps them 
always handy. 

It renders them accessible at times 
when your salesmen are rushing to 
give immediate service to custom¬ 
ers, and prevents their hands from 
becoming painfully cut or 
scratched. 

The ECLIPSE NAIL BIN occupies 
less floor space than any other 
method; its actual dimensions, 
with five sections of five bins 
apiece, measures 48 inches in di¬ 
ameter by 60 inches in height. All 
bins and cases are steel, sectional, 
revolving, ball bearing. 

How does your cumbersome wood¬ 
en bin compare with thisf 

Ask your jobber for prices and 
The Eclipse Nail Bin sizes, or write to us direct. 

Our Friends Have Kindly Said 

“We figure that your Patented Steel Be- “We have nothing but praise for you and 
volving devices save us several miles of your Patent Steel Nail Bin. We would not 

walking every month, and that they in- take twice what we paid for ours. It is 

crease very materially our sales of screws. very handy, and as we are cramped for 

nails, bolts, etc.” room, it means a big saving to us. 

From Fort Smith, Arkansas From a New Jersey Hardware Firm. 

• 

(Names on request) 

WESTERN REPRESENTATIVES 

LE ROY SMITH 

112 Market Street, San Francisco, CaL 


WELLSTON MFG. CO. 

MANUFACTURERS OF STEEL BALL BEARING REVOLVING DEVICES 

WELLSTON, OHIO, U. S. A. 
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6°fo Royal Tare Saves Waste 


The weight is limited by guarantee to six per cent of the total 
weight of the finished bale—a real and substantial saving to 
the buyer. All Royal Tare is individually weighed and checked 
_ before baling. This is an important ele- 
ment in Royal Standardization. 

Ask your Jobber or us for the Royal Sam- 
jpKglf pling Catalogue and the booklet “Clean wR 
Clean Thru.” 

Small Users Should Ask to be Shown 
The Handy New Royal Autopak Bale 

I ROW. MANUFACTURINGC?H 


General Offices & Plant 
Rahway, N. J. 


New York 
Chicago 


Pittsburgh 

Baltimore 
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W OMEN and children, for whom 
your customer builds are 
delighted by the ease and silence with 
which Allith-Prouty sliding dwell¬ 
ing doors operate. The architects and 
contractors of your community can 
often solve a difficult space-problem 
such as the one illustrated if you co¬ 
operate with them to sell Allith- 
Prouty hardware. 

ALLITH-PROUTY 



Hanger No. 5 for dwelling in¬ 
teriors was designed for silence. 
Wheels have special cushioned 
bearing. Track is of rock maple, 
carried in felt silencers. At 
every contact point vibration is 
minimized by sectional track. 
Adjusting screw keeps door 
always true. 



Every kind of sliding door can be supplied 
with hardware from the complete Allith- 
Prouty line. Write today for catalog 90. 


ALLITH-PROUTY 



DANVILLE ILLINOIS. 


I 


CHICAGO 
NEW YORK 
PHILADELPHIA 


BOSTON 

LOS ANGELES 

SAN FRANCISCO 

Digitized by V. 


ioogle 
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Ideal Poultry 

and 

Rabbit Fence 


Is a Fence and Not a Netting 

The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PRODUCTS COMPANY 

SELLING AGENTS 

San Francisco Los Angeles Portland Seattle 

Awarded the Grand Prize at the Panama-Pacific Exposition 


Digitized by 
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Build for Bi££er Lasting.Lconomical. 

Better Business vitnV^METAiN^ SatisfactoryllSERS KMOV 


Many Leading Architects are 
Consistent Users of 


<[§NCA&> 

-- 


Years ago when Toncan was a new product, makers and users believed that Toncan Metal would 
prove much superior in lasting qualities to ordinary metal sheets—Today they know. 

A flood of evidence—individual tests and comparisons and long, hard service have told the 
story. 

Today the superior lasting qualities of Toncan Metal are unquestioned—Users of the earlier 
years are insisting on Toncan Metal for their sheet metal work of today. 

Today many of our best buildings in all parts of the country have sheet metal work of Toncan 
—specified by the architect. Today many, many sheet metal men are recommending and 
using Toncan wherever possible, because they know it will make a better—more lasting job. 

Are you testing Toncan? We welcome comparative tests. Are you using Toncan? Then you, 
as well as other users, know it lasts. Write for full information. 



THE STARK ROLLING MILL CO., Canton, 0. 

COAST DISTRIBUTORS 

The Berger Mfg. Co. of California Holbrook, Merrill & Stetson 

San Francisco, Los Angeles San Francisco, Los Angeles 

The Failing-McCalman Co. 

Portland, Ore. 


Residence for Mr. R. W. Rives, Montedto, Cal. 
Toncan Metal used for valleys and gutters 
Architect Reginald D. Johnson, Pasadena, Cal. 







A of the differ- 
ent styles of “Cannon 
Bair* hangers can be used on 
any “Cannon Ball” track—and any 
combination of the different styles of “Cannon - 
Bair* track may be used with any “Cannon Ball” 
hanger. This means that you can always answer a customer’s needs as 
long as you have any “Cannon Ball” track and hangers instock. In addition 
you have the advantages of being able to feature special combinations in the regular 
styles for bams and similar buildings, and a number of door sets for garages. Write and 
ask for the STAR barn book and catalog. 

iunt, Helm, Ferris & Co. Co o^*.f. arn Harvard, I1L; Albany, 

Designers and Manufacturers of 


mwm 


The STAR Line 


H Something to Sett 
the Year Round M 

Bam Equipment 
Litter Carriers 
Water Bowls 
Feed Trucks 
’Harvester** Hay Tools 
Door Hangers 
Garage Equipment 
Coaster Wagons 
Tank Heaters 
and Other Farm 
Specialties 













































































Slake Your Windo ws Pay Full Rent 

pUT your windows to work—make ’em pay their keep in full ^ 
k measure. Merchandise well displayed is merchandise half sold. Among 
he many dealer helps we offer merchants selling Quick-Lite Lamps and Lan- 
ems is a series of attractive, easy-to-read window cards. These are 7x14 
aches, printed in four colors on handsome cards, with easel backs. They stand 
Jone in the window or on the counter—wherever you decide to use them, 
ust the right size to attract attention of window shoppers and pull business. 


( oleman Q uick-Lite 

Lamps and Lanterns 


-are sold by 20,000 progressive merchants covering every state in the Union, 
lore than 400 Jobbers are now distributing this quick selling line. These 
l^rindow cards tie-up in splendid fashion with the Quick-Lite advertising now 
ppearing regularly in the best magazines and farm papers read by your 

Customers. 

They are helps that will materially increase your sales 
^ of Quick-Lite Lamps and Lanterns. Take full advan- 

tage of them —send now for your set, directing vour 
letter to the Dealer Cooperation Department of the 
r, \ Coleman office located nearest to you. 


The C oleman |a m | > Company 


largest Manufacturers of Gasoline lamps. Lanterns and Lighting Plants in the World 

a St. Paul Toledo Dallas Los Angeles Atlanta Chicago Dijlitized 
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A Strong Wire Staple 
— and a Felt Washer 



—Little Things, Yet As Here 
Applied They Lengthen Life 
And Increase Usefulness 
Of Collar Pads 


Pat in U S Dec 1. 1914 
Pat . in Canada Apr 6. 1915 


New Patented Hook Attachment 


A strong wire staple reinforced 
by felt washer firmly grips hook to 
body of pad even though cover has 
been weakened by sweat and long 
usage. This lengthens life of pad 
It is the greatest improvement since 
we invented the hook. Used on all 
our Hook Pads and only on pads 
made by us. 

Stuffed Collar Pads 

are the best safeguard against shoulders 
of horse being chafed, galled and bruised by collar. They excel the un¬ 
stuffed kinds which lack the soft, pliable, cushion-like and absorbent 
features possessed by pads containing our specially prepared composite stuffing. 


Low in Price—Long Lasting—Well Advertised 

Our sixth campaign of advertising direct to users, through the medium of leading 
agricultural publications, is on a more extensive scale this year than any previous one. 
This serves to further the interest of dealers and jobbers. 


Dealers are requested to write us for a supply of new books concerning 
care of horses and containing many valuable emergency horse reme¬ 
dies. Every horse owner will want a copy. Sent Free upon request. 


For Sale By Jobbers 


The American Pad & Textile Co. 

Greenfield, Ohio 

Canadian Branch “Thirty-Eight Years Making Padt” Chatham, Ontario 

Digitized by * ^ooQie 






PREPARE FOR HARVEST DAYS 

WITH A SOUND INVESTMENT 

boxnuNO 

(Patented) 

HARNESS SNAPS 


THE SPRING 

IS 

LOCKED IN 





“ANCHOR BRAND'’ 
IS THE 6UARANTEE 
OF MAXIMUM 
SATISFACTION 


ONE OF MANY 

Kurd ware Dealers everywhere are extending their sphere of trade by adding 
hard ware^o^armand*truek^harness to their line. They report increased profits 

“ d SSSta-i «" with every re«on to expect quick 

_, * ^Siral soring^ made of fine steel and is locked in; even if tongues should 

results. The spiral spnng position in defiance of bumps or jars. 

ESTtlof mefal Sis to the life?? the frame. «; LOXPRING ” Snaps are 
Mde for every desirable purpose in standard sixes and finishes. 

“Anchor Brand” Products—leaders for more than sixty years—include practi- 
odly everything known taSnnection with modern aad improved harness ha^ware. 
Send for free literature. 

•RANCH SALES OFFICES Wholesale Only BRANCH SALES OFF.CES 

Samples Free 


NEW YORK. 127 DUANE ST. 
CHICAGO. 326 W. MADISON ST. 


ST LOUIS 608 VICTORIA BLDG. 
SAN FRANCISCO POSTAL TEL. BLDG 



North & Judd Mf£. Ca 

New Bi"ifain. Conn. 
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Some High Grade Standard 

Rubber Tips and Bumpers 

That ought to be in your stock 



For Chair Logo 




Fencing Foil 
Tig 


Wo. 4 • No. 6 No. 




t 


ftubbor Caster Copt 


Fender 2 sizes T|pe S sizes Boon made la 4 i 


Wo. 2*1 No. US 

Slotted Screw *n ps 



TTt 




No. 14! No. 142 
10 cents par dotes 


Brass Seeded nails only mod la the manufacture or theas rubber nans 


Rubber Tips and 
Bumpers are in big 
demand these days — 
people are beginning 
to realize the great ad¬ 
vantages of their use. 

But all tips are not 
good tips—and a bad 
tip prevents further 
sales—further business. 

It is up to you, to 
stock the best and most 
varied line. Inspect 
some of the illustra¬ 
tions—there’s a tip in 
our line for every prac¬ 
tical tip purpose. You 
had better investigate 
—for the sake of good 
business. 

Write today— ask 
for catalog, prices and 
terms. 



THE ELASTIC 
TIP COMPANY 

370 Atlantic Avenue- 

Boston, Mass~U.S.A. 

Digitized by oUCMC ^ ^ 
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UNION HARDWARE & METAL CO. SLOSS & BRITTAIN 
Los Angeles San Francisco 

MONARCH REFRIGERATOR WORKS 

BURLINGTON, VERMONT 


It Is Going to Be Hard to Get Refrigerators 
This Summer When You Want Them 

Your Jobber Has a Good Stock on Hand at Present. 
But It Will Not Last Long 


Digitized by ^.ooQle 
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Partial aew of one 
of the Cicnt Pkmti 
at Ciant.California 


Tho oldest manufacturers 

Your customers know there is a logical reason for the better and cheaper 
blasting results of Giant Powders. They have been improved and developed 
longer than any other dynamite or powder made in this country. 

In 1866 the first Giant laboratory was built in the present Golden Gate 
Park. Today, with our chain of great plants and magazine stocks through¬ 
out the entire West, we can serve you with Giant Powders. 

There is a good profit in every sale of Giant Farm Powder. Its use leads 
to improvements, permits the use of intensive tillage methods and develops 
your farm machine market. More than 3000 merchants are selling Giant 
Powder in constantly increasing quantities. These merchants have found 
that sales of Giant Farm Powders bring repeat orders. Farmers who once 
use them always come back for more. Dealers who have been selling only 
the ordinary dynamites find that their sales increase rapidly as soon as 
they stock the Giant brands. 

Write for information regarding the ways in which we help Giant dealers 

to sell more Powder. 

THE GIANT POWDER CO., Con. 

“Everything for Blasting 99 

HOME OFFICE: SAN FRANCISCO 
Branch Offices: Butte, Denver, Loe Angeles, Salt Lake City, 

Seattle, Spokane, Portland 
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THE TOOLS MECHANICS BUY 


Is the title of a booklet that will help hardware men sell Starrett Tools. 
44 Give me a surface gage,” says the machinist. If he knows exactly 

the gage he wants—all right. But— 

There are five kinds of Starrett surface gages. Take, for instance, No. 57 and No. 257. 
They look alike. Both are excellent tools. But if that mechanic needs a surface 
gage as a locomotive guide liner No. 57 will be almost useless to him. It’s up to you 
to find him the right gage. 

Talking points on Starrett Micrometers; the fine points of Ver¬ 
nier Calipers: Height and Depth Oages and Test Indicators; 
points about Starrett Surface Oages, Rules, Tapes, Gages and 
Starrett Transits and Levels; all these and more are covered in 

“The Tools Mechanics Buy’’ is a readable little book; full of 
pointers about building trade through Starrett Tools by assuring 
satisfaction to the men who buy them. No matter how well you 
know your stock, “The Tools Mechanics Buy" will interest you. 

Ask us today for as many copies as you have clerks—and don’t ^1''*,' w 
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FRANK A. BABE, 

President 


O. E. BARE, 

Vice President 


The Tritch Hardware Company 


DENVER 



• a ' i ■ a' i • « * ■ 

fehtfiai 



JOBBERS 

TO THE MERCHANTS OF 
THE ROCKY MOUNTAIN REGION 
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W«sfc&£r, 


Digitizec 


Say brook 


Builders 
Hardware 

Siirce 1839 

For Office and 
Public Buildings 
and Homes 

A Suitable Article 
For Every Need 

An attractive booklet 
Hardware For The Home 
mailed on request 


Russell & Erwin Mfg. 
Company 

The American Hardware Corporation 
Successor 

New Britajn, Conn. 


NEW YORK 
CHICAGO 


SAN FRANCISCO 
LONDON. ENG. 


rvrvrv 
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Silverware Draws Women to Your Store 

High grade Flatware, carefully kept and suitably and attractively dis¬ 
played, will do mpre perhaps than any other agency to take your store out of 
tiie for-men-buyers-only class. 

Do you realize just how desirable feminine patronage is T Have you done 
what you can to get it ? 

Don’t tuck away a few sets of Knives and Forks in a dark corner and 
expect a searching party to dig them up. Give the ware a prominent place, 
keep it in condition, handle it as silverware, not as nails; make special displays 
of it. It will impress the woman shopper to know you handle the Flatware that 
matches the Hollowware she has seen illustrated in our advertising. 

Write our Advertising Department for 
advertising and display helps. 

INTERNATIONAL SILVER CO., Meriden, Conn. 

Pacific Coast Warerooms: 150 Post Street 

New York San Francisco, Calif. Chicago 




Louvain Pattern 


The 
Family 
Plate for 
Seventy 
Years 










HARDWARE WORLD 


New Style “ACME” Fry Pans 


ONE PIECE 
COLD HANDLE 

*« 

THEY BUILD 
UP YOUR 
TRADE AND 
SATISFY YOUR 
CUSTOMERS 

* 8 ? 

INSIST ON THE 
“GENUINE” 
ACME 

% 

SOLD BY ALL 
FIRST - CLASS 
JOBBERS 
THROUGHOUT 
THE WEST 


Pacific Coast 
Representatives 

Wn. P. Horn Co. 

Rialto Bldg. 
San Francisco 

Portland 
Los Angdw 
Seattle 



NEW YORK STAMPING COMPANY 



Brooklyn, New York 

W _• 


Digitized 


Google 
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This Jams the Door Snug to 
the Door Jambs 


IT’S THE BALDWIN REFRIGERATOR LOCK 
“BALDWIN” PATENT AND DESIGN 


It’s the best Refrigerator Fastener made—squeezes the door 
tight to the refrigerator, and in combination with the rubber inser¬ 
tion which we put around “Baldwin doors,” makes an absolutely 
tight joint. 

Photograph shows the plain polished Nickel style, used on our 
“Snow White” Opalite Glass and “Sanitas” Porcelain lined and 

Made in Roman Gold 
finish, ornamental design 
for the more moderate 
priced goods. 

This Lock is different 
and better than other mak¬ 
ers use. It’s a practical 
feature of excellent merit 
and helps save the ice. 


Jam Your Order 
in Now 


Baldwin Refrigerator Company 

Burlington, Vermont 

Stock carried by Heyman-Well Oo. San Fraadaco, California 



some other styles. 
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The record made at the time of 
the sale is placed in the credit 
file. No further recording or 
bookkeeping is necessary. 


The clerk makes a 
complete record at 
the time of the sale. 


One writing completes the record 
of a charge sale 

by the N. C. R. method of handling 
credit accounts 


After the clerk makes the original record at the 
time of the sale, no further recording, posting, or 
bookkeeping is necessary until money is paid on 
the account 



And every account is always kept up to the min* 
ute—ready for instant settlement. 

Thousands of merchants in many lines of busi¬ 
ness sure now using this up-to-date N. C. R. Credit 
File. 

They find it is the safest, quickest, and most eco¬ 
nomical credit system they could use. It saves 
diem time and money. 


The National Cash Register Company, Dayton, Ohio 
Offices in all the principal cities of the world 


Digitized by 


Google 
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Y cJhe Hade Mark known in every Home" 

Home Needs 


When the Housewife||Rolls Up Her Sleeves 


she gets something done. When her face is bi¬ 
sected with a smile, something unusually good is 
around to make her happy. It isn’t always her 
husband. In thousands of cases the unusually 
good is a complete equipment of UNIVERSAL 
Kitchen Appliances. 

Every woman who has a home or has one in the 
making needs the UNIVERSAL Bread Maker, 
Food Chopper, Percolator, Iron, Grill—all the 
things that make kitchen work a pleasure instead 
of nerve-wracking drudgery. 

“The Universalized Kitchen” is a joy maker for 
the housewife—a money maker for the dealer. 
Every-day needs in the kitchen mean every-day 
sales in your store. Push UNIVERSAL goods and 
the trade you want—you’ll get. 


LANDERS, FRARY & CLARK 


NEW BRITAIN 


CONN. 


<7hese UNIVERSAL Devices Help 
SoWe the Servant Problem *" 
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New Names for Old 



TRADE MARK 


'C'OR thirty-eight years our cotton waste 

products have come through to your cus¬ 
tomers in ever increasing quantities. Our 
dealers are yours, many of them the same ones 
since 1882 . The basic soundness of producing 
Masco Products in the greatest cotton manu¬ 
facturing center in the country accounts in 
part for the tremendous growth of our busi¬ 
ness. 

Now we are launching a new campaign to 
produce more business for every dealer and re¬ 
tailer handling Masco Products. Your cus¬ 
tomers ask for these products “the same kind 
as before.” The new trade mark and trade 
names will help them to call for just what they 
want. 

to 

Ask your dealer-ror write us direct—for 
full information and selling helps. 

It pays well to carry Masco Products. 


The 

Masco Products 

YOU KNOW 

Machined Waste 

(16 standard grades) 

Household and Marine 
Handled Mops 

Mop Heads 

Polishing Cloths 

Wiping Cloths 

Cotton Wicking 

Caulking Cotton 

Masco Motor Waste 
(i lb. Cloth Bag) 

Etc., etc. 



Massasoit Manufacturing Company 

Fall River, Mass. 

Manufacturers ef Masco Products 
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Faultless fiaster 



PACIFIC COAST REPRESENTATIVES 

OHA& A. DOWD 8ALES COMPANY, 320 Market St., San Francisco, Calif. 


Evansville 


Indiana 



Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 
leading line of these goods. 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog “G” 



Full Size Plate 2-8 


Move the FAULTLESS Way' 


Digitized by 


Google 
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Like Wildfire! 



Y OU ought to see the way the 
new and improved Rid-Jid 
Ironing Table is selling. 
Nearly every woman who sees it 
wants one. It is just the last word 
in one of the most needed improve¬ 
ments about housework. 

The Rid-Jid has combined every 
feature that appeals to a woman: 
It is light weight (the lightest fold¬ 
ing table made); can be carried to 
any room; folds neatly and com¬ 
pactly and can be stored 
behind doors or in closets. 

It is as steady as a rock 
when open; does not wab¬ 
ble, creep nor sway when 
ironing. The truss construc¬ 
tion — same as a bridge 



—makes it strong and steady. 
The open end adds convenience 
and time saving. Every joint is 
protected by metal plates. The 
Rid-Jid lasts a life-time. 

That’s why it sells. It hasn’t any 
real competition because it is alone 
in efficiency. Women are quick 
to see these advantages when you 
point them out. They buy—are 
tremendously satisfied — and sell 
their friends. 


That means big money 
for you. Hundreds of 
other dealers are eagerly 
grasping this opportunity. 
Let us tell you more about 
it. Write us today. 


THE RID-JID PRODUCTS CORPORATION, Waukegan, Illinois 

Successor to Oregon Woodenware Mfg. Co. 


fbt Md-JM folds if 
eonp*etlj — m sort 
so s kidfo. It fits 
nietly bsbind t b 6 
kitebon door or tueks 

..... miA fJt a4arV* (■ 



open end, folding 

Y digitized by VjOUxIfa a O 

Ironing Table 
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MUELLER 

The “Big 3” 

PIPELESS FURNACE 

Breaking All Sales Records 

Mueller Merchants are piling up bigger profits than ever this year. Fuel 
hard to get and prices rocketing make people think. The Mueller Pipe¬ 
less is solving the heating problem for. thousands of home owners. 

You can look your best customer straight in the eye and 
sell him the Mueller. You will be giving him the biggest 
value his money can buy—can assure him real heating com¬ 
fort and a saving of one-third to one-half on fuel. 

You can back this assurance with the signed Mueller 
guarantee to heat every room in his house to a comfortable 
temperature. 

You are selling a certainty when you sell the Mueller. A 
furnace that is designed right, built right and which works 
right. The three big exclusive construction features of the 
Mueller, the “Big 3,” have established its success. 

There is a big opportunity in your community to sell the 
Mueller—a big demand by which you can profit. Mueller 
national advertising is constantly creating this demand and 
Mueller result-getting dealer co-operation will help you cash 
in on it. 

Write today for our proposition and sales plan for dealers 

Don’t wait until tomorrow 

L. J. Mueller Furnace Company 

Makers of Heating Systems of All Types Since 18S7 

233 Seed St, Milwaukee, Wis. 

DISTRIBUTORS 

THE SALT LAKE HARDWARE COMPANY 

' Salt Lake City, Utdh, and Pocatello, Idaho 
HOLBROOK, MERRILL & STETSON 
San Francisco and Los Angeles, California 
RICHARDS & CONOVER HARDWARE CO. 

Kansas City, Mo. 

THE JACKSON HARDWARE CO. 

Aberdeen, S. D. 

LEE-COIT-ANDREESEN HDWE. CO. 

Omaha, Nebraska 

Stocks also carried at Brooklyn, Buffalo and Syracuse, 

N. Y.; Pittsburg, Scranton, Lancaster and Philadelphia, 

Pa.; Baltimore, Md.; Toledo and Cincinnati, Ohio; Nash¬ 
ville, Tenn.; Detroit and Grand Rapids, Mich.; Minne¬ 
apolis and St. Paul, Minn.; Chicago, Dl.; Kansas City 
and St. Louis, Mo.; Omaha, Neb.; Aberdeen, S. D.; 

Seattle, Wash. 


The “Big 3" 

The Sales Clinching Construction Features 

1. Large and Properly Propor¬ 
tioned Bqgister Face. Insures de¬ 
livery of big volume of warm, 
moist air and rapid distribution of 
heat to every room in the house. 

2. Spacious Unobstructed Air 
Passages permit withdrawal of 
large volume of cool air from 
rooms while delivering an equally 
large volume of warm air into 
them. 

3. Vast and Scientifically De¬ 
signed Heating Surface. Insures 
full benefit from fuel burned. Pre¬ 
vents hard firing, overheated cast¬ 
ings and big fuel waste. 


ibv^ooQie 
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In Viko—Every Utensil Good 
Merchandising Demands 

Without a stock of aluminum ware no store 

catering to the House-Ware trade is up to 
date. Aluminum is the newest and 
most satisfactory of all metals for kitchen 
utensils. It is light in weight and durable; 
takes heat readily and holds it long. It 
neither chips nor cracks. 

VIKO, The Popular Aluminum, is a good 
line to stock. It can be sold profitably at a 
popular price, yet is high in quality and of 
improved design. Another good thing about 
Viko is the great variety of utensils that 
come in this line. Every utensil good mer¬ 
chandising demands can be found in Viko. 

For further information — 

oAsk Tour Jobber 

Aluminum Goods Manufacturing Company 
General Office** Manitowoc, Wisconsin, U. S. A. 

&Ukm of Everything in Aluminum 

VIKO 

The Popular Aluminum 
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Announcement 

" - * 7 

The entire 1920 output of Electri¬ 
cal Heating Appliances of the Great 

Manning - Bowman 
& Co. 

factories is sold and no further orders 
for this year’s deliveries can be ac¬ 
cepted. 

This means that our distributors’ 
orders will be filled late and their sup¬ 
plies will, in many cases, be sold be¬ 
fore they receive the goods. 

We would therefore suggest that 
you place your order NOW for later 
delivery with your distributor. 


Manning- 

Bowman 



•u 


DISTRIBUTORS 

HOFFMAN HARDWARE 00.Lot Angoloa 

HBK DRIB ft BOLTHOFF MFO. 00..... .Dollar 

THE TRITOH HARDWARE 00. Denoor 

MOMSEN-DUNNBGAN ft RYAN.El Pam 

BALT LAXB HARDWARE OO... .Balt Lako CB«j 

CENTRAL COMMERCIAL 00_Axis. 

J. BORfrBTBXN ft BONS..8—ttio 

HOLTBR HARDWARE 00.Bpokaao 

ALEXANDER ft LAVENBON 00.. .Baa Franeiaco 

STUBBS ELECTRIC 00. .Portland 

MURRAY ELECTRIC 00.Bpokaao 

NORTH COAST ELECTRIC 00.Boattio 

WOODILL ft HUL8B ELEC. OO., Lot Angola# 


Write Us for Catalog 


fl. J.Gvte & Co. 

PACIFIC COAST 
FACTORY REPRESENTATIVES 

150 Post SI. Sa^i Fre^icisco 

CAL/IF'OFINLA. 
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Early Orders 
Insure Delivery 

HTHE meager supply of goods in the merchant’s ware- 
houses, the curtailment of production through 
strikes, the large unfilled tonnage on the books of man¬ 
ufacturers, the refusal of many mills to accept any new 
business offered and the allocation by the large cor¬ 
porations of but small percentages of former purchases 
for the first half of the year to jobbing customers, 
coupled with numerous freight embargoes which the 
railroads are forced, through labor troubles and car 
shortages, to put into effect, has brought about an acute 
scarcity of many lines of merchandise. 

f ■* , . i , 

W E see no possibility of immediate relief from these 
conditions and we urge all of our customers to 
cover their Fall requirements by placing orders early. 

W E do not suggest over-buying or speculating, but 
feel it is an opportune time to place your orders 
freely for your Fall requirements at present prices. 


Suggested Fall Items 

Buck and Cross Cut Saws 

Axes and Axe Handles 
Game Traps 

Food Choppers and Roasters 
Lanterns and Globes 

Apple and Peach Parers 

Electric and Oil Heaters 

Pruning Saws and Shears 

Guns and Ammunition 
Hunting Coats 

Boys’ Wagons, Velocipedes, Kiddie Kars 

Weed Chains ^ 

% 

Baker, Hamilton & Pacific Company 

SAN FRANCISCO, CAL. 
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Get Summer Electric Iron Business 
With the Domestic 


WEIGHT 
6 LBS. 


VOLTAGE 

110 



RETAIL 




$7.25 


Increase Your Profits — Make Quick, Easy Sales to 
Vacationists, Housewives and Others 

Keep in touch with the vacationists who go to the seashore, or 
to the mountains and lakes, from your community this summer. 
Suggest that they pack in a DOMESTIC ELECTRIC IRON— 
its convenience will repay its moderate cost many times over. 

Don’t overlook the Busy housewife, who will welcome a 
DOMESTIC during the hot summer months, in place of the ordi¬ 
nary stove heated or gas heated sad iron—to say nothing of its 
convenience the year round. 

The Domestic is thoroughly high grade in 
efficiency, durability and appearance. Its design 
is pleasing, its finish distinctive and its service 
~~ Jf high quality. Heats quickly and retains the heat, 

with minimum current consumption. 

Get the Goods on Your Counter 

They will turn quickly, at a substantial profit. 
Every one you sell will add to your reputation for 
selling high grade goods. Get the electric iron 
trade of your town—the price and quality are 
V right. 

HH • • * Order NOW from your jobber, or from us. Six 

- irons to case—two cases make shipping weight. 

j Chicago Flexible Shaft Company 

5604 Roosevelt Road, Chicago 










Service! 

DOMES OF SILENCE 

Domes of Silence, small in themselves, were de¬ 
signed to perform a certain very important function. 

To save floors. 

To save rugs. 

To save furniture legs from unnecessary strain. 

Our national advertising has taught the public this. 

Displayed in our new counter case, sales become 
automatic, hence quick turnover, good profits. 

Order from your Jobber today. 

HENRY W. PEABODY GO. 

17 State Street, New York City 
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BASE BALL GOODS 

As the base ball season is now in full swing, dealers should see to it that their stock is complete. 
We are making a specialty of Hillerich Bats, Goldsmith Balls, Gloves, Masks, etc. Goldsmith Official 
League Ball is guaranteed for eighteen innings. 


"»»)M 


GUARANTEED 18 INNINGS 








No. 250 

Weather seasoned and bone rubbed. Made of the choicest 
■L very old weather seasoned timber, hand turned. Has bone* 

n rubbed finish, which closes the pores of the wood and gives 
a hard hitting surface. Can be supplied in assorted autograph 
L f models as follows: Ty Cobb, Davis, Jake Daubert, Ellis, 

M 1 ' ML Rogers, Babe Buth, Byan and Sisler. 

[nil I P I/M a The original and only eighteen-inning guaranteed league 

ball recognized, adopted and used by professional leagues 
iDiM'rrpiMo luumrc W playing under the national agreement rules, which is official 
iv for all games in recognized base hall. Conforms to the re- 

i A i ! A A d W quirements and specifications ot the National and American 

v V k\ \\\ ji (// y . JL leagues, and is official for use in any game played in or- 

1 ganized base ball. The finest pure wool yarn, rubber center 

^^VV\D£r and specially tanned horse-hide, combined with hand stitching 

and scientific manufacture, enables us to guarantee it for 
^eighteen innings against ripping, softening, losing its shape 
.A;.; ***?!&', or elasticity. No other ball will be closer to official specifi- 

_cations or is as uniform in construction. Each ball wrapped 

in tissue paper and tinfoil, packed in a separate box, and 
9T sealed according to official league regulations. 

Model CM 

Designed and used by _ 

"Chief Meyers," former 
famous New York catcher. 

Moulded, scoop shape, of se¬ 
lected tan, waterproofed 
cowhide. Stitched with ex¬ 
tra heavy waxed linen 
thread. The pad is of spe¬ 
cial construction, consisting 
of layers of absorbent felt 
on a foundation of flexible I 
cowhide. This pad will stand 
heavy poundin? with little 
wear. The patented (Octo¬ 
ber 24, 1910) Goldsmith 

Finger Grips and the patent¬ 
ed wriBt protector prevent 
turning and slipping. Light 
in weight and easily han¬ 
dled. Full laced edge, with 
rawhide lacing. A mitt com¬ 
bining correct design with 
superior material and work¬ 
manship. 

Model B 

A Walter Johnson Model. 

An exceptionally large glove, 

-- - . made for the player who _ 

Model CM wants a large and easy fit- Model B 

ting glove. Made of the fin¬ 
est glove tanned horsehide. Very soft and pliable. Leather lined throughout, with welted seams. Correctly padded 
and ready broke for immediate use. Laced wrist permits the padding to be adjusted as desired. 


No. 97 


r -V 

as ' v ' 



-CHIEF- 

assas 


Model CM 


Model B 



No. 261 


No. 261 

Men's Mask. Heavy electric-welded black finished steel wire; well padded with 
leather. Has leather chin and forehead pieces. 

For a full line of these goods, with descriptions and prices, see our Catalog No. 
66, pages 1896 to 1902. 


WHOLESALE DISTRIBUTORS 

Dunham, Carrigan & Hayden Co. 

SAN FRANCISCO, CALIFORNIA, U. 8. A. 


Digitized by 
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Mean Better Jobs 


Grinnell Fittings are rigidly inspected. We throw out all but the perfect ones. They 
are the fittings we use in Automatic Sprinkler installations and we can’t take any 
chances. That’s why we’re so particular. Our standard is your safeguard. 

They are the kind you can sell or use with confidence. 

L. R. D. Valves 
The All ’Round Valve 

L. R. D. Valves are the most reliable all ’round valves on the market. By use of the 
removable discs you can quickly suit them for any service. 

This means a big saving in stock, as you need carry only one kind instead of several 
for different jobs. 

L. R. D. Valves are always tight, but never stick. 

Bring Us Tour Orders for National Tube Pipe— 


We always carry a large stock of all regular sizes and we cut the thread to sketch. 


GRINNELL 


COMPANY 




453 MISSION STREET, SAN FRANCISCO 
439 BAST 3rd STREET, LOS ANGELES 


Ask the owners of 25 million Grinnell sprinkler fittings 

_ Digitized b| vjOOvIvT ° 
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It Has the Famous Mirro Features 


O NE of a distinguished and long-lived fam¬ 
ily is this handsome Mirro Aluminum 
Tea Kettle. Its sturdiness, its graceful design, 
its rich and gleaming finish: all are marked 
Mirro characteristics. 

It is the sturdiness that makes Mirro re¬ 
markable for its resistance to hard wear; it is 
the design and finish that make Mirro con¬ 
spicuous for its beauty. 

But even more pronouncedly Mirro are 
the features of convenience that make this 
Tea Kettle a joy to use. Note them well. You 
do not find them in ordinary kitchen ware: 

(1) Highly tbonized, sure-grip, detachable 
handle, ft (2) Handle ears are welded on—an 
exclusive Mirro feature. (3) Spout also welded 
on—no loosening—no dirt-catching joint. 

Aluminum Goods Manufacturing Company, C 

Makers of Every 


(4) Slotted ears permit handle to be shifted 
to any desired position without coming in 
contact with sides of kettle, ft (5) Rivetless, 
no-burn, ebonized knob—another exclusive 
Mirro feature. 

(6) Quick-filling, easy-pouring spout. (7) 
Unusually wide base—quick heating and fuel 
saving. Also prevents flame from creeping 
up around sides. 

(8) Famous Mirro finish, ft (9) The famous 
Mirro trade-mark, stamped into the bottom of 
every utensil, and your guarantee of excellence 
throughout. 

Back of the Mirro guarantee is the world’s 
foremost manufacturer of alumina tp ware. 

. Mirro is sold everywhere at the better stores, 
at truly moderate prices. 

aeral Offices: Manitowoc, Wisconsin, U. S. A. 

n #in Aluminum 


mirno 


ALUMINUM 

Reflects 

Good Housekeeping 


Do you read the Ladies* Home Journal, Good Housekeeping, or McCall’s Magasinet Probably not. However, 
many women in your city not only read these magazines, but are guided in their purchasing by the advertising 
pages. Throughout the year, Mirro Aluminum advertisements are outstanding features in women** publications. 
In August, the advertisement reproduced above will appear full page size In the magazines named. 


Digitized by LiOOQle 


















THE FACTORY 
BEHIND 

THE PRODUCTS 


—not merely a spacious mod* 
emly designed factory covering 
acres of floor space, but a factory 
equipped with the most approved 
type of metal working equipment, 
manned by thoroughly experienced 
metalworkers who know how to 
build that exceptional degree of 
service and satisfaction into the fin¬ 
ished Can or Pail that has played 
such an important part in making 

(rets K&e@«(p^a)Ctt’ar® 

the standard by which all others 
are judged, — the world over. 

If yon Karo not a ropy of our 
Lteti catalog, tend for it today. 

Rochester Can Company 

109 Hague Street, Rochester, N. Y. 
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“BAILEY” 

Iron Planes 

The Standard for more than 
Fifty Years 

|i| M PRO VEM ENTS 
183J are constantly being 
made in their manufacture, 
tending to make them daily 
more popular and more 
sought after by discrimina¬ 
ting carpenters and me¬ 
chanics. 

If you do not carry 
these planes, arrange 
to do so at once. You 
will be surprised how 
your plane sales 
will increase 

MANUFACTURED BY 

Stanley Pule 8c Level Co. 

New Britain, Conn. U.S.A. 


YOUR TRADE WANTS 

© The Highest Grade Coil A 
File Made 

IT’S A TOOL SS 


Will Please Your Customers 


Needs Only to be 
Displayed to Make 
Sale 

REMEDY Your IGNITION TROUBLES with 

DELTA COIL FILE 


Remedy your Ignition Troubles with a “Della” Coil File 

CUAftl ALL C OCT ACT FOMTl - VARK FLUOR - COILS - MAGNETOS 
SWOULD Itwm TOOL KIT ON CVttlY AUTOMOMLE OK MOTOR tOAT 



Cleans All Contact Points, Spark 
Plugs, Coils, Magnetos 

Should be in theTool 
Kit on Every Auto¬ 
mobile or Motor Boat 

High Grade Files for Every Purpose 

▲ DELTA FILE WORKS f 

mOUAUTY# 

PHILADELPHIA, PA., U. S. A. 


Digitized by 
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TheEASY^ -L i ScREwPl ATE 
7 ' 

i A S'NOll CUT. ^ J- 

AOJUSTAblE TAP WRENCH WITH EACH SET . 
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I N praise of Simonds Hand Saws you 
will hear carpenters in every part 
of the land tell of their good quali¬ 
ties. They know because they have 
given these saw T s the best test there is— 
the test of every-day work. 


SIMONDS 


always come through and prove an 
efficient cutting service. Hard¬ 
ware Dealers who carry Simonds 
Saws are assured of satisfied cus¬ 
tomers and reasonable profits. 

Write for Catalog and Prices 

SIMONDS tL 

MANUFACTURING CO. FT) 

“The Saw Makers” ly 

San Francisco, Calif. ^ 

Portland. Oregon 
Seattle, Wash. 

Vancouver, B. C. 




No. 50. Cham¬ 
pion One-Fir** 
Variable Speed 
Electric Black¬ 
smith Blower. 


No. 401. Rivet Forge 


BALL 

UAOM6 


Screw Plates in Four Styles, Cutting up to l l / 2 " 
CHAMPION TOOLS, Built for Service 

CARRIED IN STOCK AND DISTRIBUTED 
BY ALL THE LEADING JOBBERS 
Write for Our 350 Page Vj 

CHAMPION BLOWER & FORGE CO. 


No. 203. 
Self * feed 
and Doable 
Com poun d 
Lever Feed 
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ST. LOUIS, MO. 


bv reason of 
our thorough 
equipment, 
extensive 

experience 

and 

established 

high 

standards, 
is more than 
a Galvanized 
Hardware 
Cloth; 
it is “The 
Hardware 
Cloth 

that stands 
Hard wear” 
and is 


“Guaranteed” 


It is woven of the best steel wire, 
the joints are all securely soldered by a 
good coat of galvanizing after weaving, 
and measures up to the most exacting 
demands of critical customers. 

Order your requirements through 
your regular jobber, also the “Perfect” 
Window Screen Cloth, Poultry Netting, 
Fly Traps, etc. 


Manufactured by 

The LUDLOW- SAYLOR 
WIRE GO. 


Ludlow-Saylor “Perfect” 
Galvanized Hardware 
Cloth.... 


Every Foot of 


0<r 
Uio 

o> 
P* 


Uj O 


UNLESS THI 
NAME 

IN FUL 

APPEA 
ON THE 

HANDLE . ' ns 

NOT A 
DINE 

ISjCENT 
WRENCH 


Co 

Uj 


lo 

Uj t 


£ 




S 
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UNITED STATES CHAIN & FORGING COMPANY 

Union Arcade, Pittsburgh, Pa. 


THE NAME" 


“GOOD AS 


ELECTRO-ZINCKED AFTER WEAVING 

Ordar Thru Tour Jobbar 

GALVANOID has won the pre-eminent favor of the trade because it is the most depend¬ 
able zincked screen cloth made. You can confidently recommend GALVANOID to your 
best trade. 

KEEP YOUR STOCK FILLED IN 

WE ALSO MANUFACTURE 
BRONZE, COPPER, PAINTED AND GALVANIZED 

AMERICAN WIRE FABRICS CO. 

208 So. La Salle Street, Chicago, Illinois. 

FACTORIES: 

Chicago, Illinois Mt. Wolf, Pa. 

REPRESENTATIVES: 

h WING-LEWIS CO., San Francisco and Los Ange.’es, Cal. D. L. HERMAN, Seattle, Wash. 


“THE RECOGNIZED LEADER” 


Trace 


Cliains 


The most durable 
traces manufac¬ 
tured. They are 
electrically welded 
and are tested far 
beyond the required 
strength. 


Our huge new elec- 
. trie-weld plant at 
York, Pa., is an evi¬ 
dence of the “U.S.” 
idea—quality first, 
last and always. 
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GENERAL OFFICES, YOUNGSTOWN, OHIO 

District Offices: New York, Chicago, Philadelphia, Cleveland, Kansas City, Lynchburg, Pittsburgh, New Orleans, 

Balt T - tlr f City, 8an Francisco, 8an Antonio 

EXPORT AGENTS, CONSOLIDATED STEEL CORPORATION, NEW TORK CITY 
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“Sterling” 


“YANKEE” 


TAP 

WRENCHES 


Over All 


Hard TUNGSTEN STEEL flexible 

HACK SAW BLADES 

Many years of personal caretaking attention to manufacturing details have produced 
in STERLING Blades a cutting tool of unquestionable merit. -• 

We claim Endurance—Dependability—Fast cutting — Long Life — Satisfaction to- 
Dealers and Consumers. 

Users declare that our slogan—“They don’t Scratch, They Cut”— tells the story.' 
SOLD THROUGH JOBBERS ONLY 

CORRESPONDENCE RESPECTFULLY SOLICITED 

DIAMOND $AW & STAMPING WORKS, BUFFALO, NEW YORK 

CALDWELL SALES COMPANY, 320 Market St, San Frandaco, CaL 

Bxdnshrt Pkdflc States Bep r ese nt atAvee 


NORTH BROS. MFG. CO. 

PHILADELPHIA, PA., U. S. A. 


Right and Left Hand and Rigid 

T HUTTR SIZES 

No. 250 Capacity up to 3/10 in. Taps 
No. 251 “ “ “ 5/16 “ “ 

No. 1251 Same .as 251 with long shank 

Yankee Tap Wrenches are especia ly adapted for 
work in close quarters and placei out of reach. 
The cross arm is easily drawn to one side and 
with the ratchet movement, holes are readily 
tapped in close corners. The No. 1251 is 13 
inches overall, giving a long reach into inaccessi¬ 
ble places, making it indispensable in Automobile 
work and work of similar character. 


\ 

No. 250 


Your Jobber WHO. 
Supply You 


Digitized by V^OQQle 
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Nail Sets 
Gimlets 


Gouges 
Screw Drivers 


New York Office: 100 Lafayette Street 

WE WEBB AWARDED THE MEDAL OF HOHOB OK MECHANICS’ TOOLS AT THE BAHAMA- 

PACIFIC EXPOSITION 

Sold by THOMSONDIGGS COMPANY, Sacramento, California 


Tbsfe Is a Oiffermce in Washirs 




Just as In any other commodity. Our Washers are 
made of the Best Material and with the utmost care. 
That's why the largest users of Washers prefer those 
of our make. 

We also make 

■MM WMMTS MQ U 8 SI MNi WMMfS 
MMSK UliO vsSM Hitt WWSttQTS 

of all descriptions. Round and Square, Plain or 
Galvanized. 


AmmM Rfvwt Bm Mm 

_Ji mi..., -s-i ess —A— 

■MmM dSM rMMM rlHM 


PROMPT SHIPMENTS 

Wrought Washer Mfg. Co. 

MII«a«kH» Wit. 

Coast Representatives, 

HUGH80N A MERTON, Inc. 

Ban Francisco, Oai.; Los Angeles, Cal.; Portland, Ore.; 
Seattle, Wash.; Denver, Colo. 


LANE’S 

Steel 

Wagon 

Jack 


no cast metal 

™ NO WOOD 

Strong -- Light—Compact 

SUBSTANTIAL PROFIT TO 
THE DEALER 

Have You Catalog and Latest Prices? 


LANE BROS. CO. 

RIVER STREET POUGHKEEPSIE, N. Y. 

Digitized by VjOOy 
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MAYHEW-"-TOOLS 

ARE RIGHT 

Small Screw Driver* on an Easel 

Put this display easel on your show case. Surprise 
yourself at the number of miniature screw drivers you 
selL These are regular Mayhew quality and modestly 
priced. They have tool steel blades hammer forced, 
nickeled ferrules, hard-wood handles. Just the thing 
for electricians and for household use in repairing 
docks, magnetos, sewing machines and typewriters. 

Order a two-dozen carton today. 

At your jobber’s —or 
MAYHEW STEEL PRODUCTS, INC. 

291 Broadway, Now York 
806 Mi -loo Stroot, Sob Fraadooo 


• i 

.MECHANICS 



firuy blow of 
tho hmmmor 
rmilnom thm mi—!” 


Nos. 50, 55 and 56 Machinist’s Case 

PILLIOD 

Tool Cases 

THE 

BUILT FOB SERVICE 


LINE 

Tool Cases for every pur¬ 
pose, sturdy, light weight, 
beautifully finished quality 
cases for Machinists, Car¬ 
penters, Auto Owners, Au¬ 
to - Repairmen, Plumbers, 
Household Tools and Fish¬ 
ing Tackle. “The line that 
sells and satisfies.” 


Are you handling the 

10-in. and 14-in. 0. K. Gutters? 

If not, my Pacific Coast representatives 
will tell you why you should. 

Address 

Omer Cox Jones k Cox, 

Postal Telegraph Bldg., Newhouee Bldg., 

San Francisco, Cal. Salt Lake City, Utah 


Sands k Cox, 
San Fernando Bldg., 
Los Angeles, Cal. 

8trlmple k Cox, 

L. O. Smith Bldg., 
Seattle, Wash, 


Turnbull k Cox, 
Inter State Trust Bldg., 
Denver, Colorado 

Strimple k Cox, 
Corbett Bldg., 
Portland, Ore. 


H. K. PORTER 

Bolt Clipper Specialist 

6 ASHLAND STKEET, EVERETT, MASS. 


The Pilliod Lumber Co. 

SWANTON, OHIO 

Western Representative 
8PBAKE SALES OO. 

822 Higgins Bldg., Los Angeles, California 
525 Market Street, San Francisco, California 
633 Railway Exchange, Portland, Oregon 
223 Kerns Bldg, Salt Lake City 



No. 7 Carpenter Case 
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ONLY 


“Forstner” Brace and Machine Bits 

For Fine Carpenter, Cabinet and Pattern Work 

SPECIALLY ADAPTED POE HARDWOOD WORKING 

_ The Foster Labor Saving Auger Bit, unlike other bits, is guided 

fry its Circular Rim instead of its center; consequently it will bore 
any arc of a circle and can be guided in any direction regardless of 
grain or knots, leaving a true polished surface. It is preferable and 
more expeditious than chisel, gouge, scroll-saw, or lathe tool com- 
| bined, for core-boxes, fine and delicate patterns, veneers, screen 
-' work, scalloping, fancy scroll twist columns, newels, ribbon mould¬ 
ing and mortising, etc. 

Manufactured by THE PROGRESSIVE MFC. CO., Dept. “A," Torrington, Conn. 

Enquire of Tonr Hardware Jobbers, or Write Ue Direct. Supplied in 8ets Write for Catalogue 


"Highest Award (Medal of 
Honor) for FILE8 end 
R A 8 P S, Panama-Pseific 
International Exposition, 
Established 1863 San Francisco." 


_ igitized by 


Superior 

Casement Adjuster 

For windows that open out 
Operates without disturbing the screen 

Superior Casement Adjuster is ths ae* 
convenient to operate becauee all that is w 
quired to unlock and move the window ii * 
simply move the handle; when yon let go **• 
handle the window is locked automatically* 

Superior Casement Adjuster is the stroef 
est because it loeke on the rod fastened 
the window and thus combinee the stresf® 
of the two rode. 

Superior Casement Adjuster holds ths 
dow firmly at any angle and does not aw* 
the .window to rattle. 

SUPBRIOR SPRING HINGB GO. 


Mil 


U 




DOUBLE ACTING 
SPRING BUTT HINGES 

have the weight 
supporting 
bearings cor* 
rectly located to 
liberate the 
action of the 
springs, redu¬ 
cing breakage 
and increasing 
spring power, 
preventing une- 
q u a 1 wear of 
the barrels, and 
giving practi¬ 
cally unlimited 
durability. 

Bommer Floor Surface Spring Hinge 

Has Beleaae and Holdback Features, Ban 
Wearing and Alignment Derlo# 

The most durable hinge of its type; holds the 
door open when swung to 90 degrees. The spring- 
action can be entirely released so door will swing 
m free, without spring-action, by Inserting a 
I wire nail (when the door is open) Into a 
| hole provided in the side plates. The 

bo . 18 Typ* 

BOMMER SPRIR6 HIR6E COMPANY, Mire. • Breoklp, I.Y. 






















No. 41, 20 os.; 41%, 16 os.; 42,13 os.; 42%, 10 os. 

VAUGHAN A BU8HNELL UFO. OO., OHIOAOO 


UFK/N TAPES and RULES 


From the Popular 
Priced to the 
Finest Styles 



THE RECOGNIZED 
RELIABLE 
STANDARD 


106 Lafayette Street 
NEW YORK 


TMEft/FKFN/?ULEQo. 


SAGINAW, MICH. 


SHELBY SCREEN DOOR HARDWARE 



SHELBY 
SCREEN DOOR 
BBAOES 


Shelby Screen Door Check and Closer 


For Screen, Storm and Light Inside Doors 
and Office Gates 


GOOD TONIC 
FOB SAGGING 
80BEEN DOOB8 


THE SHELBY SPRING HINGE CO. 


SHELBY, OHIO, U. S. A. 


POND HARDWARE SPECIALTY CO., Lo« Anf.lw, C*l. -*-m Co<ut Rtpmmtattou m-* D. L. HERMAN, SmHU. Wuh. 


Digitized by 













70 


HARDWARE WORLD 


9902 N. C. 

SLAYMAXEB R.P.D. PADLOCK 



(With ehain—No. 9902) 

THE ORIGINAL R. F. D. PADLOCK 

FIRST MADE BY SLAYMAKER — CARRIED 
BY MOST. JOBBERS 

When you order Mail Box Looks, insist on the 
genuine 9902 or 9902 N. C. 

SLAYMAXEB LOOK CO. 

Lancaster, Pa. 

A. C. RIDDELL, Western Sales Manager, 

818 Higgins Building, Los Angeles, Calif. 


Tht Oily Screw 
. Holes ii Hie World 

• The “Hole” 
Problem 


9 H?g The advantages of 

Eb Screw Holes are: they 

1 y _ PfP can be used without 

I V B ? damage to receiving 

( I / 1 material; they enable 

I V §■ J . vou to Standardize to 

I 5 wood or machine 

H | screws in all mate- 

H rials; they are made 

B of brass and will not 

■ rust under atmospher- 

v ic or moisture condi¬ 

tions; special tools are not needed for using them 
in any material; they can be used in any place a 
screw can be used; no special screws are needed— 
these Screw Holes fit any wood screw or machine 
screw now in stock; they make the neatest possi¬ 
ble job in any material; they are endorsed by all» 
dealers in screws, and by all users of screws; in i 
spite of the high cost of brass, Screw Holes arc < 
yet cheap; they make everlasting holes in any 
material, and anyone who can drive a nail can 
use them. 

You must stock Screw Holes, for your trade 
demands them. 

THE SURE SCREW HOLES CO., Wittfkry, Cmi., 0. S. 1. 


“EASY EMPTYING” 

Grass Catchers 

(t Favorably known the 
world over” now made 
with 


Re - litf orced 
Non -Sipping 
Bo 


Durable 

Many exclusive 
patented fea¬ 
tures and strong 
selling points 
expl ained in 
Catalog No. 20. 

Write for it 



SOME OF OUR PACIFIC COAST JOBBERS 

California Hdwe. Oo. Baker, Hamilton A Pacific 

Union Hardware & Metal Co. 

Co. Honeyman Hdwe. Co. 

Hoffman Hdwe. Co. Jensen, Kins:, Bird & Co. 

Harper & Reynolds Oo. The Schaw-Batcher Co. 

Failing-McCalman Co. Schwabacher Hdwe. Oo. 

Marshall-Wells Hdwe. Co. Seattle Hardware Co. 

Holley-Mason Hdwe. Co. The Thomson-Diggs Oo. 


The “PONT" 

18 the very beet Hand Machine that money 
can buy, for setting Tubular or 
Bifurcated Bivets 



Dunham, Carrigan & Hayden Co. 

THE SPECIALTY MFC. CO., St Paul, MmM.S.A. 


IT’8 GUARANTEED 
SOLD BY JOBBERS EVERYWHERE 

Made by 

F. H. SMITH MFG. CO. 

CHICAGO, U. S. A. 






HARDWARE WORLD 


71 


MAYDOLE HAMMERS 

THE WORLD’S STANDARD 

Highest Quality Steel Handled Hammers 
Guaranteed First-Class in Every Respect 


The David May dole Hammer Co. 

NORWICH, N. Y., U. 8. A. 




BRIDGEPORT HARDWARE MFG. CORP. 


BRIDGEPORT, CONN. 

AUTOMOBILE TOOLS 


MATCHLESS KNIFE HANDLES 

Length 11 Vi inches. 

List. 

No. 38 Polished Ends.•. . $6.00doz. 

No. 39 Full Polished.$9.00 doz. 


REX—ALL STEEL 

Size IUiIHiIIK 


List. 


No. 154 Blued Polished Ends. $4.00 doz. 

No. 1154 ALL Bright .,.$3.00 doz. 



COMBINATION SIDE CUT PUSH 

Hardened and Tempered Jaws 

6-in. 7-in. 8-in. 

No. 118 Black, List, dos_$14.50 $12.00 $13.60 

No. 632 Pol’d, List, doz_ 18.00 19.80 21.00 



TIRE TOOL 

Bright Finish 

No. 250—Thor, %x%xl6. List, dozen.$4.00 

C. W. CAUSE CO., Western Sales Agents 

893 Minion St., San Francisco, Cal. 



VALVE LIFTERS 

Natural Forge Finish 

No. 1—Fav-Oh-Rite, 12 inch. List, dozen.$24.00 



BIO BULLY DRIVER 

Blade through the handle. 

No. 300 Oct'g Blade 7-16x8. List, dozen.$9.00 

J. C. McCARTY CO. 

Eastern Sales Agents New Tork City 
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YOU ABB EIGHT IE 
BEOOMMENDINO 

'■ WORLD’S BBST” 

IN NAMB AND TACT 

World’s Best 
Tubular Track 

Bam , Factory 
and 

Warehouse 
Door Hanger 


BXOLU8IVB FEATURES 
Frame is best grade malleable iron. 

Wheel underneath track prevents dera ilmen t. 

Wide bearing of the wheel distributes weight and 
makes it the Baslet Banning Hanger on the market. 

Peeked one pair in box complete with bolts; one- 
half dosen pairs in a case. 

Track has Slidable Bracket, which has m*4e the 
World’s Best Hangers so popular with the building 
trade. 

If your jobber can’t supply you we will. 

THE TOPPING MFG. CO. 

For 18 Yosr* Safety Door Hanger Co. 
ASHLAND, OHIO, U. S. A. 



I YE RS! 

POWER PUMPS 


S E L F - 
OILING 


Modern in every detail and designed for 
economical and efficient pumping service. 

Are Self-Oiling; have covered working parts; 
extra large valves, and improved method of 
power application. 

Will elevate water, force it against pressure, 
or pump it any reasonable distance. 

Just as practical for pumping gasoline, kero¬ 
sene, lubricating and other oils; also a successful 
boiler feed pump. 

Operation any power. Different sues meet 
depth and capacity requirements. 

Circular and prices to the trade. Ask your 
jobber or write us. 


F. E. MYERS & BRO., Iihlnl, Ns 

ASHLAND PUMP AND HAY TOOL WOBKB 


Thompson “Junior” 
Revolving Sprinkler 



The “Dollar-Seller” 

The embodiment of simplicity has been the 
watch-word in the construction of this 
Sprinkler. For service and durability we 
recommend its use. 

We solicit your inquiries on the problems 
of sprinkling. 


Thompson Manufacturing Company 

East Eighth and Santa Fe Ave. 

LOS ANGELES 


" FOB LAWNS AND GARDENS 

v ... Upa 








; V i. 


will 5 SPftlNKUNG DCVCC 
PAT APPLIED PON 


“There’s a Reason Why This Business 
Increased 100 Per Cent in 1919.” 

Three Superior Qualities 

Durability—Efficiency—Cheapnew 

Mode of steel galvanised pipe. Saves 85% on Water 
Bills. Covers 25% more surface with same water. »• 
Bust—No Leaks—Solid Standards—eecurely attached. 
No bending or breaking. Hose connection BBST mode. 

The Spray is distributed equally, covering every 
space and corner. 

Made in all Length*, and to suit any preaaure. 
Guaranteed for 10 years’ service if properly eared for. 
Ask your Jobber or send direct to the Factory f«r 
our descriptive folder. 

WILLS SPRINKLER CO. 

607 CROCKER ST. LOS ANGELS8, CAL. 
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SAGER CHEMICAL 
PROCESS AXES 

AND 

BULL DOG 
LOGGING TOOLS 

Recognized all over the 
United States as the 
BEST money and skill 
can produce 


WRITB FOR CATALOGUE 


HIGHEST HONORIS 
AWARDED 

B V 





___ C0«6tM 1001,5 < 

WARREN AXE STOOL CO. WARREN. PaT’uT's.A. 
DAILY CAPACITY 3300 AXES AND LOGGING TOOLS 


HAY-BUDDEN Forgod ANVILS 



Entire top being in one piece of high-grade forged 
steel, makes a loose face impossible. 


For over a quarter of a century, the name 
of “Hay-Budden” in connection with 
anvils has stood for perfection. The first 
Wrought Anvil Makers in America. An¬ 
vils made from the best American wrought 
iron and steel and sold by all the leading 
hardware jobbers. 

WESTERN SALES REPRESENTATIVES 
Omer Cox, Postal Telegraph Bldg., San Francisco, Cal. 
Sands & Cox, San Fernando Building, Los Angeles, Cal. 
Strimple & Cox, L. C. Smith Building, Seattle, Wash. 
Strlmple A Cox, Corbett Building, Portland, Oregon 
Jones & Cox, Newhouse Building, Salt Lake City, Utah 
Turnbull & Cox, Inter 8tate Trust Building, Denver, Col. 


GET A SUPPLY OF 


NOVELTY FORCE PUMPS 

And treat your customers to the best 



No. iso 


We are the man¬ 
ufacturers of the 
original ‘Novelty’ 
Pump for WELLS 
and CISTERNS. 
Its patented han- 
d 1 e attachment 
renders it the most 
durable, easiest 
working and best 
fitted pump. 

Its imitations are 
far inferior, b e- 
cause they are not 
as accurately con¬ 
structed and do 
not produce as 
large a volume of 
water with each 
stroke. 

Don’t delay — 
write for circular 
and special prices 
at once! 


THE HESS-SNYDER CO., Massillon, Ohio 


The Utility 
Bucket Pump No. 95 

Was designed to meet the demands for a 
small powerful double-acting spray pump. 
It is very efficient for domestic purposes. 
Pump is of all brass construction with two 
bronze ball check valves and hemp packed 
plunger. Equipped with our No. 80 Angle 
Service Nozzle, which is designed to give 
a fine mist. 

By removing the variable 
disc a straight stream can 
be had for washing win¬ 
dows, autos, etc. White¬ 
washing can be done suc¬ 
cessfully with this pump. 

Write for 

Catalog and Prices 

Albert Lea Sprayer Go. 

Albert Lea, Minn. 

Digitized by V^rOOx _ 
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More Than a Million in Use 
The Demand Still Growing 

NORCROSS 

Hand Cultivators 

are favorite tools. 

In the three sires—they 
fill practically every need 
in cultivating and weed¬ 
ing. 

There is a Distinctiveness of 
Quality—Class—and Finish in 
a Norcross Tool, that stands 
out boldly and pulls easy «ales. 
Well made—Durable—Hand¬ 
some in appearance—they sell 
readily — at a good profit — 
and you can confidently rec¬ 
ommend them. 




ASK TOUR JOBBER ABOUT TH18 PROFITABLE UHB 

C. 8. NORCROSS A SONS, Mfr’s. 

BUSHNBLL, ILL., V. 8. A. 


REICHARD'S 

Combination Spring-Tooth 

Magic Weeder Hoes 

SAVE TIME AND STRENGTH 


—*— A ' rr 7 l ^i Strong in 
v " A construction, 

light in weight. 
Quick sales. 

^ Styles and 

sizes for every 
“ requirement. 

There is satis- 
factionand 

i profit in han¬ 
dling the ac- 
k n owledged 
“King of Gar- 
^ . den Tools.” 

Booklet and 

Manufactured by 

THE F. C. REICHARD MFC CO. 

Bangor, Pa., U. S. A. 


BLAST GATES 




We make these Blast Gates ourselves 
of the best material obtainable and they 
are absolutely the best and finest gate on 
the market. 

These gates are used for closing pipes, 
supplying blast to furnaces, forges, boil¬ 
ers, etc.; for use in exhaust or blast pipe 
systems and various other ways. 

Made in a large assortment of sizes. 

Also steel and “Armco” ingot iron 
locked seamed pipe in light and heavy 
gauges. 

Our prices are lowest—get them. 

BERGER BROS. CO. 

229-231 Arch Street, PHILADELPHIA 


DIXON? 

GRAPHITE 

c bp grease 

Jsjgssjjj^ 


DIXON'S 

Graphite Cup Grease 

Greater engine efficiency may be obtained 
through use of Dixon ’s Graphite Cup 
Grease in all grease cups and small bear¬ 
ings where a light lubricant is needed. 

The presence of pure flake graphite im¬ 
parts to the bearing surfaces the famous 
‘‘graphite’’ polish—tending to give a 
smoother running motor, and greater rid¬ 
ing comfort. 

Write for prices and circular No. 230-R. 

Made in JERSEY CITY, N. J„ by the 

JOSEPH DIXON CRUCIBLE COMPANY 

Established 1827 
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Kjes Metal Corners 

are made to fit and protect all types of siding. They 
save hoars of expensive labor and prodace a better job. 
Heavy gauge galvanized iron assures durability. Chem¬ 
ical Iv treated surface holds paint or stain as readily as 
wood. Pierced to take nails. Are practically invisible 
if painted with building—add class if painted as trim. 
Xo ornaments to catch dust or moisture. Accurately 
shaped to fit the siding and make a neat 
and absolutely water-proof job. Can’t 
Poshly spread or open. They please the 
builder and the owner. 




$5 to $12 Daily 

Sounds pretty good. 

That's what can be 
made by sharpening 
safety rasor blades in 
your Hardware Store— 
and knives and scissors, 
too. 

An expert grinder is 
not needed — not when 
you install a 

Hatfield 


For Drop 
and 

Lap Siding 

You can sell these satis¬ 
fying specialties to every 
builder and home owner 
no matter what type of 
siding they use. 


Applied on 
Drop Siding 


Writ* Dtp t SO today for 
prices and dotaiU 




Complete 

Sharpening Machine 

as it does the work with relentless precision. A lateral 
motion produces the velvety edge to any make of safety 
razor blade that means more orders. An auxiliary at¬ 
tachment takes care of the knives and scissors. While 
the customer waits for his blades (a dozen are sharpened 
in five minutes) naturally he gets interested in your 
cutlery department. That means bigger sales. Other 
Hardware Dealers have built bigger business. We'll 
gladly send you “Evidence” that proves our elaim. 

HYFIELD MFG. COMPANY 
o.Beairice.Nebr. I 21 walker street new tork city 


Used on 
Lap Siding 



GILSON GARDEN TOOLS ^ 

GILSON WEEDER—LIBERTY CULTIVATOR § 

The Gilson Line offers a profit-making opportunity to the ^ —r n. > A 

dealer and jobber who appreciate modern garden tools of / \ Y 

unquestioned quality—tools that have made good—including /r s;\ n 

Hand and Wheel Cultivators, Weeders, Lawn Edge Trim- / // / , 

mere, Dandelion Diggers, etc. / 1 / f 

Write for Samples and Booklet. V -7 / 

J. L GILSON CO., Port Washington, Wisconsin || 


JOHN KEGLEY, 
Western Representative, 
Lankershim, Cal. 


THOS. M. GARDINER, 
Oregon and Washington 
Representative. P. O. Box 
299, San Francisco. 





GENUINE 

HUNTER’S SIFTER 

The Standard for a 
Quarter-Century 


Sectional View Order from your jobber. 
8howing Construction 

Combines strength, beauty, usefulness and dura¬ 
bility. Cleanliness always possible. Made in one 
piece of extra heavy tin plate, nickel trimmings. 
Handle swedged to body. No soldered joints to 
come loose. Easy to remove all parts for ole&nslng. 

THE FEED J. MEYERS MFG. 00. 

Bonder Street Hamilton, Ohio 


Did you get your outfit 

of the 1920 
"PENNSYLVANIA” 
Quality Lawn 
Mowers sales 
helps? Send 
for them. 

PENNSYLVANIA LAWN MOWER WORKS 

locftormtrd 

JOHN BRAUN & SONS 

Founded 1877 PHILADELPHIA 
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No. SX GARDEN RAISER 
Patented Jnne 27. 1916 
July 15, 1919 


Alexander Maiitacturing Company, lac. 


Egtablished 1913 


Ames, Iowa, U. 8. A. 


No Wrench or Tool of 
Any Kind is Needed to 
Change Equipment Here 

Pull outwardly on spring steel sides 
(11) of main frame of cultivator. 
This allows 4, 6 and 7 to be re¬ 
moved, turned over, and replaced, 
and we have a wheel hoe. Or, by 
laying 4, 6 and 7 aside, and placing 
8, 9 and 10 in their place, we have 
either a plow, or, a tool for marking 
out rows for planting. 

QUALITY 

This unique construction, together with the 
HIGH GRADE MATERIALS used, and 
the extraordinary finish given to grinding 
and polishing of the tillage tools, makes 
the No. 3X Alexander Garden Raiser the 
best value, in a garden tool, on the market 
today. Our 32 page catalog shows a com* 
plete line of seeders and cultivators. 

“THE GARDEN DESERVES 
A GOOD TOOL” 






Add to Sales and Profits 

D EALERS sell more Sturges Milk Cans and make 
bigger profits because Sturges cans have so 
many superior values which dairymen want. 

Guaranteed Capacity—hold just so much and no 
more. Made of highest quality steel. Designed to 
give longest lived and most economical service. 
Inside heavily tinned and all seams soldered smooth 
makes them easy to clean and keep sanitary to 
the highest degree. 

Sturges cans will bring to you the trade seeking reliable dairy 
equipment and help increase your sales and profits. Write 
for complete information and Catalog No. 29X 

| Sturges & Burn 
IVlfg. Co. 

Makers of Starves Guaranteed 
Capacity Milk Cans 
Chicago, Illinois 


Qturd'es 
tJMCans 


ATLAS 

10 Cent 
Fly Swatter 


This swatter baa an 
extra long handle — 10 
inches. It is very neatly 
and securely bound with 
soft green felt—eannot 
mar the finest furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made it 
extra strong and flexible 
— will outlast any now 
on the market. 

Our 6 cent swatter is 
the best every sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
insertion of your ad. if 
you desire. 

Now is the time to 
place stock orders. WeTl 
gladly quote prloes and 


Atlas Mfg. Co. 


i i * \ / 


nrenov * msfov 

Pacific Gout Agents 
Sen Francisco, Los Angeles 
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OHLEN- BISHOP 

crracuiiAB n a ww r n hand 

0BO88CUT W \A / W COMPASS 
BAND ij/li TT iJ BTTTOHBB 

TOOLS AND TROWELS 

—Mtdo by— 

THE OHLEN-BISHOP CO. 

The Master Saw Makers 
Lawrencebnrg, lad. Columbus, Ohio, U. 8 . A. 

Western Trade Supplied Thru Branehes at 
San Francisco, Cal. Portland, Ore. 


THE BRAINERD LINE 

MOST COMPLETE LINE OP CABINET 
HARDWARE ON THE MARKET 

■91 LET US 

BH ■Ik HAVE 

■9 TOUR 

■ fl | ■ ORDERS 


B9 




No. 689 No. 698 No. 1170 

THE BRAINERD MFC. CO., East ■scha st wr , N.Y, U.S.A. 


CREMORNE BOLTS 

See Our Catalog for Other Designs 

BUILDERS' HARDWARE SPECIALTIES 

WESTERN BRASS MFG. COMPANY, 217-219 Tehama Street, San Francisco 

Phene Sutter 2417 



The Hatcher Safety Lock 

Baffles the Burglar 

A necessity in every Home. Sells on sight. 
Meets a want that has existed for years. 


RETAILS 

FOR 

50 Cents 

COMPLETE 


DISTRIBUTORS: 


mm* mmmm ] 


BTnrramnry 1 ' 




The Burglar 
cannot open the 

door that i s 
fitted with a 
Hatcher Safety 


Digitized by 





























HARDWARE WORLD 



PITTSBURGH PERFECT” 


WIRE NAILS 


ALL 

KINDS 


BARBED WIRE BALING WIRE 


BALE TIES 


“Pittsburgh Perfect” Electrically Welded 

and 

“Columbia” Hinge Joint 

WIRE FENCING 

AT RIGHT PRICES TO YOU 

Carload shipments from Pittsburgh mills to all points on the Pacific Coast 

MANUFACTURED BY 

PITTSBURGH STEEL CO., SAN FRANCISCO, CAL. 

A. 0. BUI 1 OF 8 ON OO, Sale* Manager*, 369-363 Monadnock Building 

BRANCH OFFICES: 2113 L. C. Smith Bldg., Seattle, Wash. 

1446 Malvern Ave., Los Angeles, Cal. 

Distributors of “Pittsburgh Perfect’* and “Columbia** Wire Fencing: 


Dunham, Oarrigan A Hayden Go., 

San Francisco, Cal. 
Northern California and Nevada. 

Whlton Hardware Company, 

Seattle, Wash. 
Washington and Oregon. 




COBBLER SETS 



STAR HEEL PLATES 



THE 

BEST 

MADE 


LEADER 

The Right Kind for You to 
Handle 


FAST SELLERS 
MADE IN 7 SIZES 


SHOE STANDS A LASTS 


T- 

■ Empire 

Guaranteed 


OUR 

PRICES 

ARE 

RIGHT, 

TOO 


WRITE FOR CATALOG No. 15 


STAB HEEL PLATE CO. (Louis Sacks, Inc.), 357 Wilson Ave., Newark, N. J. 

Pacific Coast Representatives—J. J. Wirtner, W. F. Building, Room 605, 2d and Mission Streets, San 
Francisco, Cal. Utah and Idaho—E. C. Coffin & Co., 503 Dooly Building, Salt Lake City, Utah 




EYELET TOOL CO. 

Manufacturer! of Punches and Sets 
(hand drive and foot power) for 
Leather, Cloth and Metal. Punch 
Tubes, Punches and Dies. All kinds 
and sisea mads to order. Write jobber. 
Booklets free. Established 1858. 


SAND’S PLUMBS AND LEVELS 


Deserve your confidence because they are known and 
wanted throughout the building trades and represent 
the easiest selling level stoek on the market. 

TOUR JOBBER CABBIES THEM 

I. SAND A SONS Detroit, HHchlga* 


Digitized by' 


loogie 
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Stylet “Graham” and “A"—All Steel 
Vanadium Crucible Steel Blades. Practi¬ 
cally Indestructible 


The Lawn Mower to Sell 


is the one made by 
a company which 
has made nothing 
but strictly High 
Grade Lawn Mow¬ 
ers for more than 
fifty years. The 

GENUINE 



Style “E”—Four Blades 
Removable Box Caps 


"PHILADELPHIA 


99 


Lawn Mower has more than the distinction of being made by “The original people in the Lawn Mower 
business since 1869”—it has the endorsement of millions of satisfied users that it is made right and cuts 
right. Vanadium Crucible Steel Blades, Bearings bored with rifle barrel accuracy, material that stands 
the “Test of Time” and a line of 30 styles to select from the other reasons for selling the always reli¬ 
able “PHILADELPHIA.” a MOWER FOR EVERY PURPOSE 

Send for Catalog and Prices 

THE PHILADELPHIA LAWN MOWER COMPANY, 31st and Chestnut Streets, Philadelphia, Pa. 

HAVEN A HAVEN, 508 Mission Street, San Francisco, California, Selling Agents 



WM. H. OTTEMILLER CO. 

YORK, PA. 


Manufacturers of Cap and Set Screws 
Screw Machine Work 



ek Door Hangers and Tracks / 


T 

Quality haufera and track* designed to overcome all the troubles and 
draw-backs of cheaply built hanger* and tracks that are made merely to sell 
^^B at a price. Wagner Hanger* have roller-bearing wheels, tandem trolley with 
bumper on end to protect wheels, a very simple and practical earn vertical 
adjustment and other features that put them out of the ordinary elass. Tracks 
B are self-cleaning, bird-proof and much heavier than ordinary tracks. They 
please customers and build trade. Write for citslog showin g en tire line. 

CemgleSs stock eovrted at Tigard. Oregon. Branch WAQHBB MFO. ^ 





Cedar Fills, lows. 









Blacksmiths and erarasremen are jBpV 
W determined to have the best 1 
that may be had in tools—their 
• work today demands it. 

Buffalo Forges, Drills, Blowers, Punches and 
Shears are backed by the critical test of over 
forty years. Each machine is designed to 
meet specific requirements. Dealers find the 
Buffalo line profitable sellers. 

Write Dept. 37 for Complete Catalog 

BUFFALO FORGE COMPANY 

BUFFALO, NEW YORK 


“STAR” Expansion Bolts 

ALL THE NAME IMPLIES 
Also: Sebco Screw Anchors 
Sebco Toggle Bolts 
Sebco Concrete Inserts 
Sebco Star Drills 
Sebco Cold Chisels 
Sebco Cable Clamps 

STAR EXPANSION BOLT CO. 

Trade "SEBCO” Mark 

STOCKS AT 

147 Cedar Street 120 West Lake Street 

New York Chicago 


Your market 

+ YnP for Blve Ribbon 

^ V Belt Dreaains is Urn- 

ited only by t’ie number 
. of belt users in j-eur ricin- 

^ ity. The auality of tbs Dressing 

is hi^h enough to suit tb» most dis¬ 
criminating purchaser. Aak jtmr whole* 
aaler for it or write for prices and samples. 

a te urn ftfl 327 8. LA BALLS ST. 
9 MTU* vv. CHICAGO, tt.t. 



BOLLER’S CRANK MOP WRINGERS 

|Can B. Used Ev.rywh.r. 

Large Openings, Long Leverages and Cranks to 
torn ont the Mops. No pnlling or tearing the 
Mops to pieces. For QUALITY MOP WRINGERS, 
where one sale means repeat orders, stock our line. 

PETER BOLLEB MACHINE WORKS, 

122-124 N. Curtis St., Chicago, Illinois 

Digitized by Vj 
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THE QUALITY 

of your entire stock of merchandise is 
largely advertised by the quality of the 
cutlery you distribute. 

U BUILD YOU 
•Ujr] A LASTING 

LET WS/ KE,> ' :TATI0N 

WHOLESALE ONLY 

STREVELL - PATERSON HD WE. 00. 

SALT LAKE CITY 


HONEYMAN 
Hardware Company 


Park and Gliaan Sts. 


Fourth and Alder Sts. 


PORTLAND, OREGON 


Goldsmith Guaranteed 
Athletic and Sporting Goods 

Camp Equipment 

In Tents, Folding Camp Beds, Cots, Tables, 
Chairs, Stools, Etc. 

Hardy’s Combination Running 
Board Box and Camp 
Cook Table 

Columbia Auto Luggage Rack 

Cotton and Rubber Hose 

Seeger Original Syphon and 
White Mountain Refrigerators 

Fine Fishing Tackle 


A. M. HOLTER 

Hardware Company 


Helena, Montana 


HOLTER 

Hardware Company 

Spokane, Wash. 


Established 1867 


WHOLESALE 


WHOLESALE 

Shell and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 


High Grade Auto 
Accessories 


Acme Paints 
Monarch Ranges 
Schuttler Wagons 
Mill, Mining and 
Logging Supplies 


Sargent Hardware 
Peninsular 
Stoves 
and Ranges 
Diamond Tires 


Automobile Accessories 


Prompt — Courteous Service 
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A Good Rope — 

Seaport Manila 


* 

Trad* Mark 


* 8 * 

Trad* Mark 


OST so-called Hardware grades of Manila Rope omit the 
word “ Manila / 9 manufacturers well knowing that this 
particular grade is composed largely of colored Sisal 
fiber. The appellation of “Hardware Rope” has been misused 
and abused. It is unfair to a fraternity having a higher sense of 
quality in rope than any other class because larger distributors. 

SEAPORT MANILA is 100% Abaca Fiber. A good rope, 
well made and quoted at as low a price as any Pure Manila Rope 
can be consistently offered. Has no equal in anything in a 
second grade on the market and a trial will be convincing. It is 
a departure in rope manufacture that will be appreciated by 
dealers and consumers where a less expensive Pure Manila Rope 
is wanted. 


MANUFACTURED BY 


The Portland Cordage Company 

Portland, Oregon Seattle, Washington 


GARDEN HOSE 



WHITE FOB CATALOGUE AND PRICES 


Goodyear Rubber Company 

E. H. PEASE, Prwt. J. A. SHEPPARD, Viee-Prest. H. R. PEASE, JR., Treaa. C. F. BUNTON, See?. 
DM Mission Street Nos. 61, 63, 66, 67 Fourth St. A Pins St 

SAN FRANCISCO, CAL. PORTLAND, OREGON 

GOODS SOLD TO THE TRADE ONLY 
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H. Roth & Sons 
Company 


SPECIALTY 

HARDWARE 

JOBBERS 


942-44-46 Mission Street 
San Francisco 
California 



We carry factory brands only under factory 
labels and numbers 

WHOLESALE ONLY 


Caldwell Sales Co. 

320 Market Street 
SAN FRANCISCO 

Genuine Critchley Reamers 

Hoover Steel Balls 
Sterling Hack Saw Blades 

Parker Drill Chucks 
Vellumoid Packing 

Wilton Gauge Blocks 

American Machine Products Co. 
Accessories 

SALES THROUGH JOBBERS 
ONLY 


ROOFING 

PIONEER Roofing not 
only “covers California,” 
but is used extensively in 
12 other Western States as 
well as in foreign coun¬ 
tries. 

—Specified by leading 
architects 

—Sold by principal dealers 
—The choice of most 
owners 

—For new or old roofs 

We make a grade and 
weight for every require¬ 
ment. 

Pioneer Roofing makes 
customers and friends. 

PIONEER PAPER CO. 

Manufacturers 
LOS ANGELES, CAL. 
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YAKIMA 

Hardware Company 

YAKIMA, WASH. 

Jobbers of Standard Lines of Hardware 

Wholesale 


BUILDERS’ HARDWARE, ROOFING, 
STOVES, TIN AND ENAMELED WARE, 
IRON, STEEL, PIPE AND FITTINGS, 
BLACKSMITH AND WOOL GROWERS’ 
SUPPLIES, HOP AND FRUIT GROW¬ 
ERS’ SUPPLIES, SPORTING GOODS 
AND CUTLERY, AUTOMOTIVE 
EQUIPMENT 


Orders filled 
same day 
aa received 



Prompt 

Courteous 

Service 


The Only Wrought Iron Anvil Manufac¬ 
tured in the United States 



The body is made of wrought iron, the face of 
highest grade crucible cast steel. 

The COLUMBUS ANVIL A FORGING 00. 
Columbus, Ohio 


SAMSON SPOT SASH CORD 




«»T*«uaMSo 


Extra quality, guaranteed free from all imperfections. 
Can be distinguished at a glance by the Colored Spots. 
Specified by architects and builders everywhere. 

We manufacture braided cord in all sises and colors, for 
all purposes. Carried by all jobbers. 

Sash Cord Shade Cord 

Clothes Lin es Masons' Lines 

Solid Braided Rope Chalk Lines 

Send for catalogue and samples 

SAMSON CORDAGE WORKS Boston, Maes. 

JOHN T. ROWNTRBB, INC., Rep. 

Ban Franc!too, Lot Angeles, Seattle, 

Denver, Balt Lake City 


WASHINGTON 

Hardware and Implement Underwriters 


SPOKANE, WASHINGTON 

IS CONDUCTED BY HARDWARE AND IMPLEMENT 
DEALERS FOR THEIR SOLE BENEFIT 
AND PROTECTION 

INSURES Stocks of Merchandise, Store and Warehouse Build¬ 
ings, Dwellings and Household Goods for Hardware 
and Implement Dealers. 

SAVINGS FOR 1920 

50% OF PREMIUMS 

This is for you if a member of your State Hardware or Implement Association. 


An inquiry addressed to 


E. E. LUCAS, Secretary 

will bring full particulars by return mail. 
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Cartridg es 


HE announcement by the United States Revolver Association of the 

winners of the Outdoor Pistol and Revolver Championships, again points 

to the leadership of Peters’ Cartridges. 

The World’s Record, by Dr. Snook, a record by a wide margin, and the 
excellent scores made by T. E. Lee are added to the evidence of former years 
and demonstrate the genuine quality of Peters Semi-Smokeless Cartridges, 
which have for years been used by many winners of the U. S. R. A. and N. 
R. A. matches. 

Users of the /Rh Brand Won Three Out of Four of the 1919 Outdoor 
Championships of >C/ the United States Revolver Association. 

Match “A” (Revolver Championship of America), T. E. Lee, Birming¬ 
ham, Ala., 463x500. 

Match “B” (Pistol Championship of America), T. E. Lee, Birmingham, 
Ala., 472x500. 

Match “C” (Individual Military Championship of America), Dr. J. H. 
Snook, Columbus, Ohio, 651x750. World’s Record. 


THE PETERS CARTRIDGE COMPANY 


Cincinnati, Ohio 


BRANCHES: HEW TO&K—SAN FRANCISCO 


PACIFIC COAST BRANCH—586-87 HOWARD STREET, SAN FRANCISCO 

MARSHALL-WELLS COMPANY, Portlaad*Bpokane*Duluth> Winnipeg* Bdmonton 
HIBBARD, SPENCER, BARTLETT k OO. t Chicago, Hi SLOBS k BRITTAIN, Ine., 8an Francisco 


ITS "SOME GUN” 

OUT SELLS 
OUT SHOOTS 
OUTLASTS 

All Other* 

Stock this National Adver¬ 
tised Gun today. Sales com¬ 
pelling placard on request. 

WRITE 

BDUNMN MR RIFLE MF& CO. 

611 N. Broadway 
ST. LOUIS MISSOURI 


“THE BENJAMIN” - ^- 

A REAL AIR RIFLE 

This is the air rifle which is so much in demand by boys 
and men. It has the power, accuracy and reliability which 
makes an air rifle popular for target practice and small 
game hunting. 

SALES PROFITS SATISFACTION 

Order a sample gnn today and give it a “tryout/* It* shooting qualities will 
surprise yon. If not satisfactory in every way return at our expense. 

Pacific Coast Representatives: McDonald k Linforth, Call Bldg., San Francisco 


Jm Wslss Lssssrs 

"Xmr Say DU” 
They are fresh after 
an entire season’s 
use—never break be* 
eause they are in one 
piee«. 

Semples E ve r ywh er e 

ML, 26c; 6-ft., 50c; 
•-ft* 76c 


fJOE WELSH > 
i LEADER U 



cits 

THE FISH 
D0N7 BREAK / 


JOE WELSH 


PASADENA 


CALIFORNIA 


Exclusive Agent U. 8. and 
Canada 


HARRINGTON CUTLERY COMPANY 

SOUTHBRIDOE, MASS. 

DEXTER Brand 


HIGHEST QUALITY MADE 
FOR SALE BY JOBBERS 

Western Sales Representatives 

W. H- WILBURN 

602 Williams Building San Francisco 
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DO NOT DELAY 

Placing Orders for SPRING and SUMMER Requirements 

for if you do, you will be disappointed and lose many 
opportunities for PROFIT MAKING 

We can give you SERVICE on Every Item in the 

Hardware Line 

Our Stock of Automotive Equipment comprises every¬ 
thing used in the Up-to-Date Accessory Department or 

in the Garage 

All of Our Merchandise is Dependable Quality and Priced Right 


BALT LAKE CITY, 
UTAH 


The5sall Lake 
™ cHardw 


cHandware Co. 


POCATELLO, 

IDAHO 
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‘Two little flies 

Dodged the civilian; 
Early next day 

There were a million. 


Push Your Fly 
Campaign Now 


MAKE YOUR STORE 
THE MOST POPULAR 
PLACE IN TOWN 

Co-operate with your city government in 
conducting a systematic war on flies. These 
pests increase very rapidly after May first. 

Stock up early and be prepared for all 
the business that comes your wav. Remem¬ 
ber, AVIS SANITARY FLY TRAPS are 
more durable, more sanitary, do better work. 
They are the traps that bring you business. 

Avis Hardware Co. 

Pomona, California 


Automobiles—Oil Cook Stoves 


The ENGINE is the 

Heart 

OF THE AUTOMOBILE 

The BURNER is the 

Heart 

OF THE OIL STOVE 


WONDBRFUL 

“KEROGAS” 

BURNBR 


“Mando” Oil Cook Stoves 

Have Seamless Drawn BRASS Burners B »™J 400 .. . I®.?"* , 

Made in One Piece - Leak Proof Gallons ot Air—-' Gallon of 

Kerosene Oil 

DISTRIBUTORS 

MANGRUM & OTTER, Inc., 827-831 Mission St, San Francisco, Cat 
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EW HAVE 


The 

Schaw-Batcher Co. 

SACRAMENTO, CAL 

WHOLESALE 

HARDWARE 

Pipe aed Fittings Sargeet A Co. 

Caetoe Steel Beiders’ Hardware 
AaemiHtioe MM aad Mttg 
Spertieg Geode Snppfies 
Bhcksedtii Sa ppBes 


STOPPER 


ONE DAY ALARM 


With Radium Dial and Hands 


The radium material used on the dial and 
hands is of the highest quality and is 
guaranteed to last several years. 


Height... .5% Inches 
Dial.3% inches 


Bowed Glass. 


Case is seamiest 
brass, and with all 
outside fittings is 
highly polished and 
nickel plated. 


3% inch bell metal 
gong on back. 


Has silent switch 
on top for nso when 
alarm is not wanted. 


A RELIABLE ALARM CLOCK 


MORGAN & ALLEN CO. 

150 Post Street, San Francisco, California 


Cnpola Burner Oil Store 


Short Chimney Oil Store 


WRITE FOR CATALOG NO. 128 


We now have a Large Stock and Assortment 

of Oil Stoves 

SEND TOUB ORDERS TO 

QUICK MEAL STOVE CO., D1V. 

OF AMERICAN STOVE COMPANY 

C. H. SCKEECK 

We also carry a large Pacific Coast Agent We ***° carry a large 

Ha* °* 715 Indiana St., near 19th St., U* 1 * of 

GAS RANGES San Francisco, Cal. COAL RANGES 


We also carry a large 
line of 

COAL RANGES 
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Makes Stoves Look Like New 

KILLS RUST; PREVENTS RUST¬ 
ING; CLEANS AND POLISHES. 
Write for Wholesale Prices 
SUPERIOR LABORATORIES 
General Offices. Dept. 26 
Grand Rapids, Mich. 
GENERAL SALES CORPORATION 
Pacific Coast Representatives 
718 Mission St., 737 Terminal St., 
San Francisco Los Angeles 
Seattle, Wash. 


Distributors 

M. Seller 
& Co.. 

Portland, Or. 
Seattle, Wn. 
Spokane, Wn. 

The Colorado 
Utah Hdw. 
Co. 

Grand Junc¬ 
tion, Colo. 

American 
Hdw. & Sup¬ 
ply Co., 
Pittsburgh, 
Pa. 

Eph Felg 
Grand Central 
Palace 
New York 
City. N. Y. 

Prescott & Co. 
Boston, Mass. 

H. E. Hessler 
Co. 

Syracuse, N.Y. 


•>' _ _ 



WECONOMY 


The Distributors listed in 
this advertisement have 
been arranged for the con¬ 
venience and prompt deliv¬ 
ery to customers within the 
territory of these distribu¬ 
tors, and we ask that you 
take advantage of this ser¬ 
vice and send them your 
specifications. 

The Yost Gearless Motor Company 

Springfield, Ohio 


YqsY wasrvors yn/or* arvd Never srvtrK 


Lalance & Grosjean Mfg. Go. 


Manufacturers of the Celebrated Lines of 

Agate ( Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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Ironton Bunsen Burner Heaters 


A few of the special features in Ironton 
Heaters: The Bunsen Burner—the air mixer— 
the circulation of cold air from the floor—the 
admixture and secondary combustion. These 
and many other distinctive features constitute 
the superiority of the Ironton, and will bring 
many new customers to your store. 


Write now for cata¬ 
log and prices and 
let us get together on 
the best gas heating 
proposition in the 
market. 


Irontons produce more heat per foot of gas 
consumed than any other heater in the market 
They burn the gas clean, odorless and free from 
soot and poisonous gases. No blackened walls 
or ceilings. A trial always convinces the cus¬ 
tomer of the superiority of Ironton Heaters, 
and helps you to sell others. 

Ironton Heaters are made in 68 different 
styles and sizes—a size and style suited to every 
requirement, and to every pocket-book. 


A Sure Winner 

You are taking NO CHANCES when you stock 


The Ironton Stove & Mfg. Co. 


IRONTON 

OHIO 

U. S. A. 


WHITE MOUNTAIN REFRIGERATORS 



“The Chest With the Chill in It” 


The name “WHITE MOUNTAIN" for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Effort, 
Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow • White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN¬ 
TAIN” Refrigerators you should 
send for our finely illustrated 
catalogues and booklets. 

Maine Manufacturing Company - Nashua, N. H., U. S. A. 

BRANCH OFFICES: 

New York City Boaton, Mass. Atlanta, Oa. Dallas, Texas San Francisco. OaL Denver, Colo. Melbourne, Ana. 

PACIFIC COAST DISTRIBUTORS 

Ban Francisco.Dunham, Carrlgan k Hayden Co. Los Angeles.California Hardware Co. 

Sacramento .MUler-Enwrlght Co. Beattie.Schwabacher Hardware Co. 

Portland.Honeyman Hardware Co. 
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There is a Peerless Dome Damper for every fireplace. 
Unique features of operation. Cannot get out of 
order. Blueprints furnished. 
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The Most Beautiful Fireplace 

Is incomplete without a 

Pf,fpi£\s[)omf,Damper 

You can sell a Peerless Dome Damper 
for every Fireplace now under construc¬ 
tion in your city by explaining its advan¬ 
tages to the owner or contractor. 

It saves fuel. Regulates draft. In¬ 
creases heating capacity. Keeps tem¬ 
perature uniform. Prevents back 
drafts and dirt from blowing into the 
room. Reflects the warmth and glow 
from an open fire into the room instead 
of sucking it up the chimney. 

Start today—tell your contractor friends and 
prospective home builders about Peerless Dome 
Dampers, Ash Traps, Ash Doors and Peerless 
Fireplace Furniture. The profits from Peerless 
sales pay you well. Write today for Catalog F . 

Pf FRIFSS A\ \\l TAGTl RI NG (ft 

^(akora of flreplace ftirnHuro 


rop 

V/ 


U o tz/J 


/C>T* 


Assured Profits 
by Selling the 

SlPIPLEXlnONEft 

-'3EIBgTj5a —" 


Comfort and ease at what is otherwise very 
tiring work is a unique feature enjoyed by 
women who use the Simplex lroner. This is 
possible because of the extreme simplicity of 
the Simplex, with its wonderful automatic 
feed control. 

Women to whom you sell a Simplex can sit 
down and iron. That is a big selling point 
which is attracting many profitable sales to 
Simplex dealers everywhere. 

The household appliance department selling 
the Simplex can do so with the satisfaction of 
offering customers the leader in the field. 

We co-operate in training your sales force 
in specialty selling. The SIMPLEX Sales 
Plan for dealers is far-reaching. It provides 
new practical suggestions for the building up 
of your entire Household Labor-Saving Appli¬ 
ance Department. 

Write Today for Farther Particular* 

The American Ironing 
Machine Company 

431 Sutter St., San Francisco, Oal. 

Home Office: 168 N. Michigan Ave. t Chicago 

3-6-20 
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only can and 
pail your 
trade knows 
by name and 
reputation 

Witt’s Can and Pail, 
through long yean 
of advertising, have 
become the standard 
of the country. 


SALES 

HELPS 

To every dealer 
selling Witt's Can 
and Pail we will 
furnish free elec¬ 
trotypes for news¬ 
paper advertising, 
envelop staffers, 
window and count¬ 
er display cards, 
street car cards. 
Many dealers find 
that these helps in¬ 
crease their busi¬ 
ness. 


The 



3 sizes Pail 

Every customer who comes into your 
store knows that Witt's outlasts two 
ordinary cans — knows that the 
Yellow Label means satisfaction 
guaranteed. 

THE WITT CORNICE CO. 

Cincinnati, Ohio 


wurs ran 

For Solo on Pacific Coast by 

Baker. Hamilton & Pacific Co... .San Francisco 

Dohrmann Commercial Co.8an Francisco 

Dunham, Carrigan A Hayden Co .San Francisco 

Heyman-Weil Co.San Francisco 

Holbrook, Merrill A Stetson, Inc .San Francisco 

Mangrum A Otter, Inc.San Francisco 

Seller Bros. A Co.San Francisco 

Thomson-Diggs Co.Sacramento, Cal. 

M. Seller & Co.Portland, Seattle, Spokane 

Whiton Hardware Co.Seattle 

Honeyman Hardware Co.Portland 


| 4 sizes Can 



ALUMINUM 


“Real Solid’' 


JUMOUNCEKNT 

The “1 MAX. 80 tU>" LINE has been for 20 
years, the Strong, well known, dependable 
Aluminum line of Kitchen Utensils. 

Our Policy is and has been to give the dealer 
goods of such quality that assures him not 
only his PROFIT, but the housewife's contin¬ 
ued patronage. We have now added 

A New Line of 

"REAL SOLID WARE” 


This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Rigidness and 
Durability. 


we nave eliminated unneces- 
bb.tj expense of CAST ALUM¬ 
INUM HANDLES, etc., and are 
Putting MORE METAL Into 
the BODY of our UTENSILS. 


TRIMMIN08 — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 


PROTECTED HANDLES—All Coffee and Tee 
Pots with handles, both curved and straight- 
bottom of handle is protected with Metal 
Trimmings, so that It will be impossible for 
flames to creep up over bottom and burn off 
handle 


OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore 

INSIDE FINISH)—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers' Shelves. 


We have added 26 New Items, all prac¬ 
tical This makee the “REAL SOLID” 
Line the most complete on the market 


Write Today and get our New 
Catalog just off the Press. 


Tht Buckeye Aluminum Company 

WOOSTER, OHIO 
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WB8TBBN BALES REPRESENTATIVES 
Omer Cox, Portal Telag’h Bide.. San Praadaco, OaL 
Sands A Oox, Ban Farnando Bldg.. Loa Angalaa. Ort. 
Strlmplo A Oox, L. 0. Smith Bldg., Saago, Waah. 
Jones A Oox. Nowhonao Bldg., Balt Lake City, Utah. 
TnrnbnU A Oox, Intar State Trust Bldg., Denver, Ool. 
Strlmpla A Oox, Corbett Bldg., Portland, Oregon 


OIRfCT CIluRE 


DRIVE 


Ladd All-Steel Beaters 


3 Sizes—For All Requirements 

Yes, THESE ARE ALL. 
STEEL (the only ones) ; that 
answers all questions. You 
wouldn’t make an Egg- 
beater out of tin and cast- 
iron for your own family. 
Of course you wouldn’t. 
Add to ALL-STEEL, PER- 
F E C T CONSTRUCTION 
and there is nothing to com¬ 
pare with it. Everyone 
knows LADD BEATERS 
ALONE make good your 
own slogan — V A L U E, 
QUALITY, SERVICE, 
SATISFACTION; none oth¬ 
er can. 

Now ADD PROFITS and you 
have the very thing to specialize 
on. Our other goods embody 
same essentials. 

NOT IN 10c STORES: JOB¬ 
BERS the world over and US. 



United Royalties Corporation 

1133 Broadway, New York 


The 

ACME 

Freezer 

Will do all of the following : - 

1— Make the finest velvety Ice Cream in 
less than 10 minutes. 

2— Requires but little ice or salt. 

3— Won’t rust if taken care of properly. 

4— Only weighs 2% pounds, but strong 
and durable. 

5— Works quickly and well—has no heavy 
wooden tubs. 

6— Easily adjusted—having no intricate 
parts. Manufactured by 

RITTER CAN & SPECIALTY CO. 

PHILADELPHIA, PA. 

Factory Selling Agents: BEH & CO. 

106 Franklin Street, New York City 




A Big Summer Seller 

When the mercury is high and housewives want 
to iron in cool comfort, it's easy to interest 
prospects in 



Over one million sales to date proves it3 worth 
and merit. Easy to operate; nickel plated 
throughout; heat regulated instantly; handle al¬ 
ways cool. 

Our Window Trims, Counter Displays, Movie 
Slides, Electrotypes, Circulars, etc., help promote 
big sales. 


Dealers now selling Royal Irons are re¬ 
quested to write for above “Selling Helps’* 


ROYAL SELF-HEATING IRON CO. 


576 WAYNE 8T. BIO PBAIBIE, OHIO 















BOCK-A-BYE 
NURSERY SPECIALTIES 


cA Line That 

Brings You Profit 

Hang any one of these nursery items in 
your windows—and see how quick it 
sells. You’ll find that there’s already a 
demand in your town that you did not 
know about. 

And there's a substantial profit in the 
Rock-a-Bye line for you. Write for 
terms and catalog, showing complete line 
of 20 nursery specialties. Ask Jobber. 

Perfection Manufacturing Co., 

Dept, w Leffingwell and Montgomery Sts. 


SAFFTV INTERLOCKING stove and furnace p|p ES 


Home 

Protecting 


Ambrose P. McGuirk's Patent 


Oar Asbestos-Covered Interlocking Tnraaoe Pipes, Interlocking Stove Pipes, Interlocking Asbestos-Covered Fine Thimble, 
Interlined Interlocking Ring Flue Caps and Interlocking Elbows are not lazaries nor needless accessories. They are very 
necessary where stoves ana furnaces are used. By fastening and cementing the Fine Thimble in the Fine Hole, and patting 


looked to the receding one, until the whole pipe is firmly locked together, and to the Stove Collar, so that the pipe can't 
fall down. When the pipe is taken down pat in the Fine Cap and lock it, making the fine hole fire safe. 

Every home and factory owner is morally liable for impending fires on his property, and as fast as flames reap loaeee 
will oar dealers reap profits on our Fire Safe, Rust Proof, Interlocking Pipes, Flue Thimbles, Caps and Elbows. 

Send for Price List and Descriptive Statement. 

SAFETY INTERLOCKING STOVE PIPE CO., MT. PLEASANT, IOWA 


THE PACKHAM 

Stove npeCissper asd Boeder 

MADE BY 

THE PACKHAM CRIMPER CO. 


Pack’s Pineapple Eyisnip 

is the best eyesnip on the 
msrket. A 11 housewives 
went it. A big seller. Prices 
on request. Ask shout THE 
MARVEL POTATO EYER 
ALSO. Order Now 
Christian Schllcker Mfg. Co. 
12 Bloomingdale Street 
Rochester, N. Y. 


If Your Jobber Does Not 
Carry It, Write Us 


■ - 

Anyone csn s perfect 
B any Yale 

type less than 

one Machine 

No 

necessary. 

^^^^Digitized by 

nceisiM McaiK * row. to.. i*m wtic, su imotm imh, r*. 


Preeisios Kiy Mackiu 


COTS AND CAMP FURNITURE, MOPS 
Tents, Awnings, Covers, Legglns, Carpenters' 
Aprons 

4 Factories. Write for Prices. Prompt Shipments. 

TUCKER DUCK & RUBBER COMPANY - Ft ShM, AiIl 


No. IS 

NURSERY SCAT 
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HERCULES COLD SODER 

THE METAL MENDER 


Mends any leek in any metal quickly and permanently, 
without heat or acid. Just apply Hercules Cold Soder, 
a semi liquid, from tube, covering hole or crack. Fixes 
household utensils, brass, granite, aluminum-ware, pipes, 
gasoline tanks, auto radiators or cylinders. Finds pop¬ 
ular sale. National advertising is intensifying demand. 
Ask your jobber. Write for booklet. 

HERCULES PRODUCTS CO. 

Dept. ▲ COUNCIL BLUFFS, IA. 

NOWMAN COWAN CO., Paeific Coast Representatives 
445 Rialto Bldg., 8an Francisco, Calif. 
AMERICAN MERCANTILE CO., 510 Battery Street, 
San Francisco, Calif., Export Representatives 


HaNMOUonSold 



2 St antly 

W- 8 *cs 


* patent PATCH 


EvwyWeek 


Automatic 

VrofitTriaker 


ENDETS 


A MENDETS Coun¬ 
ter Carton in your 
store—sells Mendets 
without effort. 

Over half a million 
are sold every week 
—and all at a good 
profit to retailers. 

Help your custom¬ 
ers fight the high 
cost of living and at 
the same time make 
a clean, liberal profit 
for yourself. 

Mendets, the pat¬ 
ented patch, offers 
you the opportunity. 

Mendets mend all 
cooking utensils, hot- 
water bags, etc. 

They require no 
heat, solder, cement, 
or rivet. 

The Silent Sales¬ 
man Counter Carton 
goes with every three- 
dozen order. 


Your Jobber haa them 
—Get them Now 

Collette Mfg. Co. 
Amsterdam, N. Y. 



_ 
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Do You Realize the Profits 
Live Merchants are Making 
in Handling Phonographs? 


Wives and daughters make your sales. 
No comebacks and no service. 

One sale makes many prospects. 
Follow up with profits on records. 
Prompt shipments of samples assured. 



“Let Us Tell You How You Can Profit ” 


‘The Perfect Tone for 
Every Home." 


OPEROLLO PHONOGRAPH COMPANY 

54 W. LAFAYETTE BOULEVARD, DETROIT, MICHIGAN 


The New “Liberty” 

Postal Scale 

A TRINER, OF COURSE 


The chart indi¬ 
cator dhows in- 
•tantly the 
amount required 
for al 1 out of 
town postage—as 
well as the cor¬ 
rect local postage. 

Avoids the 
worry and inse¬ 
cure cy of comput¬ 
ing the new rates, 


8cale" — capac¬ 
ity two pounds. 
Finished in gold bronse or oxidised copper. 

Order this TRINER scale now. It's a quick seller, 
with a good profit. 

TRINER SCALE & MFC. CO. 

West Twenty-Tint Street CHICAGO, ILLINOIS 

W. P. HORN * CO. 

Pacific Coast Representatives 
Rialto Buildinp- San Francisco, Cal. 

Los Angeles, Cal. Portland, Ore. 



O. LJNDEMANN & CO. 

35 and 37 Wooster St, New York EsfofrtisM 1863 



m of JAPANNED. BRASS sad 
TINNED WIRE 


Bird Cages and Cage Sundries 


A. L. Conger Co., 70S Market Street, San Francisco, Oat 
Repr e s e n t ative for California 
T. D. McLean, L. C. Smith Building, Beattie Watft, 
Representative for Waahlngton, Oregon, Idaho, 
Utah, Montana and British Colombia. 


'igitized by 
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Protection 

The best you 
can sell 

I N every field the 
name of some one 
product a 1wa ys 
stands forth, establish¬ 
ing a standard of qual¬ 
ity by which all others 
are measured. In the 
fire-arms field that 
name is COLT. 

For more than eighty years that has been so. In the un¬ 
certain hazards arising from the unrest of a congested city— 
in isolated country—amid the dangers of peace and the con¬ 
flict of war—COLT protection is the best you can sell. COLT 
stands for the uttermost perfection in fire arms. 

Just as a man owes it to his home to provide the best 
protection that money can buy, so do you owe it to yourself 
and the reputation of your house to give them the best you 
can sell—a COLT Automatic Pistol or COLT Revolver. 

coirs PATENT FIRE ARMS MFG. CO., Hartford, Conn. 

Manufacturers of 

Colt*> Revolver! Colt* a Automatic Pistol! 

Colt*a (Browning) Automatic Colt*! (Browning) Automatic 

Machine Guns Machine Rifles 

PHIL. B. BEKEART, Pacific Coast Representative, San Francisco 


Colt’s 

^ FIRE ARMS 


“ATLAS” 

Shears and Scissors 

SHOULD BE IK THE STOCK OF 
BVBBY JOBBER IK AMERICA 

The wonderful Atlas Brands are the best values 
in popular priced cutlery. Years of experience, 
with improved machinery and methods, now 
enable ns to offer the wholesale trade a wonder¬ 
fully complete and up-to-date line of Shears and 
Scissors in all styles and sizes. 

Our Counter Display Carded Assortments 

sell Scissors for dealers very quickly. 



Send for New 19 Catalog 

We are prepared to make prompt shipments. 


THE ATLAS SHEAR COMPANY 

260 Korth Ay., Bridgeport, Goon. 

Represented by 
JOHN T. ROW2TTRBB, Inc. 

Sea Frenciico, Los Angeles, Seattle, Belt Lake City end 
Denver. 


HOPPED 

N1TRO POWDER 
SOLVENT No. 9 

For Cleaning High 
Power Rifles, Shot Guns 
and Fire Arms of all 
kinds. It will remove 
and prevent Rust in any 
climate. It will neutral¬ 
ize acid residue of 
smokeless powder and 
prevent corroding. 
Used by Army and 
Navy riflemen. Sold by 
Hardware and Sporting 
Goods Dealers. 

FRANK A. HOPPE 


2314 No. 8th St. Philadelphia, Pa. 
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Elgin Oil Heaters 



ASK YOTJB JOBBER 


TAKE 

ADVANTAGE 
OF OUR 

SPECIAL 

TERMS 

PLACE YOUR 
ORDER 
NOW 

FOR DELIVERY 
LATE IN THE 
SUMMER 
WITH FALL 
DATING 


ALL STANDARD FINISHES 
USE STANDARD WICKS 

Write for Catalogue and Prices 

ELGIN STOVE & OVEN CO. 

ELGIN, ILL. 

BBH k OO. t 106 Franklin Street, Hew Fork City 
Warehouses: New Fork, Philadelphia. Boston. Syracuse 


MAGNETIC CLOTH 

CLEANS LIKE MAGIC 

and is the moat ready seller of any domestie device 
known 



No up-to dato kitchen is complete without one; no more 
worry over Dirty Pans; just a rub or two with Mag;' 
netic Cloth and the pan is clean and sweet and sparkles 
like new The Magnetic Cloth is made of a special 
crinkled spun wire fabric and gives excellent service. 


Retails for 
10 Cents 



Send ns your 

t obbor's name 
f he e a n't 
supply you. 


Manufactured by 

JOHN W. GOTTSCHALK MFG CO. 

Lehigh Are. and Mascher 8t. Philadelphia, Pa. 

McDonald a linforth. 

Pacific Coast Reps., 780 Call Bldg., San Franeiaoo 


The Ontario Knife Company, Frankiinviiie, N.Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and have not our catalog and prices, you Bhould write for them at once. 



BUTCHEE 

SHINNING 

STICKING 

BONING 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


KITCHEN 

CANNING 

FISH 

VEGET ABLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 


igitized by 
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Hidden Hardware Won’t Sell Itself 


Don’t keep your hardware out of flight, in odd 
shapes and sizes of boxes. Get it out where 
people can see it. If you do this you will sell 
more, because your customers will then be re¬ 
minded of their needs. 

Put “Duluth” Hardware fixtures to work for 
you, and they will pay for themselves in extra 
sales made. 

DULUTH SHOW CASE CO. 

DULUTH, MINNESOTA 


30*5. pcice 3Q4 


Will You Supply 
The Demand We Create? 

Foaiteen leading Sportsmen's and Outer’s mags 
sines are carrying big space ads telling the ’’clean 
gun” story of 

PYRAMID SOLVENT 

the new Kitro Solvent that diuolree residue of emokelen powder 
nod kwieenw metal foaling without danger of injuring the firearm. 
Pyramid Solvent la a “quality” product like 8-in-Ono Oil The Mine 
enerry and merebandiaing akill that made 3-in-One the heat known 
of all oil*, now put* Pyramid Solvent In the Mine eaay veiling claaa. 
Too re will he the profit— a good generoaa profit. Get it. 

Pyramid Solvent retail* at SOc for a *-oance convenient flat can. 
Pyramid Your Profit *—Order from your Jobber today 
If he can’t supply you, we will 
Threc-in-One Oil Co., 165 KZP, Bdway, New York City 


Address 


Here’s the Savage Sign— 
built especially for your 
show-case or window dis¬ 
play. A brilliant—distinct¬ 
ive—striking reminder to 
your customers that your 
store is stocked with the 
Savage line. 

We’ve made this sign to 
match in quality the prod¬ 
ucts it advertises—a Sav¬ 
age Sign in every sense of 
the word. And you can 
order yours now! Write 
to Dept. A. 

Savage Service 

Is Behind AU Savage Products 
Savage arms Corporation 

UTICA, n. y. 

Sharon, Pa. Chicopee Falla, Mass. 

Executive and Export Offices 
60 Church St., New York 

Owners and Opera- Savage Arms 

tors ef the Corporation 

Stevens Arms Co. Utica, N. Y. 

Chi M»M F ** U ' Gentlemen: 

/ Please send free of charge 
by return mail one of 
the New Savage Signs. 

.Name . 


The Savage Sign 

for 

The Savage Line 


Digitized by 


Google 


C213A 
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SHAOt 


Handle a Line That 
Moves Quickly 

Quick turnover of stock means increased 
profits, lower investment and growing 
business. 

Our policy of backing up our dealers 
with advertising and sales suggestions 
makes Duplex Fireless Stoves move rap¬ 
idly. Millions of women, many of them in 
your territory, are seeking the Duplex 
dealer’s store. 

The Dealer’s Help Department of the world’s 
largest manufacturers of fireless stoves helps you 
bring prospective customers into your store by 
live window displays, moving picture slides, 
electros for your local advertising, booklets with 
your name and address—in fact, they back you 
up with every sales and advertising aid possible. 

If you are not a Duplex Dealer now, it will 
pay you to write for our dealer’s proposition 
today. 

DURHAM MFG. CO. 

MtJNCIE, IND. 


NEW YORK OFFICE: 
LOS ANGELES OFFICE: 


108 CHAMBERS STREET 
3718V6 W. PICO STREET 


Hos EoatlyTo Buy 
An cAulIo-^WA. 

He's seen our full page 
^ two color advertisements in 

Kjj the leading boys’ publics- 

^ y tions. He’s investigated 
HBry boys’ wngons. He knows 
that Auto-Wheel wagons are 
/ the best made. That's why 
aJt / he insists on your furnish- 
fkXijkt / ing him an 

<srtu\o*W>ee\ Coasler 


<2A\i\o-V/V\ej^^badsAer 

You make a big profit on 
each sale — and that sale 
leads to others, through 
“The Auto-Wheel Clubs,” 
which we help the boys or¬ 
ganize. To get this profit get 
a stock from your jobber 
and write for our coopera¬ 
tion. 

BUFFALO SLED CO. 

Dept. A, N. Tonawanda, N.Y. 

Factories, N.Tonawanda,N.Y, 
In Canada, Preston, Ont. 
New York Office, 

108 Chambers Street 
Seattle Office 
214 Maritime Bldg. 


AMERICAN SEAL 

PAINTS and CEMENTS 

44 MAKE GOOD” 

WITH YOU AND YOUB OUSTOMEBS 
STAND FOB 

QUALITY and DURABILITY 


AMERICAN SEAL 

PAINTS and CEMENTS 

44 MAKE GOOD” 

WITH YOU AND YOUB OUSTOMEBS 
STAND FOB 

QUALITY and DURABILITY 


WBITE US FOB DEAUBB’S PROPOSITION 
MANUFACTURED BY 

The Wm. Connors Paint Mfg. Co. 

1862 TROY, N. Y. 1920 
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What's In a Name 


Enough—plenty — 
SUCCESS in the 
RIGHT ONI proper* 
ly Applied. It's half 
the game, naturally, 
you don't get a good 
one with poor mer¬ 
chandise, unprinci¬ 
pled methods nor dis¬ 
regard for rendering 
distinctive and valu¬ 
able service. Estab¬ 
lish a meritorious 
name, it compares 
with a solidly laid 
rail system that has 
demonstrated 1 'deliv¬ 
ered* • ability, pre¬ 
ciseness and certain¬ 
ty, when the charges 
are fair the public 
uses the road over 
and over again, even 
t f the cars a r o 
changed in oolor, the 
conductor's uniform 
from blue to gray or 



Evidence galore, 
Brunswick Balke 
(Pool Table Mfgrs.) 
undeniable success 
producing talking ma¬ 
chines and automo¬ 
bile tires. Do you 
think the name 
helped anyf 

Heins put over 57 
and more varieties. 
We contend first one * 
was hardest, name 
helped others along 
materially. . 

Chandler Motor 
Oar Company identi¬ 
fied witn Cleveland 
Motor Car Company. 
Chandler a success, 
Cleveland unknown, 
BUT, public had suf¬ 
ficient confidence in 
connection that 25,- 
OOOCleveland cate sold 
before one was shown. 

Think of it. Stand¬ 
ard Oil put over mild 
laxative (Nujol),real¬ 
ly there is a contrast 
between Kerosene 


irom nine to gray or y »uere n • contrast 

electricity repl.oing . Morning’- between Keroiene 

st eam F 8 me *hey T re Stove (Perfection) 

talking about) end body lubricant. 

IK iS»““ •*>’• - “• 

* mm iMr hole io me pro,it8 *> everyone handling*them and guafan- 
*b* burning truth that the name G-E-M, 
connected with shaving things particularly, spells SUCOESl 
from every stand-point necessary and essential. GEM BRU SHE S 
i cKn " en i n * w c t r d8Tel °P® d with all knowledge possessed up to 
placed on that solid Gem System, which is BUY¬ 
ING POWER, they will ride forth with confidence of our trsde 
to reach all points which is ULTIMATE CONSUMER tU at*. 

JOBMM d ‘b™n,h I ^”trK U ^S. TU e.,7. , 5 

JOBBERS. Ring the bell and go ahead, you have the goods. 
„ We oil to the top with Gem Razors and Blades because 
wIa cb ? cked fa* 1 of Quality, usefulness and results, they 

SE?tl-5lli i,, iS?N ded S® CM,e exceeded everything in its 
class, stepped into another one of its own, very true, that is 
going to continue, also prevail in GEM BRU8HB8. 

jm P 8 .* 11 ® * 8 P® r c®nt at least of their selling power. 

nn^titrii 1 i ke iS*i er ‘“li' 0 w le Ube,ed Gem Hair Removerjlarge 
®ol d , but, eventually get knocked off the 
“• rk8t i* nevertheless we’d sell a lot of it. GEM BRUSHES 

with* real ^juoMty b * b * eked “» io “* 

... wil1 b ® ud^ertised in magtzines and 

through other channels all year around. 

Don’t lose sight of the fact that GEM BRUSHES are in a 
*L«S? OS* BIW«HBS «. manufactured to 1 m 

cheaper than good brushes can be produced. 

OTM^B RPB HBt is all knowledge of. Brush Manufacturing 
re.ul't.* omTaBtl Smil diTld ' d W| “ « Menti » 1 <»«»«« »nd the 
(Signed) THE GEM SAFETY RAZOR CORPORATION. 

_ Order From Your Jobber Now 


-mel-i n e 


The complete, compact, distinctive line in handy house¬ 
hold cans—full-size, full-measure. RETAILS 20 CENTS 
—no larger (lie*. Big V 0 I 00 for’o.er; Big Profit for 
YOU. A popular seller with Hardware trade. Assort¬ 
ments contain all 29 colors; display matter included. 

Deaiar’s Assortment (SO Dos.).$04.00 

Jobber's Assortment (12 Dos.). 21.60 

Open Stock, ill colors, per gross.21.60 

2% Freight allowance, F.O.B., N. Y., 2% Oeeh. 

Write for Color Card* Circmlar mod Booklet 


169-173 Second Ave., BROOKLYN—NEW YORK 
Townley Metal * Hdwe. Oo., Kansas City, Mo. 
Pacifie Wooden Ware A Paper Oo.. Oakland, OU. 



Selling Speedometers 
to Your Customers 


is just like selling any other necessary accessory 
it ought to be the most reliable, trouble-free 
and enduring. Such is the reputation of the 

CORBIN-BROWN 

SPEEDOMETER 

Jir MOTORTRUCKS 

Nothing skimped, nothing left outthat would make it 
absolutely dependable every day, on every trip, at 
every speed. 

Brass and steel throughout—no frail, * easily-broken 
white metal or alloy parts. 

Exclusive and indispensable extra features that help 
you sell Corbin-Brown Speedometers for Automobiles 
(including Ford type), Motor Trucks, and Motorcycles, 
are the Maxim um Speed H and , which registers and 
holds the highest speed made until the driver can read 
the figures. Luminous Hands and Dial, making easy 
reading in any degree of darkness. 

Accurate to the fraction always in recording mileage, 
speed, tire and fuel consumption. 

Send for Catalogs and selling particulars 

CORBIN SCREW CORPORATION 

American Hardware Oorporation, Successor 

NEW BRITAIN, CONN. 

Branches; New York Chicago Philadelphia 


Makers also of Corbin Duplex and Two-Speed Coaater Brakes 
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New Ladd’s Discount Book No. 3 

A new and enlarged edition of this standard work, comprising the most comprehen¬ 
sive collection of discounts ever printed, as well as many other valuable computations 
for commercial purposes, is now ready, after months of preparation by tb* compiler and 
editor, William J. Ladd. 

Is one of the greatest time and labor-saving productions of the age. The net of any 
amount at any discount can be obtained in a second. The calculations have all been 
carefully checked. No proving is necessary. It is invaluable for pricing and checking 
invoices, figuring inventory, making prices, figuring profit, etc. Note the equivalent 
discounts. Are they worth anything to youT 

It contains more than800,000Computations including New Discounts and Combinations 
which have come into use within the last few years. Nearly 600 pages, all double indexed. 


60 , 10 , 10 , 7 % & 2 % 



The section above shows a part of a page of the book. There are six 
tables on a page. Put your finger right on the net the hand shows: The 
net of 73 cents is 21 cents, $7.30 is $2.13, $73.00 is $21.33, $730.00 is 
$213.31, $7,300.00 is $2,133.11. 

OTHER USEFUL TABLES 


Net of Ons Dollar showing all discounts 
arranged numerically, with different 
ways given for their application. 

Per Cent Profit. Tables for adding per¬ 
centage, affording an accurate and rapid 
way of making prices with profit added. 

U.S.Money Into Foreign Money and Se¬ 
rened. Pounds, marks, francs, kronen, etc. 


Numerical Arrangement of Figured 
Nets brings the different nets together 
numerically and increases the value of the 
other tables. 

Twelfths of a Dozen or Gross. These 
tables, arranged on the plan of the Dis¬ 
count Tables, give the price of fractional 
parts of a dozen or gross. 


600 Pages. Double Indexed. Size, 8 x 11 inches. Cloth. Price, $10.00, 
Including a Full Tear's Subscription to the HARDWARE WORLD. 


ADDUII 


1ST omcii 


Nhelen BnlldiSUT* 

•an Franclaoo, Calif. 

507 Fionaar BoUdlny, 
Saattla. Wash. 



388 Taylor Bt, ooraar Tatli. 
Portland, Ort f oa . 

804-807 8eott BfOUtaf, 
Salt Xaka City. XTtalL 


digitized by 

BOATMEN'S BANE BUTLDINO, ST. LOUIS, MO. 
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JOHN cHAtiLLON 6 SONS 

New York U.S-A. 


TUNG- SOL 


What are the Advantages? 


Lamp sellers by the score are 
coming under the Tung-Sol banner 
every day. One reason is that 
they make more money selling 
Tung-Sol than other brands and 
are permitted to sell without ham¬ 
pering restrictions, filing of re¬ 
ports, etc. 

Tung-Sol jobbers are every¬ 
where. There’s one near you who 
is prepared to fill your lamp or¬ 
ders quickly and for any quantity. 

There is a Tung-Sol lamp for 
every standard use. Find out 
how you can increase your lamp 
profits—today! Write to 


FOSTER BROS 
CUTLERY 

Is Made for Service 


Keen—Con venient—Durable 


For all trade purposes 
FOSTER BROTHERS 5 
Cutlery' is unrivaled. 
Properly ground, tem¬ 
pered, balanced and 
sharpened, ready for 
use, it is guaranteed to 
meet the most severe re¬ 
quirements. Knives, 
Cleavers, Carvers, Split¬ 
ters, etc., of every type 
and for every purpose. 


The Panama Lamp & Commercial Co, 

505 Mission St., San Francisco 


Distributors for Pacific States 
or the following jobbers: 


Western Metal Je Supply Co. 
San Diego, Calif. 

California Hardware Co. 
Loa Angeles, Calif. 

Union Hardware k Metal Co. 
Loa Angela*, Calif. 

Standard Wood enw are Co. 
Los Angelea, Calif. 

San Joaquin Grocery Co. 
Freeno, Calif. 

Mangrnm k Otter 
San rran&aco, Calif. 


Nathan-Dohrmann Co. 

All Their Branchee 

rhomson-Dlgga Company 
Sacramento, Calif. 

Stark-Darla Company 
Portland, Ore. 

Whlton Hardware Co. 
Seattle, Waah. 

W. Murray Lighting Co. 
Spokane, Wash. 

Reno Electrical Works 
Reno, Her. 


Foster Bros. Cut- 

lery is universal- 

ly noted for u 
quality and ser- 
viceability. Half W] 
a century of ex- 
perience has en- j^j 
abled us to pro¬ 
duce the best 
cutlery to meet 
all needs. 

By selling to 
your customers 
cutlery o f dis¬ 
tinguished service, you increase 
your profits and enhance your 
reputation as a high class dealer. 


Distributors for Western States 


Capital Electric Company 

_ 1126 California Street 

Denver, Colo. 

Colorado Kansas 

VnOI f i 5 Wyoming Nebraaka 

BJW , Oklahoma New Mexico 

/[){ Arizona 


Your jobber can fully describe 
Foster Bros. Comylste 
Line of Cutlery 














104 


HARDWARE WORLD 



JAR RUBBERS 


FIT AIL POPULAR JARS 

MAOEANDPACnEO BY 

BOSTON WOVEN HOSE&RUBBERCO 

CAMBRIDGE.MASS. 


The live hardware 
dealer says: 


“That Box Looks as Big as a 
House to Me— 


Makers of BULL DOG. 
MILO and GOOD LUCK 
Brands of Standardized 
Garden Hose. 


“I used to sell all kinds of jar rings and 
have all kinds of trouble. 


Cambridge, Mass. 


“Now I sell onlv one kind and have no 
trouble at all. 


GOOD LUCK 
Jar Rubbers 
are made ly 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


“i don’t believe there is a woman in this 
whole broad U. S. A. that doesn’t know 
this cheerful red box full of GOOD 
LUCK Cold Pack jar rings. 


“No trouble to sell GOOD LUCK; ev¬ 
erybody knows them—everybody trusts 
them.” 
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A Business Man For President ? « > i - -• 

* ... . ■.-< 

A T last it appears the American people are to have the opportunity of voting 
for a business man for president. * 


This is being written before the national Democratic convention is held 
at San Francisco, but if the Democratic party is mindful of the wishes of the 
people to nominate a clean and upright business man instead of a self-seeking 
“politician,” the voters of the country will have the opportunity of choosing be¬ 
tween the two. 


On the surface, it does appear as if the Republican party at Chicago gave 
heed to the desires of the entire country, that they realized the nation was tired 
of having lawyers, politicians, theorists, professors or doctrinaires selected to 
run the greatest business on earth—the United States Government—recogniz¬ 
ing the cry that the time has come to call a halt and change their methods of 
conducting the government. True, each party has radicals to deal with. If every¬ 
thing is not done to satisfy the loud-mouthed radical, he instantly condemns his 
opponent, imputing to him all the sins of the decalogue, and denouncing him as 
a “reactionary” because he doesn’t subscribe to radical beliefs. 

Whenever you hear it said that such a candidate is “reactionary,” you can 
trace it back as emanating from some envious and disappointed politician who 
thus hopes to deceive well-meaning people through such insinuations. 

It was demonstrated at Chicago that the radicals in the Republican partv 
constitute a very small element, as was indicated by the nomination of Senator 
flarding and Governor Coolidge—men whose private life and character, as well 
as their public careers, will stand the closest scrutiny, who are of that staunch, 
plain, sensible American type, who believe in enforcing the law, upholding the 
constitution, and the extermination of treason and disloyalty, under whatever 
name or whatever guise it may appear. 

It is to be hoped that the Democrats* party will nominate men of the same 
caliber as Senator Harding and Governor Coolidge, and will not permit the 
radical element to gain the ascendency. 

It is recognized by every thoughtful, true American that the next president, 
be who he may, will face a great and trying ordeal. 

There has been a reign of defiance of law and order, disloyalty and treason. 
Be it said with shame, there are those in public office who have secretlv encour- 

r Digitized by \3vJ r OvTL 
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aged this criminal element, even to the extent of pleading for their pardon; or 
again turning loose convicted criminals after they have been ordered deported. 
Thus it will need the united support of Americans regardless of party to uphold 
the new American president. 

This country is too big for any one man to attempt to dominate it. It needs 
the combined wisdom and judgment of a strong cabinet of the best minds that 
can be gathered together, men with a real understanding of conditions, whose 
aim and motive must be to protect and foster American principles and American 
institutions. 

We need men in office who are content to serve the American people, to 
consider their welfare first and above everything else, and in so doing we can 
then be ready and able to help every righteous cause throughout the world, 

Harding and Coolidge are business men. They know through practical ex¬ 
perience the problems both of the Am erican working man and the American 
employer. 

They are not unmindful of their early struggles as working men, and they 
have no false ideas as to what is necessary for true success. Their sympathies 
and help will go out to those who need help and the spirit of fair play will be the 
governing factor in their relations with the American people. 

Let us hope that by the time these lines are in the hands of our readers the 
Democratic party will also nominate men of the same stamp. If so, the country 
is to be congratulated. The voters will have the opportunity of choosing be¬ 
tween the finest type of American citizenship. Surely the times require men of 
this stamp. We cannot afford to have any other kind. 


Of what avail is it for Congress to enact 
legislation to punish and deport convicted crim¬ 
inals and murderers as long as it is left to the 
Secretary of Labor and his assistants to pass 
final judgment and set aside the verdict and 
again turn them loose to continue their criminal 
careers? 

The reports made to the Congressional In¬ 
vestigating Committee show that more than 
1000, who have been arrested and found guilty, 
have been turned loose by the Department of 
Labor. 

Americans must be more watchful than ever 
in condemning the soviet, socialistic propagan¬ 
da that appears to have the active support of 
many of our officials, and they are not in minor 
or obscure positions, either. 


The Socialist party seeks to camouflage its 
activities and lull the country into a belief that 
they are opposed to violence and direct action, 
that they only seek to secure their aims by 14 so¬ 
cial revolution,” hv peaceable methods—never¬ 
theless they unanimously choose as their candi¬ 
date a convicted criminal, whose open defiance 
of law and order and treasonable methods en¬ 
titles him to serve ten years in prison. 

But perhaps the Socialist party, knowing of 
their friends in court, have been assured of a 


pardon in time for their candidate to take an 
active part in the campaign. 

Stranger things have happened in this coun¬ 
try the last few years. 


TAMPERING WITH NATURE 

The weather man’s notion of the day-light 
saving is matched by that of the pious old lady 
who 44 hopes the government won’t begin to 
fuss with the time,” as she wants her clock to 
run 44 just as the Lord intended it should.” 

This is on a par with some of the “ortho¬ 
doxy” taught by certain preachers, who object 
to any scientific investigation or study of a 
future existence, for example, raising the ob¬ 
jection that if the Lord had intended us to know 
it would have been 44 revealed” by him ages ago. 

We ought to be thankful that in the world 
of business and invention there is not such 
great stupidity, else we should have never had 
the telephone, the steam engine, the wireless, 
electricity and many persent day conveniences. 

But even these inventions have had to fight 
their way against preconceived notions and 
prejudice, and so every new thought or investi¬ 
gation in the mental realm must contend against 
the egotism of ignoramuses 
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Failure of the Railroad Strike Has Not 
Changed Fundamental Conditions 

W E believe that it was not intended that this strike should win nor that the 
next railroad strike shall win, although the next one will be probably far more 
serious than this one. We believe the definite plan of those who are forcing 
these strikes is by their failure to create a spirit of enmity, hoping thereby to de¬ 
velop such bitter hatred in the hearts of laboring men as to make them ready to 
join the forces which are seeking to overturn and destrov the Government. If two 
or three more strikes are called on railroads, as will probably be the case, and the 
men grow bitter as they are defeated, carrying out in this respect, although un¬ 
known to the men, the definite plan of the Bolshevistic leaders, there will be de¬ 
veloped a widespread class hatred against which the country needs to be warned. 

Strikes Called for Purpose of Developing Spirit of Anarchy 

We must prepare now to meet all of the difficulties which we shall certainly 
face when new strikes are called and railroad transportation is again halted. 
These strikes will mean higher cost of foodstuffs, higher cost of material of all 
kinds, hundreds of thousands of people thrown out of employment and a halting 
of all the business activities of the nation. 

It is easily conceivable that two or three strikes of this kind, each practically 
called off through the instigation of leaders, will result in widespread unrest 
and almost anarchy. 

This is the situation which the nation must face, and we must be prepared to 
meet every strike and to enact such legislation as will make strikes in public ser¬ 
vice corporations almost an impossibility. There should be no more right on the 
part of public service employes to strike and bring chaos to the entire public 
than there should be the right on the part of soldiers to strike. The man who 
enters a public service corporation does so of his own volition. He becomes a public 
servant almost as much as a soldier or policeman. A strike on the part of any of 
these classes should be prevented by law, and law rigidly enforced. Men who en¬ 
ter public service employment do so voluntarily, and they enter it with a distinct 
responsibility toward the public. When they fail in that responsibility by seek¬ 
ing to block transportation and to starve people, they commit a crime as great 
as that of a soldier who deserts the army which he has sworn to help maintain. 

Preparedness to meet the emergencies of individual and national life can 
alone save from destruction or at least from great losses which might have been 
prevented by preparedness. The nation must be prepared to meet every issue 
which is raised when public service employes undertake to strike. No one would 
deny the right of any one man individually to withdraw from employment, but 
when he joins with other men in forming a conspiracy to bring about a general 
strike of all and then seeks to prevent independent men from working, he be¬ 
comes a criminal and should be punished as such. 

This is the issue which this country must meet, and meet very promptly and 
very firmly, without regard at all to the ranting demagogic politicians who are 
constantly seeking to mislead the country and win applause of the mob spirit, 
hoping thereby to maintain their political power.—Manufacturers* Record. 
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USING THE TELEPHONE TO MAKE SALES 

“I wonder,’* said a progressive 
Western “Hardware World”' mer¬ 
chant, “why business men do not make 
more use of the telephone as a business 
getter? 

“We have a branch exchange in 
our store, because we have found that to tell a 
customer ‘Line is busy/ is like closing the door 
in his face, and chances he will call up another 
concern next time an order is required instead 
of waiting till our line is free. We also know 
when a customer calls once or twice and is told 
‘Line busy’ he will not call in the future. 

“We have compiled a telephone list of all 
our customers. When a customer gives name 
and address to have an order sent home, we 
also ask for the phone number. This is for the 
purpose of calling the customer if the shipment 
goes wrong; also to secure a list of our patrons 
who have telephones. This list after compila¬ 
tion is used to announce sales and for other 
purposes. 

A Telephone Sale 

“The other day we held a sale of goods 
which were too small in quantity to advertise, 
so we placed one of our helpers at the telephone, 
and in jig time, the lot was disposed of, to say 
nothing of the good will created by the conver¬ 
sation, which was something like this: 

“ ‘Good morning, Mrs. Smith. This is 
Blank’s store calling, Miss Jones on the tele¬ 
phone. Mrs. Smith, I thought you would be 
interested in a sale we are about to hold. ’ And 
then she described what we had. Most everyone 
bought, and almost everyone thanked Miss 
Jones for the interest she displayed in calling. 

“At certain times of the year we display a 
telephone in the window consisting of a small 
switchboard (borrowed from our local tele¬ 
phone company) before which we place a seated 
figure with ear piece and order pad, over which 
we place a sign reading: 

“ ‘If you can’t call, ’phone.’ 

“ ‘This store is never closed to the tele¬ 
phone.’ 

“As an inducement to our sales force, we 
offer a small monthly prize to the clerk who 
makes the greatest number of sales over the 
phone. This means when a clerk has nothing 
pressing on hand, instead of lolling about and 
killing time, they phone to a few persons and 
sell goods in our line. ’ ’ 


A weather-beaten sign and store front may 
indicate age, but don’t think they indicate per¬ 
manence, because, unless you ,spruce up, you 
will not stay long. 


Speaking of signs, see that you don’t place 
yours where it cannot be seen without effort. 
A sign should be where it cannot be missed 
without effort. 


HOW TO PHOTOGRAPH YOUR WINDOW 
DISPLAYS SUCCESSFULLY 

It is but natural that merchants and window 
trimmers should be interested in the proper re¬ 
production of their window displays. 

The photograph is an unperishable evidence 
of the trimmer’s skill and efforts, a record of 
progress in the work. You can see from time 
to time how you have advanced and profit by 
the comparison. 

It is better to photograph your displays at 
night. 

First, see that the electric lights while flood¬ 
ing your windows are themselves hidden from 
the street. 

Have the illumination as even as possible, so 
as to avoid any deep shadows. Place a white 
cardboard or reflector back of the light to 
throw more light into any deep shadows which 
may appear. 

Place the camera on the tripod squarely be¬ 
fore the window. Be sure that the plate is 
exactly vertical. Use a non-halation plate. Roll 
film and film pack are the best if non-halation 
plates are not obtainable. 

Focus your camera with wide diaphragm. 
Always focus to a central point, such as a win¬ 
dow card, so that you can read it plainly. If 
you have a good lens fifteen to twenty minutes 
will be enough. The size of the diaphragm is 
to be considered. If cut down after focusing 
wide open the smaller diaphragm the more time 
required, but this gives an additional sharpness 
and detail to your picture. 

People may walk between the window and 
the camera without injuring your picture, pro¬ 
vided they do not stop short. As stated fifteen 
or twenty minutes will be about the right ex¬ 
posure for the average window. 

Brightly illuminated windows require less 
time and the darker windows more. 

Remember that photographical “reds” and 
“yellows” always photograph much darker 
than “greens” and “blues.” 

Avoid all reflections which may appear in 
your window caused by illuminated windows or 
electric signs across the street. Make an en¬ 
deavor to photograph your windows when these 
lights are out. If this cannot be avoided, photo¬ 
graph your windows on a clear day before 
sunrise, 

Develop your plate or film in a slow working 
contrasty developer. The metol-hydroquinone 
is usually the best. When printing use a con¬ 
trast. A printing-out paper is preferred to the 
gas light variety. 

You can buy any of the developing materials 
in practically any drug store or camera shop 
with full directions of how to use same. 

If your photograph is for reproduction, use 
a black and white gloss finish paper. * The 
larger the photograph the better can be the 
retouching and the better it will reproduce. 
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YOUR EXPECTATIONS A FACTOR IN 
SUCCESS 

“To oxpect, to oxpoct* is worth four hundred drachma.' * 

An epigram is a pointed saying—one which 
has a sting in its tail or a special bit of wisdom 
like a diamond glittering in the top of its head. 

The peculiar Hebrew proverb, “To expect, 
to expect, is worth four hundred drachms/* 
may be interpreted to recommend to us the 
great advantage of careful deliberation in all 
our actions, for four hundred drachms repre¬ 
sented a considerable amount of money or 
value, and more people have made mistakes by 
acting too quickly than by getting posted and 
taking time enough to be thoroughly advised 
as to the widsom of their course. 

But -there is still another meaning hidden 
within the folds of this quaint saying. It brings 
us down to a modern psychological truth, that 
if we would be prosperous, we must think pros¬ 
perity, act prosperity, and associate with those 
who expect larger and better things. 

We are acquainted with the people who are 
always going to the poor house; who are mourn¬ 
ing for fear there will be no rain, and the crops 
will fail; who confidently expect an epidemic 
which will carry off the most valued citizens of 
the community, and who live in the cheerful 
atmosphere of calamity of some kind. Usually 
they are not disappointed, for we are mighty 
apt in this world to get what we are looking for. 

If we think that people will snub and slight 
us, we will be on the watch and our actions will 
breed unfriendliness and suspicion, and we will 
actually suffer slights and snubs. If, on the 
other hand, we expect to get along nicely, to be 
appreciated by our friends, to be prosperous in 
business, to own a nice home, a big car, to be 
able to take trips and to have the things which 
spell happiness to us—we should travel forward 
with that expectation in mind, be cheerful 
abbut it, and arrange our own plans and sched¬ 
ule of life accordingly. 

You can never put out a fire by wringing 
your hands and assuring everyone that it isn’t 
worth while trying to get water at the well for 
probably it is dry. Do your best and do it now. 

There are a great many people who deliber¬ 
ately close the flood gates against the incoming 
tide of blessings. If we send out kindliness, 
cheer, optimism, hope, sunshine and the expecta¬ 
tion of all good things to the universe, exactly 
the same things will flow back to us which we 
have given out. Like attracts like. 

What are you expecting? Are you limiting 
your expectations, or are you standing under 
the stars these lovely nights, breathing in deeply 
and saying, “I expect great things. I shall 
make of myself a fine, strong character! I 
shall merit great things! Therefore I will get 
great things.** 

Ah, yes, “To expect, to expect, is worth four 
hundred drachms/* 


“GNAW THE BONE WHICH IS FALLEN TO 
THY LOT** 


A man who marries a shrew for a wife, never 
solves the problem by becoming tart and sour 
himself, or by leaving her. He only proves his 
own superiority when he handles the situation 
so well that she becomes less shrewish and the 
two of them are able to make a happy home and 
to mould out of circumstances, a better fate 
than had at first appeared possible. 

It is equally true that the business man who 
finds himself in a small locality when he longs 
for a large one; on a side street when he covets 
a place on the main street; who holds fifth or 
sixth place in his community field when he feels 
capable of leadership, did circumstances per¬ 
mit—will never help the situation by fault¬ 
finding, by neglect of business, or by becoming 
sour and discouraged. 

“Gnaw the bone which is fallen to thy lot.** 
That is, make the best of every minute, every 
advantage, and every bit of business which 
comes your way, and be cheerful while doing it. 
Just take it for granted that your present situa¬ 
tion is but a stepping stone to the one you de¬ 
sire. You may have to take several steps, but 


sooner or later you will get there if you do not 
make a misstep. 

Missteps are many and various. Sometimes 
they are caused by an attempt at too great 
haste, at short cuts over the honesty or fair 
play route, unwise buying and foolish credit 
system, not keeping close account of book rec¬ 
ords, or business carelessness. You can*t gnaw 
a bone unless you stick to your task and get 
the meat all off of it first, and you will find 
that even the bone has a good deal of gelatin¬ 
ous, nourishing substances in it. 

Are you getting every particle of advantage 
out of your present situation? Have you a 
handicap? If you have a handicap, let it be a 
challenge to prove to you that you can really 
overcome big obstacles. 

Be like the little boy who looks at the gate 
which towers above him, laughs and says, “1*11 
climb over you, old gate—see if I don’t.** He 
will make the kind of a man who will get ahead 
in the world; but one who sits down in the 
path and wails for someone to open the gate 
must be trained wisely or he will always be 
stopped by obstacles all the way along life’s 
journey. - - - * ; 

“Gnaw the bone which is fallen to thy lot/; 
and the first thing you know you will find that 
in place of a bone as bare as the one Mother 
Hubbard was going to give her famous dog, yotf 
will have an honest portion of substantial 
worth, for it cannot be otherwise once you bend 
your best effort to make the most—the patient 
and cheerful most—of what you have and are, 
always expecting that life holds something bet¬ 


ter just ahead. 
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Supplying Summer Needs of Your 
Townspeople 


Advantages of Co-Operation Among Merchants 


M ERCHANTS ill all lines realize that co¬ 
operation is better than competition, and 
that what benefits one, benefits all. 

One of the best mercantile campaigns in¬ 
augurated this year was that planned by all the 
leading retail industries of El Centro, the flour¬ 
ishing metropolis of the great Imperial Valley, 
California. 

Realizing that vacation time was approach¬ 
ing and that the community’s needs are multi¬ 
tudinous at this time, the merchants banded 
themselves into a publicity corporation, and 
took an entire page in the local paper to tell of 
what they could do in supplying the wants of 
the people; and establishing a mutual feeling 
of good will between the buyer and seller. This 
is the way they talked to the public: 

TO THE PEOPLE OF IMPERIAL VALLEY 
The Merchants of El Centro Send Greetings: 

The season is at hand when it is common for all 
to begin to prepare for vacation, and with tho coming 
of this period we wish to call your attention to the 
fact that for months we have been preparing to meet 
your special needs. k 

Local conditions are in many ways peculiar, and 
only those who know these conditions are prepared 
to meet them. Knowing what you will want in 
advance, we have laid in stocks of merchandise 
which are the admiration of all strangers who visit 
our city, and who marvel at its metropolitan aspect. 

And yet we urge economy to the public—and it 
is for this very reason that we invite your attention 
to our window displays and stocks of merchandise— # 
where, if you are “from Missouri ,” you w’ill be 
“shown” the excellent values of our new and fresh 
stocks. 

This advertisement, which was surrounded 
by plenty of white space, was signed by all the 
thirty firms participating in the campaign. 
Many of these of course used individual ads in 
addition to the general one. 

But this newspaper publicity was only one 
part of their campaign to get into close per¬ 
sonal touch with the farmers and ranchers, as 
well as the townsmen. Leaflets were printed, 
which were distributed in all vehicles coming to 
town, and tfiese backed up the ad first run in 
the papers : 

Fellow Citizens: 

Suppose you come as a transient buyer into a 
strange store in a strange town. It naturally follows 
that the clerk who waits upon you w'ill endeavor to 
get from you all he can while the getting is good. 

But you have been our customers for years and 
will continue to be for years to come. We will be 
here when you return from your vacation. We want 
you to come back refreshed and ready for another 
strenuous period. This is a period for economy and 
we want to help you to economize. Come in and 
tell us your wants in the vacation line. 


This was also signed by the thirty merchants, 
and then they went a step further and planted 
wooden signs along the road and driveways en¬ 
tering the city: 


RANCHERS AND FARMERS: 

Can you expect co-operation from strangers? We. 
the merchants of El Centro, have cast our lots with 
you, to be a community in which we shall be happy 
and prosperous. If we are to attain this condition, 
there must be close co-operation between all of us, 
and we promise you that we will do our full-part for 
the common good. 

Come to us and talk over your needs for the 
summer, whether you intend to "stay at home or go 
away. Let us co-oj>erate now, and when you again 
return from the mountains or the seacoast let us 
meet as friends and fellow workers in the building 
of a community where we all reside as neighbors. 


The appeal to the community spirit is es¬ 
pecially effective in a young and growing local¬ 
ity, but many an older town that is “going to 
seed” could be revivified by an energetic ap¬ 
peal to local pride. 

The hardware and sporting goods dealers, 
realizing that vacation trips were very valuable 
to them, were among the foremost in boosting 
the campaign of “Buy in El Centro .’ 9 Among 
those who engaged in it were the Imperial Val¬ 
ley Hardware Co., Delta Implement Co., Edgar 
Bros. Co., Valley Tent and Awning Co., and 
Keeline Tent Mfg. Co. 

Several of these firms, not content with the 
general publicity, took separate space in which 
to boost their lines. One of the catchiest of these 
outing supplies ads was that of the Imperial 
Valley Hardware Co.: . • 


LET US HELP YOU PREPARE FOR YOUR 
CAMPING TRIP 

You will find everything you need here in the 
way of camping equipment, whether you are going 
for a day’s outing or a prolonged hunting or fishing 
trip. 

Guns, Ammunition, Fishing Tackle. Portable 
Camp Stoves, Auto Kits, Cooking Utensils, Tents, 
Flash Lights, Auto Supplies. 


They backed up their printed ads with a 
catchy display window, showing a scene in a 
desert—the floor covered with sand and cacti, 
and sagebrush in the background. A fire of 
sticks, with a red bulb in the center, occupied 
the foreground, and near it was an open lunch 
kit, while across a rock lay a gun and cartridge 
belt. 

The Valley Tent & Awning Co. showed at 
either end of their window canvas tents, and 
between them a camp table and two stools, on 
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which was a deck of cards and a thermos bottle. 
On the floor in front was a rolled tent, upon 
which was perched a saucy squirrel. 



An Outing Display appeals to erery member of the family, 
from the youngest to the oldest. Every merchant carries in 
stock goods that he can use, and undoubtedly improvements 
could be made in the above display by adding camping outfits 
and similar articles carried in the stock of every hardware 
merchant. 


All merchants realize that in a campaign 
such as this much depends upon individual as 
well as concerted effort, and that nothing pulls 
trade so effectively as a good window display. 

For any one of group of merchants undertak¬ 
ing such an outing goods campaign, a window 
such as was recently staged by Powers, of Port¬ 
land, Ore., is suggested. The background was a 
large lithograph, showing two young people 
canoeing on a beautiful lake, and at either side 
were tall panels of green and black hung with 
garlands of tiny pink roses. Oriental lanterns 
added to the beauty of the scene. On the floor 
was spread an Indian rug, and draped over 
racks were heavy auto blankets, with the sug¬ 
gestion : 

“No matter how warm the day. you will find 
these blankets very comfortable at night when 
you are camping.” 


We may not all succeed in sailing into port 
with our masts intact and banners floating as 
when we set forth with the high hopes of youth, 
but what will really count, will be—have we 
carried our cargo of ideals and purposes safely, 
or have we dropped many of them by the way? 


Yes, be it said to our shame, there are those 
in official position, who boast that we” are 
willing to sacrifice human life and property if 
by so doing personal pride and lust for power 
may be enhanced. It sounds well to talk of the 
glorious sacrifice “we” have made and are 
willing to make—but notice, if you will, it is 
always the life and property of some one else 
that our professional politicians and leaders are 
willing to sacrifice. 


HAVE YOU OVERLOOKED THESE 
SUGGESTIONS? 


Put on a bargain sale of kitchen ware. Sug¬ 
gest to the housekeeper that she discard every 
old, leaky basin and that she take the burned 
and unsightly articles for camping and cottage 
use, replacing these at the Housewives 9 Sale, 
which you are putting on especially for her 
benefit. Push fly screens. Most of the doctors 
have gone up in their prices and so it behooves 
every family to keep out the typhoid fly and all 
other disease-bearing insects. For those who 
already have screens, sell screen enamel so that 
the property now on hand may be protected and 
made attractive. 


During the summer, the piazzas, porches, 
and steps must be frequently mopped and 
scrubbed. Suggest that the regular equipment 
be taken for this purpose and a new outfit pur¬ 
chased for indoor use. 

If you could sell every woman in your local¬ 
ity a mop, you could get rid of about a carload 
—that would be worth while. 

Quick heat stoves are the order of the day, 
and a housewife only buys this sort of an equip¬ 
ment once in five or six years. Point out that 
she is entitled to get a good article and onp 
which will give satisfaction. 

Grass grows very rapidly in the summer 
time, so a self-sharpening lawnmower will ap¬ 
peal. Many a man in some profession or appar¬ 
ently remote line of business has a hobby for 
fine tools. 

I know a druggist who has several hundred 
dollars’ worth, and a man milliner who has a 
fully equipped carpenter shop and bench. 

Keep a list of these men and you will have a 
lot of valuable prospects. 

Many an unsuspecting fire starts in waste 
papers. Carbon paper, which is of an oily na¬ 
ture, is especially dangerous and there is an 
abundance of this in the waste of stores and 
offices. 

Sell these places large-sized galvanized iron, 
tightly covered ash cans for a temporary paper 
receptacle and a paper baler to take care of 
the surplus as fast as it accumulates. The 
money received for the baled paper will soon 
pay for the outfit. 

When you go riding in your auomobile, 
make a list of the people who need mail boxes 
and see them or send them some literature on 
this and other matters in which they may be 
interested. 

There is nothing like striking while the iron 
is hot, and selling people goods while they ac¬ 
tually need them. They are more ready to buy 
if you make the appeal strong that they will 
benefit by the use of their purchases. They do 
not buy to please you, but instead of that, to 
add to their own conveniences or income. Stress 
this point. 
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The Outlook For Business 

(By Robert H. Treman, President The National Hardware Association) 

This statement was prepared at the request of the Executive Committee at its Mid-Tear Meeting. Every hard¬ 
ware man will profit by a study of Mr. Treman *s estimate 


T HE world today is facing the most difficult 
financial and economic situation in history. 
There is constant revolt against high prices, 
and yet prices continue to rise at the rate of 26 
per cent increase in commodity prices from 
April 1, 1919, to April 1, 1920. This is due fun¬ 
damentally to there being too much credit and 
money and too few goods. 

It is evident that this country cannot go on 
boosting wages and prices, curtailing produc¬ 
tion, attempting to enrich ourselves by non-pro¬ 
ductive speculation, without fostering further 
discontent and radicalism, as well as bringing 
on a crisis sooner or later. 

The scarcity of goods in many lines and the 
difficulty of securing same have led to the con¬ 
tinued bidding up of prices and to profiteering, 
which has been freely indulged in; the insistent 
demand for articles which in the last analysis 
are not necessary for immediate needs, and to 
produce these absorbs too large a proportion of 
labor and also, generally speaking, relatively 
higher wages are paid in these lines; the break¬ 
ing down, at least in part, of our railroad trans¬ 
portation facilities, retarding the free movement 
of commodities, with the consequent liquida¬ 
tion of credit therefrom, all contribute to make 
more serious our present situation. 

Since the beginning of the year there has 
been an increase in monetary stringency, and 
the present demand for credit is greater than at 
any time in a half-century, except during the 
prevalence of financial crises. 

In addition to the great domestic demand 
there is much capital of American firms tied up 
in' credits connected with the export trade. 
Increased Demand for Credit 
The increase in bank loans from April 1, 
1919, to April 1, 1920, has been approximately 
25 per cent, the greatest increase ever known 
in our history for a like period. 

In the nineteen months of war the expansion 
of national bank loans was 16 per cent, or about 
10% per cent per year. 

Money rates have been advanced all over the 
world, the rates in England being now as high 
as they have ever reached in one hundred years. 

The loan expansion of the Federal Reserve 
Banks during the past year has been on the part 
of the New York Reserve Bank about 15 per 
cent, and on the part of the other eleven Federal 
Reserve Banks about 40 per cent, resulting in 
the decrease of Federal Bank reserves to about 
43 per cent from 52 per cent last year. 

Individual banks report demands for loans 
constantly increasing to finance business on the 
present high prices, and as the supply of credit 
diminishes the rates increase. 


The recent amendment to the Federal Re¬ 
serve Act empowers Federal Reserve Banks to 
4 * ration’ ’ credit by graduated oi progressive 
rates to individual banks as their loan demands 
increase, and in some districts this is already 
being exercised, thus making it more difficult 
to secure even necessary and legitimate credit. 

Increasing high rates of credit is the natural 
and automatic movement to correct money evils. 

Time for Sound Operating 

There must be a recognition of the fact that, 
however desirable on general principles a still 
further increase just now of trade and industry 
may be, this must accommodate itself to the ac¬ 
tual facilities for capital and credit, or else be 
prepared to meet a more serious situation later. 

The situation clearly demands the effort on 
the part of the bankers, manufacturers and dis¬ 
tributors to co-operate in every way to keep 
conditions sound. 

Consideration should now be given to the 
fact that we are now entering upon a period of 
credit requirements for planting and harvesting 
of crops, which demand will constantly increase 
until the fall months. 

Every effort should be made to assist in 
stimulating necessary production, especially of 
food products, as the government report issued 
this week shows the condition of the wheat crop 
to be about 34 per cent less than last year’s crop, 
or, in other words, some 300,000,000 bushels less 
than that crop. 

Bad weather has delayed planting in many 
sections, and there is an increasing shortage of 
farm labor; should the country experience a 
bad crop year it would only accentuate the pres¬ 
ent uncertain situation. 

The adverse conditions which now seem to 
be developing emphasize the necessity for con¬ 
servatism in the handling of business and in the 
demands for credit. 

Contribute to Economic Belief 

Large stocks at the present level of prices 
are undoubtedly an element of danger. Commit¬ 
ments as to the long future may prove unwise. 
Conditions as they develop should be carefully 
watched and studied. There should be coopera¬ 
tion on the part of individuals and corporations 
in an effort to hold the situation in check. 

The time is ripe for everyone to make per¬ 
sonal sacrifices for the general economic good. 
The disinclination to do this so far is one of the 
disturbing signs, but it behooves every patriotic 
business man to realize the seriousness of the 
situation and to cooperate to the fullest extent 
in an effort to consume less, especially of luxu¬ 
ries, to encourage a greater production of food 
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products, to avoid speculation of all kinds, 
which ties up credit now needed for the devel¬ 
opment of our export trade as well as the do¬ 
mestic needs. 

While there is much apprehension prevailing 
at the present time as to the future, it is evident 
that the necessary deflation of prices and the 
lessening of the credit tension can be much fa¬ 
cilitated by a full realization of existing condi¬ 
tions, coupled with sane and proper efforts to 
control the situation so that confidence shall be 
maintained. 


AMERICAN CUTLERY MADE IN GERMANY 

Attention has been directed by various 
trade organizations throughout the world to the 
fact that German manufacturers are making 
pocket knives and cutlery and stamping them 
as made in other countries. They know buyers 
would not handle German made cutlery and 
hence they resort to stamping their goods as 
made in neutral countries. 

The National Union of Manufacturers of 
England have sent out the following notice: 

4 4 ‘Englich Cutlery,’ 4 Made In Sheffield.’ 

“These descriptions on two pocket knives of 
German manufacturers are the latest examples 
of how far the Germans are prepared to go in 
order to deceive the world's markets. 

“One of the knives was purchased at Cour- 
trai, in Belgium, and the other in Holland. It 
will be noticed that the German manufacturers 
spell the word English with a ‘c.’ 

“ ‘ This is a case of sheer, deliberate decep¬ 
tion on the part of the Germans,' said Mr. 
Cheeseman, secretary of the National Union of 
Manufacturers, ‘and the public ought to be on 
their guard against that sort of thing. 

“ ‘The Merchandise Marks act of 1887 is 
now in abeyance. Germany or any other coun¬ 
try can send goods into Britain without clearly 
showing the country of manufacture. 

“ ‘The government has appointed a commit¬ 
tee which is at present considering the question 
of merchandising marks. When my association 
applied for representation on that body we were 
informed, “No room, full up, but you may give 
evidence.’’ 

“ ‘We will give evidence. We are going to 
urge that every article of foreign manufacture 
must be stamped ‘foreign manufacture/ or 
‘foreign produce’ or ‘foreign make.’ ” 


A RHYME IN SEASON 

Why does the pesky little moth 
Improve his busy season t 
.Because your garments are exposed, 

That really is the reason. 

Of course there are many, many ways, 

When used, prevent the worm 
Prom snuggling in his victims’ clothes, 

And then again you’ll learn 
It’s best to beat your goods each year, 

For moths will sure return. 

—Reegtherhymer. 


FOUND ON THE WALL OF A RAILWAY 
STATION 

The following article was * found neatly 
pasted on the wall of a waiting room in a 
railway station in this state. Read it care¬ 
fully. It concerns you and every merchant 
doing business in your city. Make it a point 
to see that such propaganda is not being 
spread in your town. If you are indifferent to 
such attacks instituted against your methods 
of doing business, you might as well be out of 
business, for such exposure of what the M. 0. 
house claim to be your business methods, will 
slowly undermine your business prestige. 
With your customer’s confidence in you 
gone, you cannot prosper. Read carefully: 

“In standard goods, if your local dealers 
are raising prices in unison, get one or more 
of the big mail order firms catalogs and do 
some comparing. Your local merchant, if he 
knows his business will come reasonably near 
meeting those prices, if they are tactfully called 
to his attention. These catalogs form an in¬ 
teresting reference library anyway, they give 
a little better fair price list than most of the 
local committees usually controlled by mer¬ 
chants, whose profits lie in fair prices. Above 
all and once again don’t buy unless and until 
you really need to. 

“The government cannot control high 
prices. Local committees even when well men¬ 
tioned are powerless. The great financial in¬ 
terests now thoroughly alarmed would like to 
put a check on present tendencies, but do not 
know how. The remedy lies with the common 
every day American like you and me. Ask 
yourself, if you are on the sucker list? If you 
are, get off and stay off." 


If you want to boost your trade, just study 
the following plans and you will find them food 
for thought: 

“The Own Your Own Home Campaign” is 
being vigorously pursued all over the country. 
Get busy on the hardware job. Builders’ hard¬ 
ware, house furnishings, electrical appliances 
and carpenter tools are all going to be in de¬ 
mand. The man who goes after the trade will 
get it. 

Go after the trade by establishing friendly 
relations with contractors and carpenters and 
builders and by advertising your ability to serve 
individual home owners. 

Now that skilled labor is so high, many 
people are doing odd jobs at home themselves. 
Women are learning to pack faucets. Men are 
hanging their own doors, or replacing a broken 
hinge, and many a nail will be driven by ama¬ 
teurs this year. Aim to furnish these people 
with the tools and supplies they need and be 
interested in explaining how to use them. 


Being out of debt is the best thing out. 
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Records That Show the Dealer Every Figure 
of His Business With Little Effort 

Importance of Knowing Each Month What Ton 
Are Doing, Applicable to Small Stores As Well 
As Large Ones 

(By Walter Engard) 


T HE needs of accurate store records has 
never been so important as it is today, yet 
there is a tendency on the part of many 
retail dealers to conduct their business without 
any adequate system of store records. Thou¬ 
sands of stores throughout this country have to 
wait until the completion of that laborious and 
much dreaded counting, sorting and figuring 
period called the “Inventory” to find out ex¬ 
actly the real condition of the business. 

And the average hardware dealer, after he 
has footed up the inventory, feels that after all 
has been said and done, the information ac¬ 
quired by this means is too indefinite. He finds 
that the net profit usually falls far short of 
what he expected and what he has a right to 
expect in view of the business done during the 
year. The inventory does not show the dealer 
where the leak is nor what he may do to better 
the situation. 

The only remedy is a complete and accurate 
system of store records—records that will en¬ 
able the merchant to determine whether or not 
his business is returning a fair profit without 
the necessity of waiting until the annual in¬ 
ventory is completed. If not, they should en¬ 
able him to locate the leak. Such a system of 
records will afford the merchant an accurate 
means for promptly correcting errors or extrav¬ 
agances in policies and methods, for checking 
the accumulation of otherwise inevitable losses, 
and to quickly develop plans which will result 
profitably. 

Satisfaction of Knowing 

This system of records should be simple, and 
the detail work necessary to keep them should 
be reduced as much as possible. But there is 
such a thing as making them too simple, so sim¬ 
ple in fact that what the merchant saves in 
time he loses in knowledge of his business. 

His records should be more than a mere 
jumble of figures. Occasionally a dealer will 
have his figures in such shape that although 
theoretically he has every important figure in 
front of him, yet when he is called upon to seg¬ 
regate his figures so that it will be possible for 
him to make out a financial report, he is unable 
to do so. The merchant should have his figures 
in such form that he can analyze his business 
transactions during a certain period when that 
becomes necessary and enable him to furnish 
his banker or his creditors if necessary with a 
true report of his financial condition on short 


notice. But the satisfaction for him to know 
is more important. 

The system of store records here described 
is one that will give the merchant a thorough 
knowledge of every important detail of his 
business in the least amount of space and with 
the least effort. 

There are but two separate forms, yet it 
is complete in every detail and if kept up will 
give the dealer a true insight into the progress 
of his business and its true financial condition 
at any time. 

With these forms for keeping an accurate 
record, he will have before him the facts of his 
business in such a way he will know what to do 
in his merchandising, what stock to push, what 
stock to buy, where expenses are heavy and 
should be reduced, or where he can afford to 
spend more and in doing a bigger business and 
make more profit. 

The whole thought in devising this system 
of store records is to make a guide to better 
retailing instead of a mere matter of record 
keeping. 

All details are cared for in such a way that 
the merchant will know every morning exactly 
how he stands, and no merchant can direct his 
business properly without having such facts 
constantly available. 

Accurate Records Are Not Based Upon 
Guesswork 

Good management is not a matter of guess¬ 
work and you don’t use good judgment when 
you guess. Therefore guesswork should have 
no part in the installation of this system. To 
give you proper basis for the control of the 
business the system must be installed properly. 

Inventory First Necessary 

To start this system of records, for that 
matter any accurate system of records, the very 
first thing to do is to take an inventory of all 
stock on hand. This is the only way in which 
you can be sure that future information is going 
to be accurate. The taking of the inventory 
cannot be too exact and the dealer should im¬ 
press upon those who take the inventory the 
importance of counting and entering every ar¬ 
ticle correctly. 

If you do not have your stock divided into 
various departments, I would advise the first 
thing you do will be to departmentize your 
stock. This will facilitate the taking of the in¬ 
ventory and will enable you to^have a better 
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control of the business. While this is not abso¬ 
lutely necessary, the dealer will find the infor¬ 
mation secured through these records will be 
much more complete and of infinitely greater 
value. 

If the merchant is to establish his business 
upon a sound business basis, he must have a 
record of each department in order to know just 
what each department of the business is doing. 
Only through keeping separate records is he 
able to determine whether each department is 
making money and how much; whether the cost 
of operating each department is more than the 
actual returns—all of these things bear a very 
important relation to the profit of the whole, 
and the dealer should have records of each de¬ 
partment to establish each department upon a 
profitable basis and make the business return 
him all the profit it should. 

Numbering Each Item Makes Future Work Easy 

The inventory of each department should be 
kept separate. 

With the use of this system it is necessary to 
“stock number” every article; this should be 
done while taking inventory if you do not al¬ 
ready use a stock number system. Every item 
should be numbered and this number should be 
preceded by the department letter. 

Suppose you have your stock department- 
ized into seven departments and you have a 
letter representing each department, as: A, B, 
C, D, E, F, G. Then in department “A” all 
items will be numbered as “A-243,” “A-244,” 
etc., and in department “B” they will be num¬ 
bered ‘ 4 B-856, ,, 4 < B-871, ,, etc. 

The stock number should appear upon every 
article wherever possible. This may be done by 
using small tags, stickers, price-tickets, etc. In 
the case of nails, screws, bolts, etc., it will be 
impossible to have the stock number appearing 
on the article, but in this case the stock number 
should be on the bin, drawer or case in which 
the article is kept. 

When taking inventory, the name of the ar¬ 
ticle, quantity, stock number, cost, selling price 
and manufacturer’s number should all be en¬ 
tered upon the inventory sheet. 

Form No. 1 is the 44 Stock Record Form.” 
This form should be provided in a loose-leaf 
book which will be known as the 44 Stock Book.” 
This book should be provided with index sheets 
in order to keep the stock records of each de¬ 
partment separate and to facilitate the finding 
of certain stock in the various departments. 

One of these forms, No. 1, should be used for 
each article, entering the name of the article 
and under the headings the information called 
for, such as stock number, manufacturer’s num¬ 
ber, size, list price, cost, description, selling 
price each and dozen, also special price to con- 
tractors. 

Then you should total the inventory sheets 
for each department and find the total amount 
of stock on hand in each department, and then 


turning to form No. 2, the 44 Record of Busi¬ 
ness” form, you will note this form provides for 
the records of one department only and a sep¬ 
arate form should be filled out for each depart¬ 
ment. 

Upon this form will enter the name of the 
department for which the records are kept, also 
of the month. This form provides lor one 
month’s records and a new form will be used 
each month. 

Down in the lower left hand corner, space 
has been provided on this form for keeping a 
perpetual valued inventory of the stock in each 
department. Using the line “Stock on hand 
first of month,” enter the amount of stock on 
hand as shown by the inventory sheets for that 
department. The system is now ready for work. 

In this system of records, in fact, any system, 
it is necessary that the dealer should adopt the 
use of sales slips for making a record of every 
transaction. This is very important. When 
the salesman makes a sale he will make out a 
sales slip, entering the name of the article, the 
quantity, stock number and price received; also 
enter on his sales slip the name of the customer 
if the sale is charged. 

Cashier to Keep Sales Sheet 

These sales slips should go immediately to 
the cashier following the sale. The cashier 
should have a sheet for entering sales as they 
are received. This sheet should be so ruled as 
to accommodate the keeping of each depart¬ 
ment’s sales separate. When the sales slip is 
received by the cashier, she will credit each 
department w r ith the sale of any article sold 
from that department. 

Thus, if a sales slip comes to the cashier, 
recording the sale of articles numbered “A- 
321,” “C-574,” “F-902,” she will credit de¬ 
partments 44 A,” 44 C” and 44 F” with these sales. 
This sheet should provide a column for entering 
the cost of the articles sold under each depart¬ 
ment heading. When the sales slip is received 
she will turn to her stock book and find the cost 
of the article sold and enter the cost in the cost 
column. 

At the close of the day the bookkeeper or 
cashier will total the sales for each department, 
together with the cost of the goods sold in each 
department, and then, turningto the 44 Record of 
Business” form for each department, will enter 
the amount of sales and cost of goods sold in the 
columns provided on his form headed 44 Sales” 
and 44 Cost of Sales.” Now substracting the 
cost from the sales, she will enter the difference 
in the column headed “Gross Profit.” 

Under the heading “Purchases,” as pro¬ 
vided on this form, the amount of all purchases 
for each department is to be kept. All invoices 
for goods purchased should be kept on file until 
the goods have been received and then the goods 
on the invoice should be charged to the various 
departments, charging each department with 
the goods that go igto^ by GoOQle 
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Operating Expense 


Under this heading this form provides for 
keeping an accurate account of all operating 
expenses. By keeping each item of expense 
separate the dealer is enabled to tell what each 
item of expense amounts to in each department 
and thus know where he should reduce and 
where he can expend more. All expenses 
should be pro-rated to the various departments 
according to the size and volume of sales in 
that department. Any expense incurred direct¬ 
ly through the operation of any department 
should be charged direct to that alone. 

Such items as rent, office expense, salaries, 
including that of the proprietor, heat and light, 
insurance, taxes, advertising, etc., should be 
pro-rated according to the sales in the depart¬ 
ment and its participation in that particular 
expense. Under this heading there has been 
provided a column for charging off deprecia¬ 
tion. The dealer should determine the amount 
of depreciation on equipment and fixtures to 
be charged off during the year for each depart¬ 
ment and then charge off one-twelfth of that 
amount each month. 

At the close of the month the bookkeeper 
will total each column and enter the total as 
provided on this form. This gives the dealer a 
complete record of the progress of each depart¬ 
ment, showing the volume of sales, cost of sales, 
amount of purchases and total expense for each 
department. It also provides for entering the 
expense ratio to sales. Here the dealer may see 
what percentage each item of expense bears to 
sales, what percentage of sales the total expense 
in that department requires, thus enabling him 
to know whether his percentage of mark-up is 
sufficient to cover the cost of operating and 
still leave him a fair margin of profit. 

As soon as the various columns have been 
footed, you will complete the perpetual value 
inventory record by entering the total amount 
of the purchases for the month, using the line 
marked “Goods Purchased, 1 ’ and subtracting 
the cost of goods sold during the month from 
the goods purchased, plus the stock on hand at 
first of the month, you have the value of the 
stock on hand at the close of the month and 
with which to start the next month’s business. 

This figure will then be transferred to the 
new form for the following month’s records. 
With this record completed each month, the 
dealer is in position to gauge his buying as this 
will show him what condition his stock is in. 
It will also enable him to figure his rate of 
turnover in that department. In order to de¬ 
termine the rate of turnover in each depart¬ 
ment, divide the amount of stock on hand by 
the cost of the goods sold. 

This feature alone is worth the cost of keep¬ 
ing the records, because it enables the dealer to 
absolutely know what is done. 

Under the heading of “Profit” as provided 
on the bottom of this form, the dealer is able 
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to determine his actual net profits for the month 
from each department, to know which depart¬ 
ments are profitable and which are not. It will 
give him this information so he can apply a 
remedy if necessary and establish the depart¬ 
ment upon a profitable basis or discard it alto¬ 
gether. 

By the use of these records the dealer may 
have a monthly profit and loss statement of his 
entire business in less than thirty minutes after 
the accounts are closed for the month, no wait¬ 
ing until the annual inventory is taken in order 
to determine whether or not the business is 
making money. He can furnish his banker a 
true condition of his affairs the first of every 
month through an accurate financial statement 
without any great effort. 

The dealer may prove the accuracy of these 
records at any time by taking a physical inven¬ 
tory of any department. With this system of 
records it is not necessary to inventory the 
whole stock at one time, instead the dealer may 
inventory each department at such period of 
the year as suits him best, using that period of 
the year when the stock in that department is 
the lowest. 

This system brings before the dealer every 
important fact and figure of his business for the 
successful management. No element of guess¬ 
work need to enter into the management of the 
business, and these records shall serve as a 
chart to enable him to pilot the business safely 
to the Port Success. 


GOOD SUGGESTIONS FOR THE SALES 
FORCE 

Walk to your place of business, if possible, 
so you may feel that “pep” and vigor that 
comes after a long walk in the open. 

Upon arriving, look in the windows so you 
may know what is displayed, so when people 
ask for something in the window, you know 
what is there. 

Be sure you report on time also. 

As soon as you reach your store, spend no 
time in idle gossip but get to work and make 
your counter ready for business. 

• Smile a greeting to the first customer and 
keep it up all day; you will find it will become 
a habit and like all good habits prove helpful. 

If you have any spare time, turn to the tele¬ 
phone and call such customers as you think will 
welcome your suggestions about goods on sale. 

Make it your business to be dignified, pleas¬ 
ant and business-like to all whom you serve. 

Be sure your sales tickets are right and 
watch for “mistakes.” 

Enter in your “Want Book” goods asked 
for not in stock. 

Leave at the close of business only when the 
last transaction is finished, and don’t rush the 
last minute customer. 


YOUR CLERKS REFLECT YOU 

(Copyrighted) 

A Your patrons look into your clerks 

r and see, as in a mirror, your own re¬ 
flection. As birds of a feather flock 
together, so sunny, courteous, tactful 
clerks flock to the sunny, courteous, 
tactful hardware man. 

It is up to you to create the atmosphere of 
your store; you say, “Welcome!” or, “Not 
Welcome!” to your patrons through the bunch 
of clerks who stand back of your counters to 
show up your goods, to be your representatives 
in the court of human nature. 


CleTks Mirror Your Own Self 
Good backing, good representation, good 
clerkly mirrors, a hardware man must needs 
have. The clerk who will misrepresent goods 
in order to make a sale is a trade-preventer, an 
atmosphere-polluter for your store. His room 
is far more valuable than his company. The 
honest hardware man abhors a dishonest clerk 
more than nature abhors a vacuum. 

Small Courtesies Pave the Way for Large Sales 
Small courtesies by a friendly clerk are road- 
smoothers to your store. Mrs. Brown may re¬ 
turn and bring seven other purchasers to your 
store for no earthly reason save that bit of 
thoughtfulness on the part of your clerk when 
he offered to tie her various packages in one 
bundle. Small courtesies pay big dividends. 

A tactless, discourteous clerk is like the pro¬ 
verbial bull in the china shop—he smashes peo¬ 
ple’s feelings and wrecks trade. On the other 
hand the courteous, tactful clerk keeps ’em 
coming—people respond to human treatment as 
a flower responds to the sun. 

Patience Equivalent to 24 Carat Gold 
Patience is pure gold in * clerk. There is 
an occasional patron—only occasional, thank 
the Lord—who is as unreasonable to deal with 
as is an African rhinoceros. When you get a 
clerk who can handle such a man and hold his 
trade, you have a jewel. Once satisfied, the un¬ 
reasonable man is just the fellow to go out and 
take his friends by the collar and compel them 
to come in and trade with you. 

Clerks Catch the 4 ‘On-Time’ • Habit 
Clerks catch the “On-Time” habit from the 
proprietor, just as they might catch small pox. 
If they prove immune, let them get busy trying 
to catch a new job. They may find some time¬ 
less job with a spineless hardware man, but see 
that time is of the essence of your clerk con¬ 
tracts. A clerk who expects to do six hours 
work for seven hours’ pay soon gets it where 
the hen got the ax instead of getting it in the 
pay envelope. 

Appreciate Him 

Do you know a good clerk? Do you appre¬ 
ciate him? Do you value him as you would 
value a painting by a master artist? A choice 
clerk is the easiest man in the world to hold if 
he gets square treatment. 
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PROMOTING PAINT TRADE 
It doesn’t impress a perfectly healthy man 
to tell him Dr. Jenks is the best physician in 
town. He cjoesn't need doctoring. Neither 
does it impress a man who thinks he doesn't 
need paint to advertise: 

We Sell 

Billups & Squillupe Paints 
Best on Earth 

Here's a shock for you. The biggest volume 
of paint trade in this country is the trade that 
doesn't exist. Let's put it another way. There 
are more people who imagine they haven’t any¬ 
thing that needs painting, than realize they do 
need some paint and actually buy it. 


trade that doesn't now exist and never will ex¬ 
ist until some good paint merchandising 
methods create it. 


Courteous, Intelligent service—showing the exact effect he may 
expect to obtain on hla work 

For instance clothes closets in the homes 
of our people scarcely ever are blessed with a 
ray of sunlight, and seldom ever get a good 
airing. They become unsanitary, breeders of 
disease germs, a source of sickness. 

How many housewives realize this? How 
many that do, realize also that paint is a tip 
top germicide, and that a coat of it applied to 
her clothes closets every spring might ward off 
s >me sickness in her family, and would cer¬ 
tainly improve the odor from the closets if it 
did no more. 

Merely advertising Billups & Squillups 
Paints—Best on Earth—will never in a thou¬ 
sand years make a housewife think of painting 
her clothes closets. But think how much paint 
could be sold for that purpose il our women 
were educated up to the need of it. 

What would advertising like this do? 

Smelly Clothes Closets are Unsanitary 
They Breed Disease Germs 
BUlups & Squillups Paints are Splendid Germicides 
Give your Closets a Coat this Spring and 
Ward off Sickness in Your Family 
We Have Your Can All Wrapped Up Readv For You 
When Will You Call For Itf 
Smith & Jones 

Dealers in Paints & Varnishes 

Try some* promotive advertising, Mr. Mer¬ 
chant. 

Develop some of the latent trade; the big 


SUGGESTION FOR PAINT DEALERS 

Painted interior walls are becoming very 
popular. They are especially to be recommend¬ 
ed in homes where there are young children. We 
all know the havoc created by sticky small fin¬ 
gers upon delicate wall papers, and it's no 
reflection on wall paper to say it. 

A good many interior decorators are pre¬ 
pared either to paint or paper as the customer 
prefers. A decorator likes to give the customer 
the best possible service, because he knows that 
a pleased, satisfied customer sends him trade. 

It is a real service to bring to the attention 
of parents the merits of painted walls. Many 
people have never seen anything but a plain 
plaster wall or a papered wall. W T hen a painted 
wall is suggested, they immediately think of 
whitwash or kalsomine, and will not listen to it, 
but show these same people a room nicely 
painted in glcxss or flat colors, at the same time 
explaining that the kiddies' finger marks can 
be washed off it without injury, and they will 
often take to the idea instantly and thank the 
decorator for his thoughtfulness in suggesting 
it. 

Here is a new idea for a dealer's ad in the 
newspapers he uses: 


FINGER PRINTS ON YOUR WALLS? 

Have you ever considered painted walls in your 
home while the children are small f 

Finger Marks Can Be Washed 
Off Without Injury to the Paint 
Painted walls are really artistic. Drop in and 
let us show you some color combinations. See 
for yourself how pretty a painted interior can 
be made. 

Let Us Paint a Room or Two 
for Yon This Spring 

Then stop worrying about the kiddies’ sticky 
fingers. 


PAINTING LINOLEUM 

How many merchants ever try to sell paint 
to be used in painting linoleum? Not many, 
we venture; yet there is a field for paint sales. 
The design wears off printed linoleum in front 
of the stove, the sink, doorways and in other 
spots where the wear is hardest. The bare 
spots do not look well. The housewife would 
like to do something to improve appearances, 
but the only thing that occurs to her is new 
linoleum, and after inquiring the price she usu¬ 
ally dismisses that from her mind. 

At this point the paint dealer, by means of 
a window card, a newspaper ad or a leaflet, 
suggests a coat of floor or deck paint; a uni¬ 
form color all over looks a lot better than 
figures here and there and spots there and here. 
Try out the idea, Mr. Merchant of Paints, and 
sell more paint. 
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THE RIGHT TO STRIKE LIMITED BY THE 
RIGHTS OP OTHERS 

(By William C. Redfield, former Secretary 
of Commerce) 

Once upon a time there were in a large met¬ 
ropolitan club two unwritten laws. The first 
was to the effect that a member had the right to 
get drunk in his own club. This was the doc¬ 
trine of full personal liberty. The second law, 
however, said that no member had the right so 
to act in his club as to annoy another member. 
Here was the restraining force. It limited per¬ 
sonal liberty by the right of others to be free. 

Bights and Obligations Balanced 
The declaration of independence says man¬ 
kind has certain inalienable rights. It adds that 
among them are the right to life, the right to 
liberty and the right to the pursuit of happiness. 
It needs but little thought, however, to make 
clear that an inalienable right is not unlimited 
and that no right can go to an extreme without 
finding itself limited by obligations arising from 
the rights of others. For example, the right to 
life itself is not unlimited. When the nation is 
in danger it enacts a draft law calling upon its 
able bodied citizens to fight. 

In other words, the duty of the citizen to 
the state is greater even than his right to pre¬ 
serve his own life. The right to life itself is 
limited by the obligation of citizenship. 

The Bight of Liberty Is not Unlimited 
Our freedom of action is restricted on every 
side by the freedom of action which belongs to 
others. The whole development of law is evi¬ 
dence that our right to personal liberty is 
bounded and restrained by the personal liberties 
of our fellow men. We are not, for example, at 
liberty to build on our own property in certain 
places and under certain conditions, structures 
of a character and for a use which would injure 
the property of others. We are a free people 
indeed, but free under law—the law being the 
rules which experience has shown to be neces¬ 
sary to keep freedom from being exercised to 
the hurt of one’s fellows. 

The same principle applies to our right to the 
pursuit of happiness. Our prisons are full of 
men who have sought their pleasure or profit 
by methods contrary to the rights of others. On 
every side rights are limited by obligations. 
That is the recognition we owe to the rights of 
other men as free as we are. 

*‘Bights* * Limited by ObUgations’* 

These principles are so clear that it seems 
almost a truism to state them, but their force is 
always recognized when it comes, let us say, to 
such a matter as the right to strike. We cannot 
permit industrial autocracy in this country or 
take any backward step that would look in the 
direction of general compulsory labor or would 
remove the privilege of the individual to seek 
employment when, where and as he will. 

Nevertheless, for the sake of freedom itself 


it cannot be admitted that the right to strike is 
an unlimited right. Men are not free in or¬ 
ganized masses so to exercise the undoubted 
right to leave employment as to ignore the 
rights of others or to inflict serious injury upon 
other men generally in order to gain the ad¬ 
vancement of relatively few. The right to 
strike, like every other right, carries its obliga¬ 
tions, and the obligations of citizenship are su¬ 
premely imposed upon it. This right cannot be 
detached from definite and clear obligations 
toward others and toward the country as a 
whole. 

Autocrats Should Have a Care 

Our leaders of labor will do well to consider 
how T far they may carry the exercise of the right 
to strike. Already there are signs that the pub¬ 
lic knows there are limits to this right. Both 
at home and abroad action is taken with general 
public approval—nay, on widespread public 
demand—based upon the fact that the safety of 
the country is supreme and puts a limit on the 
right to strike as it does upon the right to life 
itself and upon other rights. No right in this 
country is so broad as to exceed the obligations 
of a citizen. There exists no right to cause in¬ 
jury to the whole country in order to promote 
the supposed welfare of part of its people. 

Autocracy is everywhere intolerable, but 
not less intolerable when it seeks, by the gen¬ 
eral injury, to work the advantage of a group 
than when in the hands of a single autocrat it 
imposes one man’s will upon his fellow men. 


WHEN THE “CULLUD” MAN GETS HIS 
CHANCE 


A young physician gives the following 
amusing conversation with his valet, who was 
a negro. 

“He didn’t have no business to call me a 
nigger, did he, doctor?” 

“There is no harm in the word negro,” ex¬ 
plained the doctor. “Negro is the name of your 
race, your people. Every race has a name, the 
Indian, the Chinese; the name of your people is 
the negro race.” 

“You say dat, doctor? You thinks dat? 
But us colored folks, we know dar ain’t but 
one nigger—he’s de bad man.” 

“But that is the talk of ignorance,” argued 
the doctor. “Here is the meaning of the word 
negro in the dictionary; don’t you see—a negro 
is a black man?” 

“Did a white man make dis book, doctor?” 
asked the boy. 

“Yes.” 

“Well, doctor, you know how it is ’twixt 
white man and nigger. You know if the white 
man made de book he glad ter writ it down dat 
de black man is a nigger. Hit don’t ’stonish 
me ter read dat writ in a book a white man 
make. Des wait till de nigger makes a dic¬ 
tionary!” 
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THE RIGHT AND WRONG WAY TO DO 
PROFIT SHARING 

(Copyright by Elton J. Buckley) 

Among all classes of employers, large and 
small, today there is an urgent desire to find 
some plan of tying employes more closely to 
the business and obtaining their maximum effi¬ 
ciency, first, in order to prevent strikes and 
unpleasant arguments and, second, to put solid 
ground under the feet of the business and get 
out of it all there is in it. 

To this end all manner of plans are being 
discussed—commission-on-sale plan, profit shar¬ 
ing plans, bonus plans, graduated wage-increase 
plans, and so on. The following letter is one of 
very many I have received on the subject: 

Our firm has two stores, with net assets of about 
$22,000 in one and $32,000 in the other, exclusive of our 
real estate, which is held separately. 

There are two members of the firm. We desire 
to let some of our employes have a share in the business, 
but do not know the best method of doing it. 

We have thought of having the business incor¬ 
porated for $50,000 and letting these employes take 
stock. What are the advantages and disadvantages of 
this methodf 

Our employes have been with us a good while. Some 
are relatives. We want the safest and most economical 
way of letting them have an interest in the business. 

Doubtless this problem has had considerable atten¬ 
tion by you, and we shall appreciate a statement from 
you. 

Of course, the purpose of all these plans is 
the same—to tie an employe to the business, to 
satisfy and quiet him and to make him work for 
the business as if it were his own. 

The purpose is of course most estimable and 
following it out would in my judgment solve 
all of the vexing problems, except perhaps that 
of recognition of trade unions. But a thing like 
this must be carried out with discretion. John 
Smith, a valued employe, is often a very differ¬ 
ent person after being given stock in the busi¬ 
ness than he was when he was simply on the 
pay roll. The thing to do is to give him the 
incentive, but not in such a way that he can 
become a nuisance. 

I should hesitate a long while, if the busi¬ 
ness were a comparatively small one, before I 
gave stock to any employe, unless it were one 
whom I knew all abo.ut, and even then I would 
hesitate. A minor stockholder who has a griev¬ 
ance against the business, or thinks he has one, 
can make k heap of trouble in a small corpora¬ 
tion. It is a risky thing to do, as I say, in a 
small corporation. In a large one like the 
United States Steel Corporation, the stock plan 
is used with perfectly good effect, because there 
are thousands of stockholders, the business is 
in strong hands and strong control, and the indi¬ 
vidual can make little if any trouble. But even 
these large corporations often give their em¬ 
ployes stock with limited powers to it. 

The best plan, everything considered, is to 
make a regular agreement with your employes 
providing that on certain conditions they shall 


receive as an extra bonus over salary, a given 
percentage of the net profits of the business. I 
have found this to work better, everything con¬ 
sidered, than commissions on sales, or stock 
plans, or almost anything else, for the reason 
that it gives the incentive without the power to 
do mischief. 

The conditions on which such an agreement 
should be made, generally speaking, are, first, 
that the employe shall remain with you for the 
entire year; second, that he or she shall give the 
best work possible, and, third, that the services 
rendered shall be satisfactory to the employer. 
Individual businesses will also have special con¬ 
ditions to include. Sometimes these agreements 
provide that the employes shall have the power 
to appoint a committee of themselves to exam¬ 
ine or audit the books in order to verify the 
employer’s statement of profits. 

An employe whom it is desired to conciliate 
stands or falls, under that plan, on the same 
fact as if he held stock under the other plan, 
viz: the fact of profit. If no profits are earned, 
his stock draws no dividends, or, as the case 
may be. his profit sharing agreement bears no 
fruit. There is therefore no cause for dissatis¬ 
faction under one plan which is also not present 
under the other. 


There are three kinds of salesmen—the men 
who wish they could do it—the men who prom¬ 
ised to do it—and the men who do it. 


The country has had more than enough talk 
from politicians, who continue to talk over 
much of the “glory of sacrifice’’ and how it 
was the “sincere regret of their hearts” that 
their official duties prevented them from being 
at the front. 

The records show that they and their rela¬ 
tives took particular pains to see that none of 
their number were among those who made the 
“glorious sacrifice.” 

THE FRIENDLY CLERK 

How strange, on my way home from work, 

I stop to chat with friendly clerk 
In hardware store. Observing eyes! 

Sees everything! That clerk’s a prize! 

If I have rusty dinner pail 
That clerk says to me, without fail: 

“Nice lot of dinner pails just in; 

Would make good mirrors, sure as sin.” 

He’ll never company with fools! 

Talk garden—“How about the tools?” 

Talk flowers—“A new lot of hose!” 

Talk anything, my bill just grows. 

He knows the brightest stories, jokes, 

And human things ’bout human folks; 

But everything leads up to trade. 

’Cause that’s the way that.cleri§@ made. 
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MERCHANT DOESN’T HAVE TO SELL 
MERELY BECAUSE HE ADVERTISES 
OR DISPLAYS GOODS AT A PRICE 

(Copyright, by Elton J. Buckley.) 

“If a merchant displays something for sale, 
with the price attached, is that an offer to sell 
which he has to carry out when somebody 
comes up and says ‘I’ll take that’?” 

That Is the interesting question raised by the 
letter which I am reproducing below. My recol¬ 
lection is that I have never written anything on 
it: 

New York, N. Y. 

Kindly give me an opinion on the following:— 

B owns a store. He displays cameras in his win¬ 
dow at $10 each. A customer comes into his store and 
asks to see one of them and after inspecting it decides 
to purchase. 

The clerk then advises him that the price has just 
advanced, and from that morning on they are obliged 
to ask $10.75. 

The customer calls attention to the fact that they 
have the cameras priced at $10 and claims that that is 
the price he should be charged and not the advanced 
price. 

The clerk says that they have not had an oppor¬ 
tunity to change the window display yet and that 
when they do it will be attended to. 

The clerk further claims that even if they did have 
any goods in the window advertised for sale they are 
not obliged to sell them. 

The clerk also claims that even if they put an ad¬ 
vertisement in the papers advertising the cameras they 
are not obliged to sell them. 

My idea is that the store is compelled to sell the 
customer any merchandies that it advertises, either in 
its window, on counters or in the papers, at the price 
advertised. 

A legal viewpoint on this and what a customer can 
do to force the store to sell him the goods so advertised 
will greatly oblige, 

RUSSELL D. SMITH. 

At first glance it would seem as if a mer¬ 
chant w T ho displays or advertised goods at a 
certain price, ought to carry his offer out when 
a cutsomer appears who is willing to accept. 

And yet he is not obliged to do so if he 
wishes otherwise. That is the settled law, and 
it applies both to an offer-conveyed through 
advertising, and to one conveyed through a win¬ 
dow display. The law holds that that is not an 
offer to sell anybody who comes forward with 
the price quoted, but an offer to consider of¬ 
fers, if you can follow me in that. It still re¬ 
serves to the seller his right to accept or re¬ 
ject offers as he likes. 

You can easily see that this would have to 
be the law. Suppose the law was that the mer¬ 
chant who displayed the $10 camera had to sell 
at that price to anybody who came in. Well, if 
that were true, it would follow that he would 
have to sell everybody, and that would violate 
his fundamental right to choose his customers. 
The minute he quoted a price, that right would 
be waived. So the law says that advertising 
goods at a certain price or exhibiting them in 
a window at a certain price, is no more than 
a statement like this: “I have some cameras 
here which I have priced at $10. If interested 


come in and I will decide whether to sell you 
or not.” 

Right at this point I recall a case in which 
a book dealer had advertised a book at a cer¬ 
tain price in a catalogue. Some customers didn’t 
get it and sued the dealer on the theory that 
having quoted the book in his catalogue at a 
certain price, he was bound to sell. The court 
exposed the fallacy of the theory with the fol¬ 
lowing argument:— 

A book seller’s catalogue with prices stated against 
the names of the books, would seem to contain a num¬ 
ber of offers. But if the book seller receives by the 
same post five or six letters asking for a particular 
book at the price named, to whom is he boundf To 
the man who first posted his letter of acceptance? How 
is this to be ascertained? The catalogue is clearly an 
invitation to do business and not an offer. 

Here is the whole law of the case summed 
up in few words from a leading decision:— 

Business advertisements published in newspapers 
and circulars sent out bv mail or distributed by hand, 
stating that the advertiser has a certain quantity or 
quality of goods which he wants to dispose of at cer¬ 
tain prices, are not offers w’hich become contracts as 
soon as any person to whose notice they may come 
signifies his acceptance by notifying the other that 
he will take a certain quantity of them, but they are 
simply invitations to all persons who may read them, 
that the advertiser is ready to receive offers for goods 
at the price stated. It must be remembered, however, 
that in all these cases the question is one of intention, 
and that whether or not such transactions are agree¬ 
ments depends on the intention of the parties as col 
lected from the language used and the nature of the 
transaction. 

Everything said above applies equally well 
to a display of goods in a window or in a store, 
for the principle is the same. As another ease 
puts it, “The mere statement of the price at 
which property is held cannot be understood as 
an offer to sell. The seller may desire to choose 
the purchaser and may not be willing to part 
with his property to any one who offers his 
price.” 

Naturally, nothing said above applies to a 
case in which a seller says directly to a pros¬ 
pective buyer, either by word of mouth or in a 
letter, “I will sell you this for $10.” In that 
case if the person addressed says “All right. 
I’ll take it,” there is an enforceable contract on 
both sides. 


WORLDLY WISDOM 

Bessie was the dearest little dog, and her 
mistress was passionately fond of her. One day 
the little girl was told by her mother that she 
must not see Bessie for two or three days, and 
then, when at the end of the time she found her 
dog, it was with five puppies. 

“Why. Bessie,” said the little mistress as 
the little dog leaped into her arms, “why, you 
dear little doggie, I didn’t know you were 
married.” 


An optimist is a fellow who if still carrying 
an opener on his key^g ed byCjOOQH 
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SIXTY-FIVE FEET OF DISPLAY IN THESE 
TWO SHOW WINDOWS 

As dyed in the wool fisherman and friend of all 
fishermen in his clever devices of tackle and leaders. 
Joe Welsh is well known to the trade. As proprietor 
of the Pasadena Hardware Co., one of the most pro 
gressive of the live institutions of Southern California. 
Mr. Welsh is perhaps not so well known. It is for this 
reason that wo are going to reproduce a panorama of 
the show windows of the Pasadena Hardware Co. 


Mr. Welsh has put in thirty-two years of his life 
with the Pasadena Hardware Co., starting at the age 
of 22, and the flourishing condition of the business 
as well as the flourishing condition of Mr. Welsh are 
each mutually responsible for each other. 


The Sparks Hardware Co., is erecting a preten¬ 
tious new fire proof home at Pagosa Springs, Colorado. 
Proprietor Harry Sparks is a progressive merchant and 
this expansion is .. result of his enterprise and a 
tribute to it. 
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This double window is on each side of the entrance 
to the store, in fact its entire width is 65 feet. The 
illustration herewith gives some idea of the brilliance 
and taste which is used in arranging the stock in these 
windows and in planning the display. 

To the left of the entrance when this picture was 
taken one of the large windows was devoted entirely 
to household goods including fireless cookers, a stove, 
enameled ware and electrical household appliances. 
Then there was a tool window, with not too many 
tools, and with neat display cards as a background. 
Especially notice the effect of concentrating attention 
on one saw rather than chucking the window full of 
saws helter skelter. 

To the right of the entrance is a more seasonable 
window, sporting goods being displayed on the cor¬ 
ner, featuring the immense tuna fish of the California 
coast off the Catalina Islands famous. The last window 
on the right might be called a summer window, for 
it features refrigerators, bird cages, lawn mowers, gar¬ 
den hose and some further sporting goods. 


A TRADE RHYME FOR A WINDOW SIGN 
ADVERTISING A HOUSE FURNISHING 
DEPARTMENT 
A SONG TO THE GARBAGE CAN 

Says the Galvanized Pail tp the Garbage Can near— 

14 They make me for water to hold; 

But you, my dear boy, they fill full of waste, 

That’s useless, bad smelling and old. ’ ’ 

44 This all may be true,” says the Sinfe-Brush and 
Shovel, 

“But we help the Garbage Can much; 

It’s quite necessary for us to be used, 

Where the hands of the Housewife don’t touch.” 

The Sink I>rainer said, 4 4 You both are quite right, 
Where waste is the quantity due, 

But do not forget, I’m right on the job • 

To help fill the Garbage Can, too.” 

—Reegtherhymer. 
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The Good Points of a Salesman 

(Copyrighted) 


Cleanliness of Speech 
I am a dyed-in-the-wool optimist, a 
firm believer in the fact that the present 
business days are better than the olden 
days. Is not the foul-mouthed sales¬ 
man following rapidly in the wake of 
the dodo and the dinosaur, and will he not soon 
be as extinct as they? 

The English language is not yet so poverty- 
stricken that we are obliged to dig up words 
from human sewerage with which to irrigate 
trade. “Give me a dean salesman!” is the 
modern cry; and the clean salesman gets the 
patronage. The dissolute salesman is also be¬ 
coming only a memory, a nightmare of the past 
—full order sheets now instead of a full sales¬ 
man. 

Cheery Optimism 

All the world loves a genuine optimist. Even 
the grouchy customer, although he may not fall 
on your neck and kiss you, may entertain a 
secret admiration for you and almost wish that 
nature had not denied him the power of kicking 
himself into a saner frame of mind, simply be¬ 
cause he has rubbed elbowB with you. Be like 
the cheery salesman who called on me. Just 
to try him out I said: “Well, Joe, business is 
poor just now, is it not?” 

Well, that cheery Joe just rubbed his hands 
together—even on friendly terms with himself, 
apparently—and his eyes twinkled as he said: 

“Yes, Mr. T-, it is poor just now, but it is 

going to b'e good!” 

That was a good salesman combination; hon¬ 
esty and optimism, ’alf and ’alf. Optimism is as 
necessary as sunshine; it is as welcome and as 
warming as sunshine. Be optimistic, but truth¬ 
ful; don’t be a cheerful liar or any other kind 
of a liar. 

Absolute Truthfulness 

No amount of ability, knowledge of goods, 
or of natural tact or magnetism can overbalance 
untruthfulness. Customers shy out from a liar 
as from a pestilence. I have a vivid recollection 
of one of those transient, fly-by-night salesmen, 
who descended on me “like a wolf on the fold,” 
with his bargains all gleaming in purple and 
gold. 

In a hurricane of dictionary words he set 
forth his wares and informed me that he had 
just sold Brown a gross of a certain new article, 
and he would make me a special price—gross 
lots only—if I placed order that day. 

Well, I know Brown—hard headed Scotch¬ 
man, that Brown, sharp and shrewd. Yes, he 
was a competitor who made me sit up nights 
and keep thinking; he often had me guessing. 
That salesman might as well have told me that 
the moon was made out of apple sauce as to 


have told me a whopper like that. Brown never 
slept at the switch; he had the eye of a hawk 
and the judgment of a Solomon. I looked at 
the salesman coldly, and then used one diction¬ 
ary word: “No!” 

Do not cover defects in goods—show up 
the defects and get a little sunshine on them. I 
have noted that even defects in goods are won¬ 
derfully bettered by a dose of absolute truth¬ 
fulness, but* if you cover them up and a cus¬ 
tomer falls in afterward, why, he is apt to have 
a falling out with you. 

Use of Tact 

Tact dovetails customers and order sheets 
together just as a skilful cabinet maker dove¬ 
tails his corners. Cultivate tact and you will 
cease to harrow prospective patrons. 

If you do not exercise tact you may soon 
find youreslf in a corner where your firm will 
say: “What was the trouble with our last lot 
of order sheets, John?” When you say: “Why? 

What do you mean, Mr. B-?” the big boss, 

who has his own original way of sifting sales¬ 
man ashes, says: “Why, I just noticed that you 
seemed to be keeping them for souvenirs in¬ 
stead of sending them back to the firm.” 

Tact is a good adapter. I purchase what 
my electrician calls an adapter and put it on 
my out-of-date fixtures and the light flashes 
out once more from my tungstens. Tact is the 
adapter that makes the customer connections 
and causes the big boss to say: “Mighty good 
salesman, that John.” 

Value of Good Nature 

To be absolutely good natured when a cus¬ 
tomer is grouchy or unreasonable or provoking 
is not easy, but such a salesman will prove a 
winner in the salesman’s marathon. When a 
grouchy customer once opens the door to you, 
and says: “Come in!” he is yours. 

You hear what the grouchy man says, but 
you cannot know how ashamed he is of himself 
afterward. Possibly he says: “Well, I did not 
treat him halfway decent, but I will give him 
a good order on his next round.” The salesman 
who can get the grouchy customer where he 
swears by him instead of at him is a winner. 

Saving Grace of Humor 

A saving sense of humor is a real asset to 
the salesman. See the humorous side of human 
nature; smile at the peculiarities of customers 
instead of frowning at them. Get a lot of 
pleasure out of life by studying human nature 
while you sell goods. Your understanding of 
folks, as well as your knowledge of your mer¬ 
chandise, will be salesman-capital for you. 

Have a humorous story on tap for the man 
who enjoys humor; the man who swaps humor¬ 
ous stories with you will be all the more likely 
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to swap cash for goods. But don’t bore the cus¬ 
tomer who has no sense of humor with such 
stories— a chance for tact again; in fact, tact 
and humor should be a regular Siamese-twins 
combination in a modern up-to-date salesman. 

Study Addition 

To cleanliness of speech add optimism, to 
optimism truthfulness, to truthfulness tact, to 
tact, good nature, and to good nature add 
humor. Will not the sum total be A Salesman? 


DANGER IN SELLING TOO HARD 

A purchasing agent of ripe experience says 
the biggest mistake of the average salesman is 
selling too hard. Prospects are simply dizzied 
with a profusion of selling arguments. The 
proprietor of a big clothing store says that only 
one salesman ever got over as many as seven 
selling arguments with him. And that one, hav¬ 
ing plenty of time on his particular proposition, 
made only one point on each of his trips. 

He began with the standing of his house 
the first trip; on his next visit he emphasized 
design, on the third visit he sold the merchant 
on deliveries, etc. An Eastern grocery and 
tobacco jobber tells how for a good many years 
the salesmen of a certain food manufacturer 
were unsuccessful with him. The jobber told 
the first man that he preferred to buy nearer 
home on account of quicker deliveries and less 
chance of spoilage. After that this salesman 
and his successor spent all their arguments on 
this point. Then a third one came along, ad¬ 
mitted the delivery advantage of his competi¬ 
tor, and then sold the jobber on the merits of 
his proposition! 

Too often sales managers tell their sales¬ 
men to “discover the reason why he doesn’t 
buy and meet it.” Many a time the positive 
side of the selling talk is the one to take, not 
the negative. Again, the commonest form of 
“selling ’em hard” is talking too much, talk¬ 
ing after the climax has been reached. Another 
mistake is taking too belligerent and aggres¬ 
sive a selling attitude. 

One very successful salesman says he was 
never more than an average salesman until 
he learned not to argue with his customer. 
Sometimes too frequent visits of salesmen be¬ 
come a “selling ’em hard” error. A particu¬ 
larly successful salesman credits his success 
to a formula exactly opposite to “selling ’em 
hard”—“advise.” His attitude is almost one 
of loyalty to the trade first, with his employer 
in second place. 


Have a look at the worries of the past oc¬ 
casionally. How they have dwindled! 


It would be thought a hard government that 
would tax its people one-tenth part of their 
time to be employed in its service, but idleness 
taxes many of us much more. 

—Benjamin Franklin. 


RAISING HIS OWN PAY 

Three years ago a wideawake youngish 
man got a job in a concern of moderate size 
This business was not located in a city, but 
in a small country place. The new man was 
engaged at a little over $3,000 a year to handle 
the company’s advertising. He quickly dis¬ 
covered that, in order to make the advertising 
really effective, the goods produced must be 
improved in certain respects. Also, he realized 
that the best results could not be attained un¬ 
less the spirit existing between the employees 
and the owners was changed. 

He applied his mind to the whole, many- 
sided problem, and without creating friction 
started in to remedy matters. He was suc¬ 
cessful in making helpful suggestions for im¬ 
proving the product and permitted the com¬ 
pany to take out patents without remuneration 
for himself. He strove with might and main 
and finally succeeded in convincing the own¬ 
ers that it was good business to spend a few 
thousand dollars to inject into the establish¬ 
ment a number of little plans which pleased 
the workers and riveted them to the organi¬ 
zation. Meanwhile, he transformed the adver¬ 
tising from hum-drum announcements to live 
“copy,” full of point. 

All this time he was still nominally nothing 
more than “The advertising man.” Then the 
management woke up to the fact that he had 
become one of the most important members of 
the organization, and in order to encourage 
him to stay, he was given the privilege of be¬ 
coming owner of a moderate block of the close¬ 
ly held stock. Also, his salary has gone up 
from $3,000 to better than $10,000. 

Have you spent days and nights and weeks 
and months of thought trying to study out 
every possible potentiality of your job, every 
possible means by which your work could be 
made of more value to your organization? Re¬ 
member that the man or woman who never does 
anything but what he or she is given orders to 
do is little likely ever to rise to the position of 
giving orders to others. 


Link energy with the Top Notch Line, and 
you’ll have no kick coming. 


When business slows down and you feel like 
cutting down expenses, cut them anywhere but 
in the advertising department. 


THE BEST 

Let “Best of service, tools and wares,” 
Your slogan be, 

If you would woo and win the maid 
Prosperity! 

The sheriff-undertaker waits. 

To bury deep 

The hardware man whose slogan if» 

This one word: “Cheapi^O 
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Putting Personality Into Harness Hardware 


T HE name “North” is just as familiar and 
suggestive to the hardware trade of the 
United States as it is to the surveyor and 
mariner. The Norths have been among the 
first families in pioneer hardware manufacture, 
just as the Stanleys and the Corbins have been. 
And among the present institutions which 
have come down with “Northern” vigor is O. 
B. North & Co. of New Haven, Conn., makers 
of a full line of harness and saddlery hardware. 

Although the harness business has dwindled 
in volume and in the number of its distributing 
members, there is still a demand at home and 
abroad for standard, reliable 
harness hardware. O. B. 

North Co., along with North & 

Judd and Covert Mfg. Co. and 
other such institutions, con¬ 
tinue to put the best of mate¬ 
rials and workmanship into 
their product, and thus “carry 
on,” in the very face of chang¬ 
ing market conditions. It is 
personality that does it. 

The secret of success of any 
business is very often bound 
up in the personality of the 
man at the head of the institu¬ 
tion. Thus it is that the per- 
sonality of Frederick H. 

Stevens, secretary, treasurer 
and ‘general manager of the O. 

B. North & Co., although not 
so long connected with the 
trade or the company, has 
come to represent the spirit of 
his company, and he is indeed 
a proud representative. 

For one thing, he is con¬ 
nected with the North family, 
and so has the pride of ances¬ 
try, which is one of the com¬ 
pany’s riches. Furthermore his affability, his 
well-rounded experience, his wealth of interests 
and points of contact with the world and his 
fellow men, his able grasp of situations and 
conditions—all these combine to leave a lasting 
impression on the men with whom he comes in 
contact. 

And let it be said in this connection that Mr. 
Stevens makes it a point to keep outside of his 
office and among his customers and the trade. 
In fact he can say he has personally met and 
visited every customer of the company. Few 
are the executives who can make such a claim. 
Indeed Mr. Stevens must realize that he is the 
very best asset that O. B. North & Co. possess. 
Not that he talks sales. Rather he creates 
business. 


There are many, many interesting qualities 
in the personality of Mr. Stevens. He is so 
completely a finished gentleman. He is a master 
in the hardware and metal trade as far as har¬ 
ness hardware is concerned. He has been in 
his day a master journalist. He has spent many 
years of his life as a banker. In any company 
he is an art critic and musician also. As a con¬ 
versationalist and as the happy possessor of 
that faculty of saying just the right thing at 
just the right time, he can win the good will 
any company or individual. 

Several years ago the fortunes and destiny 
of O. B. North & Co. were in 
need of rejuvenation. The 
business had dwindled and as 
Mr. Stevens himself puts it, 
“The workers at the factory 
and the directors at the board 
meeting were in a continual 
state of figurative weeping.” 
Mr. Stevens was called in to 
save the day. He has North 
blood in his veins. 

At that time he was pro¬ 
prietor of a leading daily 
newspaper at Hartford, Con¬ 
necticut. Contented as he was 
in this work, and successful 
as he had been, and interested 
as he could not help but be, he 
put it aside to enter the new 
work. From then on the poli¬ 
cy of O. B. North & Co. has 
been to smile and stand 
straight. It is Frederick H. 
Stevens who set the example 
for smiling and he Has stood 
the straightest. Now as he 
goes among the workers in the 
factory, he shakes them by the 
hand and knows them all. 

Yet that is only a little part of Mr. Stevens’ 
accomplishments. He brought to the company 
the policy of knowing its customers. As this 
comes before our readers, Mr. Stevens is back in 
New Haven, after a tour of the United States 
of several months. In the course of his trip, 
Mr. Stevens was present at the National For¬ 
eign Trade Convention at San Francisco, and 
he so arranged his route that it included every 
distributing point of saddlery hardware in the 
West. 

He Wears That Taft Smile 

Words are cold and weak and formal in 
trying to give an impression of Mr. Stevens, 
for he himself is the personification of affabil¬ 
ity, of culture, of friendly good fellowship. As 
our readers will understand from his portrait, 
many people with ^intentions have 



FREDERICK H. STEVENS 

Secretary, treasurer and general manager 
of O. B. North & Co., who has met every 
customer of his company and who makes 
new customers every time he goes out 
among the members of the trade all over 
the country. 
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mistaken Mr. Stevens for his notable fellow 
townsman, Wm. Howard Taft. It is interesting 
to know that these two gentlemen of the same 
appearance and same type of distinction are 
good friends. 

As a boy, Mr. Stevens went into a bank in 
New England, where he was born, and although 
he was successful and was a good banker, he 
was by no means swallowed by the bank. He 
made it so he could get away from the bank 
now and then. He would get the evening train 
to New York in time for the Metropolitan Op¬ 
era performance Friday night. Then he would 
be on hand again for Saturday matinee and for 
the evening performance. On Sunday he would 
finish the evening at an evening concert. Then 
he would get the two o’clock newspaper train 
home in time for work on Monday morning, a 
tired but inspired clerk. 

Mr. Stevens has never lost his love fo*r 
music, although he has relaxed somewhat in 
this zealous pursuit of the Muse. In fact, his 
nature is such that it demands it. Singing is 
typical of Mr. Stevens. 


Cooperation means getting along with the 
other fellow. When you give him a lift don’t 
do it with your boot. 


Don’t forget that your customers are not 
married to you. Reno is just a short word that 
means lack of attention. 


You can get a pretty good line on a man’s 
character by watching how he handles the dim¬ 
mers on his automobile lights. 


The man who does each part of a day’s 
work just as well as he can is the man who 
goes home smiling. 


MY SUNNY HARDWARE CLERK 

When day is cold and gloomy, 

And rain is falling fast, 

And grouchy folk are trading— 
Each grouchier than the last! 
When all the world seems gloomy, 
And nothing seems to work, 

’Tis than that folk appreciate 
My sunny hardware clerk. 

His eyes just keep a twinkling, 

His spirits never fail; 

His humor is contagious. 

His jokes full oft’ avail 
To warm the grouchiest patron 
Till cockles of his heart— 

And purse as well—are all unloosed 
By cheery salesman’s art. 

We wonder at the sales he makes— 
At every patron’s need; 

The sunshine that he gives ’em all 
Ope’s doors of trade, indeed. 


12 ? 

ADVERTISING IN RURAL COMMUNITIES 

Here are some of the suggestions recently 
proposed at one of the conventions for adver¬ 
tising by rural merchants: 

1— Fence and billboard advertising. 

2— Good stocks of good goods. 

3— Letters to customers together with ad¬ 
vertising in the local paper. 

4— Take an hour off and shake hands with 
the people around the street. 

£—The satisfied customer is the best adver¬ 
tisement, even to the extent of making good 
on an unreasonable claim. 

6—A little house organ published by the 
store, mailed to all residents within the store’s 
buying radius. 

As to the percentage of the annual business 
that should be devoted to advertising it was 
suggested that not less than 1 per cent nor 
more than 2 per cent should be so spent, and 
that donations and charitable requests should 
not be counted along with advertising. 


BELGIUM WANTS OUR KNIVES 

According to Godfrey Langlois, agent gene¬ 
ral of the Province of Quebec in Belgium, the 
latter country was no mean producer of cutlery 
before the war. Today, however, with the re¬ 
duced supply of raw materials, the Belgian 
plants operate on less than half time. One large 
manufacturer at Luxembourg in 1913 produced 
no less than 30,000 dozen bread knives; 40,000 
dozen table knives; 50,000 vegetable knives, of 
which two-thirds went to German customers, to 
be reshipped to other parts of the world. Today 
Belgium is scarcely able to take care of her 
own cutlery needs and has nothing to send to 
Germany for reshipment. German cutlery that 
has been received in America is mostly low 
grade and crude appearing, with the few better 
products that have arrived commanding pro¬ 
hibitive prices. 


BUY YOUR FIREARMS NOW 

And get them in your store before July 1st. 
is good advice. We quote from a letter re¬ 
ceived from a large manufacturer of shot guns 
as follows: 

“Generally we have several thousand guns 
in stock at this season of year but now we have 
practically no stock because our guns are being 
shipped as fast as built. We want to supply 
the home market first and will if the dealer 
will get his order in to his jobber at once. The 
condition here is about the condition of the 
other gun plants.” 

They concede that this represents the pre¬ 
vailing condition at other large factories, and 
that every indication points toward a sharp ad¬ 
vance before the season opens up^ We will let 
you draw your own co^J^qps. joogle 
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PHRASES TO AVOID IN WRITING 
ADVERTISEMENTS 

Poor phrasing and the careless selection of 
words, is more noticeable in retail store adver¬ 
tising than in almost any other form. That 
comes naturally through the great haste with 
which retail copy has to be prepared compared 
with the greater length of time most other ad¬ 
vertisers enjoy. 

Writing to meet press schedules, it is so 
easy to slip into terms of exaggeration and 
shadings of the truth, that one department 
store head has issued a little booklet of rules on 
the subject. In it are set forth the customary 
words and phrases of the trade with reasons 
why they may or may not be used. Following 
are a few examples: 

“All sizes.’* The use of this phrase is per¬ 
mitted only when a complete stock of all sizes 
is on hand. 

“Bargain” (as applied to goods quoted be¬ 
low regular price) is a word the public under¬ 
stands, and its use is permitted where circum¬ 
stances warrant. 

“Best” is prohibited. Frequent misuse of 
the word has deprived it of its meaning and it is 
impossible to tell just when its application is 
correct. 

“Choice of the house” or “Entire stock.” 
These phrases are only permitted where every 
article is in stock and where no reserve supply 
is held back. 

“Cost,” “At cost” or “Below cost” are not 
allowed because the public is very likely to look 
upon them with suspicion. 

“Ever before” is a meaningless phrase and 
is not used. 

“Fortunate purchase,” “Sample lot” and 
“Manufacturers’ overstock” are not allowed to 
stimulate interest in goods from regular stock. 
When used they must apply truthfully to con¬ 
ditions. 

“Sale” and “On sale” are limited to goods 
and occasions where actual reductions from 
regular prices are made. 

“Half price,” “One-third off’ and similar 
phrases are only permitted where prices are 
actually one-half, one-third or more off. 

“Last season’s” is O. K. if it expresses the 
truth. 

“Limited quantity.” The use of this is en¬ 
couraged where the supply is likely to be ex¬ 
hausted before the end of the day. 

“Never before” and “Never again” are 
prohibited. 

“Not all sizes” is misleading. Sizes should 
be stated, if possible, giving the amount of each, 
if all sizes are not on hand. 

“Not the latest” to be used only when goods 
are not entirely out of date. 

“Regular price should be” or “Would be” 
or “Made to sell for” are phrases used when 


goods are advertised that were bought below 
the market price. 

“Seconds” or “Run of the mill” should al¬ 
ways be used in an advertisement of such goods. 

“Sold elsewhere at” is misleading and 
therefore not accepted. 

“Special,” “Special price” or “Special 
sale” must be complied with literally. Price in 
each instance must be below regular. 

“The latest,” “The newest” must express 
absolute truth. 

“Usually sold for” does not refer to com¬ 
petitors’ prices but to the store’s own and 
means the same as regular price. 

“Value” is another meaningless word be¬ 
cause of over-use. It as also difficult to judge 
the exact value of any particular article. 

“Width of merchandise” should only be 
used in stating width as it is at that time; not 
as it was before bleaching or shrinking. 

“Worth up to” is forbidden because it al¬ 
lows for too much misrepresentation. Lowest 
as well as highest price must be stated. 

These are simple rules of precaution, but 
they no doubt account in no small degree for 
a store’s remarkable following. 


HEAVY CUTLERY DUTY TO AUSTRALIA 

The expected revision of the tariff laws of 
the British Empire has set in with the introduc¬ 
tion of a new tariff law in Australia. This, 
among others, proposes to impose a heavy addi¬ 
tional duty upon the import of cutlery made 
outside the English Dominions. While foreign 
razors were subject to an import duty of 20 per 
cent ad valorem in the past and the same duty 
was imposed upon the import of table cutlery 
the new tariff prescribes an import duty of 25 
per cent up on razors and a sliding scale for ta¬ 
ble cutlery, starting from 25 per cent up to 50 
per cent. 

Against this considerable increase in the du¬ 
ties the old rate of 10 per cent ad valorem is 
retained in the case of British made razors, 
while table cutlery of British origin will be ad¬ 
mitted at rates from 10 to 35 per cent. American 
cutlery exporters are viewing with grave con¬ 
cern this additional imposition upon the import 
of American cutlery as against British made 
cutlery and fear that it will affect seriously the 
growing exports of American cutlery to Austra¬ 
lia. 

These amounted during March of this year 
to $31,000 approximately and Australia had 
taken well to American made cutlery during the 
last few years. It is pointed out that to sell 
American razors, for instance, in competition 
to English razors in Australia in the future the 
American article has to overcome a handicap of 
15 per cent additional cost. 


Pushers boost each other, and so boost all 

other, and thus they fall. 
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Some Moving Displays That Moved Goods 


Suggestions Merchants Can Adopt in Their Own 
Communities 


A YEAR ago, during a big industrial parade 
in Los Angeles, hundreds of participants 
marched down the streets singing the 
official industrial song: 

4 4 Keep the smoke stacks smoking, every stoker 
stoking, 

N.ow the boys are coming home, work can’t 
be slack. 

Start new wheels aliumming, send new drum¬ 
mers drumming— 

Turn your pockets inside out—it will ail 
come back.” 

* That challenge was gloriously answered in 
a huge pageant of over 400 floats of various in¬ 
dustries that passed between densely packed 
curbs recently. 

Just what it meant, reduced to figures, was 
that Los Angeles has over 2700 industrial es¬ 
tablishments, which manufactures more than 
one thousand varieties of products. Also that 
in the last six months this city has manufac¬ 
tured articles valued at $618,000,000—an in¬ 
crease of 60 per cent over that of 1918. It is 
no wonder that the faces of the thousands of 
boys and girls, men and women who rode or 
marched wore 44 the smile that won*t come off,” 



A large percentage of hardware march ante handle plumbing 
goods, and It doesn't require a great deal of trouble to fix np 
a plumbing display in any celebration in which you participate 
in your home community. 

for it meant that never in the history of the 
country have the workers and manufacturers 
been so happy and prosperous. 

The parade this year was headed by Qov. 
Stephens—and he recalled the fact that this 
was the second industrial parade in Los Angeles 
in which he had ridden—the other being just 
twenty-five years ago, at which time he was a 
salesman for M. A. Newmark & Co., wholesale 
grocers of Los Angeles. 



WHY NOT AN ANIMATED VEGETABLE EXHIBIT? 

This is a suggestion which live hardware merchants will be quick to adopt. Such exhibits could be made in 
spring, summer or fall, and it iB not even necessary to wait until a celebration or a parade takes place in order 
to utilize it. An animated vegetable window display, or clerks dressed up as animated vegetables, featuring 
some goods on certain special days, would be sure to attract attention. It is not necessary that you even sell 
garden seeds, although most hardware merchants do. If you handle the goods which are used in gardening and 
in harvesting crops, you can easily make up an animated vegetable display for your window or store which will 
not fail to attract more than passing interest. In this particular display the animated vegetables walked in 
a parade, fenced in by a barnyard fence and aroused much enthusiast!?. 
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You can often play upon the goods which you sell, featuring some historical, biblical, or even local event. 
What is more proper than Samson Tires should be featured by a display, picturing the well known biblieal 
character! 


Hardware Industries Represented 

Among the hundreds of floats in the differ¬ 
ent sections of the 1920 parade there were a 
number of special interest to the hardware men, 
and among these were those of the N. 0. Nelson 
Mfg. Co., whose float was divided into two 
sections, each of which showed a tiled bath¬ 
room, with all the tubs, seats, urinals and sta¬ 
tionary washstands. Seated in the big white 
bath tub, with bare head and shoulders in view, 
was a very black little Negro—who showed in 
startling contrast to his white surroundings. 

Oermain’8 had a display that called instant 
attention to their garden seeds and implements. 
An auto was rigged up with large lithographs— 
an enlargement of the cover of their catalogue— 
and behind it a trailer, showing a garden fence 
on wheels. Within this garden marched a wierd 
procession of vegetables—corn, beans, radishes, 
tomatoes, onions, carrots, etc.—each being hol¬ 
low, with a boy inside. It was a vivid presenta¬ 
tion of their slogan “Grow Your Own.” 

The Samson Tire Co. had three floats in the 
parade, the most notable ope showing the He¬ 
brew temple, with Samson—a model of heroic 
size—pulling down the pillars. Another float 
showed an automobile equipped with Samson 
tires, and a third displayed a number of auto 
accessories. This concern also had a very at¬ 
tractive exhibit in one of the large windows of 
Desmonds, the clothier. It was backed with 
pleated curtains of buff, and on pedestals were 
shown tires of red. white and blue, respectively. 
Other auto accessories were strewn about, and 
a card declared: “First Tire Company on the 
Pacific Coast.” 


Rowe & Knutson at Hamilton, North Dakota, will 
continue the former business of D. H. Kippen. A stock 
of furniture, hardware and automobile accessories will 
be maintained. 


The man who buys goods at an extortionate 
price is as guilty of profiteering as the man 
who sells at that price. Get your money’s worth 


Selling methods that comprise merely hand¬ 
ing out the goods or saying, “We’re out of those 
goods today,” are too crude to be classified as 
salesmanship. 


Life is a network of relations, and whether 
those relations shall be friendly or otherwise, 
depends upon the ability of individuals to look 
at things from other points of view than their 
own. 


YOU CAN’T FOOL ’UM 

A school superintendent, on one of his visits, 
was complaining to a teacher that children of 
the present day are so stupid, it is almost use¬ 
less to attempt to teach them anything. 

Said he, “I’ll show you what I mean.” 

Supt.—“Johnny, give me a number.” 

Johnny—“58.” 

The superintendent wrote 85 on the board. 

Silence—no comment from anyone. 

“You see,” he remarked to the teacher, 
“they don’t observe. Let’s try another.” 

Supt.—“Thomas, you give a number/’ 

Thomas—“57.” 

The superintendent wrote 75. 

Same result as before, and he remarked to 
the school teacher, “It is deplorable, such a 
lack of perception, dense stupidity. It is dis¬ 
heartening.” 

Spying red-headed, freckled-faced, fidgety 
little Tim O’Brien, he said. “My boy, you give 
me a number.” 

Tim—“Theventy-theven, you darned fool, 
thee if you can turn that around.” 

Digitized by VjOOQ 1C 
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| Judicial Understanding of a Merchant’s 

Problems 


F EDERAL Judge Lewis at Pueblo, Colo., re¬ 
cently handed down a decision granting in 
the case of 13 retailers of Denver a tem- 
; porary injunction prohibiting submission of al- 
ledged “profiteering” cases to the grand jury, 
: and staying prosecution of any cases arising 
j under the Lever act, as amended, to apply to 
wearing apparel. 

; Judge Lewis held that a retailer who has 
; purchased goods at some earlier time at a lower 
; price is entitled to the increase in value of his 
; goods, just as anybody else is entitled to an in¬ 
crease in the value of any possession. 

The telegram sent by the attorney for the 
Denver merchants reads: 

, “In case of Denver merchants Federal 
■ Judge at Pueblo issued a temporary injunction 
' which prohibited submission to grand jury or 
further prosecution of any cases whatsoever 
arising under Lever act as amended. No opinion 
was filed but such an unqualified injunction 
{ could only have been issued upon the theory 
that the act as amended insofar, at least as it 
; relates to wearing apparel, is wholly invalid. 

“In any event it is certain that the Federal 
: Judge here is thoroughly convinced that no 
j indictment will lie and no prosecution can be 
: maintained based upon the charge that the 
difference between actual original cost of the 
• specific article and the sale price thereof is 
excessive. 

1 “Judge Lewis held distinctly and emphati- 
i cally that a merchant is entitled to the benefit 
of increment in value occurring while the article 
; is in his stock and may sell the same at a fair 
; profit based upon replacement cost at the time 
of sale. 

“During the hearing, the court, commenting 
upon this phase of the question, among other 
things said, ‘I don’t know whether the district 
attorney has in mind the theory attributed to 
him in argument by Mr. Dorsey or not, that is 
to say, that if a merchant has two bills of goods 
the earlier one bought at a cost of one-half of 
what the later one cost that he would keep them 
segregated and sell each purchase on a basis 
of profit corresponding to its cost price. I have 
| no doubt that if he has that theory he is in error 
and can tell the grand jury so, if I have occa¬ 
sion to instruct them on that subject. 

“ ‘I think a merchant, as well as others, is 
entitled to the increased value by reason of the 
rise of goods on the market. The question for 
determination is whether or not the selling price 
at the time of the sale was excessive and un¬ 
reasonable over and above its then value. Any 
other theory would appear to me to lead to and 
serve wrong results even aside from his right 
to that at the time in accordance with its value. 
“ ‘Such a theory would require a man whose 


stock of goods had cost him almost nothing to j 
practically give them away if you keep in min d j 
what they were reasonably worth on the mar¬ 
ket. Indeed, I can conceive of a case where a » 
stock of goods might be a gift from a father to * 
a son and would not cost the son anything. Cer- \ 
tainly he would not say that the son had the 
goods just for the expense of handling the stock ? 
and some nominal profit and that anything over ^ 
that would be profiteering. 

“ ‘Again, when the court’s attention was * 
called to the undenied allegation of the bill and • 
to the district attorney’s admission that he in- ■< 
tended to seek indictments upon the theory that t 
the profit as based upon original cost of specific i; 
articles was excessive and therefore the price t 
unreasonable without regard to present value [ 
or replacement cost, the court said, ‘Well, I S; 
can’t let him do that. I haven’t any hesitation 
in saying that that is oppressive and not justi- 1. 
fiable by this act or any other act and utterly [ 
beyond the power of congress to do any such f 
thing. In war time all of these war statutes, 
even those that took property away, took it only 
on the value not what it may have cost some¬ 
body a year ago or a month ago, but on the 
value when it was taken.’ ” 

CAN YOUR COMMUNITY DO THIS WELL? 

Orange township, in Blackhawk County, 
Iowa, has risen into nation-wide fame. 

And no wonder. Look at the comforts, con¬ 
veniences and luxuries in the 142 homes of this 
country township. Run your eye down the rec¬ 
ord, and see if your own country neighborhood 
can match it. 

142 farm homes in the township. 

142 with newspapers and magazines. 

125 with libraries—average volumes in own- 3 
ers’ homes, 106; in tenant homes, 95. ! 

132 with telephones. i 

80 with pianos. I 

79 with automobiles. j 

76 with vacuum carpet sweepers. \ 

76 with gas or oil stoves. , 

72 with furnace heat. \ 

68 with power washers. \ 

63 with gas or electric lights. i 

57 with running water piped in. j 

55 with refrigerators. < 

47 with bath rooms. ; 

45 with open-air sleeping porches. ^ 

36 with gas or electric irons. j 

34 with indoor toilets. ; 

These figures appear in a bulletin just issued ! 
by the Iowa Agricultural College at Ames. j 
If your community can’t make as good show- i 
ing as this, it is up to you to do your part in . 
helping to provide them with such as they need : 
for their comfort and pleasure. 


" j. * 


it t 
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IN COLLECTING INSURANCE, TAKE NO¬ 
BODY’S WORD BUT THE COMPANY’S 

(Copyright by Elton J. Buckley) 

I have many times, through these articles, 
suggested that business men ought never to for¬ 
get that in matters connected with their fire in¬ 
surance, they should never take anybody’s word 
but the company’s. I have also reiterated this 
to my own clients many, many times, but again 
and again instances occur w T hich show that 
business men are at no point of their business 
more careless than they are at this point of 
getting things pertaining to their insurance 
done that have to be done for their own pro¬ 
tection. 

Lying before me at this minute is the report 
of a case which beautifully illustrates this. A 
retail dealer in a small city had a fire which 
destroyed most of his stock and fixtures. There 
was a chap in the town, a typical local insurance 
agent, who had placed all his insurance, and the 
retailer relied upon him absolutely to see that 
everything was right. Apparently he had never 
read a word of any of his policies, but depended 
on the agent to keep him straight. 

This retailer carried plenty of fire insurance 
to cover his loss, and a day or two after the fire 
he dropped into the agent’s office and told him 
about the fire, “I told him,” he says, 4 ‘about 
what I lost; and he wrote it down and said all 
right, you go home and do nothing until I have 
an answer from the company. When I have an 
answer from the company I will let you know.” 

The merchant heard nothing and several 
times more got in touch with the agent, each 
time receiving the same answer. 

Under the terms of his policy this man was 
obligated to furnish proofs of loss to the local 
agent within twenty days and to the company 
within sixty days. By reason of what the agent 
told him, he did not do this. The sixty days 
passed and he had filed no proofs at all. The 
company then refused to settle because of the 
absence of proofs and the merchant had to sue. 
His theory was that “notice to the agent was 
notice to the company, and the agent’s action 
must be considered to have waived any require¬ 
ment as to further proof of loss.” 

The jury gave him a verdict, but the court 
took it away from him, and when the case was 
appealed, the highest court said, too, that he 
wasn’t entitled to recover anything. It ex¬ 
pressed regret that it felt obliged to decide this 
way, but said that the case was clear. The 
terms of the policy were plain, they had not 
been complied with, there was no good reason 
for the non-compliance and the company had 
not waived its right to object. Therefore it 
was not obliged to pay the insurance. I repro¬ 
duce a part of the court’s opinion and I hope 
every reader hereof will read it twice: 

The conduct of the agent was sucn as to make the 
plaintiff believe that nothing further was required of 
him until the agent sent word. This court, however, 


has repeatedly held that such verbal promises do not re¬ 
lease the insured from the terms of the policy. It is 
not contended by the plaintiff that he ever had any 
correspondence with the company at its home office or 
that he ever saw or spoke to any officer, general agent, 
adjuster or other person specially delegated to adjust 
and settle his loss. To excuse his own non-performance 
of the plainly expressed covenants of his contract the 
insured relies solely upon a verbal promise of the local 
agent that he would do whatever was necessary and 
that the insured need do nothing. There was no agree¬ 
ment of any kind indorsed on the policy to in any way 
vary its terms and no attempt made to prove that the 
powers of the agent conferred on him by the company, 
were other or greater than those usually possessed by 
the local soliciting agents of insurance companies. If 
the insured, under such circumstances, chos» to rely on 
the voluntary promise of the local agent as his warrant 
for expunging from his contract some of its important 
provisions and ignoring the warnings therein given 
against such attempts to alter or waive the terms of 
the writing on which his claim is founded, he placed 
himself in a position where, if deceived or lulled into 
security it was not by any act of tne company, but by 
trusting to the mere opinion of one who had no author¬ 
ity to bind the company by any such expression. 

I have a pretty poor opinion of an insurance 
company that would take a position like this, 
but nevertheless they can take it under the law 
if they wish to, and always get away with it. I 
also have a pretty poor opinion of an insurance 
agent so ignorant as to betray his customer into 
such a situation, but I repeat, it is the law, and 
there is only one way to get around it. First 
know what is in your policy and then comply 
with it. At least, go to your agent and say, “I 
want you to tell me what I have to do under my 
policy in order to collect my insurance.” Do 
that at the very least, and never take his word 
that this or that isn’t necessary, “I’ll attend 
to it for you.” Do it yourself—always. 


COSMOPOLITAN CALIFORNIA 

A Missouri subscriber contributes this: 

The Californian gets up at the alarm of a 
Connecticut clock; buttons his. Chicago sus¬ 
penders to Detroit overalls; washes his face 
with Cincinnati soap in a Pennsylvania basin; 
wipes on a Rhode Island towel; sits up to a 
Grand Rapids table; eats Kansas City meat and 
Minneapolis flour with Idaho potatoes cooked 
with Nebraska lard on a St. Louis stove, burn¬ 
ing Wyoming coal; puts a New York bridle on 
a Colorado broncho, fed with Iowa corn; plows 
ten acres of land (covered with Ohio mort¬ 
gages) with an Eastern plow. When bedtime 
comes he reads a prayer written in Jerusalem; 
crawls under a blanket made in Jew Jersey, 
only to be kept awake by fleas—the product of 
his own state. 

Here is a chance for some of our California 
subscribers to “come back” at this. 


“Think BIG and your needs will grow, 
Think small and you’ll fall behind. 
Think that you CAN. and you will; 
It’s all in your state of miud.’| 

Digitized by VjOOQLC 



HARDWARE WORLD 


138 


WHAT ABOUT YOUR STORE’S BIRTHDAY ? 

A merchant may forget his own birth¬ 
day, but he misses a great merchandising 
opportunity if he fails to celebrate his 
store’s anniversary. 

It i& just .as applicable, to dealers in 
hardware, house furnishings, auto acces¬ 
sories, as any other line. ‘ 

It does not matter if you h§ve allowed your 
store’s previous birthdays to go by unheralded 
and unsung, take care qf the birthdays to come. 

According to W, R. Hotchkin, who made a 
great reputation as Advertisin g Manager for 
Wanamaker’s and later for Gimbelk, “no* 
other occasion/all the year round presents so* 
many valuable^possibilities as the “Annfv.er-* 
sary event”. Nor does it make* ve*y much 
difference whether the birthday <to be* cele¬ 
brated happens to be the first or the fifty-first. 

Naturally, the store which has been in 
business a long time ought to have attained a 
greater measure of success than a younger es¬ 
tablishment, but as the significance of a Birth¬ 
day Sale lies in the fact that it offers the store 
in question an opportunity to reciprocate to the 
public for the patronage it has enjoyed in the 
year which has just passed, it matters very 
little which particular milestone in the store’s 
career is about to be reached:' 

Most of the bigger stores make capital out of 
their birthdays, but the smaller merchant is too 
apt to pursue the even tenor of his way with 
little to distinguish one day’s business from 
another’s. 

It is not necessary for a small retailer to 
stage an elaborate parade or to take big space 
in the daily newspapers in order to announce 
his coming anniversary. All the preliminary 
publicity required can be satisfactorily se¬ 
cured through a well-worded, neatly-printed 
circular letter or card sent out a day or two 
before the event to the store’s regular customers 
as well as to a selected list of prospects. The 
decoration of the store itself and the effective 
appeal of a few “Birthday Bargains” in a 
well-dressed window may be relied upon to 
draw the trade of the casual passer-by. 

An appropriate feature which proved suc¬ 
cessful in a store celebrating its 14th anniver¬ 
sary was a 14c sale. All prices were in terms 
of 14c—14c, $1.14, $2.14; $3.14, etc. 

Very often a manufacturer or jobber can 
be induced to quote a special price on a number 
to be featured at your Birthday Sale, but care 
should be taken to offer only first-class mer¬ 
chandise on these events. When your cus¬ 
tomers remember your birthday, you want them 
to remember it kindly. 


Make your store look bright from the out¬ 
side, but not so bright that it will be the lights 
that will attract attention rather than the storn 
or the goods. 


OF INTEREST TO OUR CALIFORNIA 
READERS 

California dealers handling guns, ammuni¬ 
tion and fishing tackle will be interested in 
the following resolution adopted by the Califor¬ 
nia Fish and Game Commission at its last' meet¬ 
ing, making changes in th,e executive office'by 
discharging Carl Westerffcld and appointing in 
his place Charles A. Vogeh^ang, who formerly 
held a similar position, and hhs taken a constant 
interest in fish and game affairs for over twen¬ 
ty years in this state. V £ 

* As most sporting goods hoilses have consid¬ 
erable, business relations $vith the Fish i and 
Game Commission through, the handling of 
hunting and angling licenses, particularly in 
Southern California, where the “commission of 
10 per cent to actual retailers” system was in¬ 
augurated by Commissioner M. J. Connell, the 
trade will probably continue to watch the opera¬ 
tions of that board more closely than in other 
states where this business relation does not 
exist. ' ’ 

The full text of the resolution reads as fol¬ 
lows : 

Whereas, charges reflecting upon the integ¬ 
rity of two of the members of the Board of Fish 
and Game Commission, namely, M. J. Connell 
and F. M. Newbert, have been presented to the 
governor of the state by the executive secretary 
of the board, Carl Westerfeld, and, . 

Whereas, the falsity of these charges is not 
only known to the commission but has been es¬ 
tablished by answer and evidence submitted to 
the governor, and, 

Whereas, due and ample time has been given 
to the executive secretary to substantiate the 
false charges so by him preferred, and he has 
absolutely failed to do so> and 

Whereas, these charges were preferred by a 
disgruntled salaried employe of the board, only 
after his resignation had been demanded, and 

Whereas, it is most manifest, such an em¬ 
ploye should no longer be in the employ and be 
paid a salary by the state, therefore, 

Resolved, that Carl Westerfeld be and he 
hereby is immediately discharged from his posi¬ 
tion as executive secretary of the Fish and 
Game Commission of the state of California. 


A successful merchant in Illinois has a set 
of window signs arranged that he claims do him 
a world of good. Here they are: 

“Do you know any good reason for trading 
elsewhere? If so, tell us.” 

“No sale is a sale here unless you are satis¬ 
fied.” 

“Your money’s worth oi;your money back.” 

“We aim to please. Is our aim true?” 

“You are our guest.” 


Every man imagines that he is some other 
man’s best friend. 
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WINCHESTER 




3 Oz. Can 
retailing 
for 30c 


ONE OF THOSE BIG 
LITTLE SELLERS 


F ORTY-NINE out of fifty customers 
who enter your store have all kinds of 
needs for Winchester General Utility 
Oil. Around the home, office, factory, 
farm, store. They only need to be reminded. 

For this handy preparation not only lu¬ 
bricates, but cleans, polishes, and prevents 
rust, too. 

We couldn’t begin to tell you how many 
uses your customers will find for Winches¬ 
ter General Utility Oil. They include such 
diversified uses as oiling sewing machines, 
electric fans, skates, talking machines, 
locks, hinges, baby carriages, tools, electric 
motors, etc.—polishing furniture, glass 
bathroom fixtures—preventing rust on bar¬ 
bers ’ and dentists’ instruments, as well as 
lubricating them. 

• A light-weight, pure, mineral oil that is 
unaffected by time or temperature. Doesn’t 


In cartons, for counter 
and window display 
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gum, dry out or become rancid in hot 
weather, as so many light-weight oils do. 


Easy to Handle—Easy to Sell 


Already packaged for you, occupying 
small space on your shelves or counters, 
with a selling price that represents “small 
change” to customers. Winchester General 
Utility Oil can be made to pay you attract¬ 
ive, steady profits as a quick-turnover item. 

Prove it by trying this: Make a point of 
showing every customer entering your store 
a 3-oz. can or 1-oz. bottle of Winchester 
General Utility Oil, explaining a few of its 
uses. You’ll score a sale in almost every in¬ 
stance! 


Keep the handy display cartons in your 
window and on the counter. Letter some 
cards to fit the season’s oiling uses, and dis¬ 
play them, too. 


Try these and any other sales ideas you 
may have. No doubt you can think up many 
good ones. With a little steady effort Win¬ 
chester General Utility Oil can be made to 
give you a strong and regular flow of profit. 


WINCHESTER REPEATING ARMS CO. 
NEW HAVEN, CONN., U. S. A. 




IKIEIn^lL 

mmf 



These attractive display 
cartens help your salsa 



1-os. bottle, retail¬ 
ing for 15c 
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Accessory Men In Enthusiastic Convention 


A NY trade convention that involves the at¬ 
tendance of almost 1000 persons is of 
national importance and cannot help but 
make its impression in commercial history. 

Last month automobile accessory manufac¬ 
turers and jobbers from all over the United 
States gathered together at Del Monte, Califor¬ 
nia. The men from East of the mountains with 
their wives and families traveled on special 
trains, under the direction of the Automotive 
Equipment Association’s genial and competent 
commissioner, Wm. M. Webster, and his equally 
genial and efficient assistant, Geo. Fritz. 

The Jobbers and Manufacturers’ representa¬ 
tives of the Pacific Coast were present in large 
numbers, so that Del Monte was a busy hive of 
accessory bees for the week. The wives of the 
trade were there, too, and these women showed 
themselves interested and apt students of the 
accessory business. 

Problems connected with the industry were 
considered from all angles, although the social 
features of the convention were not neglected. 
There was a tennis tournament under the direc¬ 
tion of B. M. Ash of New York, a golf tourna¬ 
ment under the direction of P. H. Lyon of San 
Francisco, motor trips over the Seventeen Mile 
Drive for all present, and a boat ride on San 
Francisco Bay, given by the California Jobbers. 


One of the strongest features of the Associa¬ 
tion is the social feature in connection with its 
conventions. The expenses of delegates are paid 
by the Association by refunds from the National 
dues. Thus a representative group of men al¬ 
ways attends every convention, and the leaders 
' of the trade come to know each other. To be 
a delegate, one must be a member of his firm. 

It is not often in any industry that jobbers 
and manufacturers get together in conventions 
twice a year, side by side, and work out their 
mutual problems together. 

The Accessory Trade sets a proud example 
here. Although problems of the industry re¬ 
ceive careful consideration at the conventions, 
perhaps the greatest benefit to the industry is 
the pleasant friendship and closer associations 
among the members that grow out of traveling 
together, living together for a week, playing 
golf together, and having their meals together 
in family parties. 

During the deliberations of the convention 
questions and gentlemanly discussions arose be¬ 
tween the jobbers and manufacturers. Yet 
how much more fortunately for the industry 
and how much better these questions could be 
settled with the parties right together, rather 
than in separate conventions, by factions. 



On the left Secretary Robert W. Martland of the California Automobile Trade Association is proudly smiling 
while President R. R. Englehart of the Automotive Equipment Association congratulates him on the cooperation 
which the far western organization has created between manufacturers, jobbers and the trade. We are fortunate 
in illustrating one of the effects of the Convention when Chas. F. Wright of Ballou & Wright of Portland, Ore¬ 
gon, and Harry Warner of Marshall-Wells Co., Portland, Oregon, held hands and forgot all jobbing rivalries. 
With the cigar and straightforward expression is Lincoln T. Kauffmann, President of the Auto Leather Mfg. 
Co., Arlington, N. J. At the extreme right is Geo. H. Treviranus, Sales and Advertising Manager of the Gemco 
Mfg. Company, Milwaukee, Wis. Mr. Treviranus showed his natural gallantry by removing his hat and under¬ 
going a bright sun glare for us. His upright carriage well illustrates his method of doing business and that of 
the Gemco Company. 
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An Important Notice to Spark Plug 

Dealers and Users 


Through Government disposal, a 
quantity of AC Aircraft Spark 
Plugs are being placed on the 
market, and efforts made to adapt 
them to general use by means of 
adapter bushings. 

These plugs, being AC made, are 
of first quality in every respect, and 
unequaled in the service for which 
; they were designed. In all ’round 
j automobile work, however, for 
I which they were never intended, 

I they develop serious limitations. 

This type of AC Plug is specified 
1 for high compression duty in air- 
; craft engines. Their shortness of 
V thread and shortness of porcelain 
t- insulator will cause them to foul 


and short circuit rapidly if used in 
a motor operating at normal speeds 
and under normal temperatures. 

Adapter bushings will not enable 
aircraft plugs to give the satisfactory 
service that distinguishes the AC 
Titan in automobile operation, be¬ 
cause the spark will thus be set too 
far back, leaving a deep pocket 
between spark gap and combustion 
chamber. 

Assure yourself and your customers 
the unvarying satisfaction of AC 
Titan service in motor car use by 
insisting on the regular AC Spark 
Plug that is designed and built for 
the specific duty to which it will 
be put. 


Champion Ignition Company, FLINT, *Jttichigan 


Google 
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Selling Out Bate Jobbers 

Very naturally, the question of the cut rate 
supply houses came up and the jobber members 
of the Association were anxious that manufac¬ 
turers refuse to sell these houses. The members 
; of the trade in the Northwest advanced a com- 
j plaint that large jobbing houses further east 
j were in the habit of buying in large quantities 
l and disposing of the surplus outside of their 
f natural territory, notably in the Northwestern 
f States. 

j On the other hand, manufacturers call to the 
\ attention of the jobbing members the fact that 
? too often inferior goods were purchased from il- 
[ legitimate producers and sold under the reputa- 
i tion or indirectly through the advertising of 
i standard manufacturers. 

I The old question of terms was of course dis- 
i cussed. We simply touch upon these points in 
' particular, to show how such joint conventions 
l can effectively handle the questions that affect 
i both jobbers and manufacturers. 

; During the convention the joint sessions are 
l generally held in the morning, whereas in the 
; afternoon the manufacturers and jobbers meet 
separately. Of course, the committees meet 
[ between times, and there are many of them. 

\ Attitude Toward Hardware Trade 

r During the meeting the question of new 
[ members came up and the Membership Cornmit- 
[ tee made a particular request to the Association 
f that a broad stand be taken in admitting new 


members. It seems that in the past jobbers j 
in some localities sometimes resent the admit- ; 
tance of a competitor. ( 

Commissioner Webster and President Engle- 
hart joined in urging the Association to be 
broad-minded in admitting all legitimate job¬ 
bers and manufacturers who should apply. By 
legitimate, of course, the Association refers to 
those who are engaged in the manufacture and 
distribution of automobile accessories through 
the regular standard channels of trade. 

In this connection those who have entered 
the automobile accessory business through the 
hardware trade would enter a special plea that 
the Association be equally broad minded in its ; 
dealings with hardware men. 

Many lines of tools are standard auto acces¬ 
sories and the hardware trade handled these \ 
tools long before there was an automobile. 

Furthermore, there are heavy buyers of au¬ 
tomobile accessories among the jobbers whose 
institutions have handled hardware lines and 
distributed through hardware merchants for 
many, many years. These tool manufacturers 
and hardware jobbers are, many of them, mem¬ 
bers of the Automotive Association, and good 
members. There is no reason in the world but 
that the best of feeling should prevail between 
the hardware and the exclusive automobile ac- * 
cessory trade. 

Hardware Stock Includes Accessories , 

The hardware jobbers already carry in their . 



t Winter, Summer, Spring and Fall were each in order for the delegates during the week at Del Monte, and 
[ the dress of each season was represented. In this group A. C. Riddell at the far left, Western Representative 
j for Van Cleef Brothers and the Barcalo Mfg. Company, is conferring with his new San Francisco Manager, Earl . 
. Jones. Beside them is E. C. Hillis, San Francisco Manager for the Electric Appliance Company, prepared for i 
the warmth of summer. The mountains met the sea when W. L. Hunsacker or the Capital Electric Company, j 
Salt Lake City, stood beside B. B. Stimmel of the Times Square Auto Supply Company's San Francisco branch for 
' a picture. On the far right are father and son in the Guthard family. The son, E. C., is President of the E. C. 
Guthard Company, large manufacturers in the accessory line. C. H. Guthard, Sr., is President for the Northwest 1 
Automobile Supply Company at Billings, Montana, and an active distributor of his son's merchandise. 
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MOSSBERG 

ALL STEEL 

Wrenches and Tools 


More Sales 

More Satisfied Customers 

How often is it necessary to turn 
away the prospective purchaser of a 
wrench because you are unable to 
supply the particular type of wrench 
desired? 

The progressive dealer overcomes 
this handicap by stocking the Moss- 
berg line of All Steel Wrenches. Its 
completeness makes the possibility of 
a sale greater. Whatever the size of 
nut—whether square or hex, there is 
a Mossberg wrench to handle it. No 
matter how unusual the purpose for 
which the wrench is needed, there is 
a Mossberg to meet the demand. 

The garage man, the motorist, the 
expert mac hini st, the marine engi¬ 
neer, each with his particular needs, 
can find the right wrenches among 
your Mossberg stock. And he knows 
that the Mossberg may be relied 
upon. He is familiar with its reputa¬ 
tion for strength and service. 

Send for complete 1920 catalog. 


»Q. ITVa 


FRANK MOSSBERG CO. 

Wrenchsmiths for 20 years 

Lamb St., Attleboro, Mass., U. S. A. 
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stocks countless items in the accessory line, such 
as repair tools, enamels, lubricants, and all 
lines of standard mechanical goods. 

Hardware Dealer ie a Natural Merchant 

His sales force has been trained to deal in 
mechanical goods and the citizens and towns¬ 
people who are his customers, the retail buyers, 
naturally go to the hardware store for tools 
and for all articles of a mechanical nature. He 
is equipped by years of training and merchan¬ 
dising study to handle accessories most satis¬ 
factorily. 

With the coming of the automobile, neces¬ 
sarily garages have come into being and the car 
owner uses the garage for storage, repair and 
for service to his car. Yet he still buys his 
tools and mechanical goods where he always 
bought them, and it is natural that he should 
also buy the equipment for his automobile. 

The garage man is often poorly situated for 
selling goods. He is a seller of service. His 
employes are in overalls and retailing merchan¬ 
dise is often an interruption for them. The 
wide-awake hardware dealer has everything at 
hand to handle automobile accessories success¬ 
fully. 

The organization of the hardware jobber is 
thorough and complete, so that he covers the 
entire trade. Here is a perfectly natural outlet 
for automobile accessories. 

Differences In Western Conditions 

It is certain that the manufacturers who at¬ 
tended the recent convention returned to their 
home plants more alive to the conditions of dis¬ 
tribution in the West. The West from the 
Mississippi River on, particularly from the 
Rocky Mountains on, is primarily a distributing 
region. 


The Western trade is far separated from the 
center of supply and from the large manufac¬ 
turing regions. The jobbers and representa¬ 
tives are important agents in the trade, more 
important than in any other region. Further¬ 
more, the retail merchants and buying centers 
are widely scattered, sometimes by great dis¬ 
tances. 

It has always been our proud conviction that 
as a rule the Western retail merchant is more 
wide-awake, thoroughly alive to his opportuni¬ 
ties, more aggressive and less guided by old 
habit than is the eastener. 

Western Merchants Wide Awake 

For this reason the hardware trade of the 
West is so important an agent and such a vital 
one in distributing automobile accessories. Un¬ 
doubtedly the hardware jobbers and dealers 
will become more and more influential factors 
in handling the automobile accessory business. 

We see no reason for trade jealousy or ill- 
feeling. Surely the manufacturer wishes to 
utilize all channels for the distribution of his 
products. The hardware man does not wish 
nor claim to handle the entire volume of the 
automobile accessory industry. 

On the other hand, he cannot help taking 
care of his logical share of the accessory busi¬ 
ness and this share is very large. The hardware 
and automobile accessory jobber go side by side 
to the retail merchant, one to the hardware- 
accessory man, the other to the garage-accessory 
man. Often a logical line can be drawn between 
the garage man selling service and the accessory 
hardware man, selling merchandise. 

Big Men in Attendance 

After all is said and done, the main feature 
of the Convention was indeed the importance of 
the men who attended, the officers ahd dele- 



Some companies were represonted by individuals, some by a pair of delegates, and some by considerable 

P arties. Here are two such parties. The.Champion Spark Plug group, on the left, includes W. J. Shay, C. B. 

lark, G. F. French and A. 8. Hicks. In the congenial circle on the right are some of the western delegates, 
including Harry Warner of Marshall-Wells Co., Portland, Oregon, Mrs. Earl Reynolds, Tacoma, B. Godfrey, 
manager McKay Norris Mfg. Co., San Francisco, Mrs. Ed Norris, Seattle, R. H. Flanigan of the Walden Worces¬ 
ter San Francisco branch, and Mrs. “And” Reynolds of Tacoma. UooQle 
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RUSCO 

BRAKE LINING 



Wears Longest 
— Grips Strongest 


The Rusco Road 
The Safe Road 

You can make every road a Rusco road. 
Rusco Lining on your brakes will do it. It 
is the lining that never fails you on the 
steepest grade or in sudden emergencies. 

It grips and holds when you need it most. 
Unaffected by heat, it resists wear and tear, 
use and abuse, longer than other brake lin¬ 
ing. Tests have proved this. 

Guaranteed for One Year 


The Russell Manufacturing Co. 

Russell Avenue, Middletown, Connecticut 
Branch Offices 

NEW YORK, 349 Broadway CHICAGO, 1438 Michigan Ave. 

ATLANTA, 60 8. Forsyth St. DETROIT, 226 Jefferson Ave., E. 

Western Representatives 

John T. Rowntree, Inc.. Los Angeles, Cal., San Francisco, Cal., 
Seattle, Wash., Salt Lake City, Utah, Denver, Colo. 

Southwestern Representatives: Ware Sales Co., Dallas, Texas 



r 


RUSCO 
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! gates from the different companies and fac- 
; tories. In very fact, the leading minds of the 
! accessory industry gathered together for a week 
j of conference and companionship, and the busi- 
| ness that was done, the friendships that were 
*| made, the understandings that were arrived at, 
can never be estimated. 

To begin with, in its president and officers, 

■, the association is particularly fortunate. R. R. 

! Englehart was elected president of the Associa¬ 
tion last fall in Chicago, and at the coming No¬ 
vember meeting his term will expire. Mr. 
Englehart will not claim all credit for the con¬ 
tention, yet he could not have assured his 
political future more brilliantly than he did at 
v the recent convention. His opening address 
to the delegates summed up conditions in the 
industry admirably and gave sound advice for 
j the conduct of both manufacturing and jobbing 
business during the critical year to come. 

Commissioner W. M. Webster surely can 
take his place with the famous members of the 
> Webster family as a great leader of men. The 
j growth and conduct of the Association during 
; its five years of life is a tribute to his organizing 
i ability and to the respect which he commands 
i from all men in a mighty industry. During the 
;; convention itself, he relieved President Engle- 
hart of much of the detail and nothing seemed 
} to escape his watchful eye. In fact, Mr. Web- 
] ster seemed to anticipate questions and sritua- 
[ tions before they arose. 


i 


A Pew of the Notables f 

Vice President Stranahan of the Champion < 
Spark Plug Company was an inveterate golfer j 
during the Convention. Mr. Stranahan is one j 
of the present day leaders whose success and i 
achievement is entirely due to his own efforts j 
and who has built his own business from the ! 
start. Such an immense organization as that 5 
of the Champion Spark Plug Company is almost j 
unthinkable as the handiwork of one man, yet 
as we understand it, Mr. Stranahan is practi¬ 
cally solely responsible. * 

Although L. P. Halladay of Streator, Illinois, , 
one of the officers of the Association, had made 
his reservations to attend the sessions, he was 
unable to make the trip at the last moment. Mr. 
Halladay is a most faithful member of the Asso¬ 
ciation, but he is also true to his business and he 
is one of those men who feels that highest 
service to the industry can sometimes be mani¬ 
fested by keeping the wheels of industry run- , 
ning. The L. P. Halladay .Company, however, 
was ably represented by Dean L. Moberley and * 
W. J. Heineke, Sales Chiefs. 

One of the largest and strongest delegations ■ 
representing a single factory was that from I 
Black & Decker Mfg. Company at Baltimore, , 
Maryland. The party included Mr. and Mrs. 

R. G. Ames, Mr. and Mrs. R. W. Pfroctor and \ 
Mr. and Mrs. S. D. Black. We shall have 
more to say of this splendid institution in our ! 
next issue. 


y 

)> 

£ 

\ 

I 

l 

t, 

f 



One of the notable features of the Convention was the opportunity offered to accessory manufacturers to 
confer with their western representatives. On the left S. F. Beatty of the John T. Rowntree Company is 
characteristically with T. H. Van Horn of the Harvey Spring and Forging Company, Racine, Wisconsin. In the 
center is Thomas M. Gardiner, active sales representative for the Boyle Mfg. Company at Los Angeles. On the 


right is Geo. H. Wilkins of the Keystone Reamer and Tool Company, Millersburg, Pa. f with 
Geo. T. Sprake of the Sprake Sales Company, western sales representative. 
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SIX WALDEN* WORCESTER BOOSTERS 

This group represents the happy members of the 
Walden-Worcester family, including Mr. and Mrs. 
Lyman Bellows, F. H. Bellows, John Craig, L. A. Raasch 
and Dick Flanagan. Walden-Worcester left a lasting 
impression on the delegates by distributing packs of 
cards, as well as creating packs of congenial good fun. 

J. A. Knight of the J. & B. Mfg. Company 
of Pittsfield, Massachusetts, was without doubt 
the most active delegate at the Convention. Be¬ 
fore the session was over there was no one 
within miles of Del Monte who did not know 
Mr. Knight and who had not enjoyed his per¬ 
sonality. He entertained the delegates with 
sleight of hand in the evening, he distributed a 
souvenir gaming board which took the Conven¬ 
tion by storm, and when he could find nothing 
better to do he borrowed a star from the local 
police and proceeded to institute a reign of 
terror. ' 

The Canadian Fairbanks-Morse Company, 
of Montreal, Canada, is a strong and valuable 
member of the Association and largely through 
the fine representation of A. J. Hopkins. The 
Fairbanks-Morse Company are important ac¬ 
cessory distributors in Canada and Mr. Hopkins 
is high in counsel, especially in buying. 

Mixing Vacation and Business 

C. R. Swisshelm of the Crescent Tool Com¬ 
pany of Jamestown, New York, is another 
strong member of the Association who had to 
cancel his reservations at the last moment. 
There are so many hours between Jamestown 
and Del Monte and manufacturing conditions 
are so critical that it is small wonder that some 
of the big men of the industry could not leave 
their desks.. 

H. B. Burlow, sales manager for Templeton, 
Kenley & Company of Chicago, has had a 
mighty responsibility on his shoulders in build¬ 
ing up the sales department for the company 
with which he is connected. It is a long time 
since he has had a vacation and he took advan¬ 
tage of the opportunity offered by the Conven¬ 
tion to spend an extra week on the California 
Beaches before his return to Chicago. 



MANUFACTURERS IN THEIR EASY MOMENTS 

All of the delegates took full advantage of the 
opportunities which Del Monte offered for rest and 
relaxation. Fenton Lawson of the F. H. Lawson Mfg. 
Co., Cincinnati, strolled on the porch with his news¬ 
paper. J. E. Duffield of the New Era Spring ft Spe¬ 
cialty Co. was faithful to the tennis courts. George 
Bouthinon, the gaming Frenchman of the Speneer 
Metal Products (Jo., Spencer, Ohio, was ready for all 
sports in all forms, at all times. 

H. E. Duffield of the New Era Spring & 
Specialty Company proved to the delegates that 
business can be mixed with pleasure. As a 
side interest he was in charge of the tennis 
tournament. He was also a most interested and 
invaluable member of the Association commit¬ 
tees and a leader in convention work. Mr. 
Duffield is one of the men who did not take 
the Convention just as a vacation, and yet he 
returned from it refreshed. 

We could go on indefinitely mentioning men 
who went to make up the strength of the Con¬ 
vention. In fact, there is no logical place to 
stop. 

Far Western Jobbers as Hosts 

Among the far western jobbers represented, 
Chanslor and Lyon perhaps led with the 
largest number of delegates. Weinstock-Nich- 
ols were, of course, represented by both Mr. 
Weinstock and Mr. Nichols. C. C. Monteen, 
department chief for automobile accessories and 
electrical goods, represented Baker Hamilton 
& Pacific. 

Many other jobbers, including such well- 
known and progressive institutions as McCoy 
Motor Supply Co. r Electric Appliance Co., Beck- 
ley, Ralston & Co., Latham Davis & Co., and 
others, did their full share in the work of the 
Convention, as well as providing for the enter¬ 
tainment of the guests. 

They added to the reputation of the West 
as men and institutions who know how, and we 






SO OD WILL is the most valuable 
asset a tire dealer can have. REVERE 
TIRES develop customers into friends, 
and establish a trade that challenges 
competition. 

Sell a well established line—that will 
net you a legitimate profit on every 


sale 


REVERE RUBBER CO. 




1790 BROADWAY 
NEW YORK 


Googl 
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Selling the idea 

to the motorist 

through Brake Lining 


I N your capacity as technical advisor to the motorist you 
have an opportunity to profit by the economy idea. 

Take brake lining, for instance—you know one big feature 
of Johns-Manville Non-Bum Asbestos Brake Lining is 
economy. 

Economy because Johns-Manville Non-Bum is made of 
Asbestos—the only material that is fit to stand the terrific 
heat and grinding wear of braking service. 

Economy—not only in purchase price, but for the longest 
service per dollar that any lining can give under any conditions. 

Play up this economy idea—it's a fact—backed by Non-Bum 
—the worthy representative of Johns-Manville Asbestos 
in the Automotive Field. 

And as to profit—ask your jobber to show you what others, 
who handle Johns-Manville Non-Bum, are doing right now. 


Asbestos 


JOHNS 


Liaiaca, Fir, 

, SrtrtaiUa 
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of economy 

at a profit 


and Speedometers 

N O matter how good a guesaer a motorist is, he can't tell how many 
miles he rides for a dollar unless he has a speedometer. 

Tell him so. Show him why he needs a Johns-Manville Speedometer 
on his Ford car to keep track of expenses, to check the speed and know 
the distance traveled. 

Sell him the economy idea in a Johns-Man ville Speedometer. Go 
after the Ford owners especially. The Johns-Manville Speedometer 
for the new Fords can be quickly attached to the instrument board— 
it’s made to fit exactly. Mechanically it's a precision instrument,—yet 
a simple one. without a single unnecessary part. Even the gear elbow 
is replaced by a gentle curve in the cased drive shaft. 

You certainly can talk economy to the man with a Ford,— and there's 
reel profit in it for you. 

Our Jobber-Dealer Sales Policy assures you 
real trade protection. Write for details. 


Price complete, $16.50 
West of Denver, $18.00 

H. W. JOHNS-MANVILLE CO. 

N«w York City 

JO Factoriea—Branches in 64 Large Cities 
For Cu*dk. CMuditn J«ki»MtanU« Co.. Ltd. 
Toronto 



MANVILLE 

Equipment 
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can only regret that a number of snap shots 
taken by our photograhper were either out of 
focus or these men were so active it was impos¬ 
sible to take a moving picture of them. 

From the Northwest, Chas. F. Wright of* 
Ballou & Wright of Portland perhaps headed 
the delegation, but along with him were such 
men as Harry Warner, automobile accessory 
man from Marshall-Wells, both Reynolds & 
Reynolds of Tacoma, and representatives of 
such institutions as Child, Churchill & Day 
from Spokane and some of the larger buyers 
from Seattle. The Sale Lake jobbing trade was 
ably represented by W. L. Hunsacker of the 
Capital Electric Co. and Ned Culver of the 
Motor Mercantile Company. 

Since the far West is particularly a distrib¬ 
uting territory, far removed from the manu¬ 
facturers, factory agents and manufacturers’ 
representatives are most important factors in 
the western trade. In fact, the leaders of the 
industry in the far West are perhaps to be 
found among the group of manufacturers’ 
agents. Among such strong representatives is 
Norman Cowan, representing the Howe Lamp 
Company, N. A. Petry & Company and L. P. 
Halladay & Company. Mr. Cowan was present 
the entire week and proved himself an able 
fisherman as well as a finished accessory man. 

“ Rings may come and rings may go, but 
McQuay-Norris Leak-Proof ring on forever.” 
This is the trade situation for McQuay-Norris 
Leak-Proof Piston Rings in the West, as 


summed up by W. B. Godfrey, manager of the 
San Francisco branch at 1660 Pine Street. 

Many conventions need a sheriff in attend¬ 
ance. but not all conventions qan boast of two 
sheriffs. The pair at Del Monte were James 

R. Shirreffs, Sr. and Jr., of the S. & M. Lamp 
Company of Los Angeles. It was mutually in¬ 
teresting when these far-western manufacturers 
met the producers in similar lines from east of 
the Rocky Mountains. The S. & M. Lamp Co.'s 
output is handled by the Consolidated Sales 
Company at San Francisco. 

Among other representatives who were there 
in person or who were represented, might be 
mentioned the John T. Rowntree Company with 

S. F. Beatty, C. W. Gause with E. C. Anderson, 
the Gilbert Sales Company, E. C. Riddell, the 
Sprake Sales Company with Mr. Sprake. There 
were so many more that we could not make the 
report complete if we should try. 

From start to finish there was a certain in¬ 
formality at the Convention, particularly as to 
the program. Nothing was cut and dried. It 
was one of those rare occasions in life when so 
many opportunities presented themselves that 
it was possible to take advantage of only a small 
part and partially make the rounds. 

Although the Automotive Association is only 
five years old, there is an organization of vet¬ 
erans right within the organization. The Ten 
Years Club is composed of delegates of those 
companies who were accessory manufacturers 
ten years ago. Naturally, the members are more 
proud than numerous. 



BIG MANUFACTURERS WHO STAND ALONE 

George S. Everhart is president and proprietor of the Giant Grip Mfg. Co., Oshkosh, Wisconsin, as well as 
the inventive genius responsible for the company’s products. Percival Stern, with his cap on, is president of the 
Interstate Electric Co., New Orleans, and was chairman of the Convention’s important membership committee. 
W. R. Snyder represented the Frank Rbse Mfg. Co. of'Hastings, Nebraska. As for H. B. Burlow,“sales manager 
for Templeton-Kenley Co., Chicago, he might just as well have been at Palm Beach as at Del Monte, as far as his 
spirits and equipment were concerned. O. AJbertson, president of Albertson Co., was on the alert at all times 
and under the guidance of his good western representatives, C. W. and F. N. Jonas. In view of such a goodly 
representative as C. W. Hauck of the Perkins-Campbell Co. of Cincinnati, our readers will realize how it is 
that the latter city has become important as an accessory manufacturing point. 
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THE “BUR-NOR” MOTORISTS’ AXE 

IS INDISPENSABLE TO EVERT TOURIST 

Used for Repairing Fence, Broken Springs, Building Fires 

and as a Hammer 


ONE OP THESE 
IN YOUR WINDOW 
WILL SELL DOZENS 

Guaranteed 

Against 

Breakage 



Hollow Steel 
Handle 


Oil Tempered 
Blade 


List Price, $1.90, with Sheath 

Dealers: Write us for discount and give your Jobber’s name 

Immediate Delivery 

BURGESS-NORTON MFG. CO., Geneva, llllnole 


1603 Ii. C. Smith Bldg., 


Seattle 


1430 Van Ness Ave M 

San Francisco 


Digitized by 


Google 
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MORE LEG ROOM 



Picnic Party 




Farmer Oomlnf to Town 




For Tonrlate 


Iff] IDE in comfort. Don’t be cramped in 
11*9 the car. Have plenty of “leg room.” 
Get a 

Rust Standard Detachable 
Folding Parcel Carrier 

Strongest, most rigid carrier made. Ford 
touring car doors open above it. Does NOT 
clamp on with a small bite, at the edge 
of the running board, it’s ALL ABOVE 
the board. Lasts a lifetime, fine for 
farmers, tourists, city delivery cars, travel¬ 
ing salesmen, campers, picnickers, ANY¬ 
BODY. Put up in separate lock-end cartons. 
Folds up 10x15x2 inches, opens out 10x44; 
high grade of steel, baked japan to match 
fenders. Designed especially for the con¬ 
sumer who actually has use for a carrier. 

RETAIL PRICE $6.00 

Dealers and Jobbers: The big sales season is on. 
Are you well stocked! We guarantee delivery. 
Write us direct. 

'g ‘g 

Rust Manufacturing Company 


Offices: 

MARSHALLTOWN, 
3rd Are. South 


IA. 


Factory: 
MINNEAPOLIS, 

1201 4th St. Sooth 
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Chas. Rubel, president of Chas. Rnbel 4k Company of Washington, D. C., rather took advantage of F. P. Gaol 
of Gaul, Deer & Shearer Company, Philadelphia. Pennsylvania, when he stood a step above him for our photog¬ 
rapher. It is interesting to notice that many of these far eastern travelers across the continent put little conn- 
dence in California climate for June. 

The Automotive Association should be proud of its several secretaries. We rqgret sincerely that two at¬ 
tempts at Commissioner Webster were unsuccessful. Of course it was impossible to get all of the secretaries 
together at one time, yet we were extremely fortunate in catching Chas. P. Hughes and Geo. Fritz. Mr. Hughes 
is Junior Field Secretary, and Mr. Fritz is National Field Secretary and able assistant to Mr. Webster. 

Mr. and Mrs. Noah Van Cleef, of the five Van Cleef Brothers, manufacturers of automobile chemicals and 
cements at Chicago, Illinois, are to be seen on the extreme right. Mr. Van Cleef was one of the most alert and 
interested delegates at the Convention, and during his trip to the West he made a thorough, careful, painstaking 
survey of western conditions. One of the surprises of the Convention was the Van vJeef souvenir tape-measures 
that were distributed. | 


JOY OF SALESMANSHIP 

Salesmanship is the marshalled force of 
Courage, Conviction, Understanding and Deter¬ 
mination, bearing the great message which 
unites the interest of coexistant affairs. 

Salesmanship is progress nourished at the 
breast of Knowledge, guided through life by 
the unerring hand of Wisdom and Truth, de¬ 
veloped in strength and power by Perseverance, 
and crowned triumphant by honest Endeavor. 

When genius is inspired and the vision takes 
form, it heralds a faith in salesmanship to open 
anew the treasure chests of the universe. The 
long weary trail of experiment, the indifferent 
attitude of the cynic and the uncertainty of 
success have all held as their star of hope the 
ultimate employment of the master pilot sales¬ 
manship to lead them safely over the shoals of 
uncertainty. No ship of industry ever embark¬ 
ing, to safely reach its Mecca, has failed to give 
first heed to the guidance of salesmanship. 

Everything in life is dependent upon it. 
Every dream of achievement unconsciously 
turns to it, and its success or failure is the wide 
gap between triumph and defeat. There is no 
calling in life upon which so much depends! 
Blot out salesmanship and* all is stagnation. 
Cultivate true salesmanship as a science, eradi¬ 
cate all things that drag this great profession 
to the level of the wage earner, glorify it as a 
sculptor, an artist, a thinker, an explorer, a 


scholar or a scientist glorifies his labors for the 
mere ambition of creation. 

Take pride in your salesmanship and enjoy 
the thrill felt by the architect who has lived to 
see the completed structure of his designing and 
planning. 

If every salesman would put as much 
thought and heart into his sales effort as is 
given the product by its inventor and manufac¬ 
turer, if every salesman could realize in time 
that he must know his product as the manu¬ 
facturer knows it, and be able to expound its 
merits with that ease and confidence which 
carries conviction to the consumer, then the 
great ensemble will be singing together as the 
morning stars, and salesmanship will in fact be 
but the joining together of the loose ends of the 
silken skein that is woven into the perfect pat¬ 
tern of real accomplishment. 

Give heed to the hour when men are chosen 
from the ranks to fill the positions of those who 
are now guiding our destiny. Give thought to 
the morrow when opportunities may have van¬ 
ished. Be a leader of men, be a top-notcher, a 
quota man whose effort is the standard of 
achievement. Enter into the spirit of this great 
calling clothed in the armor of assurance, bom 
of irresistible enthusiasm. 'Put aside every 
thought but this one, that somewhere, somehow, 
you are going to discharge a duty entrusted to 
your execution, and build ^monument to the 
greatest profession on earth—salesmanship. 
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When you visit Plymouth this summer, don't forget to come to 
Belem, too. 

In Belem you cen see Hawthorne's House of the Seven Oebles and 
many other famous interesting reminders of our forefathers. 

And by contrast, near the foot of Gallows Hill, where the witches 
were hanged, the modem factory of the Hygrade Lamp Company. • 

Here Massachusetts workers, with Massachusetts thoroughness and 
akin, make a complete line of incandescent lamps, which dealers all 
over the United States are selling in increasing quantities at good 
profit. 

HYGRADE LAMP CQ 


Gcnekal Office 
and Factory 


r Salem Mass 


nWBPE 


Hygrade window displays and Hygrade newspaper advertise¬ 
ments will help you sell Hygrade Lamps. Write us about them. 


LANE’S - 
Ratchet Socket Wrench Sets 


(Trade Marks Registered) 


DEALERS: NOTE THESE SELLING POINTS: 

Bound Sockets, Turned from Solid Steel Bar 
Broached Hexagon Openings. Guaranteed Against Wear and Spreading 

NO PROFITEKRINO HTOUR PRICKS 


JOBBERS EVERY¬ 


WHERE CARRY LANE’S TOOLS 



Made only by 

Will B. Lane 
Unique Tool Co. 

180 N. Dearborn St. 
CHICAGO, ILL, U. S. A. 

W. H. WILBURN, 
Western Representative 
602 Williams Building, 
Mission and Third Bta., 
Ban Francisco, OaL 
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BLACKHAWK 


RUST¬ 


PROOF 


WRENCHES 


The name Blackhawk on a wrench 
stamps that wrench as an accurate 
fitting, dependable tool—an ap¬ 
propriate wrench for expert ma¬ 
chinist or skilled mechanic. 


Sockets are machine turned from 
the solid steel bar and broached 
out. Every wrench is finished by 
the famous Parker rust - proof 
process. 


Individual wrenches, standard 
combination sets, attractive dis¬ 
play boards for dealers. 


Every Blackhawk Wrench is guar¬ 
anteed. 


American Grinder Mfg. Co. 

MILWAUKEE, WIS. 


Write for catalog and prices. 

Manufacturers: We make 
wrenches according to specifica¬ 
tions. 


Eepresented by 

C. N. & F. W. JONAS 


OFFICES AT 

Transportation Bldg.Chicago 

Equitable Bldg . Los Angeles 

111 New Montgomery St., San Francisco 
616 Pioneer Bldg.. . Seattle 
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LEGAL CLARELESS'ANDl 


The Blue Lens With 
Black Visor 


‘ Something ” Is Making Violet Ray the 
Biggest Selling Lens in America 


It may be the reasonable price— 


It may be the efficiency of the lens- 


It may be the blue glass that looks so 
good. 


Or it may be a combination of these 
things, seasoned with the backing of dealers 
who know how to push a good thing. 


Whatever the reason, Violet Ray is sell- 
ing—by the pair, by the hundreds of pairs, 
by the carload. 


It will sell for you. 

Get in on this good thing while it is going big. 
Stock Violet Ray NOW. 


Write Us or Your Jobber Today 




™ NORTON - MUNTER s°L 

Factory Representatives *3 PR Size 

SEATTLE SAN FRANCISCO LEGAL EVERY! 

Manufactured by L. E. SMITH GLASS CO., Mt. Pleasant, Pa. 


LEGAL EVERYWHERE 


i 
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A REPRESENTATIVE GROUP OF MANUFACTURERS 
Bi^ John Van Benschoten, sales manager of the Pouvailsmith Corporation at Poughkeepsie, New York, paired 
off with Western Representative J. Schreyer of San Francisco, California. A. C. Johnson, with the Apex Mfg| 
Company at Chicago, may not occupy so much space in width, but he makes up for that by the length of his 
legs, John C. Donnelly of tl)e Multibestos Company of Walpole, Massachusetts, took no chances and carried 
his overcoat with him. E. M. Eshnaur is “Commercial Ambassador” for the Lockwood Mfg. Company at Kan¬ 
sas City, Missouri. The jaunty gentleman on the extreme right is A. R. Johnson of the Jefferson Electric 
Company at Chicago. 


DON’T TURN DOWN THE SALESMAN YOU 
DON’T KNOW 

The buyer of a successful store makes 
it a practice to see every salesman who 
calls, but he always gives preference to 
the representative of a house with which 
he has not previously done business. 
“When I was an assistant-buyer, fif¬ 
teen years ago, I learned a lesson which I have 
never forgotten. 

“My principal function in those days was 
to save the big boss as much time as possible by 
turning down persistent salesmen offering mer¬ 
chandise which I knew we did not need. About 
five o’clock, at the end of a busy day, a card 
was brought in to me which bore the name of a 
firm I had never before heard of. 

“Tell the gentleman I am too busy to see 
him today,” I directed the office boy. 

“The Chief overheard me and asked me who 
it was I was too busy to see. 4 It must be a new 
firm,’ I replied. 'At any rate, I’ve never heard 
of them, and I know we’ve never done business 
with them before.’ 

“Without replying to me, the Chief stepped 
to the door and directed the office boy to call 
back the man who had presented the card. 
Much to my chagrin, the salesman I had turned 
down was brought back and ushered into the 
Chief’s private office. 

“Ten minutes later, he was ushered out and 
the Chief invited me in. 

“ 'If you ever want to be a big buyer— 


like me,’ he said, smilingly, never turn down a 
firm just because you never heard of it. When 
you turn away a firm whose line you know, 
you can’t lose very much because it would be 
an easy matter to get in touch with the concern 
subsequently, if you happen to require any of 
their merchandise. But when you turn away a 
salesman without knowing what he has to offer, 
you run the risk of missing an opportunity you 
may never be able to recall. 

“ 'In this case, for instance,’ he went on, 
'the salesman you turned away without inter¬ 
viewing happened to have the very line I have 
been looking for. That is just a coincidence, 
but it is something that is likely to happen at 
any time. When you’re very busy, turn away 
the salesman you know, but, for Heaven’s sake, 
give a moment to the newcomer/ 

“I have often thought that perhaps the 
Chief gave that salesman an order just to make 
the lesson impress me more, but certainly I 
have never forgotten the incident. Many times 
since, I have made important purchases from 
salesmen representing firms whose names were 
strange to me, although I pride myself upon 
knowing most of the representative houses in 
our line. 

“New firms crop up every day and with 
them come new opportunities for the careful 
buyer and no buyer can afford to ignore them. 

“That is why you were asked to wait. When¬ 
ever two salesmen call on me at once, I always 
give the preference to the i^^^^er.” 
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LOCKWOOD 

Seat Covers 

Car owners of discrimi¬ 
nating tastes prefer the 
LOCKWOOD Seat Covers 
owing to their superior 
quality fabrics, design, 
workmanship and appear¬ 
ance. Made in standard 
and skeleton styles. Choice 
of wide variety of closely 
woven fabrics in exclusive 
pattern designs. All fast 
colors. 



Other Automotive Fabric Accessories included in the widely known LOCKWOOD Line 
are: Tire Covers, “Summa Slip” Covers, Top Re-Covers, One-Man Tops for Fords, Comfy 
Cushions, Side Curtains and many others. 


1 


m 
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AUTO FA BRIC^ ACC E SSORIES D IVISION 

BAKER & LOCKWOOD MFG CO* 


The new LOCKWOOD 
Catalog wUl be sent to 
all dealers and jobbers 
addressing Dept. L of 
our Kansas City office 
or Eastern Sales office 
located in the Grand 
Central Palace, New 
York City. 


Leaders are in Great Demand — 

“HEX ALL” Socket Wrenches 

TnJmrk t*. C. S. P.t. Off. 

“BABY” Hammerless Revolvers 

\17E are bending every effort to meet promptly the record- 
” breaking demand for “HEXALL” Socket wrenches and 
“BABY” Hammerless Revolvers, and our factory is respond¬ 
ing splendidly to the increased pressure that is being put upon 
it. But production follows certain well-defined, pre-arranged 
schedules, where the maintenance of quality requires such 
unerring precision, such rigid adherence to standards of work¬ 
manship. Therefore, we urge all dealers and jobbers— 

to keep their stocks complete on both * * HEX ALL” 
Socket Wrenches and “BABY” Hammerless Revolvers. 
All indications point to an unprecedented volume of 
sales on both. Don't be caught short! 

“HEXALL* * comes in seven sets—a “HEXALL” for every 
need. Sold under this guarantee: 

“Break Any Sedgley Wrench and We Repair It — No Charge ** 

“BABY” — the Hammerless Revolver. 4 inches over all. 6 
oz. in weight. .22 caliber, 6, sureshot, rapid, rimfire. 

R. F. SEDGLEY, Inc. * LiSSZ 

2311-13-15 North 16th St., Philadelphia, Pa. 

Pacific Coast BaprasantatlTss: McDonald k Linforth, San Francisco 



‘HEXALL’ 


Ratchet Socket Wrench No. 2. 
11 Pea. 
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COMPLETE CATALOG 
WILL BE 
MAILED UPON 
BEQUEST 




^tamdwd < < Jrodizc l<> 


Here are several little accessories that add greatly to the 
comfort, convenience and satisfaction of the driver whose ear 
is equipped with them. 

STANWOOD ADJUSTABLE ACCELERATOR FOOT 
REST sells at sight. The user receives lots of comfort from 
this device—relieves leg muscle tension, acting as a foot sup* 
port. It can be adjusted to the position of any driver. It is 
a reliable safety device, preventing unintentional accelera¬ 
tion over rough roads, crossings. Price, each, $1.60, List. 

STANWOOD SAFETY STEP PLATES are indispensable 
as safety devices—prevent slipping when entering and leaving 
the car. They also protect the covering on the running board. 

Step Plates are subjected to rough treatment and shonld 
be built to stand it. Stanwood Plates consist of rubber cov¬ 
ered sheet steel bases, from which solid rubber longitudinal 
ribs project. They always look well and do not discolor and 
mat down. They outlast any other step plate on the market. 

Stanwood Safety Step Plates are manufactured in a vari¬ 
ety of styles, and are priced to meet the requirements of any 
car owner. Type A, $3.70; B, $2.65; C, $1.60; Ford Type, 
$1.60, List. 

STANWOOD ACCELERATOR HEEL PLATE furnishes a 
stable position for the heel when operating the clutch and 
brake. It prevents wearing hole in floor covering of car. It 
is built like Stanwood Safety Step Plates. Price, each $.85, 
List. 

STANWOOD CONFORMABLE HAND PADS add a pleas¬ 
ing appearance to a car. They prevent finger marks and wear 
on finish of car. Made of leather in various grains. Price, 
each, $.90 to $1.80, List. 

STANWOOD EQUIPMENT COMPANY 

308 North Michigan BlvtL, Chicago, HL 
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Dan Wallis Leaves a Good Taste in His 

Customer’s Mouth 


(By O. P. Blackteton) 


W HEN a man in real business turns a shoe 
string into comfortable thousands, he is 
pretty sure to receive a little attention. 
When Dan Willis started in the automobile 
supply business in Canton, Ohio, his working 
capital approximated $200.00 in real money— 
and the casual observer, counting 
the concerns already sharing the 
visible supply of trade, would have 
said that Dan’s pickings were like¬ 
ly to be exceedingly slim.. The 
prospects were certainly not allur¬ 
ing. > 

But Dan made good. 

It isn’t hard to interview Dan. 

If you happen to drop in you are 
pretty sure to get a word or two— 
a sort of natural interest to assure 
himself that you are not neglected. 

He doesn’t hang around and 
try to sell you something, though 
there is an atmosphere about the 
place that invites you to linger and buy. There 
are no “call again” signs, nor any announce¬ 
ment of the “special service rendered,” but you 
leave the store feeling under a sort of pleasant 
obligation to drop in occasionally, even if you 
don’t want anything. 

Every time Dan sold an automobile tire, he 


put so much of Dan Willis into it that people 
began to see' the light and today thousands 
swear by the tires he sells. The chief pleasure 
in buying there is the feeling that whether you 
want a full new set or just a fifty-cent patch, 
to hold you over for another run—it’s all the 
same. If there’s a different feeling, 
you'll never discover it. 

Dan hfete a habit of trusting 
pretty thoroughly to his own judg¬ 
ment. Once convinced of the merit 
of anything, he isn’t slow .fo bank 
on his opinion and clear for action. 
This one characteristic has 
stamped Dan as one of the most 
progressive dealers of the city. 
While Dan is quick to act when he 
is certain of his‘ground, he is too 
wise to risk, by any hasty judg¬ 
ment, the good reputation he has 
acquired. When a chain company 
tried to sell Dan a new tow chain 
to replace the cable he had been selling, he 
listened with interest to the salesman’s story 
—and ordered a sample. 

He put this* on his "own touring car, for he 
drives a good deal, and," being of a generous 
turn, he frequently gives.a lift to some stalled 
motorist. It was in this way that Dan found 
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SAVEYOUR FENDERS CHAiN^foirrKNM 

Loose ohiini 
slap ftislnst 
fenders, m a r- 
ring and bend¬ 
ing them and 
creating an in¬ 
fernal r a e ket. 
Merchant’s pre- 
▼ e n t this by 
g r i p p ing the 
c h a in at fire 
points, giving, 
an easy tension 
all around. 
Saves chains. 
Saves tires. A 
wonderful little 
accessory. Price 
per pair 91.00. 
N. N. Htrchasi Ctrp 
236*8 Emma. SC 
Syracuse, N. Y. 


Stylish Fidelity Bodies for Fords 



If you are selling, or intend to sell, AUTOMOBILE 
ACCESSORIES send fpr “The Little Salesman," our 
dealers’ wholesale net price list—it's the greatest auto 
supply catalog ever published, and free for the asking. 

NEW ENGLAND UMAS CO.. 1027 West Van Dr— Street Ctdrage 



THE MMOTAIRCWATER STATION 

Twice the service in hjJf the time 



You know the answer. 


A glance at the illustration tells 
the story of the super air and 
water service rendered by the 
Romort. It is built in two styles, 
with and without water attach¬ 
ment. 


There is no time to lose, write us 
today for full particulars. 


Manufacturers 

THE ROMORT MPO. CO. 

Oakfield, Wis. 


Sales Dept. 

THE ZINKE 00 . 

1323 Michigan Ave., Chicago, Illinois 


You were a car owner, would you patronize 
the hardware dealer who was making no par¬ 
ticular effort to be of service to your needs? 


Or would you patronize the dealer who main¬ 
tained an air and water service, a clean air 
hose that never touched the ground, one that 
you could use without danger of soiling your 
hands and clothing, and had provided a ra¬ 
diator water service at the curb, which was 
readily accessible without trouble and loss 
of time? 
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! HOW EAST MET WEST 

| These two groups were taken on the day that the 
\ California Auto Trade Association took the hundreds 
| of delegates over the famous Seventeen Mile Drive 
, with a sumptuous outdoor luncheon at Point Lomas, 
j The group on the left represents all parts of the 
j country and all phases of the industry, and is therefore 
j thoroughly typical of the Convention. The five men 
! are: A. J. Ludy, Vice President of the Clucker-Hixson 
I Company, New York and Atlanta, Georgia; J. C. Grif- 
j fiths, Western Representative of the Clucker-Hixson 
! Company, 1019 Santa Fe Avenue, Berkeley, California; 


AND WEST FETED EAST 

Richard A. Crooker of the Allen Auto Specialty Com- 
, pany of New York; T. H. Vincent and L. O. Fortwood 
of the Entertainment Committee, at Salinas, California. 

The group on the right represents the backbone of 
the Electric Appliance Company as it was represented 
at the Convention. Sitting down are C. C. Hillis and 
wife of San Francisco, and in the foreground M. F. 
Sterritt of Dallas, Texas; standing from left to right 
are A. Meinema of San Francisco, President of W. W. 
Lowe of Chicago, and Mrs. Lowe, and C. R. Churchill 
of New Orleans, one of the most important and active 
delegates at the Convention. 


from experience some important facts about 
the tow chain. He could more conveniently 
give a fellow a lift with a tow chain and not 
soil hands or clothes or even mar the enamel of 
either car. He naturally recommended the tow 
chain when he found it so satisfactory. And it 
has sold readily ever since. 

I couldn’t help noticing that people drop in 
to see Dan without any well defined idea of 
just what they want. They seem to know that 
Dan knows—so why should they worry. 

Most people are willing to spend—providing 
they get a run for their money. To be “stung” 
is the “rub.” The point is this—even though 
you buy in some stores you have a sort of sen¬ 
sation that you have lost—that somebody got 
the best of you. If there's any one feeling you’ll 
never get after buying from Dan Willis, it’s 
this disagreeable sensation of a bad bargain. 
And if there’s any “secret” to Dan’s success, 
that’s pretty nearly it. The rest is just plain, 
hard work. 


\ 

1 


ORIGINAL MEANING OF THE WORD TIRE 

A thing which ties is a tire—and that is the 
best explanation the makers of the dictionary 
give as to the manner in which the word “tire” 
came into existence. 

The first purpose of the tire was to tie or 
bind the wheel together. As time has passed, 
the original meaning of the word has been lost 
sight of and now the tire is the part of the 




wheel which touches the road and stands the 
wear of travel. 

The entrance of American tire firms into 
the export field has turned gray the hair of 
many an advertising man who must keep 
straight in his mind the names by which tires 
are known in the various foreign countries. 

To begin, there are England and her pos¬ 
sessions which insist on spelling the word 
“tyre.” No less an authority than England’s 
own Encyclopedia Britannica is on record with 
the opinion that “this spelling is not now ac¬ 
cepted by the best English authorities,” yet 
“tyre” persists everywhere under the British 
flag except in our neighbor, Canada, where 
“tire” is correct. 

In some of the Spanish-speaking countries. ! 
such as Chile and the Argentine, tires are 
known as “neumaticos.” But in Mexico they j 
are “llantas. ” In still other places where 
where Spanish is the language, notably Cuba, 
the correct word is “gomas.” In Brazil, where 
Portuguese is spoken, the name is “pneu- 
maticos.” j 

The French have the short word “pneus” \ 
for tires. This is a contraction of pneumatiques. 

In practically all the Scandinavian countries \ 
the Danish word “gummiringer”—rubber ring ! 
—is used. ; 


Irwin & Ballard is a new firm at Ainsworth, Ne* 
braska. They purchased the stock and succeeded C. S. J 
Pettit, who has long been ,afmerchant at that place. 
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RADI ATO R S 





FOR FORD CARS 

RETAIL PRICE $25.00 


Designed especially to meet all the requirements of 
Ford Cars. 


extensive advertising and of the satisfactory service j 
the Peerless is giving, day in and day out. 


To the hardware dealer, who is fast becoming a factor Peerless Guaranteed Radiators are quickly and easily 1 
in the automot ive equipment business, PEERLESS installed and are no more expensive than the ordinary 1 
\ GUARANTEED RADIATORS offer an exceptional op- radiator. 

i portunity for a d din g a product of established merit to Ask your jobber, or write direct for complete catalogue 
f his line of “sellers’ ’ which move quickly. on Peerless Radiators, Fenders and Tool Boxes for Ford \ 

I Peerless Radiators are bought by name—the result of Cars. Free upon request Address Dept 14. \ 
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BIG PERCENTAGE OF AUTOMOBILE 
{ ACCIDENTS DUE TO IMPROPER 
HEADLIGHTS 

A. F. Munter Discusses Troublesome Question and 
Means That Are Being Taken to Eliminate Dangers 

“I do not know that there has been any data com¬ 
piled to show the exact percentage of automobile acci¬ 
dents that are attributable to improper and glaring 
headlights,’ ’ said A. F. Munter of the Norton Munter 
Company, factory representatives for the popular 
Violet Ray Auto Lens. “I do think, however, that 
•such information would be highly interesting and be 
more effective than any one thing in securing passage 
^and enforcement of a national law bearing on head¬ 
light regulation. 

“I do know, however, that the insurance com¬ 
panies’ statisticians have undeniable figures to prove 
that fully 25 per cent of all accidents in and around 
industrial plants are directly attributable to improper 
lighting. 

“This makes a tremendous new field for the effi¬ 
ciency engineer and right now throughout the country 
a good many of these industrious men of initiative are 
at work re-arranging the lighting systems of various 
lafge industrial plants and constantly at study to 
develop the most efficient light. And by efficiency in 
light I mean not only the proper amount and distribu¬ 
tion of light, but the color of that light as well and the 
effect of the whole on the optical nerves of the 
worker. 

“If it is true that 25 per cent of all industrial acci¬ 
dents are due to improper lighting, surely we can set 
down this percentage as a minimum for accidents that 
are attributable in automobile driving to improper and 
glaring headlights. The best driving light for all pur¬ 
poses of safety is a strong light held down close to the 
road, throwing the light far ahead, giving plenty of 
side light for the curves, yet, withal, a non-interfering 
light for the approaching driver and the pedestrian. 

“Just as the illuminating engineers in industry and 
their enterprising brothers in the moving picture world 
have found that the right proportion of blue in any 
light will give the nearest approach to a real daylight 
light, which all recognize as the clearest and easiest on 
the optica] nerves, just so the manufacturers of the 
Violet Ray Lens have discovered the secret to proper 
headlight illumination for automobiles. 

“By including in the preparation of the glass that 
goes into the manufacture of this lens just enough blue 
to counteract the harmful, superfluous glare rays, the 
manufacturers of Violet Ray are putting out a lens 
that most nearly approaches the much desired daylight 
lighting effect. The Violet Ray lens gives an almost 
daylight driving light and does this without killing 
any of the useful light. 

“This means ease on the optical nerves of the 
driver—the Violet Ray is the easiest lens on the market 
to drive behind. The attractive black visor deflects 
the upward rays to a long, clear, non-interfering road 
light and the arrangement of the prisms provides extra 
side light for the curves. The Violet Ray Lens is not 
only a highly scientific, practical and very successful 
lens, but is also one of the best looking lenses on the 
market and adds a touch of distinction to any car on 
which it is installed.” 


The Hoene Hardware Co., Cottonwood, Idaho, has 
purchased the stock of the Idaho Outfitting Co., at 
Winona, Washington. The store will be enlarged and 
remodeled and will carry a complete line of hard¬ 
ware. 


The Northwestern trade is mourning the loss of R. 
I. Morse, head of the Morse Hardware Company, of 
Bellingham, Washington. For thirty-five years he has 
been a respected and esteemed pioneer resident, and 
has done honor and good service to the trade of the 
Northwest. 


GETTING CUSTOMERS TO MAKE 
SUGGESTIONS 

That there is nothing the average person 
likes so much as to be asked for advice is the 
theory on which a New York merchant has 
built up its business. 

“When I first came into this neighbor¬ 
hood,’ 1 the proprietor said, “I picked out the 
persons I believed were going to supply my best 
trade, and I began to play them. 

“When a customer came in I would have a 
little question to put to him or her. In the case 
of a woman, I would ask her, for instance, 
about the advisability of putting in a certain 
line of aluminum ware—ask her what she 
thought about them and whether she believed 
we ought to handle them. In the case of a me¬ 
chanic, I would ask him whether he thought our 
window display of tools was as attractive as it 
might be made—and other questions of the 
same character. 

“The result would be that the persons ap¬ 
proached would begin to study our store with a 
new interest. The psychological effect pro¬ 
duced was that they were actually taking a 
hand in helping us run our business. And once 
they got that impression in their minds they 
were ours. They would not think of dealing 
anywhere else than at the store in which they 
felt they had a sort of proprietary interest. 

“We found that the good will created in 
this way increased our business. Those who 
took an interest in the store didn’t wait to be 
consulted, but would stop in frequently to tell 
us of a “good stunt” they had observed in 
another store or had read about, and it was 
seldom that a visit of this kind did not result 
in a sale of something or other to our interested 
advisor. It is human nature that the man whose 
advice you ask for, and take, will be more 
favorably disposed toward you than the man 
to whom you give advice. That is the way it 
worked out with us, at any rate.” 


It pays to treat farmers’ wives with a lot of 
consideration—they often control a sale. There’s 
a surprisin’ number of wives who are, when 
first married, a man’s treasure, and later de¬ 
velop into a treasurer. 


JOHN C. MOORE DIES IN NEW YORK 

John C. Moore, vice president of North & Judd Mfg. 
Co. and director of export sales, passed away at his 
home in New York City last month, after an extended 
illness. Mr. Moore recently returned from Cuba, where 
he went early in January, hoping that a warmer climate 
would aid him in regaining his health. 

Mr. Moore became connected with North & Judd 
twenty-five years ago and since then has been asso¬ 
ciated with the concern as a resident manager at the 
New York office. 

At the home office in New Britain he was considered 
one of the company’s most capable executives. During 
his frequent visits to the factory he made a host of 
local friends, all of whom will mourn his loss. 

Digitized by x^jOOQIC 



HARDWARE WORLD 


165 



The Efficiency Cotter 

This Is an Age of Specialists 


When sick, you consult that physician 
with special training on your particular 
ailment. He is a specialist. 

When you want a man to handle a new 
line, you choose carefully, and select one 
with more than ordinary knowledge of 
the merchandise. He is a specialist. 

When your Flivver refuses to gd another 
foot you call up one of Mr. Ford's assist¬ 
ant8. Another specialist. 

THE OHIO WIRE GOODS MFG. CO, 

AKRON, OHIO 

Specialists in the Manufacture of Cotters 
Western Representative Other Branches: 


J. M. JACKSON, 
320 Market Street, 
San Francisco, Oal. 


Other Branches: 
180 No. Market SU 
Chicago. 

29 Murray St, N. 7. 
Nashville, Torn. 



For Every 
Motor Necessity 

SEND FOR CATALOG NO. 250 

Walden -Worcester 

INCORPORATED 

WORCESTER, MASS. 


Butterfield “Reece’s” 
Screw Plate 

Requires 50% less power, cuts faster, more 
accurate and will outwear any other manu¬ 
factured. Dies are easily removed for sharp¬ 
ening and can be adjusted to .001 of an inch. 


B UTTERFIELD Sc CO. 
REECE'S NEW SCREW PLATE 

•A". Vis", Vis". »/*" 

WITH NO. 2 TAP WRENCH 
wmmmmm 



"NO. A. ONE STOCK 22 INCHES LONG” 


The “World’s Standard” Screw Plates 


DERBY SCREW PLATE 
14. INCH STOCK HOLDING / 4 s /,« 3 /s 7.s 
26 INCH STOCK HOLDING Vi Vs V. 

WITH NO. IO TAP WRENCH 






Butterfield “Derby” 
Screw Plate 

Without question the best and most popular 
Bound Die Screw Plate on the market today. 

BUTTERFIELD & CO. Division 

Union Twist Drill Company 
DERBY LINE, VT. 

CHICAGO STORE, 11 South Clinton 8tract 
PACIFIC COAST REPRESENTATIVE 
V. S, Walsh, 660 Mission St., San Francisco, CaL 
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NATIONAL PRESIDENT J. M. CAMPBELL 

We go to press with this issue before the meeting of the National Retail Hardware Convention at Buffalo, 
the latter part of June, but advance reports indicate a most enthusiastic and helpful meeting. This convention is 
attended only by delegates representing various state associations. Its purpose is to coordinate and outline 
general trade policies. Undoubtedly the delegates will have an excellent account to give of the work in their 
respective fields. It is the policy of the association to rotate in office. Under Mr. Campbell the association has 
maintained its previous splendid record and has been inspired by zeal and a desire to be of service that has not 
been surpassed by any of his predecessors. 
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If You Want 
the Best 


I F you want your cus¬ 
tomers to have the 
best that the market 
affords, you will be 
more than interested in 
the Auto - Kamp-Kook- 
Kit. 


It has so many features 
which are found in no 
other stove that it is 
really in a class by it¬ 
self. No other camp 
stove will be so well ad¬ 
vertised. Every promi¬ 
nent outdoor publica¬ 
tion will carry double 
spreads, color pages and 
full page ads through¬ 
out the season. 


Two Burner Kit Closed. All 
Equipment Packed Inside 


All indications point to 
an exceptional season. 
The biggest advertising 
campaign ever launched 
for a camp stove is go¬ 
ing to bring customers 
into your store for this 
better stove. They sell 
quickly—profits are ex¬ 
ceptional. Do not fail 
to write or wire today 
for our special proposi¬ 
tion. 


One Burner Kit Open 


Prentiss-Wabers Stove Co. 

18 Spring Street Grand Rapids, Wisconsin 


Four Part Suit Case Outfit 
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DIXON VICE PRESIDENT RESIGNS 

George E. Long, Senior Vice President of the Joseph 
Dixon Crucible Company, has announced his decision to 
retire from the office of vice president. Thereby he 
terminates forty-three years of active and valuable 
service with this company, beginning in the capacity 
of a stenographer and advancing to the offices of 
secretary, treasurer and vice president, respectively. 

It is with a mixture of regret and congratulation 
that the trade receives the announcement of Mr. Long’s 
retirement—regret over the loss of the intimate per¬ 
sonal contact with him, and congratulations that in the 
sunset of life Mr. Long is in a position to enjoy, by 
whatever method he may choose, a well earned “ vaca¬ 
tion. 9 9 

It would be difficult to enumerate in detail the con¬ 
tributions that Mr. Long has made toward the growth 
of the Dixon Company’s business during his service of 
forty-three years. Mr. Long is recognized as the 
“Daddy” of Graphite Lubrication, and as the “Fath¬ 
er” of Silica-Graphite Paint for protective purposes. 



B-N PISTON PINS FOR ALL CARS 

The Burgess-Norton Mfg. Co., of Geneva, Ill., manu¬ 
facturers of “B-N” automobile parts and BUR-NOR 
hardware specialties, are extending their line of Piston 
pins to include all the pins for the more popular cars, 
about twenty-seven in number. 

A stock of pins in standard and oversize will be 
carried for all models since 1915. 

This is a rather new idea, but they say that if a 
dealer carries pistons and piston rings—why not carry 
the pins, too, as there is a large demand for them and 
at present they can only be secured from service sta¬ 
tions. 

Many jobbers have already placed their orders and 
the Burgess-Norton Mfg. Co. is going to make the sale 
of piston pins an easy matter for them, by trade paper 
and consumer advertising. 


BEATS-ALL AUTO SPECIALTIES 

The coming year is sure to be one of thriit. For 
the automobile accessory dealer, this means that those 
goods which will prolong the life of a car or its parts 
will be in heavy demand, just as re-soled shoes and 
re-blocked hats will likewise be popular commodities. 
The car owner is going to have his tires re-vulcanized. 
He is also going to grind his valves, repair his own 
top, put a coat of varnish or enamel on the old car, 
and patch up the radiator with compound as he never 
did before. 

Under these circumstances, such a line of car 
economies as that put out by the Auto Specialties 
Mfg. Co., of Buffalo, N. Y., and announced elsewhere 
in this issue of the Hardware World should prove 
ready sellers, even to the point of being absolute 
necessities to the wide-awake merchant who is hand¬ 
ling accessories. The company announces its line as 
the Beats-All Quality Brand, and included in the prod¬ 
ucts of the factories at Buffalo and Fort Erie, Canada, 
are top and upholstery dressing, lining dye, engine 
and fender enamel, body varnish, celluloid cement for 
the broken curtain light, top patches, tube and tire 
dough and patches, radiator cement, spring lubricant 
and tire paint. 

Among the company’s sales representatives are the 
('has. A. Dowd Sales Co., 320 Market Street, San Fran¬ 
cisco, California; the Rubber Sales Company, 53 West 
Jackson Boulevard, Chicago, Illinois, ana Curry Broth¬ 
ers, 511 Grand Building, Atlanta, Georgia. 


The activity and extended operations of the Helena 
Hardware Co. have made it necessary for that institu¬ 
tion to double its floor space by the occupation of an 
adjoining building at Helena, Montana. The two build¬ 
ings are joined by doors near the front of the store. 



The Gates Rubber Co. seems to run to straw hats. 
Here are the three big chiefs of the Denver institution. 
From left to right they are: C. C. Barnet^ Manager 
Accessory Sales; A. B. Matting! 

Special Sales Representatives. 
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(Trad* Mark) 

Pacific Ooast Distributors 

The Western Agencies Company 

285 Minna Street, San Francisco, California 

Manu facture d by 

GLASS FOUNDERS CORPORATION 

Milltown, New Jersey 
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Oar 18" (86X) combination Ratchet Extension Tap Wrench doing marine engine and anto repair jobs in 15 

minutes which formerly took 8 to 10 hours. 

Mr. Dealer: 

Here Is a Big Money Maker!! 

A Line of Guaranteed Tools that has already been introduced direct. Nationally advertised. 

Millions of users waiting for them. Help us to reach this vast virgin field. 

Magnificent Display Boards, holding the Tools, are furnished free of charge. 

Order through your Jobber or Direct 
Write for Proposition 

ALERT TOOL GO. 237-241 North 6th Street Philadelphia, Pa. 

Farmers and Owners of Cars 

are Prospects 

Y OU who have in the past handled vehicles and wagons and have lost that 
profitable trade to the Motor Vehicle, are in a position to get the old vol¬ 
ume and more back in handling “Utility Trailers” and without the 
necessity of giving service or having an expensive service department as is 
required where you sell motorized vehicles. 

Every farmer in your community is a prospect for a Utility Trailer of 
some sort. Every motor truck running over your highways is necessarily a 
prospect for a Utility Trailer, if he is to compete with others using them, they 
bring truck operating cost down to a point where the profits are satisfactory, 
and truck operating brought out of the Red Ink. 

Utility Trailers are motorless auxiliaries to the truck or passenger auto¬ 
mobile, bringing you a clean profit when sold and a profit that is yours, not 
to be later paid out in shop costs of free service as in motorized vehicles. 

We have some good territory open, write us for our proposition to dealers. 

UTILITY TRAILER SALES GO., of Southwest LOS ANGELES TRAILER GO., 

105 So. Houston St, Dallas, Texas 1328 Palmetto St., Los Angeles, OaL 
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S GEORGE W. LEE A LAWYER 

i A product of the hardware fraternity of the far 
i West, who cut out a big niche for himself in the trade 
1 centered around Cleveland, filled the niche and now 
j abandons it for an even larger possibility, is George W. 
| Lee. 

i Far western friends of Mr. Lee will of course always 
\ think of him as a member of the organization of the 
\ Union Hardware & Metal Co. of Los Angeles and the 
i Pacific Hardware & Steel Co. of San Francisco. For 
! four years he was with the Los Angeles jobbers, the 
| last half of the time a city salesman. He resigned that 
i position to enter the retail business at San Francisco 
| with the Palace Hardware Co., where he was four or 
; five years a valued member of that organization as 
[ buyer and manager of the Builders’ Hardware depart* 
: ment. 

i For a short time he was at Portland, Oregon, as 
, buyer and manager of the Pacific Hardware & Steel 
: Co. office there, but was transferred after several 
! years to be manager of the builders’ hardware depart¬ 
ment of the Pacific Company’s retail store at San Fran- 
\ cisco. When the Pacific Hardware & Steel Co. suspend¬ 
ed their retail business seven or eight years ago, Mr. 
' Lee accepted a position with W. Bingham Co., which 
» position he occupied for four years. 

Although Mr. Lee’s experience with the W. Bingham 
‘ Co. has meant nothing but mutual success to the com¬ 
pany and himself, he has resigned to take up law work 
in conjunction with real estate brokerage and will be 
■ located at 706 Williams Building, Cleveland, Ohio. For 
the last three years Mr. Lee has been studying law at 
the Cleveland Law School, taking his degree at the 
Baldwin Wallace College. He was admitted to practice 
in the state of Ohio, July 2, 1919. 

; It is not Mr. Lee’s plan, however, to leave the hard¬ 
ware business for the law, but he believes that his legal 
training will benefit him for an executive position in 
the hardware world. With his rounded experience in 
the retail business, in the wholesale business, and final¬ 
ly in the great manufacturing centers connected with 
the hardware trade, and now with his additional en¬ 
dowment of a legal training, Mr. Lee is admirably 

* fitted to become a leader in the hardware field, and it 
would not surprise us at all to see him return to the 

1 West to become a great factor in the distribution of 
: hardware in connecion with some organization large 

* enough to measure up to his own endowment. 


Beware of the higher cost of the lower price. 


AUTOMOTIVE ASSOCIATION BACKS THE 
GOVERNOR OP LOUISIANA! 

When the delegates to the Automotive Equipment 
Association Convention at Del Monte heard read to 
them the words of Governor Parker of Louisiana in 
reply to a defiant delegation of union labor leaders in 
his state, there was such approval and enthusiasm that 
on motion a telegram of approval and congratulation 
was sent to Governor Parker by the Convention. Fur¬ 
thermore another telegram was sent to Governor Hobby 
of Texas for this method of meeting and dealing with 
union labor defiance is one of Hobby’s hobbies also. 

As reported in the public press, the labor leaders of 
Louisiana had assembled for conference with the Gov¬ 
ernor. There was quibbling, hesitancy and reluctance 
by the leaders in ordering back to work 8000 members 
of the metal trades, 2000 carpenters, 600 bread bakers, 
and 800 coastwise longshoremen. The men were on 
strike for the closed shop. 

In reply Governor Parker declared that he intended 
to break up the agitation and wipe out the Bolshevists 
and I. W. W. ’s among the laboring classes of New Or¬ 
leans “if I have to do it myself,” he said. The gov¬ 
ernor showed that his mettle was aroused, and for the 
first time since becoming governor he displayed the 
temper that has made him famous. 

“I am here to tell you with all the earnestness 
that is in me if your organization want to go back, and 
go back as individuals they can do so. If they don’t, 
so help me God, I am going down to New Orleans Mon¬ 
day morning and as governor of this state, I shall do 
my duty absolutely and fearlessly,” he shouted to the 
assembled labor leaders. 

“There will be no closed shop and no temporizing 
with men who have no complaint to make of wages and 
hours. As long as I am governor of Louisiana I am 
going to do what I believe is right in the interest of 
the people and drive these vipers who are trying to 
poison the minds of our workingmen from our midst,” 
said the governor. 

He declared that he had information that agitators 
were trying to cause a strike at the great Standard 
Oil Works, and he wanted those who were seeking to 
cause the trouble to leave the states, as it would not be 
good for them to be caught at it. 


EVEREADY DAYLO PICTURE CONTEST IN 
FULL SWING 

On June 1st there appeared simultaneously in 50,000 
store windows throughout the United States and Can¬ 
ada the big and striking window display for the 
Eveready Daylo $10,000 Prize Contest. 

The focal point of this display is the fascinating 
icture without a title, which contestants must see 
efore entering their answers. In the foreground and 
at either side of the window are pictorial colored cut¬ 
outs, holding the most popular types of Eveready 
Daylo, a generous display of batteries and lights, and a 
clever visualization of the amount of the cash prizes 
in greenbacks. Over all is a card, which reads: “Ev¬ 
eready Daylo Picture Contest. $10,000 in Cash Prizes. 
Ask for Particulars.” 

National advertising in magazines, newspapers, and 
on billboards, as well as local dealer advertising, has 
resulted in enlisting unprecedented public interest, and 
dealers have already reported a tremendous initial 
demand for contest blanks. 

Inasmuch as the only place where the picture can 
be seen is the dealer’s window, and the only place 
where entry blanks can be procured is inside the store, 
it can be readily understood that the contest will have 
considerable effect on the business done by the dealers 
who have signed up as “Team Workers.” 

The entire campaign is a result of the National 
Carbon Co.’s policy of dealer cooperation. Any mer¬ 
chant wishing further particulars should write the 
National Carbon Co., at San Francisco or Chicago. 

_ Digitized by * jQOQie _ 
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HE Indian runner is still famed for his endur¬ 
ance. Mile after mile he ran until he had 
reached his goal, no matter how hard the trail. 

Tlie sturdy strength, the stamina, the great endurance which 

are built into Standard Four Tires make them worthy 
successors of the Indian runner. 

Their guarantee of mileage is not their goal. Their goal is to 
accomplish a greater task than that which is expected of them. 

Distributors interested in a tire of maximum mileage at a 
minimum expense per mile should write or wire immediately 
for the Standard Four proposition. 

STANDARD FOUR TIRE COMPANY 

Dept. T. KEOKUK, IOWA 


Standard Four Tires 


Chief of the Tire Tribe’ 


Digitized by 


Google 


Branch** at 

Indianapolis. Ind. 
245 N. Penn St. 

Los Angblbs. Gal. 
342 W. Pico St. 

Atlanta, Ga. 

2 Courtlend St. 

Dbnvbr, Colo. 

1700 15th Street 
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CALIFORNIA FIRST IN AUTOMOBILE 
OWNERS 

California owns more motor cars per capita 
than any other state in the Union. Nebraska, 
South Dakota, Iowa and Montana follow in the 
order named. 


The per capita rating and the total number 
of cars owned by each state in the Union fol¬ 
lows: 



State— 

Auto¬ 

mobiles 

Population 

Per 

Cap. 

1 

California . 

.. 432,463 

3,029,032 

6.2 

2 

Nebraska . 

.. 189,350 

1,285,126 

6.8 

3 

South Dakota ... 

.. 104,628 

716,972 

6.9 

4 

Iowa . 

.. 279,677 

2,224,771 

7.9 

5 

Montana . 

.. 59,312 

472,935 

7.9 

6 

Minnesota . 

.. 259,743 

2,312,445 

8.8 

7 

Wyoming . 

.. 21,371 

184,970 

8.9 

8 

Kansas . 

.. 206,033 

1,851,870 

8.9 

9 

Arizona . 

.. 28,979 

263,788 

9.1 

10 

North Dakota .... 

.. 82,885 

765.319 

9.2 

11 

Colorado . 

.. 104,839 

988,320 

9.4 

12 

Michigan . 

.. 325,813 

3,094,266 

9.4 

13 

Washington . 

.. 164,080 

1,597,400 

9.7 

14 

Ohio . 

.. 511,500 

5,212,085 

2,835,492 

10.1 

15 

Indiana . 

.. 277,255 

10.2 

10 

Oregon . 

.. 83,332 

861,992 

10.2 

17 

Idaho . 

.. 42,271 

445,176 

10.5 

18 

Wisconsin . 

.. 236,981 

2,527,167 

10.6 

19 

Nevada . 

9,305 

110,738 

12.3 

20 

Connecticut . 

.. 102,410 

1,165,373 

12.4 

21 

Utah . 

.. 34,749 

443,866 

12.6 

22 

Illinois . 

.. 473,438 

6,234,995 

13.0 

23 

Delaware . 

. . 16,152 

215,160 

13.4 

24 

Vermont . 

.. 26,807 

364,946 

13.5 

25 

Texas . 

.. 331,000 

4,151,423 

13.6 

26 

Missouri . 

.. 244,427 

3,429,595 

14.3 

27 

Maryland . 

.. 95,634 

1,373,673 

14.3 

28 

Maine . 

.. 53,424 

777,340 

14.6 

29 

New Hampshire .. 

.. 30,000 

444,429 

14.6 

30 

Massachusetts 

.. 247,000 

3,775,973 

15.2 

31 

New Jersey. 

.. 190.873 

3,014,194 

15.7 

32 

Rhode Island. 

.. 38,257 

625,865 

16.4 

33 

Florida . 

.. 55,423 

916,185 ‘ 

16.6 

34 

Pennsylvania 

.. 490,337 

8,660,042 

17.6 

35 

New York . 

.. 560,811 

10,460,182 

18.6 

36 

Oklahoma . 

.. 120,147 

2,280,855 

19.0 

37 

Georgia . 

.. 134,826 

2,895,841 

21.4 

38 

North Carolina ... 

.. 111,300 

8,434,381 

21.9 

39 

South Carolina ... 

.. 70,143 

1,643,381 

23.5 

40 

Virginia . 

.. 90,150 

2,213,205 

23.5 

41 

New Mexico . 

.. 18,065 

423,649 

24.0 

42 

West Virginia 

.. 56,639 

1,412,602 

24.7 

43 

Kentucky. 

. . 90.008 

2,3i#4,003 

26.6 

44 

Tennessee . 

. . 80,422 

2,304,629 

28.6 

45 

Arkansas . 

. . 49,450 

1,766,343 

36.1 

46 

Louisiana. 

. . 51,000 

1,856,954 

36.4 

47 

Alabama . 

.. 58,898 

2,363,939 

40.1 

48 

Mississippi . 

.. 48,000 

1,976,570 

41.1 


Total . 

...7,459,607 

103,266,024 

13.8 


GUESS AGAIN 

“Hello, is this Maisie? Yes, this is Jack. 
. . . Have I heard the news? I don’t know. 

What’s up? . . . Mrs. Murphy? . . . . 

Well, well, well! . . . Five o’clock this 

morning . . . Tell her I’m glad to hear 

she’s doing well. . . . What’s that? Two 
of them ? Well, well! All right. (Hanging up 
the receiver.) What do you think of that? Mrs. 
Murphy smashed two of her fingers in the door 
this morning and fainted dead away?” 


STRENGTH OF ALLIED INDUSTRIES 

A little over a year ago four vigorous, enterprising 
young men of the West, whose experience had led them 
into automobile accessory and electrical lines, combined 
to represent eastern manufacturers in an aggressive and 
intelligent way. They incorporated and took the name 
Allied Industries, large-sounding and assuming to be 
sure, but a real measure of their ability and aspira¬ 
tions. 

Since then their enterprise and resourcefulness have 
been so proved, both'^to their customers and their prin¬ 
cipals, that Allied Industries, Inc., is now one of the 
most important, as will as one of the most active selling 
agencies in the far AVest.. .Offices are maintained at 
279-283 Minna St., ShmFrancisco, 1252 1st Ave., Seat 
tie, Washington, and 340 Azusa St., Los Angeles, so that 
the western territory is well covered. 

The activities of the company are nearly divided 
between electrical lines and auto accessories. Very 
appropriately the talents of the members of the firm 
are divided along the same lines. In fact, all the men 
connected with the Allied Industries gained valuable 
experience with the H. W. Johns-Manville Co., which 
is proof enough of their ability and standing in the 
trade. ' 

W. S. Greenfield, former manager or the Johns- 
Manville San Franciscd office, is manager of the Allied 
Industries. M. H. Klinger has long been an automobile 
accessory man, and he is vice president of the present 
concern and in charge of the automobile accessory 
department. 

The genial, active secretary is C. D. Slaughter, for¬ 
merly Johns-Manville sales manager, and at the present 
time serving Allied; Industries in the same capacity. 
V. G. Van Booskirk, another member of the firm, has 
had particular experience in handling building material, 
so is particularly apt in handling the electrical con 
tractors’ supplies which are represented by the com¬ 
pany. 

B. A. Wagner, treasurer, is the only member of the 
firm who was not with the Johns-Manville Co. He has 
long been a specialist along electrical lines and in dis¬ 
tributing the products of manufacturers. He is well 
known to the western trade. 

Among the representative manufacturers for whom 
Allied Industries are the western representatives are: 
Davies Young Soap Co., Dayton, Ohio; Judd & Leland 
Mfg. Co., Clifton Springs, New York; Victor Mfg. Co., 
and Gasket Co., Chicago; Tubular Woven Fabric Co., 
Pawtucket. R. I.; Advance Pkg. & Supply Co., Chicago; 
Sedgwick Sales Co., New York; Youngstown Sheet 4 
Tube Co., Youngston, Ohio; Trumbell-Vanderpool 
Electric Mfg. Co., Bantam, Conn.; Collyear Insulated 
Wire Co., Pawtucket. R. I. 


FOR SALE 

(Music by Henry Ford) 

One Ford car with piston rings; 

Two rear wheels, one front spring. 

Has no fenders, seat or plank; 

Burns lots of gas. Hard to crank. 
Carburetor busted, half way through. 
Engine missing; hits on two. 

Three years old; four in the spring. 

Has shock absorbers and everything. 
Radiator busted, sure does leak. 
Differential’s dry; you can hear it squeak. 
Ten spokes missing. Front all bent. 

Tires blowed out. Ain’t worth a cent. 

Got lots of speed; will run like the deuce; 
Burns either gas or tobacco juice. 

Tires all off ; been run on the rim. 

A d—mn good Ford for the shape it*s in. 
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INDIA ADDS-TO SALES ORGANIZATION 

In line with its announced plan calling for important 
additions jto its selling organization in the field, the 
India Tire & Rubber Co., of Akron, has recently an¬ 
nounced tfie following new appointments: 

W. W., Alexander, for several years an influential 
factor in the tire selling world, has been named Direct 
Factory Representative in the New England territory, 
with headquarters in Boston. Alexander is especially 
well acquainted with the New England trade through 
his long association with The Diamond Rubber Co. in 
the early 'days of the industry. He comes to India 
from The 1 Dayton Tire Company. 

To Blajtey & Hall, of Pittsburg, has been assigned 
the India distribution for Pittsburg and adjacent terri¬ 
tory. Th^ company stands high among Pittsburg’s 
leading ti^e distributors, having built up an extraordi¬ 
narily large volume of business during the last few 
years. Hajll, a member of the firm, was for a long time 
connected <with one of Pittsburg’s leading newspapers. 

Frank 6. 8chenuit, a popular tire man in Baltimore, 
has been given distribution rights for Baltimore and 
surrounding territory. He has a wide business acquain¬ 
tance all through that district and those who know him 
best predict big things for India during the coming 
months. ‘ _ 

H. F. Karnopp has bought the interest of his partner, 
C. E. Darling, at Almond, Wisconsin, and the former 
firm of Karnopp and Darling will now be known as H. 
F. Karnopp & Company. 


ChaB. W. Hall is the active new proprietor of the 
hardware business at Maywood, Nebraska, formerly 
owned by Ralph Peterson. 


New members of the trade at Colville, Washington, 
are the Haun Bros. Implement Company, who recently 
bought the stock of E. E. Bridgman. 


Service— 

that is what the user re- 
quires of an ignition 
battery — not only long 
service but the right 
kind of service. High 
amperage is an important 
item of service — so is 
rapid recuperation after 
use and very slow de¬ 
terioration when idle. 

THAT 18 WHAT YOU 
GET FROM THE 

Red Seal 
Dry Battery 

“THE GUARANTEE PROTECTS YOU" 
AGAINST YOUR NOT G E TT ING SEE V IC E 

Ask Your Dealer 

MiMfcitta Btctrical frppfr fo r hr. 

New York Chicago 8t. Louis 

17 Park Place 114 8. Wells St. 1104 Pine St. 

604 Mission St. San Francisco 
Factories: Jersey City, N. J.; Ravenna, Ohio; 
St. Louis, Mo. 




EMPIRE TIRE 
AND TUBE 
DISTRIBUTORS 


SEND FOB 

AUTOMOTIVE 

EQUIPMENT 

Catalog No. 2 

JUST OFF THE PRESS 

W. E. & W. IL JACKSON 

866 MISSION ST. 

SAN FRANCISCO, CAL. 


WHOLESALE DISTRIBUTORS 


AUTOMOTIVE EQUIPMENT 
BICYCLES 
SEWING MACHINES 
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A. C. Riddell Secures Able Co-Worker in Earl Jones 


A 5 a result of a steady increase in the busi¬ 
ness of the hardware and accessory man¬ 
ufacturers for whom he is western sales 
‘ manager, A. C. Riddell of San Francisco and 
| Los Angeles has for some time felt the necessity 
; of adding to his organization a man capable of 
representing him to the jobbing trade in San 
| Francisco and the Northwest, 
i After a careful survey of a number of likely 
! applicants, Mr. Riddell has been fortunate in 
; making arrangements with Earl Jones, formerly 
j with the Whiton Hardware Co. of Seattle, to 
| take charge of his San Francisco office and han- 
I die the trade in northern California, Oregon and 
j Washington. 

i Earl Jones entered the hardware business 
! just as so many have—with a broom. He has 
I never been able to get away from hardware 
; since. When he had cleaned the aisles of a sub- 
i urban retail store in Southern California long 
enough to know where the goods were kept, he 
found that the business needed a good head and 
< so he was proprietor for some time. 

I That was only one phase of his development, 

I however, and he came to see that the retail 
| business was rather too limited for his ability 
and his ambition. 

; We rather suspect that other than trade 
attractions took Mr. Jones into the Northwest 
-i a few years ago. At any rate, there is a co- 
■ incidence here. Mr. Jones joined the Whiton 
• Hardware Company’s organization at Seattle 
1 at about the same time that he entered into 
j partnership with Mrs. Jones. 

During his almost three years with the Whit- 
on Hardware Company Mr. Jones has served 
brilliantly both inside and outside. He has 


made the Seattle waterfront his special strong¬ 
hold and he is known and respected by the 
trade for his ability and his genial personality. 
The close of the shipyards was only a challenge 
to Mr. Jones and as their operation ceased his 
business increased. So he comes to Mr. Rid¬ 
dell’s organization well recommended, with a 
host of friends, with a fund of experience and 
an unquenchable enthusiasm. 

The development of Mr. Riddell and hia or¬ 
ganization has been along similar lines. Mr. 
Riddell was born into the hardware trade, for 
his father was in business in the middle West 
and is at the present time interested in the 
Hoffman Hardware Company in southern Cali¬ 
fornia. Before the war A. C. Riddell was a 
member of the Hoffman organization. After 
his service in the Ordnance department, and 
with his discharge in January, 1919, Mr. Riddell 
commenced his present operations in represent¬ 
ing eastern manufacturers in the territory from 
Denver west. 

In the eighteen months since then, the busi¬ 
ness has developed rapidly, due to Mr. Riddell’s 
able and persistent efforts and due to the fact 
that he places particular emphasis on the stand¬ 
ing of the manufacturers and the quality of the 
goods he sells. 

“Careful and thorough representation of 
standard lines,” is the Riddell motto. Only 
a limited number of accounts are handled and 
each one is given detailed service, the same as 
they would receive from a member of their own 
sales force. Mr. Riddell does not consider him¬ 
self a manufacturers’ agent, but rather a fac¬ 
tory salesman representing his principals just 
as their salesmen do. 













Would You Question the 
Value of a Certified Check? 
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You feel absolutely certain when the bank on which a check is drawn has certified it, that 
you will receive the full value of the check, down to the last penny. 

That is just how we want dealers and tire users to feel about the BERGOUGNAN certified 
mileage guaranty. We want them to feel positive that they will get every mile that goes with 
the BERGOUGNAN guaranty: 

6,000 miles for fabric tires—8,000 miles for cord tires. 


For Vai.ueReceived t/ieXAnoyAL Surety Company. 
duty aretAorixed to transact fastness in every state oftJir 
United States of Ammon and tAe RepvCCtc orJWxieo and 
Dominion of Canada, AereSy guarantees fOST cotnpfiance 
6 ijBkiigougnanRudder Corporation witA its guarantee 
as ext tressed on tfie reverse side of t/iis card. 

mis guarantee extends onCy to tires //undiased during 
tfie ficriod ending JtecemOerJJ. 192.0 

Rational Surety Company. 


its BaOAOwer 

new YOffH 






varmraaaaaamaaaasa 


In order to create this feeling of security, we 
have arranged with the National Surety Co., the 
largest bonding company in the world, to certify 
our guarantee. 

You will find the certificate herewith attached 
to every Bergougnan tire you buy, or sell. It 
means that if we do not make good on our 
promise to give you the stipulated mileage, the 
National Surety Co. will. 

Thanks to this double guaranty, Bergougnan 
Tires are the easiest tires to sell on the market. 
We may be able to give you the exclusive selling 
rights for your territory. Write today. 

BERGOUGNAN RUBBER 
CORPORATION 

WmvOoogle 


Factories: Clermont-Ferrand, France; Trenton, N. J., Turin, Italy; Moscow, Russia 
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P. 8. JACOBS 



C. I. BUXTON 


MUTUAL INSURANCE BIG THREE ON 
NATIONAL TOUR 

Three of the ablest Association secretaries and in¬ 
surance men in the hardware field banded together 
last month to set out and 44 see how the rest of the 
nation is doing it.” 

P. S. Jacobs is the keen secretary of the Wisconsin 
Retail Dealers’ Association, and manager of the Hard¬ 
ware Dealers’ Mutual Fire Insurance Company of Wis¬ 
consin. C. I. Buxton is known to the trade equally well 
as secretary of the Minnesota Implement Dealers Asso¬ 
ciation and of the Minnesota Implement Fire Insurance 
Company. The third member of the trio was T. G. 
McCracken, president and manager of the Retail Hard¬ 
ware Mutual Fire Insurance Company of Minnesota. 

Insurance Branch at San Francisco 

One of the results of the trip in fact is the establish¬ 
ing of a direct branch office at San Francisco, where 
policies will be written, premiums paid, and losses ad¬ 
justed. The Wisconsin and Minnesota companies some 
years ago outgrew the bounds of their own state and 
at the present time have mutual insurance in every 
state in the, union. Combined they have $1,250,000 in¬ 
surance in force. 

The Minnesota Hardware Mutual is the pioneer or¬ 
ganization, having been founded in 1899 by T. G. Mc¬ 
Cracken’s father. For many years the company was 
carried on by Secretary M. S. Mathews. Since Mr. 
Mathews’ death the functions of the Minnesota Asso¬ 
ciation has been divided so that H. O. Roberts is 
Association Secretary and Mr. McCracken heads the 
insurance company. 

The Minnesata Implement Mutual was fpunded in 
1906 by L». C. Pryor of Minneapolis. Mr. Buxton has 
been secretary and manager since 1910, and the growth 
in his administration has been marvelous. At that 
time the dividend to policy holders was 25 per cent, 
but it is now just twice that. Thirty-two people are 
now employed in the company’s offices. 

Mr. Jacob’s experience with the Wisconsin Associa¬ 
tion and the Wisconsin Hardware Mutual at Stevens 
Point has been very similar. When he took charge in 
1912 the insurance department could be carried in a 
packing box. In fact it was so moved up to Stevens 
Point at that time. Now there iB an ofiice force of 
thirty people engaged in the insurance business alone 
and the association will erect a fine new building to 
house its activities in the very near future. 


Chas. A. McKenzie will be manager of the new 
western branch. For the last year Mr. McKenzie has 
represented the companies as field agent in California 
particularly. The mutual offices of the mutual com¬ 
panies will be at 412-13 Insurance Exchange Building, 
San Francisco. 


ORANGE CLIPPER CLUB A MODEL 

A little over two years ago, the retail hardware 
merchants in San Bernardino and Orange County, Cali¬ 
fornia, decided that they would gain strength by work¬ 
ing together on their common trade problems. There¬ 
fore it was that such good, open-hearted, far-seeing 
fellows a3 F. E. Hobbs, F. P. Nickey and Bruce Moore 
who had been active in a local 4 Mack Knife” Club, 
met together and organized the Orange Clipper Club. 

Meetings are held once a month at the various towns 
represented by the membership. Some fifteen separate 
firms are now represented in the membership of the 
club and although this is a large majority of the repre¬ 
sentative merchants, it is the hope of the club to in¬ 
clude every merchant in its membership in the near 
future. Of course the attendance at the meetings is 
much larger than this, for all of the clerks and travel¬ 
ing salesmen, as well as representatives of the jobbing 
houses are always welcome at the dinners of the club. 

At first the club was concerned with prices. Since 
the publication of a price book, the trade abides by 
the prices contained in the book and this is almost a 
dead subject at the meetings. Now the meetings of 
the club are rather social and educational. Prominent 
visitors in the locality are always invited to address 
the members of the club, and any matters perplexing 
the trade are always taken up at these open meetings. 
Members of the club are free to bring up any problems 
for discussion or solution. Every meeting of the club 
tends to bring about a better fellowship, a better under¬ 
standing and a sympathy between the various mer¬ 
chants of the sunny orange grove country. Before the 
club was organized, they were competitors. Now they 
are friends and fellow workers. 

At the last meeting the members of the club ap¬ 
pointed a special resolution committee, consisting of 
A. D. Stewart, O. L. Emery and J. R. Westbrook, and 
the following resolution in respect to the memory of 
E. C. Simmons was adopted: 

4 'Be it resolved that in the death of Mr. E. C. Sim¬ 
mons the membership of this club and the Retail Hard- 
Digitized by VjOOQIC 
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ware Dealers of the Pacific Coast and America have 
lost a trusted and valuable friend, known personally 
to many of us and to be a man of the highest character, 
who at all times kept the interests of his friends and 
the Retail Hardware Merchants close in head and heart. 

“We feel that his loss to the Retail Hardware 
fraternity cannot be replaced and that it behooves each 
of us to so conduct our lives and our business and so 
serve our fellows, that we may be his worthy emulators. 

“We further extend to his family our sincere and 
deepest sympathy in their great loss and bereavement . 99 


The Black & Decker Mfg. Company’s branch at 
Cleveland, Ohio, has found it necessary to move into 
larger quarters. Branch Manager G. A. Dodge may 
now be found at 6225 Carnegie Avenue, where he is 
cooperating with the Black & Decker jobbers in his 
territory and where there is a service station to give 
users of Black & Decker products prompt service at 
all times. 


PREST-O-LITE STATION AT PORTLAND 

The M. D. Baker Company, Ninth and Davis Sts., 
Portland, Oregon, have been appointed distributors of 
Prest-o-lite storage batteries, gas tanks and appliances 
for the state of Oregon. 

The new distributors will operate as a unit in the 
several western Prest-o-lite service under Field Sales 
Manager W. E. Darden, with headquarters at 599 8tn 
Street, San Francisco. 


Firebugs, prompted by an unknown motive, threw an 
oil-saturated bundle of burning papers through the 
warehouse window of the William Robbins Hardware 
Co., at Seattle, Washington. Discovery of the attempt 
was made before damage was done. 



CHILD’S MODEL B 

CARBON TETRA CHLORIDE 

Fire Extinguisher 

1 Qt. Capacity 

APPROVED BY UNDERWRITERS 

Very effective on electrical and gasoline 
fires. Especially suitable for automobiles. 

A LINE WORTH HANDLING 

For Particulars Write to 

0. J. CHILDS CO. 

FIRE APPARATUS UTICA, N. Y. 



| MO BOLT - NO HOIS-WO HUMP - WO JOLT | 



PRESIDENT AND PORTER EAT HERE 


Assuredly democracy is a feature of the new cafe¬ 
teria at the Black & Decker Mfg. Company’s plant at 
Towson Heights, near Baltimore, Maryland. Some 200 
people are employed at the factory, and although some 
live within walking distance for their noon meal, a 
great majority are glad to depend on the company’s 
excellent cafeteria. We show a picture of the interior 
of the restaurant at the plant. 


B. E. Aaronson, who has succeeded M. S. Lines, as 
Sales Manager of The Gordon Tire & Rubber Company, 
Canton, Ohio, has been Special Sales Representative of 
the Mohawk Rubber Company for the past three years. 
Before thfct he had been connected with Empire in the 
sales department and previous to that with Goodyear. 


M otor Mer cantile Company 


Wholesale m Exclusively 


AUTOMOTIVE PARTS 
EQUIPMENT 
AND SUPPLIES 


Distributors for 


Motul and Oyidaos Oils, 
0 straw and Cup 


Stanley »alf•OtUngSprlngs 
Johnston Curtain Wlndowa 
Kay Boo Spotlltss 
Fafnlr Bearing* 

Senith Oarburotors 
RollabIs Jacks 
Lanes Hack Saw Bladoa 
“Drl-Kuro-Betreder” VmL 


“Oonomotor’’ Ford Suit¬ 
ing and lighting Sy s te m 
Arrow Grip Truck Chains 
AlumlnlU Solder 
Qitta Oil Cups 
Ford “Bvor-Safo** Brake 


Bdlson Masda Lamps 
Rives' Pedal Pads 


Baybestos. Non-burn and 
Thormotd Brake Linings 
Chase Auto Top and Up¬ 
holstery Materials 
"Bie-Nle” Winter Fluid 
Yuleanlsar Tools, Sup¬ 
plies and Equipment 


And a Complete lino of Moohanlea* Tools and Oarago 
Equipment 

New 1910 Catalog Foxnishgd on Bsqnost 

M otor Mer cantile Company 

116-117 South West Temple S irs s i. Salt Laka Gtty 
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FIXED POLICIES OF BLACK & DECKER 

President Black of the Black & Decker Mfg. 
Co. distributed to the trade at the Del Monte 
Convention a fine little booklet signed by him¬ 
self and entitled “Fixed Policies.” The book¬ 
lets are beautifully published, with a reproduc- 
1 tion of the Black & Decker seal on the cover. 
It is the Bible for the company’s managers and 
salesmen, as well as for the company’s cus¬ 
tomers. A successful business must be based on 
fixed policies, rather than on vacillating and 
changing ones, and the following are some of 
the axioms in the conduct of the Black & 
Decker Mfg. Company’s business: 

We believe in quality products. 

We believe in quantity production. 

We believe the happy workman is the best 
workman. 

We believe in the jobber. 

We have established branch offices in a 
number of the principal cities, and will establish 
more of these as time goes on. No sales are made 
direct by these branch offices, nor will be. 

We recognize the right of quantity users to 
concessions in price on large lots, and have es¬ 
tablished a fixed scale. 

We believe the most important thing a man¬ 
ufacturer can do to assist the jobber is to 
center his efforts on advertising and selling 
for the jobber. 

We believe the jobber should cooperate with 
his dealers. 

We believe in advertising. 

WESTERN BRANCH FOR STAR TIRES 

Sam C. Breeder has been sent to the West by the 
■ Star Rubber Company as its organizing pioneer in open- 
; ing the Company’s far western branch, established at 
San Francisco last month. The office has been located 
, at the warehouse, 639 Howard Street, where a full 
stock of tires is already on hand, filling two stories and 
a basement. 

California, Nevada, Arizona and Oregon will be 
handled out of the San Francisco branch office, and it 
is most probable that another warehouse will be placed 
in Los Angeles before long. 

In the Washington and Idaho panhandle territory, 
Star Tires will continue under the sales organization 
of the Whiton Hardware Company at Seattle. The 
Strevell-Paterson Hardware Company of Salt Lake will 
continue to represent the Star Rubber Company in the 
Intermountain territory. 

Mr. Breeder has been identified with the Star Rub- 
: ber Company ever since its organization four years ago. 
i He is fortunate in a magnetic personality which makes 
friends and inspires confidence wherever he goes. He 
has just come from Kansas City, where he opened a 
branch for the company. In fact, he is the 11 star” 
member of the Star organization, as a scout and pioneer, 
t The tire trade of the far west and the Star Rubber 
Company are mutually fortunate in the selection of Mr. 
Breeder to open the western branch. 

The hardware trade in Colorado is mourning the 
loss of Benjamin F. Lowell, pioneer merchant of Colo¬ 
rado Springs. Mr. Lowell died at the age of 65, and 
owned a controlling interest in the Lowell Meservey 
Hardware Co.; his son, Chas. Lowell, is the owner of a 
hardware business at Fort Collins, Colorado, and two 
other sons are joint proprietors of another hardware 
firm at Idaho Springs. 


TRI-STATE ACCESSORY CORPORATION { 
SERVES SOUTHWEST WELL 

Although organized as lately as July, 1919, for the 
purpose of serving and developing their wholesale antp 
accessory business of the Southwest, the Tri-State Auth- j 
mobile Accessory Association, with its main office at ' 
£1 Paso, Texas, has become one of the most important 
institutions of the Southwest in less than a year of life, i 

This progressive institution serves the trade in the * 
states of Arizona, New Mexico and Texas, and its busi¬ 
ness is conducted on a strictly wholesale basis. The 
effect of the energetic activity of the corporation has 
been to bring business to El Paso, which formerly was 
served by houses in California or in the Middle Western 
Centers. Their policy has always been to supply the 
dealer and garage man with every want and carry a 
stock in proportion with this object. 

The extremely advantageous railroad facilities and 
the central location of El Paso have aided the institu¬ 
tion in its operations. There are now seven men on the 
road exclusively for this institution, and a large busi¬ 
ness is developing in Mexico. 


SEATTLE ACCESSORY MEN SHIFTED 

Two important shifts of automobile accessory exe¬ 
cutives have recently taken place at Seattle. F. Frank¬ 
lin is the new manager of the automobile accessory de¬ 
partment of the Seattle Hardware Company. Mr. 
Franklin has long been connected with the automobile 
accessory business, both with the Whiton Hardware 
Company and with Ballou & Wright at Portland, Ore¬ 
gon. He has many friendB in the Northwest who will 
be glad to hear of his appointment with the Seattle 
Hardware Company, in recognition of his ability. For 
the Whiton Hardware Company, N. A. Brownfield has 
become chief of the automobile accessory department. 
Mr. Brownfield was formerly Mr. Franklin’s assist¬ 
ant in the Whiton department, and his acquaintance 
with the accessory business dates back over eight years. 
The long association of these two men should certainly 
pave the way for the cleanest, best maintained rivalry 
now that they head similar departments for rival in¬ 
stitutions. 

LOCKWOOD ORGANIZATION EXPANDED 

The Lockwood Manufacturing Company^ makers of 
the Lockwood Line of auto fabric accessories, through 
its managing director, Paul Lockwood, announces the 
removal of its eastern branch office and plant from 
Brooklyn to Buffalo, N. Y., and the opening of an ex¬ 
port sales branch in the Grand Central Palace, New 
York City. The export office was forced by rapidly 
increasing foreign demands for the Lockwood line of 
auto fabric accessories. The new Buffalo factory, 368 
Massachusetts street, will give the company more space 
and larger equipment than the Brooklyn plant afforded. 

The western office and factory—the parent plant— 
remains at Seventh and Wyandotte Streets, Kansas 
City, Mo. The Chicago sales branch will continue at 
3021-23 South Michigan Avenue, Chicago. 

The Lockwood Manufacturing Company recently 
bought and assumed complete charge of the auto fab¬ 
ric accessories division of the old Baker & Lockwood 
Manufacturing Company, taking over the entire ac¬ 
cessories line which formerly bore the name “ Baker.” 
Mr. Lockwood, a graduate of every phase of the 
fabric accessories business, has adopted many aggres¬ 
sive policies that have made doubly popular this old 
and tested line known to jobbers ana dealers every¬ 
where. 

The Tvler Mfg. Company of Boston, Massachusetts, 
whose Tymco line of automobile accessories is well 
known to the trade, have removed their general offices 
to 755 Bovlston Street, where they have greatly in¬ 
creased their facilities for fakiii^^r^-^-their business. 
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Mohair 

Top 

Dressing 


Knu-Lac 

Top 

Dressing 


Drab 

Lining 

Dye 

Pints $1.35 
Quarts $2.50 


^-LACTopOre^ 11 


LWng W\ 


Waterproofs 
and Re-rubberizes 


Pints 75c 
Quarts $1.35 


Pints 85c] 
Quarts $1.50i 


Re-dves and refinishes inside top lin¬ 
ings a fresh light color. Covers all 
stains and discolorations. 


For imitation of leather tops. Refin¬ 
ishes a rich, glossy black; waterproofs 
and re-rubbenzes. 


Produces a black, silky and lasting fin 
ish. Leaves top soft and pliable. 


These Top Dressings and all our products offer you powerful selling points. They are the only Dressings on 
the market having a LIQUID RUBBER base to Waterproof and Re-rubberize the Top material. They leave 
the Fabric Soft and Pliable. They put back into the Top something which has gone out through deteriora¬ 
tion, giving it that factory newness and durability. 

OTHER CAR ECONOMIES 


BURBANK O.D. TOP DRESSING 

Re-dyes the Top a Light Drab 
Color — Waterproofs and Re-rub- 
berizes. 


DULL-LAC TOP DRESSING 

Puts on a Rich, Egg-shell Finish. 

RE-KNU UPHOLSTERY DRESS¬ 
ING 

Makes Old Cushions Look and 
Wear like New. Dries in 15 min¬ 
utes. 

RE-KNU BLACK LINING DYE 

Re-dyes, Covering all Stains and 
Discolorations. Concentrated. 

GLOSS BLACK ENAMEL 

An Elastic Enamel to re-finish the 
entire car. 


BEATS-ALL RADIATOR 
CEMENT 

A Liquid Cement — Stops all 
Leaks. 

BEATS-ALL SPRING LUBRI¬ 
CANT 

Stops that Squeak. It leaves a 
Graphite Deposit on Each Leaf. 

ENGINE ENAMEL 
Black and Grey. Stands a high 
Heat Test. 

FENDER ENAMEL 

For Retouching—Dries Quickly. 


RE-KNU RUBBER TIRE PAINT 

Protects and gives the Tire that 
new appearance. Does not wash 
off. 


STAY-ON AUTO TOP PATCHES 

Mends all Holes and Cuts. 

BEATS ALL TUBE PATCHES 

Fixes that Puncture Quickly. 


Manufactured only by the 

Auto Specialties Mfg. Co. 

40 Elm Street, Buffalo, N. Y. 


If your iobber cannot supply you, write 
direct to these representatives: 


CHARLES A. DOWD SALES CO. 
320 Market Street. San Francisco, Cal. 
THE RUBBER SALES CO. 

53 West Jackson Blvd., Chicago, Ill. 
CURRIE BROTHERS 
511 Grand Building, Atlanta, Ga. 


Branch Factory, T<rrt Erie, Canada 


For a Catalogue and Discounts 
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WHY BLUE BIRDS PLY IX SEATTLE 

The Blue Bird has come to be known to the world 
as the emblem of happiness and childlike delight. We 
believe our readers will agree with us that there is a 
double significance in the use of the Blue Bird and the 
resulting happiness from such window displays as the 
Ernst Hardware Co., of Seattle, has recently been mak¬ 
ing. Like the * ‘quality of mercy,” both buyer, and 
merchant rejoice over the resulting sale. 

We are glad to be able to reproduce this month a 
glimpse or two of the Ernst windows. President F. A. 
Ernst of the Ernst Hardware Co. is also president of 
the Pacific Northwest Hardware & Implement Associa¬ 
tion, and is one of the most enthusiastic, active and 
progressive merchants in the West. 

I)uring the last year the store has undergone altera¬ 
tions so that twice the available floor space and three 
or four times the former display room are now utilized 
by this progressive company. The store is situated in 
the midst ol Seattle's best retail buying district on 
East Pike St. The management of the Ernst Hardware 
Co., in short, has realized that the world is passing the 
door, and the problem is to make the store and their 
wares as attractive as possible. 


While a demonstration is going on in the window, 
people gather around the outside and take in the dem¬ 
onstration in detail. The mere action of this is interest¬ 
ing and arouses their curiosity, and it is but human 
nature that they move inside of the store to hear the 
words spoken and ask questions for themselves. The 
hangings are made as attractive as possible, and the 
entire impression is one of elegance, of beauty and 
attractiveness. 

Showing what the result of the Blue Bird window 
has been, the Blue Bird Appliance Co., St. Louis, manu¬ 
facturers of the Blue Bird Washing Machines, have 
notified the Ernst Hardware Co. their display is with¬ 
out question the finest of the kind in the United States. 

In addition to Blue Birds and alternating with the 
washer, are shown electric ironers, vacuum cleaners and 
other household devices. Each predominates the win¬ 
dow at the time of its display, demonstrations of each 
being made in full view of the passerbv. 

The company’s experience has been tnat a window 
nearly on a level with the street commands the atten¬ 
tion of the passerby. Furthermore being right on a 
level witn the store and opening out of it, it is possible 
to get the customer to walk right into the window, 



ATTRACTIVE BLUE BIRD ROOM OF THE ERNST HARDWARE CO. 

This is only one of the many attractive departments maintained by the Ernst Hardware Co., who give the 
same personal attention to every phase of their business. 


These window displays show how they are doing 
this. As our readers will note, this Blue Bird window 
display is on the level with the store, and the glass of 
the window comes within about twelve inches of the 
sidewalk. Therefore the impression is brought right 
home to the housewife. She does not see any display 
up on a stage or surrounded bv tools or decorated at 
the back with a full wall of other paraphernalia. 

Here is a washing machine right in a beautifully 
appointed room, and absolutely dominating the room. 
Moreover all demonstrations and sales are made right 
in the window. Although this window space is invalu¬ 
able to the company, it is believed that it is better to 
handle one line well and make it win than to show 
nibbles of a great many edibles to the passerby until 
his appetite is confused and he takes home nothing. 


making his purchase without a feeling of conspicuous¬ 
ness, and proving a wonderful magnet for the attention 
of the passerby. 

Following out the spirit and code of the Bluebird 
campaign, is the special delivery car. This is the 
symbol of Bluebird service which the company gives 
and its advertising value and neat attractiveness, of 
course, can be realized. In other words, the company 
believes in taking advantage of every available oppor¬ 
tunity to attract the attention and arouse the interest 
of the community. 


E. Demaray, popular and progressive merchant at 
Dayton, Oregon, has been busy moving his business to 
a new location, where a larger stodc will be more 

adequately housed. ^oogle 
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This first prize sporting goods window of the Ernst 
Hardware Co. is one that commanded the highest ad¬ 
miration. Just as in housefurnishing and sporting 
goods, so in accessory lines they are recognized as one 
of the most progressive merchants in the entire country. 


ERNST HARDWARE 00. 


ADVANCE CORK INSERT PATENT 
UPHELD 

: Advance Cork Insert Transmission and Brake Lin¬ 
ing as manufactured by the Advance Automobile Ac¬ 
cessory Corporation, has been declared the exclusive 
and patented property of the manufacturers in a recent 
Federal Court suit over an infringement on the patent 
rights. 

In addition to holding the Cork Insert patent valid, 
the Court ordered a permanent and perpetual injunc¬ 
tion to be issued, and an accounting for damages and 
profits by a competing manufacturer who had in¬ 
fringed on the patent right. 

The Advance Automobile Accessories Corporation 
set up as one of its claims in this suit that the imitation 
Cork Insert Linings being offered to the trade were 
far inferior to the genuine product, and did not give 
food results when put into use, and, consequently, 
aamaged the reputation of genuine Advance Cork In¬ 
sert with the trade and the public. 

The Advance Automobile Accessories Corporation 
reports that to the best of their belief only a compara¬ 
tively small amount of the imitation and infringing 
Cork Insert Linings was handled by the legitimate 
jobbing trade, as the Advance Company took every pre¬ 
caution to protect the jobbers from liability to suits 
for damages and profits, by sending out repeated no¬ 
tices to the trade of the infringing nature of the imita¬ 
tion linings,, and calling attention to the suit pending. 


Steeling 

<& Tires ° 

ARE DEPENDABLE 

Sterling Tire Corporation Rutherford, New Jertey 



sJo< Unbreakable OflGauqe 

Jot your Ford 9 



ALL metal gaug*. cannot be 
** broken by a flying stone. 
Consists of a metal chamber 
containing a float to which is 
attached a rod with a white 
ball which indicates amount 
of oil in can. Easily installed. 
Sold by dealers everywhere , 
or prepaid on receipt of price 
Apco Mfg. Co. - Providence 


If One-Half the Dealers Knew 

The real facts of how they 
could supply a modern 
Spring Bar Bumper o f 
double strength for EVERY 
car desired—front and rear, 

An Output Ten 
Times Larger 

Couldn’t Fill the Demand. 

New Era “Better” Spring Bumper 

is a positive evolution of merit in several points. 

Its Double Bars Mean Double Strength. 

Interchangeable for ALL cars by detachable 
arms, furnished for every car—front or REAR— 
and freely exchanged for any car desired. 

The moat complete catalog, showing arm* for EVERY 
car—front and rear—will EARN HUNDREDS of dollars 
for any dealer. If your jobber won't furnish Spring 
Bar Bumpera with the name "New Era" and patent 
dates, between the double bars, ask ns the name of 
nearest jobber. The catalog also shows "BETTER" 
Springs and Tire Carriers for all car*. 

New Era Spring & Specialty Company 

70 Cottage Grove Avenue, Grand Rapids, Mich. 
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Boyco Service Unite 
for extra qaeoline, 
oil and water are a 
proven neceeeitu to 
the motorist ana sell 
theluear around 


ASK YOUR JOBBER FOR BOYCO PRODUCTS. IF HE CANNOT SUPPLY YOU* MAIL US Wtfl 
WITH HIS NAME AND ADDRESS. SERVICE WILL BE RENDERED 


HARDWARE WORLD 


Boyco Service Units 

Mean Quick Sales 


Boyco Service Units mean a quick turnover, 
customers that are genuinely pleased and real 
satisfaction for merchant and patron alike. 


MADE IN THREE SIZES 


No. 212 Composed of two-gallon gas¬ 
oline, one-gallon oil and two- 
gallon water can. 

No. 112 Composed oi one-gallon oil, 
one gallon water and two- 
gallon gasoline can. 

No. 22 Composed of two-gallon wat¬ 
er can and two-gallon gaso¬ 
line can. 


Boyle Manufacturing Co. 

Los Angeles, Cal. 


They fill a universal need—give safety, com¬ 
fort and satisfaction to every motorist. Of 
superior and durable construction; depend¬ 
able—the kind of goods you 
take pleasure in handling. 
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^ To the Land 
That Beckoned 


To seek new homes , f/ie pioneers 
journeyed the overland route to 
the land that beckoned 


W HEN seeking a new 
tire connection, a 
distributor or dealer 
should ask himself, “Is the 
line standard? Is the poli¬ 
cy of the manufacturer 
standard ?” 


There is nothing experimental about either the Overland 
line or the Overland policy. Overland tires and tubes are 
built according to the highest standard set by leading en¬ 
gineers of the rubber industry. Overland tires, tubes and 
policy are free from fads and freak ideas. 

Distributors and dealers who are seeking a standard line, 
backed by a manufacturer with a standard policy, write 
or wire immediately for further details. 

THE OVERLAND TIRE & RUBBER CO. 

Dept. A 

Omaha, Nebraska 
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CALIFORNIA CONVENTION AT YOSEMITE 

The California Retail Hardware and Implement 
Association will combine business and pleasure and 
draw attention to the scenic wonders of the far western 
states when they gather in convention at the Tosemite 
Valley next September. It has always been the custom 
for the northern and southern divisions of the Califor¬ 
nia Association to hold separate meetings in the spring 
and fall, one in Los Angeles and one in San Francisco. 

The meeting at Yosemite will be a joint meeting, 
which will help to make it a rousing one. 

There is certainly no excuse for lack of “high” 
spirits, plenty of “air,” 44 clear ’ 9 thinking and a 
44 wonderful outlook” on the part of toe members as 
they face the problems of the trade alongside of the 
beauties of nature. 

Following are the new officers of the two divisions 
of the California Association: 

Northern Division—G. A. Gutman, President, Wil¬ 
lows, Cal.; Chas. C. Floyd, Vice President, Santa Maria, 
Cal.; M. M. Brown, Treasurer, San Francisco. Cal.; Le 
Roy Smith, Secretary, 8an Francisco CaL 

Southern Division—E. S. Campbell, President, Los 
Angeles, Cal.; William Scott, Vice President, Los An¬ 
geles, Cal.; E. F. Harford, Vice President, Colton, Cal.; 
J. Glenn Marks, Secretary-Treasurer, Los Angeles, Cal. 


T. H. SPEDDY PASSES AWAY 

? Another veteran of the hardware fraternity 
''in the far West was summoned by cfeath last 
month when T. H. Speddy passed away at his- 
home in Alameda, California. Mr. Speddy was 
long and widely known as a manufacturers' 
stales agent in the western trade. For the last 
45 7 years Mr. Speddy has been identified with 
^he hardware trade centered in San Francisco, 
knd was admired and respected by the trade in 
the West. 

. Mr. Speddy was seventy-two years old at 
the time of his death and was a veteran of the 
Civil war. A native of Ohio, he enlisted in the 
$rmy when he was only seventeen years old. 
Afterward, recognizing the opportunities and 
promise of the Pacific Coast, he moved out into 
the new land and identified himself with the 
growing trade of the Western Coast. 

' The firm of T. H. Speddy & Company was es¬ 
tablished in 1891 and incorporated in 1904. 
Howard H. Speddy is secretary, and will con¬ 
tinue the representation of the many manufac¬ 
turers whose business has been so successfully 
handled in the past. 

The Cedaredge Hardware Company, of Cedaredge, 
Colo.> is planning to erect a warehouse and implement 
house within a few weeks. 

The fine new structure soon to house the hardware 
and implement departments of the Toppenish Trading 
Company, of Toppenish, Wash., is to hi£ve a new system 
of interior lighting. A special plan has been devised 
for the wiring of the building. 

GENUINE 

Hildebrandt Spinners 

Fish Catchers for 20 years. 

Your customers want the genuine. ▲ sise, shape or 
finish for any fame fish. Send for oatalog. 

THE JOHN J. HTLDEERJLNDT 00., 

Loganaport, Indiana. 


THEIR CORRECTED NAMES 

It was G. H. Webb of the Webb Hardware Company 
-at San Diego, California, who was the purchaser of the 
business of H. N. McKie of Monrovia, California. In 
aipiouncing this purchase, names were inaccurately re¬ 
ported in a recent issue of the Hardware World. 

NCR OWL CLASSES FOR EMPLOYES 

The thousands of merchants whose profits are in¬ 
sured and Whose accounting is simplified by the use of 
a National Cadh Register are interested to hear from 
time to time fhe human story behind the register, how 
the company which manufactures these money saving 
devices is hmongHhe most humanitarian and enlightened 
of American industrial concerns. 

Typical of the attitilde of the company toward its 
employes came the closing exercises of the 1919 and 
1920 Owl Classes, held at Community Hall, Dayton. 
Ohio, recently. A good many years ago, the heads of 
the company decided that a class for the employes 
would be a sound institution. Classes were started at 
night, at first only one or two classes and one or two 
subjects. Now the classes are great bodies during the 
winter from October until April. Such subjects as the 
following are taught by instructors from the factory 
itself: Advanced salesmanship, elementary salesman¬ 
ship, mechanical drawing, agency office practice, pub¬ 
lic speaking, accounting, home economics, advertising 
and printing, elementary shop mathematics, advanced 
shop mathematics, free-hand drawing, home hygiene 
and Spanish. 

President Patterson had the pleasure of presenting 
241 diplomas at the last commencement exercises. 
Among these were 66 girls who had completed the home 
economics and home hygiene courses. They served 
lunch at the close of the exercises. We see in this that 
the women in industry are not interested in replacing 
the men to the exclusion of preparation for labors at 
home. 

Brown & Campbell, one of the growing hardware 
concerns in California, have decided to increase their 
capital stock to $100,000. They are located at Hollis¬ 
ter, California. 

F. C. Moye has sold his hardware store in Boulder, 
Colorado, to J. H. Fiske and Arthur Lumsden, of 
Leadville, Colorado. Moye has been in the hardware 
business in Boulder for twenty years. 

Digitized by * L.ooQle 
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A. T! LLOYD SELLS MILLER FIXTURES 

A. T. Lloyd, of the Lloyd Sales Agency, Inc., has 
been appointed western sales manager for Edward 
Miller & Ca., of Meriden, Connecticut. The selection of 
Mr. Lloyd came as a result of the visit of General 
Sales Manager Michael Schwartz, of the Miller Co. 
On his tour he attended the National Electrical con¬ 
vention at Pasadena, California, and visited the trade 
throughout the west. 

A. T. Lloyd is known throughout the west by the 
buyers and the trade, especially as a leader along elec¬ 
trical lines. For several years he was manager of the 
Baker Smith Company, and only recently organized the 
Lloyd Sales Agency. 

Edward Miller & Co. have been established since 
1844 and have manufactured lighting fixtures for every 
class of power. Today they are putting on the market 
a high grade line, of electric lighting fixtures for the 
home with an entirely new selling plan for the dealer. 
Their fixtures are now being commercialized through 
an extensive advertising campaign. By confining their 
manufacture to only a few of the best designs they are 
producing high grade 'fixtures at prices which compete 
with inferior fixtures on the market. 

Their selling policy covers the sale of “Miller” fix¬ 
tures through the Miller dealer in each city who estab¬ 
lishes himself as their agent, and full co-operation will 
be given such dealers through the factory’s system of 
handling the present advertising campaign. All fix¬ 
tures are put up in individual shipping cartons, ready 
for the consumer, each being wired and completely 
assembled at the factory. This new method means 
that the dealer is relieved of estimating his assembling 
cost which has caused losses in the past. 

Edward Miller & Company have proven, within 
one year’s time in merchandising lighting fixtures 
under this new system, that the dealer can, at last, be 
satisfied with a profitable fixture business with in¬ 
creased volume. The Miller line of electric portables 


are merchandised through the jobber and dealers, the 
same as in the past. New types of electric floor stand¬ 
ards are also bein^ created by the company. 

Western sales office for Edward Miller & Co. will 
be in the Monadnock Building, San Francisco, where 
the Lloyd Sales Agency also has its headquarters and 
main offices. 


AN IRONING TABLE LIKE IRON 

Every wide-awake western merchant handling house¬ 
hold goods knows he must make an appeal to women 
buyers. Since practically every one or our readers is 
now in the market for the right sort of household goods 
and specialties just for the purpose of attracting wo¬ 
men, they will be interested in the announcement of 
the Rid-Jid open end, folding ironing table elsewhere 
in these pages. 

The resourcefulness of the manufacturers, the Rid- 
Jid Products Corporation of Waukegan, Illinois, have 
perfected this modern ironing table. Instead o{ resting 
over two chairs as the old fashioned ironing table did, 
the Rid-Jid is supported on diagonal braces. In fact, 
it has the benefit of four feet, but at the same time it 
has the open end which allows full use of the ironing 
table. It is possible for an adult to sit at the open 
end of the ironing table, perfectly safe and solid. 

Merchants who have handled the Rid-Jid Ironing 
Table can say truthfully that it fills a pressing need. 
The manufacturers, formerly the Oregon Woodenware 
Mfg. Company, will be pleased to send literature on 
request to any merchant, referring his order to the 
nearest distributor. 


The hardware department of the Marino Lumber 
Co., of Marino, Colorado, is setting a good example to 
other business houses and firms. The building is being 
painted from floor to roof, inside and out, and makes 
a great difference in the appearance of the place. 



s Combination Running Board Box 

Camp, Cook and Dining Table 


—It Takes the Rough oat of Camp Life 


For sale by Hardware and 
Sporting Goods Stores and 
Camp Equipment Houses. 


JOBBERS AND DEALERS 


ADDRESS 

JOHN E. HARDY 

PORTLAND, OREGON 


As a running board box, it measures 10V£xl0V£>x30 inches, and 
holds a complete Camp Cooking Outfit, a dining service and a gas 
stove. 

It is quickly convertible into a camp table, having two shelves 
and a top 26x30 inches. 

It eliminates the open campfire for cooking purposes and en¬ 
ables the person doing the cooking to stand upright and cook with 
case, and when the mral is prepared to partake of the same, com¬ 
fortably seated at a dining table. 

There’s no more stooping and squatting in awkward positions 
whilst cooking and eating and no more blinding smoke, dirt, flying 
sparks, blackened camp kettles or hunting for firewood if you use 
the Hardy Combination. 

It is truly the Camper’s Friend. 
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FEY™ HICKEY i 

i 

i 



“STICKS WHERE IT GRIPS” 


Bends Pipe Quickly 

No Kinking 
No Breaking 
No Flattening 

BULLEN & COMPANY 

Western Distributors 

1508 Claus Spreckels Bldg. 

San Francisco, California 


Write for price* 
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60% to 80% Profit For 
the Dealer Who Handles 
This Perfect,' Easy 
Working, Non • Sticky 
Wall Paper Cleaner. 


The Largest Seller 
on the 

World’s Market 
Today 


U S PATENT N”83 < ' 7,9 


some 


cleans^ 

^ALLPAPER 

AND 

Window shade 5 

Head r EADY MIXED jj5 

<^i s »RtN £ U rc co snou^L. 


Put Up in 14-os. Cans, 
Packed 3 Dozen Cans to 
Fiber Case. Also Packed 
in 20-oz. Cans and 10-lb. 
Pails. 


Can Be Ordered in 
Various 

Quantities to Suit 
Tour Needs 


The Fastest Selling Specialty for the Paint Dealer 

EACH CAN OF ABSORENE THAT LEAVES YOUR STORE 
WILL MAKE THE BUYER HAPPY—AND HE’LL PURCHASE MORE 

The dealer who handles ABsOkF.N F, has the support of an intensive na¬ 
tional advertising campaign to the consumer, educational in scope and 
continuous thruout 1919 and 1920. 

Our practical “dealer helps”—the sterling quality of the product—the 
convenient size of the package—the liberal profit, make ABSORENE the 
ideal seller for the paint man. 

LITHOGRAPHED SHOW CARDS PACKED IN EVERY CASE 

Write your jobber or direct to os for our liberal dealer proposition 

HRH, the TWIN SISTER TO ABSORENE 

Whenever you sell the housekeeper a cleaner that takes the drudgery out of housework— 
that does the work in half the time with only half the effort, and does it better—in short, 
whenever you sell HRH you gain a satisfied customer and make a friend. 

HRH, like A )!» KA : K requires only introductory selling effort on your part. It is 
extensively advertised and is known everywhere as the most effective cleaner on the 
market today. Live dealers everywhere sell HRH because it is a real profit maker and 
a real trade builder. 

Packed in cartons to retail at 10c. 3 dozen in a case 
In bulk, 300 lb. barrels and 100 lb. drams 
KEEPS ITS STRENGTH FOB YEARS 

Sold by Jobbers everywhere. Window Trims and other direct advertising for both on request 
If your jobber can’t supply you, we will, direct 

ABSORENE MFG. CO. 

ST. LOUIS, U. S. A. 


JDicjrtizecHD^ v^oogie 



















188 


HARDWARE WORLD 


GOVERNMENT ENDORSES AUTO STROP 
SAFETY RAZORS 

Expressive of the appreciation of the United States 
Government for the patriotic service of the Auto 
Strop Safety Razor Co. of New York, in furnishing 
supplies during the war, a handsome certificate of 
merit has been awarded to the company. This cer¬ 
tificate was presented by General Bullard in the As¬ 
sembly Room of the New York Chamber of Commerce 
last month. Accompanying the certificate was a 
beautifully worded letter from the war department, 
which mentioned the fact that the AutoStrop Safety 
Razor Co, had patriotically turned over its entire pro¬ 
duction to the Government during the war at the ex¬ 
pense of its civilian trade. 

This action of the company was appropriate and 
fitting. Service and satisfaction might be said to 
be the mottos of the company, and service in time of 
war meant service to the government. Service in 
time of peace has been converted by the company to 
mean service to the buyers and users of AutoStrop 
safety razors. The trade well knows this razor as the 
one which shaves, strops and cleans without detaching 
the blade. The company has always been noted for its 
clean cut dealing with the trade. 

SAVAGE BUYS STEVENS ARMS COMPANY 

The Savage Arms Corporation has purchased from 
the New England Westinghouse Co. the stock of the 
J. Stevens Arms Co., of Chicopee Falls, Massachusetts, 
and the two companies will be operated under one 
management hereafter. It is not contemplated at 
this time that any radical cnanges in policy or per¬ 
sonnel will be made, although of course further an¬ 
nouncement will be made when the merger is more 
complete. 

The Savage Arms Corporation believes that this 
consolidation of interests will result in more satis¬ 
factory relations with the trade, and it is only natural 
that two interests which do not in any way conflict 
can be operated more beneficially and more success¬ 
fully together than separately. 

The consolidation of the two lines makes available 
to the trade a far more complete line of arms than 
was ever offered by either one of the two manu¬ 
facturers. The Savage-Stevens line now embraces 
target pistols, automatic pistols, boys' rifles, target 
rifles, high power sporting rifles in both lever and 
bolt action and single and double barrel shotguns. It 
is claimed that the consolidation of the Savage and 
Stevens Companies makes them the largest producers 
of fire arms in the country, as far as the number of 
arms is concerned. 

Surely the last twelve months have been import¬ 
ant ones in the fire-arms and ammunition business, 
and the year 1920 will always be written large in fire¬ 
arm history. Although the consolidation of the Savage 
Stevens Companies is the last of several sensational 
developments, surely it is by no means the least, and 
it bids fair to be of advantage and benefit to the trade. 



ONEIDA PLATE A’FLYING IN AUSTRALIA 

To a representative of the Oneida Community, Lim¬ 
ited, manufacturers of Community Plate, goes the dis¬ 
tinction of being one of the first men to make a bus¬ 
iness trip by airplane in Australia. R. S. Hurlbut trav¬ 
eled by air from Melbourne to Geelong in a Sopwitu 
Gnu machine in 28 minutes. After transacting his 
business in Geelong, he returned to Melbourne the same 
way, making the trip in 35 minutes. 

Mr. Hurlbut ’g story of his experience is as follows: 

“It was necessary to make a business trip to Gee 
long, and as time was very limited, I arranged to ‘fly’ 
to Geelong. I motored out to the aviation grounds 
early, as it was necessary, on account of urgent business 
matters, to get back to Melbourne before lunch. I lost 
no time in getting aboard the machine, taking my port¬ 
folio of complete Community Plate samples with me. 
We left the grounds at 11 o’clock, arriving at Geelong 
(a distance of 45 miles) at 11:28 a. m. 

4 ‘ Soon after landing I took a motor into Geelong to 
visit the trade, and, after transacting business, motored 
back to the landing ground again and set out for the 
return trip to Melbourne. We ran into a very strong 
head wind, making it more difficult. The whole jour¬ 
ney—a matter of 90 miles—was a very delightful one. 
Airplane traveling is very comfortable and an easy 
means of transacting business quickly. I strongly rec¬ 
ommend it for everyone taking a similar business or 
even a pleasure trip.” 

REMINGTON WINS OLYMPIC TEST 

In the United States government test at Sea Girt, 
N. J., recently to determine the ammunition to be used 
by the American Rifle Team at the Olympic Games at 
Antwerp, Belgium, this summer. Remington .30 caliber 
Springfield 180 grain Palma Match ammunition won 
over all competitors with the finest record ever made 
in an official test at 600 yards. This is the same ammu¬ 
nition used in winning the Wimbledon Cup Match at 
1000 yards last year at the National Matches at Cald¬ 
well, N. J. 

The Broadway Hardware Co., of Denver, Colorado, 
have moved to a larger and better location at 68 and 
70 Broadway. 



California Stock Pattern 

We specialize in Stock and Ranch Knives for the Western trade. 

WESTERN STATES CUTLERY ft MFC. CO. 

Write for Sample* and Price* Mfgrs. of Cutlery and Cutlery Products BOULDER, COLO. 


POCKET KNIVES 
BUTCHER KNIVES 
PARING KNIVES 
RAZORS 
RAZOR STROPS 


SHEARS 
SCISSORS 
MANICURE GOODS 
FLASHLIGHTS 
FISHING TACKLE 
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NEW COMPANY MAKES NAPIER 
BAND SAWS 

A new company, headed by Fred T. Lee, formerly 
president of the Napier Saw Works, Inc.. Springfield, 
Maas., and Henry F. Blanchard, formerly treasurer and 
general manager, has been organized to take over only 
the band saw and band saw machine business of the 
last named company. The new company will be known 
as the Metal Saw & Machine Co., Inc., and will be lo¬ 
cated in the Springfield, Mass., plant heretofore occu¬ 
pied by the Napier Saw Works. 

Mr. Lee is president of the new company and Mr. 
Blanchard treasurer and general manager. They expect 
to employ 100 persons. This year’s schedule calls for 
the production of several hundred machines, but it is 
intended to turn out more than 2000 in 1921. The 
Metal Saw & Machine Co., Inc., will continue to manu¬ 
facture and market the fi Napier * 9 Metal-Cutting Ma¬ 
chine and “ Napier ” Metal Cutting Band Saws. 


E. W. KLEIN JOINS C. H. SCHIECK CO. 

We are pleased to announce to those merchants who 
handle Quick Meal Stoves or who are interested in 
handling them, that Ed W. Klein has joined the C. II. 
Schieck Co. Mr. Klein combines the enthusiasm of 
youth with an aptitude for the stove business, which 
comes to him by blood and by training. He is a son- 
in-law to C. H. Schieck, western manager for Quick Meal 
Stoves and Mr. Schieck’s long connection with the 
trade is carried on to his kinsman. 

Mr. Klein has spent the last two years at the Quick 
Meal Stove factory. He is qualified" as an expert and 
will be meeting the trade in the West from now on. He 
is sure to be welcome to the stove merchants through 
his own personality and because of his representation 
of modern heating and cooking appliances. 


LOCKING YOUR STABLE DOOR 

Wise people in the past have told the story of the 
man who locked his stable door after his horse had 
escaped. Although the stable doors in the country 
have diminished until the illustration is somewhat 
weakened, nevertheless putting a safe lock on the door 
before the house is entered still has its old force. Mer¬ 
chants throughout the territory are coming to recognize 
that C. M. Hatcher, inventor of the Hatcher Safety 
Lock, has made it possible for the ordinary houseowner 
to leave his goods in his house with the assurance that 
no burglar will enter through the front door, at least, 
during his absence. 

The Hatcher Safety Lock is manufactured by R. H. 
Marchant Company of Oakland, California, and distrib¬ 
uted by the Graf Sales Company, which has its head¬ 
quarters in the Hearst Building, San Francisco. The 
lock sells for only fifty cents and sells on sight. 

In principle, the Hatcher Safety Lock fits down 
over the door knob and keyhole and so prevents any 
breaking of the lock with a screw-driver or other tool. 


Armstrong-Hume Company are a new firm at Zions- 
ville, Indiana. They have purchased the stock of the 
Shrontz Hardware Company, and are adding to it. 


Wm. Hoffman and Willys A. Higgins are the new 
proprietors of the Hoffman hardware store, 1920 Mon¬ 
terey Avenue. Blue Island, Illinois. The stock will be 
increased and new fixtures will be installed to take 
care of the new stock. 


The McDonald Hardware Company has been incor- 
orated at Southwest City. Missouri, and will conduct 
oth a wholesale and retail business. The new organi¬ 
zation is capitalized at $25,000 and the principal stock 
holders are C. Harrington. W. J. Boke and L. P. Kem¬ 
per. They will deal in the line of hardware, automobile 
accessories, implements and household goods. 


KEES SKATES AND SCOOTERS 

If our readers can pronounce the headline above 
as fast as Kees’ customers do, they will show that 
there is much in a name. Since skates have been in¬ 
vented the word Kees has been identifed with them. 
There is not a boy or girl skater, who is not looking 
for * ‘Skate Keys,” and it should be an easy trick for 
the hardware man to turn these words around and put 
the words Kees Skates on every tongue in place of 
Skate Keys. 

New bulletin No. S-l of the F. D. Kees Mfg. *Co., 
Beatrice, Nebraska, covers the company’s ice skates, 
roller skates, and scooters completely. Of particular in¬ 
terest at this time are numbers 99 and 199 boys 
skate, and 102 girls. These are Brownie Extension 
Roller Skates. They are popular with the children 
because of their fast running ball bearing wheels, and 
rubber cushioned wheel trucks. 

From the parents’ point of view they are also 
safe for they can be perfectly adjusted, while at the 
same time they can not be taken apart or fall apart. 
Brownie wheels are pressed steel with solid, one-piece 
tread. The 16 hardened steel ball bearings in each 
wheel are carried in double races, running on a hard¬ 
ened steel cone. The w’heels are self-contained, that 
is, there are no loose parts to be lost. All numbers 
are nickel plated except the wheels, which are plain 
steel. The skates are made in different models for wo¬ 
men, girls and for men and boys. Each pair is packed 
in an individual carton. 12 pairs in a corrugated 
fibre case or 50 pairs in a wooden case, shipping 
weight is 5 pounds per pair. 

The Brownie Ball Bearing Scooters are a new 
edition to the Kees line. It has a strong 20-inch foot¬ 
board mounted on four ball bearing skate wheels 
carried on rubber cushion trucks, guided by a 24-inch 
handle conveniently placed. Painted bright red, and 
the color and play appeal of this practical toy will 
get the kiddies—leave it to them to drag their dads 
in to buy one. The enterprising merchant who dis¬ 
plays these scooters where the youngsters can see 
them, will find this is a toy that sells the year round. 
The scooters are packed one dozen in a corrugated 
fibre case, weight per dozen, 40 pounds. 


FULL QUICK MEAL STOVE STOCK 

The Quick Meal Stove Company, Division of the 
American Stove Company, is making a novel announce¬ 
ment in the pages of this issue of the Hardware 
World. C. H. Schieck, far western representative for 
the Quick Meal Stove Company, announces that he now 
has a large stock of Quick Meal Stoves for immediate 
delivery to the trade. It just happens that Mr. Schieck 
has had delayed delivery on several carloads of stoves 
that were long overdue and he is able to supply the 
trade. He will be pleased to send his catalog of oil 
stoves, as well as coal ranges, to anv dealer or distribu¬ 
tor on request, and all orders will be referred to the 
nearest distributors. 


NEW RICHARDS-WILCOX BRANCHES 

Within the last few weeks changes in location of 
Richards-Wilcox Manufacturing Company branches 
have taken place in three large cities. The new head¬ 
quarters are located as follows: 

Chicago—166-168 West Lake Street, J. V. Wise, 
Manager. 

Cleveland—457 Hippodrome Annex Burt Daugherty, 
Manager. 

Indianapolis—608-9 Occidental Bldg., C. E. White, 
Manager. 


The Menties Hardware Company, Ltd., of Chilli¬ 
wack, British Columbia, has been organized with an 
authorized capital of $25,000. 

Digitized by VjOOvLv. 
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\ SILVER SOUNDS FROM SILVER STEEL 
SAWS 

| Most everybody knows that Atkins Silver Steel 
[ Saws are highest in quality as regards material, temper 
\ and workmanship, but few know that wonderful music 
: can be played on them. This is being demonstrated in 
New York on the New Amsterdam Roof oy Sam Moore, 
i a musical prodigy of extraordinary ability, who is as- 
r tounding the New York populace by playing an Atkins 
; saw with a violin bow, accompanied by Mme. Anna 
; Marie De Milita (harpist). 

Mr. Moore started taking lessons from his father 
; on the violin and kept up his music by tinkering with 
* every conceivable thing that would make a tone. One 
j day he saw an old negro put a saw across his knees and 
; tap it gently with the handle of a file. Upon hearing 
f the clear, mellow tone, he purchased a new saw ana 
; began a course of self-instruction to play it, soon be- 
] coming proficient enough to keep the neighbors awake 
: at nignts. 

{ In playing the saw he first used a pencil with a 
J rubber tube on the end, but later discovered that a 
; violin bow drawn across the back of the saw while 
, bent back and forth, would make a tone unequalled by 
l any instrument. After spending years to develop this 
' novelty, Mr. Moore took it to New York and sold his 
\ services to Ziegfeld. Mr. Moore says he has examined 
’ thousands of saws but none of them are equal in tone 
;• to Atkins because Atkins Saws are quality clear 
; through. 

DID YOU GET 4 4 THE CAMPER’ ; ? 

Over six thousand copies of the Gold Medal Camp 
c Furniture Mfg. Company’s house organ, “The Camp- 
' er,’’ were mailed to merchants all over the United 
States last month, dealing in hardware, sporting goods, 
■ furniture, tents and awning. The trade, of course, 
needs no second convincing of the worth and value of 
_ the Gold Medal line, once they become acquainted with 
? it, but there are always new items in the line and new 
1 ideas to be gained from the company’s sales literature. 
Merchants who did not receive a recent nopy of “The 
Camper’’ or who are not on the Gold Medal Company’s 
mailing list, should communicate with the company 
direct at Racine, Wisconsin. 


COLEMAN LAMP RECOGNIZED BY 
UNDERWRITERS 

Of considerable significance to 
dealers, merchants and jobbers is 
the recognition given the Coleman 
Quick-Lite Lamps by the National 
Board of Underwriters. This or¬ 
ganization has placed the Quick- 
L i t e Lamps on its 1 * Permit¬ 
ted List. ’ 9 The Coleman Com¬ 
pany considers this significant 
recognition and the greatly in¬ 
creased business in Quick-Lites 
which dealers and jobbers are 
handling all over the country and 
their growing popularity for light¬ 
ing purposes as additional proof 
of their safety. 

Regarding the permit granted 
by the National Board of Under¬ 
writers, Chas. E. Parr, General 
Sales Manager of the Coleman Lamp Company, which 
has its main offices and factory at Wichita, Kansas, 
says: 

“It is interesting to note that larger and larger 
sales have been experienced by dealers in this line as 
the old prejudice against gasoline lighting has been 
dispelled. There never was much danger from the use 
of gasoline for lighting purposes. The only trouble has 
been its improper use by the careless or ignorant, in 
lamps never intended for the purpose. Continued use 
has now demonstrated the practicability and safety of 
gasoline lamps when properly made according to Na¬ 
tional Underwriters’ specifications. 

“We are glad to say that each year rinds gasoline 
lighting more and more in evidence. This is evident bv 
the hundreds of thousands of Quick-Lite Lamps which 
hardware merchants are placing in homes both in this 
country and abroad. The great number of Quick-Lites 
in use have demonstrated their capabilities and dealers 
report great satisfaction over sales results. 

ORDERS FOR HEEL PLATES BEING 
FILLED 

An unusual announcement for the present manufac¬ 
turer comes from The Star Heel Plate Co., Louis Sacks, 
Inc., Newark, N. J., that the company is filling orders 
for the well known Star Heel Plates promptly. The de¬ 
mand for Star Heel Plates has increased considerably, 
due to their superior quality, yet the makers are making 
prompt shipments and suggest that jobbers place their 
orders immediately covering their present and future 
requirements. The Star Heel Plate Co. will also be 
pleased to mail on request a copy of the latest catalog 
No. 14 and price list applying to same, illustrating lasts 
and stands, cobbler sets, shoe repairing tools, etc. 

Cox & Lough have purchased the business of Hanne- 
man Bros, at Magnolia, Iowa. 



The store of the Dunlap Hardware Company, at La 
Conner, Washington, was filled to overflowing one day 
towards the end of April, when the company held a 
demonstration of oil stoves, which has been advertised 
some time previously. 

“ANSONIA” NAIL CLIP 


Made by the mak¬ 
ers of the “Gem** 
Nail Clipper. 
Twelve in a box or 
IS on a display 
card. 


t 



Write 



H. C. COOK CO. - ANSONIA, CONNECTICUT j 
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INDOOR RIFLE CHAMPIONS OF 1920 

When it comes to proficiency in the use of the small 
bore rifle, the team representing the Quinnipiac Rifle 
and Revolver Club of New Haven, Conn., has demon¬ 
strated in the winning of the National Rifle Associa- 
. tion Indoor Gallery Championship Matches for 1920 
| that it is in a class by itself. Never in the history 
; of rifle shooting has such scores been recorded as were 
] credited to the Quinnipiac team this past winter. 

* In the ten matches the shooters scored 9991 x 10,000. 

* In six of the ten matches the team made perfect scores 

; —the five highest shooters comprising the team (ten 

; men shooting)—in one match, the seventh, nine of the 
' ten men made perfect scores and the tenth shooter 
i marked up 199 x 200, and in the ninth match every one 
' of the ten shooters scored a “ possible” 200, but better 

still, a composite target shows that the entire 200 shots 
can be covered by a five cent piece. 

: And then we get down to one of the individuals, A. 

A. Clouet, the captain. All this shooter did was to 
score 1999 x 2000, scoring 200 in each of nine matches 
and 199 x 200 in the other. The only fellow who can 
make a better score than Clouet is the lad who can go 
200 in every match. 

Quinnipiac has always had good shooters. They 
finished second to Denver in the Gallery championships 
last year, and this year went out with the idea of being 
in the front all the time. A glance at this score will 
1 readily show why they landed at the top and estab¬ 
lished new records for small bore shooting: 

First match, 999; second match, 997; Third match, 
: 997; fourth match, 1000; fifth match, 998; sixth match, 
1000; seventh match, 1000; eighth match, 1000; ninth 
match, 1000; tenth match, 1000. 

Being residents of New Haven, and having their 
range on Chapel Street in the center of that enterpris¬ 
ing town, the Quinnipiac shooters secured the loan of 
three of the .22 caliber bolt action box magazine rifles, 
’ which were made for the American International small 
bore team that defeated England for the Dewar trophy 
last August, through the courtesy of the Winchester 
Repeating Arms Company. “Precision * 9 ammunition, 
developed by the Winchester Co., was used throughout. 

Here is the individual score of each shooter: 

A. A. Clouet (Captain), 1999x2000; W. H. Richard, 
1996x2000; W. O. Breuler, 1996x2000; H. J. Gussman, 
1994x2000; Virgil Richard. 1989x2000; J. H J. Adams, 
1988x2000; P. E. Littlehale, 1987x2000; G. E. Wilcox, 
1981x2000; F. J. Haas, 1792x1800; W. B. Curtis, 1186x 
1200; A. Klocker, 800x800; H. A. Neilson, 195x200. 
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“PLEASED TO MEET YOU” 

“Why, yes, of course, come right in. I am glad 
to see you again.” This is a translation of what we 
suppose is said when our good friend, G. P. Wolfrom, 
representing Baker, Hamilton & Pacific Co., presents 
this business card in China. It is far easier for us 
to imagine the response to the card, than it is for us 
to translate the subject matter printed on the card 
itself. 

It is our general rule to approve every word pub¬ 
lished in our columns. We are at a disadvantage in 
this case, so that we have to take the chance that 
there is no offense. From our knowledge of Mr. Wolf¬ 
rom, and that of his principals, we can practically 
assure our readers that there is nothing improper con¬ 
tained in the message that the card conveys. 

Mr. Wolfrom left for the Orient June 8th, on the • 
liner Korea Maru. He will probably be absent from 
this country for two years, presenting the Stiletto line 
to the far eastern buyers. 


BUSINESS LIBRARY 

The organization of a business library has just been 
completed and the library established in the Oregon 
Building by Whitfield, Whitcomb & Co., Certified 
Public Accountants. 

While designed primarily for the use of the company 
and its clients, it has been opened to the firms and 
business men of the city. An experienced reference 
librarian is in charge and her services are available to 
those who wish to use the library. The library already 
has a fine collection of books and pamphlets and, also, 
an extensive file of technical magazines covering vari¬ 
ous industries. 

The books and magazines are indexed analytically. 
This method of indexing requires much more time than 
the method of indexing generally used in large libra¬ 
ries, but it has been proven to be practical in the tech¬ 
nical libraries. It makes the material more readily and 
quickly available and thereby adds much to the libra¬ 
ry’s value to the business man. 

It is planned to add new books and other material as 
the library becomes better known. The service is en¬ 
tirely gratis and the library is convenient bv reason of 
being located in the business district and in the same 
building as the Chamber of Commerce. It is believed 
that this new venture, which is thought to be the first 
of its kind in Portland, will prove a valuable asset to 
the business men of that city. 


The Western Hdwe. Co. recently opened a store at 
335 American Avenue, Long Beach. The capital stock 
of the new concern is $50,000, and H. L. Herring, J. R. 
Sowden, and J. H. Lehman, are the directors and in 
active management. 


F. W. Stein and T. F. Tally have purchased the 
interests of J. F. Lewis and his store at Camarillo, 
Ventura County, California. The new firm will carry 
a new and complete stock, and will be known as Stein 
& Tally. 


C. A. Richmond, well known in Mabton, Washington, 1 
purchased and has taken possession of the Sohn Hard- ■ 
ware Co., in that city. ■ 


“HARDWARE WORLD” GIVES COUNTRY¬ 
WIDE DISTRIBUTION 

We want to thank you for all your kindness 
and tell you that the advertisement in your ex¬ 
cellent Hardware World has brought me a 
great many inquiries, and I am sure much good 
will come of it. 

We have now jobbers from California to North 
and South Carolina and from Maine to New Mex¬ 
ico who are handlin^oufnijje. 

SAFETY INTERLOCKING STOVEPIPE CO. 




Cash and Carry in the Plumbing Business 


(By Harry Gale Nye) 


1 


T HERE are some people 
who say the plumbing 
business isn’t all that it 
is supposed to be—and they 
are right. For one thing, it 
is supposed to be spot cash. 

I suppose the only real, 
honest-to-goodness, blown- 
in the bottle spot cash busi¬ 
ness there ever was in the 
world is the stamp window 
of a postoffice. The cash 
and carry grocery may be another. In fact 
the cash you have to pay is a good deal larger 
than the groceries you have to carry. 

The plumbing business is kind of a cash and 
carry business, too. You make a cash price, 
and then have to carry the customer for three 
or four months. That is where the cash and 




carry part of it comes in. 

Every now and then a merchant announces 
that he is going to do a spot cash business. But 
then some perfectly good customer comes along, 
some fellow that you know is as good as wheat, 
and you make him a cash price; but, when the 
time for payment comes, he hasn’t quite as 
much in his pocket as the bill comes to, so he 
asks you to charge it and he will come in in a 
day or two. 

Then he loses your address, and he never 
can find that plumbing shop again, try as he 
will. In consequence you have a little account 
on your books that is earning 0 per cent. 

Or he has a bill you can’t change, or is 
going to want a few more things, or another 
little job done in a few days—anyway you fall 
for it. And, first thing you know, you find 
these ‘ 4 good” accounts are multiplying like 


guinea pigs. 


So you decide to collect up these good ac¬ 
counts and get them off your books. But you 
find that A is out of money just then, or B 
has sold and moved away or C swears he paid 
you when he got the goods or had the job done; 
and you never get the money, or, if you do, 
it’s a long, long trail. 

That is how we accumulate these bad good 
accounts. Accounts are a good deal like diseases. 
If a man gets the smallpox he rushes off to a 


doctor and does something about it and has it 
cured up—and that’s the way it is with a 
“bad” account. But if a man gets a cold he 
just lets it run along until he has pneumonia 
or something else. Likewise when a man gets 
a “good” account he lets it run along until it 
develops into financial pneumonia that, if he 
doesn’t watch out, will kill him in the end. 

So, if I had any advice to give, it would be 
to keep a close eye on your “good” accounts. 
The man whose credit is bad expects to be 
made to pay; but the “good” man knows he is 
perfectly good, and knows that you know he is 
perfectly good and so he doesn’t bother his 
head any more about it. He lets it run along— 
for it has been my observation that, if the 
creditor is willing to let an account “run 
along” the debtor is always equally willing to 
let it do so—and it slips his memory or at 
least loses its importance. There are so many 
things in these times that “have to be paid” 
that a man isn’t going to worry very much 
about the things that don’t. 

It is by this simple process that the good 
account becomes a bad one. It is’nt hard at 
all for a man who pays cash to become con¬ 
vinced that he did—and he is perfectly honest 
about it, if it Ls a small account. Why, he will 
tell you, he always pays cash, and he must have 
done it in this case. 

If you ask him for a receipt, he didn’t get 
one, didn’t think it was necessary. He gets to 
feeling like the boy at college who wrote to 
his dad: 

“Here I am in college and they are still 
making me take spelling. It makes me soar.” 

Likewise it makes the man who pays cash 
“soar” and the sorer he gets the higher he 
soars. You let him have a little credit in or¬ 
der to make a friend, and find that you have 
made an enemy. In his heart he is ready to 
accuse you of bad bookkeeping, or something 
worse. 

That is why I say watch your “good” ac¬ 
counts, for they are a fruitful source of trouble 
and may be lingering on your books long after 
the “bad” account has been paid or the “bad” 
creditor has moved to some other town to work 
some other plumber fordome other job. 
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The M. L. Kline Co. 

WHOLESALERS 

PLUMBING, HEATING. MILL 
and STEAM SUPPLIES 

EXCLUSIVE AGENTS FOB 

DURABLA PRODUCTS— 

Valve Discs 
Rod Packing 
Sheet Packing 
Union Gaskets 
High Pressure 
Gauge Glasses 

DURABLA denotes QUALITY 

SOLD ON A SERVICE BASIS 
84-86-87-89 Front St., Portland, Ore. 


Another Winner 

“Co Ho” Pipe Cleaner 



A flexible shaft with reinforced handle. Will go 
through a syphon iet closet or sink trap and re¬ 
move lint, hair ana grease or other matter which 
causes stoppage. 

Number Length Each 

6018 5 ^ ft. $3.00 

6019 11 ft. 6.00 

6020 25 ft. 9.00 

C. W. B. CORNELIUS CO., INC. 

Manufacturers of 

PLUMBING SPECIALTIES 

209-211 Tehama St., San Frandaco 




GAS or OIL or 5? 

WATER or STEAM 

is absolutely safe where J| 

Rhode Island 

UNIONS are in um 

The Bhode Island Union ia made of the best grade malleable iron with a tfejk 

specially constructed bronze seat which makes a tight joint, preventing ^ 

wasteful, destructive and dangerous leaks. ^ 

Approved by the Underwriters' Laboratory and tested in our factory to 
300 pounds pressure before being passed as perfect. 

The whole story is told in our booklet. Send for it. 

RHODE ISLAND FITTINGS CO., Hillsgrove, Rhode Island 
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PLUMBING COSTS WON’T DROP 

Plumbing and heating costs throughout the 
United States will not be reduced, although 
costs in other lines revert to normal, according 
to William J. Wooley of the trade extension 
bureau of the National Association of Master 
Plumbers, who was the chief speaker at the 
closing session of the Oregon Master Plumbers’ 
association at the recent Salem convention. 

“Heating and plumbing costs in Oregon are 
far below those in the eastern states and the 
master plumbers of this section are not receiv¬ 
ing the high prices they are entitled to. 

“Plumbers in the west and middle west who 
transact a business of less that $50,000 a year 
do not receive a profit corresponding to the 
importance of their business and the returns 
from other lines of industry. 

“It is up to the master plumbers to take 
steps to rectify this situation by devising means 
to raise these prices for service, so as to make 
them more equitable.” 

New Officers Elected 

Officers were elected as follows: Charles 
Fullman, president, Portland; F. M. Barr, vice- 
president, Salem; F. J. Rowe, secretary, Port¬ 
land, and Ernest Ruedy, treasurer, Portland. 

The plumbers and their wives were enter¬ 
tained at a banquet at the Elks Club. More 
than 150 delegates attended the sessions. 


WE WONDER 

When the workmen own the workshops 
And the railroad men own the rails, 
And the grocery clerk the groceries, 

And the mail clerks own the mails— 

When the preachers own the pulpit 
And the pressmen own the shops. 

And the drillers own the oil wells, 

And the jails are owned by cops— 

When conductors own the street cars, 
And each driver owns his bus, 

Will you tell us common people— 
Whatinell becomes of us? 


ANSWER 

(By A. C. Rulofson) 

Why, we the common people, 

Simply go to L dead broke. 

You may thing this sounds quit funny. 
But I assure you it’s no joke. 


QUICK WORK 

The wife of a Lansing, Mich., hardware 
merchant had just received an interesting bit 
of news and said to her little daughter, “Mar¬ 
jorie, dear, auntie has a new baby, and now 
mamma is baby’s aunt, papa is baby’s uncle, 
and you are her little cousin.” “Well,” said 
Marjorie, wonderingly, “wasn’t that arranged 
quick!” 


QUAINT RITES OF THE BATH 

Back in Bible times came the idea of a swim¬ 
ming pool, and in Solomon’s temple there was 
built the most wonderful one the world has 
known. It would hold 3000 bathers at one 
time and was used by the high priests. 

Bathing is for the Finn a rite for which the 
first building on his farm is erected. It has a 
main room with a huge fireplace and a smaller 
room leading off this. On tub day the stones 
which surround the fireplace are superheated, 
then raked out and immersed in many pails of 
water, which causes enough steam to envelope 
the whole family in their steam bath. 

Into the anteroom then they go one by one 
and are rinsed off with a pail of water, finally 
finishing the process with a vigorous roll in the 
snow. 

As the great oven in which the baking has 
been done is cooling, in crawls the Russian 
peasant and after a good sweating has his wife 
throw a pail of water over him, but his peculiar¬ 
ity is that he puts back on the same clothing 
and therefore is looked upon as not clean. Sat¬ 
urday is the day for his bath, since an immacu¬ 
late Sunday is a part of his creed. 

It was once customary in some parts of 
France for the whole family to use the same tub 
of water in succession, although for the guest 
there was a special arrangement whereby the 
tub was skimmed. 

One can rent a full bathing outfit from trav¬ 
eling vendors of the bath who heat the water 
while you wait and charge but a modest sum. 

Time is not much of a factor in the life of the 
West African Bantu, who prepares for his soak¬ 
ing by first digging a hole in the ground into 
which are placed seven herbs, peppers, seeds 
and bushes, and finally covered by boiling hot 
water. Then in jumps the Bantu, to steam and 
steam and steam for hours. A professional 
kneader then takes him in hand and after an 
hour he is considered really fit to be called 
clean. 

Public baths are characteristic of the Japa¬ 
nese, who bathe quietly and without any con¬ 
cern for those about. The attendant keeps the 
water at an even 110 degrees Fahrenheit. 

Great occasions call forth the concession of 
the Ainu whereby he will wash his face and 
hands. The man of the Thibet claims that the 
oil of the body gives him the needed warmth 
and will once in a while wash away the dust 
from his face and finger tips. 

People who live in hot climates naturally 
spend much time in the water, but do not use 
soap often. As for the Esquimau, he gets quite 
wet during the fishing season when he wades 
out for the nets, but his wife knows how water 
feels when she disentangles the nets for him. 


L. J. Carter has recently entered the plumbing and 
heating business with a shop of his own, at Emmett, 
Idaho. 
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The Stuff of Which the Pacific 
Organization is Made 

On Friday, May 28th, our big plant Number 2, at San Pablo, was 
completely destroyed by fire. 

The ruins cooled Saturday. Work of clearing away the debris was 
started Sunday. 

Construction of a new plant was well under way by the middle of 
the week. A terrific building-pace has been set and within a 
month from the date of the fire the new plant will be producing 
at the same capacity as the old one. 

In the meantime the other two Pacific plants are doing their 
utmost to meet the ever-growing demand for 



GENUINE 


ARMSTRONG STOCKS and DIES 




^MSTHONG MPf. 
BRIDGEPORT, CONN. 
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PIPE CUTTERS 
Malleable Iron Pipe Vises 

MANUFACTURED BT 

THE ARMSTRONG MFG. GO. 

270 Knowlton St. 

BRIDGEPORT, OOM3T. 

New Tork Office: 248 CrraI St. 



WATER SYSTEMS 

f FULLER 

JOHNSON 

ENGINES 

STAR 

HOOSIER 

PUMPS 

PAOIFIG PUMP A SUPPLY 00. 

853 Folsom Street 
San Francisco, California 

Sole Distributors 
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A THOUGHT FOR PLUMBERS 

You have your regular line of goods, of 
course; but you are also pushing some specialty. 
Everybody's doing that. It makes progress 
slowly, as all new things do, and you rake over 
your brains for some idea to push it along, to 
boast it, to make it better known and establish 
a demand. 

A business man was talking to me the other 
day, and he was a great believer in demonstra¬ 
tions. He thinks they are a mighty good thing 
for the manufacturer to pull off in the stores 
of his distributors, and for the merchant plumb¬ 
ers to extend to them a cordial welcome. 

Suppose, for instance, it is some article 
which performs some operation, like a spigot, 
a sprayer, an attachment to the heater, or some¬ 
thing of the sort. The traveling salesman could 
arrange to give demonstrations on Saturdays 
in the stores of the customers. Saturdays are 
poor days for a salesman to sell, because the 
retailers are busy that day; but would be the 
best days for demonstrations, because more 
people are in the stores. 

Suppose the show window on that day 
should be given up to the article to be demon¬ 
strated. It would be emphasized in every way 
possible. It would be displayed prominently 
on a stand, surrounded by cards, each stating 
some point of merit, and a large sign would 
state that it would be explained inside by an 
expert in its use. 

Inside, the salesman would have an assem¬ 
bled machine, and also the various parts. In 
his demonstration he would give a brief sketch 
of how each part was made, explain why iron 
was used here, steel there, brass in another 
place, and aluminum in still another. 

He would then explain what it will do, how 
it will work, what should be done to keep it in 
repair, how long it will last, and how easily 
repairs can be made. 

Just imagine what this talk and this demon¬ 
stration will do! It will not only advertise the 
article to the consumers of that town, but it 
will post the plumber and his clerks all about 
the merits of the thing; and they will absorb 
and retain the information a hundred times 
more deeply than if they had read the literature 
on the subject. 

They will also hear and see just how an 
expert salesman explains goods, interests peo¬ 
ple, and talks sales out of indifferent folks who 
had no intention whatever to buy. 

Another point of merit is that demonstrat¬ 
ing is not overdone. It is so seldom given that 
it is a distinct novelty and has all the fetching 
force possessed by any novel method. Adver¬ 
tising now is so much indulged in that extra¬ 
ordinary efforts must be exerted to make even 
the slightest dent on the hardened minds of the 
great public. 


WHAT THE “STRIKE-MAYOR” SAYS 

I want to impress this thought upon your 
minds. In your business, there are but three 
elements to success. First, well paid labor; 
second, equally well paid administration; third, 
equally well paid capital. 

Capital must receive a reasonable reward, or 
it sinks into hiding. 

Administrative heads must be well paid, or 
they lose interest, initiative and efficiency. 

Labor must be satisfied, must have good liv¬ 
ing conditions, and must receive the highest 
possible remuneration. 

The dark, noisome factories must be torn 
down and replaced by new buildings where the 
sunlight of heaven pours in on the workers, 
for their precious eyesight must be saved. 

His fingers, his legs, his life must be pro¬ 
tected from injury by every possible safety de¬ 
vice. His food and his housing conditions must 
be such that he comes to his toil whistling “My 
Country 'Tis of Thee; Sweet Land of Liberty.” 

His children must be well fed and clothed 
and well educated. An ignorant child is the 
most ignoble work of man. 

The workman must feel an interest in the 
success of the enterprise in which he is em¬ 
ployed. 

—Mayor Ole Hanson of Seattle. 


SUGGESTION FOR DRAINING A WATER 
HOLE 

TeU Tour Customers About This— It 
Will Help You Both 

We had always had considerable trouble 
caused by water backing up from a creek and 
settling in a hollow in one of our fields. This 
water seemed to be prevented from sinking 
into the soil by an underlying hardpan that 
would not permit the water to penetrate it. 
This in spite of the fact that there was a line 
of tile not more than twenty feet away from it. 

I had read of using dynamite to break up 
hardpan of that kind and thereby drain surface 
wet spots, so decided to try it myself. 

I drove a pointed bar down ab<>ut four feet, 
at which point I struck gravel. I loaded a 
pound of 20 per cent dynamite in the hole and 
tamped it in well, repeating this at four differ¬ 
ent places along the bottom of the hollow. 

As a result of this blasting, the water no 
longer stands on the surface, but reaches the 
tile without difficulty and is carried away by it. 

I am informed that this experiment will not 
work if the impervious soil is composed of one 
of the sticky clay types, unless the hole which 
is blasted out is immediately filled with gravel, 
cinders or broken stone to prevent the clay 
from consolidating again. 


Don't be afraid of your competitor— learn 
from him. If he is doing enough business to be 

dangerous he is worth studying. 
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MANUFACTURERS OF 

FAMOUS WHITE PYRALIN CLOSET SEATS^^ 
TANKS BATH ROOM CHAIRS STOOLS.MIRRORS FRAMES 
MEDICINE CABINETS.TOWEL BARS. ETC uyy 




Our New Plant. 20000 Sq Feet 


operated entirely by electricity THE ORIGINAL AND LARGEST MANUFACTURERS OF THIS LINE IN THE WORLD. 

nui.TunL.Mn09. 


HOME OF 

SNOW WHITE PYRALIN 

White Pyralin Bath Boom Fixtures bring universal 
satisfaction from customer and plumber. 

The spotless, snow-white appearance of Pyralin 

0 products pleases customers, draws trade and holds it. 

Satisfaction in a superior product brings the buyer 
back again and again. 

Pyralin products cost no more than the inferior, so 
insist upon the best—the Church quality. It pays you. 

Whenever genuine Pyralin Bath Boom Fixtures 
are installed it means repeat orders, more business, 
greater profits. 

THESE GOODS CAN BE OBTAIHBD FROM THB LEADING JOBBING HOUSES IN THE WB8T. INSIST ON THBM. 
If you cannot got thorn, addroM for Information W. E. GIL0HBI8T. Pacific Coaat BoproacntatlTa, Monadnoek Eliding; San 
Francisco. Oil. Thooc goods art sold by all tho loading Jobbing and supply heuaes. 



THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the beat universally 
used. It is the most satisfactory, most reliable plate made. 
All we ask is that you try it once—then compare it to any 
other plate you’ve used. We're sure you'll agree with us 
that thia No. 10 is the winner. 

The Beaton & Cadwell Mfg. Co. 

NEW BRITAIN, CONN. 

New York Office and Store, 234 Water St. Pacific Coast 
Representative, Wm. P. Horn A Company, Rialto Bldg., 
San Francisco; Dekum Bldg., Portland; Hollenbeck Bldg., 
Los Angeles. Middle Western Representative, Harry Ver 
beck. 129 No. Clark St., Chicago, Ill. Western Canadian 
Agents, A. E. Hinds A Co., Chamber of Commerce. Winni¬ 
peg, Manitoba, Southwestern Representative, J. R. Devereux, 
No. 358 Beaver Hall Square. Montreal, Quebec, Canada. 


Buy the Best 


S Every C. & L. Fire Pot and Torch 
is sold under the maker's guarantee 
and that means much to the purchaser. 
What is back of that guarantee T More 
than thirty years of experience and 
the expenditure of thousands of dollars 
and the determination to make the 
BEST Fire Pots and Torches on the 
American market, and WE HAVE. Let 
No. 32 Torch us prove it to you. Try the No. 82 
List Price, Torch and you will he satisfied. Job* 
EQ A8k ^for°° bers #u PPly at factory price. Send for 


CLAYTON & LAMBERT MFG. C0„ Detroit, Mich., U. S. A. 


TRY THE 


TURNER HOT BLAST 

Has* 


No. 80. $24.80 Hit. 


No. 36 

Gasoline Furnace 


This is admitted by 
copper workers, plumb¬ 
ers, and electricians to 
he the best all-around 
furnace that can he ob¬ 
tained. It is well made 
of heavy gauge seamless 
drawn steel, copper 
plated inside and out 
and finished with blue 
enamel. A furnace which 
will withstand the acid 
nsed in connection with 
plumbing and electrical 
work. Our catalog is free. 

THE TURNER BRASS WORKS 


SYCAMORE, ILLINOIS. U. 8. A. 
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The Rolling Plumber 

(By Frank Farrington) 


T HE man who made up that old proverb to 
the effect that a rolling stone gathers no 
moss gave us something that will never go 
out of fashion. There will always be enough of 
these rolling stone workers to keep the old 
adage in our minds. 

The here-today-and-gone-tomorrow sort of 
plumber or steamfitter never accumulates 
enough here today to have anything to take 
with him when he goes tomorrow to the job that 
looks at the distance to be better than this one. 

A rolling stone, if you let it roll its own 
way, will roll down hill, and a rolling, ram¬ 
bling plumber or worker in any line who keeps 
moving on will soon find that he is gradually 
moving down the grade, and if he keeps rolling 
long enough, he will roll down and out, and 
none of the money he has handled on the way 
will stick in his hands. 

You know the reputation of tramp printers. 
You know that, no matter how good a workman 
one of them may be, or how great the need for 
his services, when he once gets that roving 
habit fixed upon him it lasts him out, and he 
ends by becoming a mere tramp instead of a 
tramp printer. 

It would be the same with a plumber. The 
plumber and steamfitter is no exception to the 
same rules that govern workers in other lines. 
If he keeps moving on and on he moves inevit¬ 
ably into the tramp class. 

Of course, this inclination to keep changing 
jobs can be overcome at the outset, before it 
becomes a habit. It is nothing more than a 
habit formed perhaps with perfectly honest in¬ 
tentions of getting the best possible job. 

Ordinarily the tramp worker has started in 
by continually looking for some easier job. He 
has had a lazy streak in him that has made him 
hope to land in a job that would be his idea of 
a soft snap. He lacks the sense to know that 
there is no such thing as a soft snap for any 
man who wants to get ahead or who expects to 
make money. 

Every time a man yields to the temptation 
to roll along, to make unnecessary changes in 
his job for the sake of easier work, a position, 
where he thinks he can take it easy, he takes 
a step toward becoming a rolling stone, and 
each change makes the next one easier. You 
get the habit easily. 

The plumber or steamfitter who allows him¬ 
self to begin roving is going to find it easy to 
become a tramp worker, and I don’t care how 
good a mechanic he may be. A tramp is a 
tramp, whatever his line of work or whatever 
his ability in his trade. It never takes very 
long for the tramp worker to get to look like a 
real tramp. He cannot make enough money with 


his frequent changes and consequent loss of 
time to get to look like more than a tramp. 

No Boss Wants a Hover 


And the more a worker moves himself along, 
tlie more likely he is to be shoved along. When 
he applies for a position where his characteris¬ 
tics are known, he is turned down. The boss 
knows that it casts him money every time he 
makes a change in help, and he will not take 
on tramp help if he can help it. He doesn’t 
want that kind of employes. They upset the 
morale of the shop and make the rest of the men 
dissatisfied. 

The constantly changing worker never be¬ 
comes much interested in any place where he 
works. He never gets enthusiastic about his 
work. His affections are changed too often. 
He does not have time to become loyal to one 
outfit before he i ‘up and leaves.” 

The waste of time and money in the country 
due to changing workers, men shifting unne¬ 
cessarily from one job to another, is a great 
loss, and it has to be added to the cost of busi¬ 
ness operations, and in the end, of course, to 
our cost of living. New men do not do as 
good work until they get settled down into their 
jobs. They rarely earn all they are paid until 
some time after taking the new position. It is 
plain enough, then, that the business sustains 
a loss of considerable money from changes of 
help. A new man does not really pay the busi¬ 
ness a profit until he has become a part of the 
organization in spirit as well as merely being 
put on the pay-roll. A tramp worker is nothing 
more or less than a perambulating expense ac¬ 
count. 

The shifting worker does not, as a rule, 
change from one trade to another. He at least 
has the good sense to stick to his trade, but 
now and then we find the discontented sort of 
fellow who is always thinking that, while it is 
awfully hard work making a living in this 
trade, if he were only something else it would 
all be easy. This chap tries plumbing and he 
tries electrical work and garage jobs, and likely 
enough ends by becoming a blacksmith’s helper. 
He was in line to become an expert if he had 
stuck to his first trade, but every time he 
changed he lacked more of becoming efficient 
in the new work, until in the end he was little 
more than a day laborer. 


Some Even Shift Trades 

A good deal of this comes of listening to 
the tales of imaginative acquaintances who 
tell wonderful things about what they have 
heard of other lines of work. The fellow who 
tells the stories may have sense enough himself 
to stick where he is, but his weaker minded 
friend takes it all at its face value and shifts 


Digitized by 


.oogle 



HARDWARE WORLD—PLUMBING AND HEATING 


199 





aro. 10 otMi H" to 4 " 


Plates that Please 

OBDES NOW 
and be ready with a stock 
Increasing Demand for “B ft C” Styles 

Catalog on roqnaat 

THE BEATON ft COBBIN MFO. CO. 

Largest and Oldest Plate Company in the World. 

Paelfie Coast Representative 
W. ERWIN GILCHRIST 

081 Market 8t. 8an Franeioeo, Oal. 


YOU GET THE 8IMPT.EST AND BE8T 
COCK EVER MADE when YOU SPECIFY 


B. B. HIGH PRESSURE BALL COCK 


Has Only One 
Packing wlilc’.i 
Is Readily 
Removed 


They can be had for top supply, bot¬ 
tom supply, end supply, bottom suppl; 


either rough or nickel-plated nuts and 
tails, also that the tall piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and including 4-inch 
carried in stock. 

Ho Special Packing Required. Ground 
Joint Coupling, which la always tight. 
ITo hammering, Renewable Seat of Steam 
Metal, aro Singing or Whistling. Roller 
Bearing Rever on Cam, Reducing fric¬ 
tion to lowest amount. 

BOSTON BRASS COMPANY 

Bacon and Plimpton St., Waltham, Ms as. 


, - r T« OVER 1200 PHILADELPHIA PLUMBERS 

M ARB USING AND SPECIFYING 

t & T I SAVILL’S SWAN-NECK FAUCET 

|i JL. Full-stream flow in a fraction of a minute. 

5 *L Gentle half-turn either way operates. 

^ RS£Vir Tysww 'mb Protective Stop on handle. Saves pinching. 

Best red brass, 85% copper. Saves replacing. 

Long nozzle-outlet. Saves splashing. 

sold by Jobbers of pinmbin* sop- ™0HAS SAVILL’S SONS, Wallace isd Watts Sts^ PfcBaMpUa, Pa. 

P Ue ® Evorywhoro Send postal card for catalogue showing 23 styles. 




Revolving Cabinets 

PLUMBERS, Hardware Dealer*, Dealer* in Auto 
Supplies, find oar Cabinet# invaluable. By using onr 
Cabinets your stock is kept in good shape, clean, and 
where yon ean place your hand on any article instantly. 
They pay for their eost in saving of time. Made in 
various styles and size*. Sold by all jobbers. 

American Bolt & Screw Case Co. 

Dayton, Ohio 
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and finds that he is still expected to work for 
what he gets in the new field. 

If a force of men in the plumbing and heat¬ 
ing line are to make the business successful in 
a high degree, they must be something more 
than just so many men working on the same 
job. There needs to be teamwork, a pulling 
together, just as there has to be teamwork in 
baseball. Nine ball players, even if they are 
all stars, do not necessarily make a baseball 
team. You have seen it tried out. 

But take nine men who are fairly good 
players and work them together, play them in 
the same positions day after day and see that 
they learn each other’s peculiarities and learn 
to back up one another’s plays, and after a 
while you can take that bunch out and wipe up 
the earth with some all-star aggregation gath¬ 
ered together for the event. A baseball team 
or a working team will not achieve a high de¬ 
gree of efficiency unless they are kept working 
together until they feel the team spirit, the 
spirit of interest in the success of the business 
as a whole, rather than merely an interest in in¬ 
dividual pay envelopes. 

In the executive or in the selling end of the 
business it is particularly unfortunate to have 
to make frequent changes. Here teamwork is 
worth even more than in the mechanical part 
of the work, and changing salesmen frequently 
may easily reduce a business to a failure. The 
soundest business is the one that comprises an 
organization of men who have, for the most 
part, been the same individuals for years. 

Value in Same Faces 

Just in the matter of plumbing repairs cer¬ 
tain families know certain workmen who have 
been in their house before and they know they 
like their ways and much prefer having those 
same men back again rather than having new 
men they know nothing about. 

It is usually a money reason that serves as 
the main excuse for men making changes of 
job. If the reason is not directly a financial 
one, it is indirectly so. 

Tom White reports to the boss some morn¬ 
ing: “Mr. Jackson, the Central Plumbing & 
Heating Company will give me fifty cents a 
day more than I am getting from you, and I 
think I ought to go with them. You have 
treated me fine and I haven’t any kick coming, 
but of course, I want to get as good pay as 
I can.” 

“That’s all right,”Mr. Jackson replies,with¬ 
out getting excited. He has had this same sort 
of thing happen before. He does hate to lose 
White though, because he is a good mechanic. 

He goes on to say: “We don’t want to keep 
you if you think you can do better, but I wish 
you would think it over pretty carefully. We 
plan to give you more money the first of Janu¬ 
ary and, you know, we have some big contracts 
coming along, and we are going to want good 


men to boss them and there is a chance for you 
right here in our business that I doubt if you’ll 
find with the Central people. We have a fu¬ 
ture that discounts theirs three to one. 

“I know they are having trouble getting 
men, but I don’t want to knock them and I 
haven’t anything to say about the reasons for 
their offering higher wages than the going wage 
here. But it wouldn’t surprise me to know that 
they cannot pay such wages for long. Think it 
over carefully and maybe you will decide that 
it is best to stick with us. You can depend on 
our giving you a good deal.” 

Lured by Promises 

Well, Tom thinks it over, but he thinks 
there is some jealousy on Jackson’s part as far 
as the Central people are concerned, and that 
extra fifty cents a day looks pretty big. Also 
there is a girl waiting somewhere and that 
additional pay will help that much toward 
getting married. In the end White falls for 
the extra half-dollar and makes the change. 

Well, the Central Plumbing & Heating Com¬ 
pany is an old concern, too old in its methods of 
going after trade. After fighting difficult con¬ 
ditions with increasing expenses for a few 
months, it gives up and the business is closed 
out, and there is White looking for a job, with 
a young wife on his hands at that. 

He finds work, however, with the loss of 
only a week or two pay, though the new wages 
are less than he got from Jackson’s. He doesn’t 
feel satisfied and he looks on this new job as a 
sort of filler until he can find something that 
pays better. Finally he gets an offer from a con¬ 
cern he knows is somewhat shaky, and scaly in 
its methods. But the wages are high, and he 
thinks, “What’s the difference as long as I do 
my work and get my money 1” and he jumps 
again. This time he is getting more money 
than he ever got. It proves to be the top. 

There is no room to improve where he is, 
and pretty soon the concern tells him it cannot 
continue to pay him so much, and he finds his 
wages cut. White gets sore and tells the boss 
he doesn’t have to stay and take less money. 
So he goes, and he finds that looking for a job 
when you have a good one and looking for one 
when you have none are two different things. 

Moving Habit Contracted 

Of course, the rest of the story is a down¬ 
hill phase, and you can write it for yourself, 
but that man has moved until he has moved too 
many times, and he has a habit that stands in 
the way of his getting back where he once was 
unless he reforms. 

Men who shift around like that, even when 
they think they have good reasons, never get 
to be members of the firm. The men who are 
called into the office one day and given a 
chance for something bigger in the concern are 
men who put permanence and opportunity for 
advancement ahead of a few dollars immediate 
wage increase? 
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SCAIFE “Copper-Brazed” Garden Hose Valves 

TANKS Recognized Quality 


For Air, Gas and Liquids 



Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 


SEND FOB CATALOGUES 

WY. B. SCAIFE AND SONS CO. 

PITT8BUBGH, PA. 

38 South Dearborn St. Chicago, EL 


Which command repeat orders for yon 



Sizes Vfc" to 2%" inclusive. Both bent 
and straight Hose Spont. 

HAYS MFG. CO., Erie, Pa. 

W. Erwin Gilchrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 



Hr* th» DU Mis 
Plp« DIg Mikir to ThoM Who 
Know. 


Paper Pants in a 
Rain-Storm 


are just as good as a poor die on tough mate¬ 
rial or important work. 

They are no good in the best of weather— 
or a poor Die any time. 

Save time on the easy job, trouble on the 
hard one— 


You can do it in your shop only 
with good Dies— 



NTE, THE DIE UAH 

The Dye Tool & Machine Works 

106-128 No. Jefferson St 
Chicago, ILL 


LJ 


Myt Thin Bladt Cutter WhMl 
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The advantages are all with the man who 
stays long enough in a shop to become a part 
of the outfit in every way, and to win the re¬ 
spect of his employers. Of course, it would be 
foolish to say that a man should never make a 
change. There are times when the opportunity 
you are waiting for and looking for comes in 
some other organization, but there are several 
things to be considered before you jump. The 
immediate pay is only one of them. 


WELL TO REMEMBER THIS 

For the convenience of merchants who can¬ 
not change the habit of figuring gross profit 
percentages on the cost of the goods, we offer 
this table of equivalents. The percentage on 
selling price should always be in mind when 
comparing with expense percentage to ascer¬ 
tain net profit percentage. 


% Profit on % Profit on 

Cost Price Equals Selling Price 

20 . 16.66 

21 . \ 17.35 

22 .... 18.03 

23 . 18.70 

24 .. 19.35 

25 .... 20 

26 .... 20.63 

27 .. 21.26 

28 .... 21.88 

29 .... 22.48 

30 .. 23.07 

31 . 28.66 

32 . 24.24 

33 1-3 ... ;... .. 25 

34 . 25.37 

35 . 25.92 

36 ..... 26.47 

37 . .. 27 

38 . 27.54 

39 . 28.06 

40 ... 28.57 

41 . 29.08 

42 . 29.57 

43 . 30.07 

44 . 30.55 

45 . 31.03 

46 . 31.50 

47 . 31.97 

48 . 32.43 

49 . 32.88 

50 . 33 1-3 

52 . 34.21 

54 ... 35.06 


56 ... 35.90 

58 .. 36.71 

60 . 37.50 

62 . 38.28 

64 . 39.02 

68 . 40.46 

70 . 41.17 

75 . 42.86 

80 . 44.44 

85.. 45.94 

90 . 47.36 

95 . 48.71 

100 . 50 


Percentages other than those given can be 
closely approximately by reading between the 
lines. Thus 82 per cent in cost would be about 
45 per cent on selling price. 


“NO ARITHMETICER”—SAFETY 

“I am not much of a mathematician/' said 
Carelessness, “but I can add to your troubles, 
I can subtract from your earnings, I can multi¬ 
ply your aches and pains, I can divide your at¬ 
tention, I can take interest in your work and 
discount your chances for safety.'' 

Is it possible to increase each man's wel¬ 
fare by decreasing each man’s production? 

William Bigelow has acquired the interests of his 
former partner Arthur Estey in their plumbing business 
at Jerome, Arizona. 


The Hahn Plumbing Shop at Ellensburg, Washing¬ 
ton, has moved into part of the auarters of the Carr- 
Howard-Cram Co., of the same place. 

The Gem County Plumbing & Heating Co., has re¬ 
cently been established at Emmet, Idaho. L». J. Carter, 
an experienced plumber, is president of the company. 

The Glendale Plumbing Co. has been organized at 
Glendale, Arizona, with W. H. and Guy R. Sheets in 
charge. It was formerly operated by R. L. Puller, of 
the same place. 

The master plumbers at Helena, Montana, have re¬ 
cently entered into a new agreement with the journey¬ 
men covering the wage scale and working conditions 
for a year to come. 


C. A. Keeble has moved his plumbing shop at Gal¬ 
lup, New Mexico, into new quarters, and is now situ¬ 
ated so that he can take care of a larger stock and 
conveniently handle all of the needs of his customers. 
The new shop adjoins nis residence. 



COAL WILL BE SCARCE THIS WINTER 

Write Us for Prices and Discounts on 

GLEEWOOD GAS HEATERS 

You can sell our 3, 4 and 6 BURNER 
HEATERS profitably 

In our FLOOR FURNACE you will find 
a Friend-maker 

Stocks Complete Quick Deliveries 


FOSS & JONES, Manufacturers - PASADENA, CALIFORNIA 
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CANADA’S MEMORIAL WORKSHOPS 

The people of Canada have taken a most 
commendable and practical way of commemo¬ 
rating their countrymen who gave their lives 
for the Allied cause in the late world war and 


now as a nation and as individuals uselessly or 
wastefully. Why not divert part of it into 
some adaption of the Canadian plan and thus 
turn expenditure into noble and profitable in¬ 
vestment ? 


of showing their appreciation of the service 
rendered by survivors of the Canadian soldiers 
and sailors. “Memorial Shops” are being es¬ 
tablished for the training of disabled soldiers 
in order to bring them into the way of using 
gainfully such parts of their devoted bodies as 
the great struggle left to them. 

This is putting public money and private 
contributions to a high and eminently common 
sense purpose. The shops in themselves serve 
as well as anything material could in the way 


“Dear Teacher—Please excuse Mary for be¬ 
ing absent yesterday. She got caught in the 
rain and got wet in the A. M. and had a bad 
chill in the P. M.” 

The Soule Plumbing & Heating Company of Billings. 
Montana, has secured the services of J. M. Fleming oi 
Denver, Colorado, an expert plumbing and heating en¬ 
gineer. This is in line with the pohcv of the Soule 
Plumbing and Heating Company to render to its cus¬ 
tomers the very best service available. 


of monuments, properly inscribed, while they 
are continually active not only in reducing the 
cost of reconstruction, but in returning to use¬ 
fulness hundreds of young men who otherwise 
might be a burden to themselves and others. 

The intensely practical phase of this plan 
ought to make a strong appeal to Americans. 
We have had suggestions for national memo¬ 
rials to the men of our army and navy who 
served in the great war, all the way from impos¬ 
ing, but practically useless, piles of marble, to 
great public highways. Why not turn the cost 
of such memorials into workshops for the train¬ 
ing of our own incapacitated fighters? We are 
spending a tremendous amount of money just 


ALWAYS RELY 


“ALWAYS RELIABLE” 

Toicbts, Firiaces aid Braziers 

Don't accept an article which is said 
to be "just as good.” Insist on the 
genuine. 

If you have never UBed this make, 
just try it at your earliest conveni¬ 
ence and be convinced of its merits. 
Your nearest jobber can supply you 
at factory prices. 

Ask for our catalog illustrating our 
complete line. 

OTTO BERNZ CO., NEWARK, N. J. 



Patented 
No. 2 

Pump Furnace 
No. 1 

Bulb Furnace 



No. 1 Fire Pot List Price, Each, $27.20 
Ask for Discount 

Make Money 

If you are a mechanic and work for yourself 
or for someone else, your success depends upon 
pleasing the person who is actually paying the 
money for the work you are doing. A No. 1 Fire 
Pot enables the user to do more and better work 
than can be accomplished with any other make. 
Try it and you will be pleased and satisfied. 
Jobbers supply at factory price. Send for catalog. 

CLAYTON & LAMBERT MFO. CO. 

Detroit, Mich., U. 8. A. 


WE 

WELD 

ANYTHING 


“WE KNOW THE STOVE REPAIR BUSINESS” 

Stove and Furnace Repairs 


WE 

WELD 

ANYTHING 


AMWpn ^ • Ml I pAI 11 JE know your want • and can fill mail or* 

MYER 5- RUBENS W 

STOVE AND FURNACE REPAIR WORKS different Stoves , Ranges and Furnaces from Spo¬ 
kane . IS years experience fuling mail orders for 
We Furnish DUPUCATE ORDER BOOKS Free on Request Stove Repairs in Spokane. 

**We Know the Stove Repair Business” —— 


1009 W. First Ave., Spokane, Wash. 


iiVrD 6 DIIDmC STOVE AND FURNACE 

IVITEJf 9 i NUKSLPI9 repair works 
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Px "£he Utensil 
<y a yjfeTime 


IlFETIMf 

WARt 


“Lifetime” 
Trade Mark 
the Guarantee 
of Quality 


Manufactured 

at 

Oakland 


ALUMINUM PRODUCTS CO. OAKLAND, CALIFORNIA 


DEALERS!! 


Spokane Stove & Furnace Repair Works 

INCORPORATED 

SPOKANE, WASHINGTON 


Jobbers and Wholesalers 

OF 

Stove Repairs 

MANUFACTURERS OF 

ORIGINAL DIAMOND 
STOVE BREAKOFF 
REPAIRS BACKS 

Efficient Service : Superior Quality : We Solicit Your Inquiries 

“The Largest Stove Repair House in the Northwest ” 
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Retail Selling Prices 

The following are the present market retail selling prices of merchants in some of the large eities. At the 
A*equest of many merchants in smaller towns and cities who do not have the opportunity of checking up their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be aaded. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 25%, many merchants use these prices to save time in figuring their own. We will be glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION—Cartridges—Metallic 

Box. 

Semi-Smkls 


Blank Rim Fire Less Sink Smkls 

22 Short .$ .20 $ .. . 

32 Short.40 

Blank Center Fire— 

32 S A W.65 

38 8 A W.80 

38 Long Colt. 1.85 

44 W C F. 1.65 

Shot Rim Fire— 

22 Long .60 .70 

82 Long . 1.20 

Shot Center Fire— 

32 SAW. 1.10 

32 W C F. 1.45 

38 S A W. 1.30 

38 W C F. 1.65 

44 W C F. 1.65 1.90 

44 X L. 1.80 2.05 

44 Game Getter. 1.65 1.90 

Rim Fire, Ball— 

BB Caps. .40 

CB Caps.50 

22 8hort .30 .35 

22 Short HP.85 .40 

22 Long .40 .45 

22 Long HP.45 .55 

22 Long Rifle.40 .50 

22 Long Rifle HP.45 .55 

22 W R F.60 .65 

22 W R F, H P.65 .70 

22 Win Anto.65 

22 Win Auto, HP.70 

25 Short Stevens.70 ... 

25 Stevens.90 ... 

32 Short.70 

32 Long .80 ... 

38 Short. 1.10 

38 Ix>ng. 1.15 

41 Short . 1.10 

Center Fire Pistol—- 

22 Win 88 . 1.45 1.65 

25 Colts Auto . 1.60 

25 20 Single 8hot. 1.75 2.05 

25 20 Win . 1.55 1.80 

25 20 Win HV. 2.00 

7.63 MM-Mauaer. 2.40 

7 65 MM-Mauser. 2.40 

9 MM-Luger . 2.60 

32 Colts Auto. 1.70 

32 Colts Short. 1.10 1.20 

32 Colts Long . 1.25 1.85 

32 Colts Police Positive. 1.25 1.85 

32 8 A W. 1.10 1.20 

32 8 A W Long. 1.25 1.85 

32 20 Marlin. 1.55 / 1.90 

32 Winchester . 1.55 1.90 

32-20 Win HV. 2.00 

35 8 A W Auto. 1.75 

38 Colts Auto . 2.50 

38 Colts Short.1.85 1.50 


88 Colts Long . 1.40 1.60 

38 Colts Police Positive. 1.35 1.50 

38 S A W. 1.35 1.50 

38 8 A W Special. 1.60 1.75 

38 Winchester . 1.85 2.30 

41 Colts Short DA. 1.45 1.65 

41 Colts Long DA. 1.75 1.90 

44 Bull Dog. 1.50 

44 S A W Amer. 1.90 2.15 

44 S A W Rus. 1.90 2.15 

44 8 A W Special.2.15 2.30 

44 Webley . 1.65 

44 Winchester . 1.85 2.30 

45 Colts . 2.15 2.35 

45 Colts Auto. 2.85 

Center Fire Military and Sporting— 

22 Savage . 1.60 

250-3000 Savage. 1.75 

25-21 Stevens .2.80 

25-25 Stevens . 1.90 2.85 

25-35 Winchester. 1.40 

25-35 Short Rmnge. 1.40 

25-36 Marlin . 1.40 

25 Remington Rimless. 1.40 

6 MM U S N. 2.10 

7 MM Spanish Mauser. ... 2.10 

7.655 MM Bel Mauser. ... 2.10 

8 MM Mauser. 2.10 

9 MM Mauser. 2.30 

30-30 Winchester. 1.60 

30 Remington Rimless. 1.60 

80 Government Rimless. . . . 2.30 

303 Savage. 1.60 

32 Remington Rimlesa. 1.60 

82-40 Winchester. 1.20 1.35 

32-40 Winchester H V. 1.60 

32 Winchester Slf Ldg. 2.80 

32 Winchester Special. 1.60 

33 Winchester . 2.10 

35 Remington Rimlesa. 1.75 

35 Winchester . 2.30 

35 Winchester Slf Ldg. 2.90 

351 Winchester Slf Ldg. , . . 8.80 

38-55 Winchester Lead. . 1.45 1.75 

38-55 Winchester HV. 1.95 

38-56 Winchester . 1.45 1.75 

40-60 Marlin . 1.50 ... 

40-60 Winchester . 1.50 

40-65 Winchester . 1.50 1.75 

40-70 Winchester . 1.55 

40-72 Winchester . 1.55 1.80 

40-82 Winchester . 1.56 1.80 

401 Winchester Auto. 1.70 

405 Winchester. 2.50 

45-60 Winchester. 1.55 

45-70-405 Government... 1.55 1.80 

45-75 Winchester . 1.55 

45-90 Winchester. 1.65 1.80 

8HELL8, LOADED- 
MEDIUM GRADE. 


BULK—8MOKELES8. 

12 3 drs. x 1 o*., 24 grt. x 1 


oz., drop shot.$1.25 

8 drs. x 1 Vi oz., 24 grt, x 

1 Vi os. drop shot . 1.2 A 

8 V4 drs. x 1 Vi os., 26 gra. 

x 1 Vi os., drop shot.1.25 

3 Vi drs. x 1 Vi os. ( BB shot, 

drop shot . 1.85 

8 Vi drs. x Buck shot, drop 

shot . 1.85 

16 2% drs. x % os., 22 grs. x 

% os., drop shot. 1.16 

2V4 drs. x % os., BB shot, 

drop shot . 1.20 

20 2 V4 drs. x % os., 18 grs., x 

Vi os., drop shot. 1.15 

HIGH GRADE SMOKELESS— 

12 8 Vi drs. x 1 Vi os., 26 grs. x 

lVi os., chilled shot. 1.40 

8 Vi drs. x 1 Vi os., 28 grt. x 

1 Vi os., ehilled shot. 1.45 

16 2% drs. x Vi os., 22 grs. x 

Vi os., chilled shot. 1.80 

20 2^4 drs. x Vi os, ehilled 

shot . 1.25 


2 Vi drs. x Vi os, chilled shot 1.35 
Trap Loada— 

12 8 drs. x 1 Vi os, 7Vi ehilled 1.85 
8 Vi drs. x 1 Vi os., 7 Vi ehilled 1.40 
Black Powder—Loads— 

12 3 Vi drs. x 1 Vi ox., drop ehot 1.06 


Caps and Primers— 

Percussion .20 .... 

Musket Caps.25 .... 

Primers, 100 in box... .85 __ 

Primers, 250 in box... .80 .... 

Empty Paper Shells—Black pow.— 
12, 16, 20, Ga. per 100. ... 1.60 

10 Ga. per 100. 1.65 

MEDIUM GRADE SMOKELESS— 
12, 16, 20, 28 Ga. per 

100 . 1.80 

10 Ga. per 100. 2.10 

HIGH GRADE 8MOKELE8S— 

12, 16, 20, 28 Ga. 2.80 

10 Ga. per 100. 2.40 

Empty Brasa Shells— 

Best qual. 12, 16, 20 

28, Box 25. 2.75 

2nd Qual. 12, 16, 20 

28, box 25. 2.10 

Wnda— 

Cardboard, box 250. .20 

Black Edge, Reg, box 

250 .50 

Black Edge, Vi in., 125 

in box. .40 

Black Edge, Vi in., 250 

in box . .80 


ADZES (UNHANDLED)—Carpenter’s, warranted $3.50, aec- 
ond grade $3.50: Railroad, warranted $3.75, second {trade 

t 3.75; ah ip, warranted $4.00, second grade, $4.00; Lipped 
hip. warranted $5.00, second grnde $3.75. 


ALUMINUM WARE, CAST— 
Bottles, Hot Water— 


Universal . 8.50 

Oridd les— 

Size 7 . 4.25 

Size 8 . 4.H5 

Size 9 . 5.60 

Size 10 . 5.00 

Size 12 . 6.00 

Kettles. Berlin— 

2 Vi quarts. 7.00 

4 quarts. 8.25 

5 quarts.10.00 

6 quarts.11.00 

Kettles, Maslin— 

4 quarts. 6.50 

6 quarts. 7.00 

8 quarts. 9.75 

12 quarts.13.25 

Kettles, Tea— 

Size 6. 8.50 


Size 7. 9.50 

Size 8.10.00 

Pans. Lipped Sauce— 

2 quarts. 6.00 

3 quarts. 6.75 

4 quarts. 7.25 

Skillets— 

Size 6. 4.50 

Size 7. 4.75 

Size 8. 5.15 

Size 9. 6.00 

Spoons, Basting— 

15-inch .30 

Spoons. Mixing— 

18-inch, Slotted.30 

Waffle Mould*— 

Size 7, Low. 6.00 

Size 8, Low.6.50 

Size 7, Deep. 6 50 

Size 8, Deep. 7.25 


ANCHORS—Screw* per 100, 816. $4.15: V4. $6.25. 

Sebco, 8-16xV4 in. -% in. *1 in, $1.75 per hundred net; 
V&xtt in. •% in. *1 in., $1.96 per hundred net. 


ANVILS—Vulcan No. 2, 20-lb., $8.50; No. 3, 80 lb., $9.60; 
No. 4, 40-lb., $11.50; No. 5. 50-lb, $18 00.. No. 6, 60-lb., 
$14.50; No. 7, 70-lb, $16.00; No. 8, 80-lb, $17.50. Tren 
ton or Columbian—80 to 425 lba, 35c per lb.; 70 to 79 Ibe, 
35 Vie per lb.; 60 to 69 lbs, 86c lb.; 50 to 59 lbs, 87c lb. 
With Clip Horn 2c per lb. extra. 


ANTIMONY—Slab. 25c lb. 

APRONS—Carpenters—California Leg, $2.25; No. 12 Long 
Brown. $1.75: No. 2 Short Brown, 75c. 

AUGERS—Greenlee Carpenters’ Nut. No. 57. 


Size Vi % % % 1 1V4 

Each .$1.40 $1.40 $1.55 $1.90 $2.15 $2.75 

Size . 1 Vi 1% 2 2 Vi 3 

Each . 3.50 4.00 4.75 7.50 13.50 

16ths .8-10 11-12 13 14 15 16 

60 each . 1.65 1.80 1.95 1.95 2.20 2.20 

62 each . 2.00 2.15 2.35 2.35 2.60 2.60 

16ths . 17 18 19 20 21 22 

60 each . 2.40 2.40 2.70 2.70 3.00 3.00 

lOths . 23 24 25 26 27 28 

60 each . 3.45 3.45 4.05 4.05 4.80 4.80 

62 each . 4 15 4.15 4.85 4.85 5.75 5.75 

lOths . 29 30 31 32 

60 each . 5.70 5.70 6.75 6.75 

62 each . 6.85 6.85 8.10 8.10 


ASBESTOS— 

Mill board, 80c lb.; Cat, 85e lb. 


Paper, 30c lb.; Cut, 85c lb. 
Wicking. Vi -lb. ball*. 65c as eh. 
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retail SELLING PRICES—Continued. 


LAG KM AM SUED WAR! 


Biggins, Coffee 

0 . 1.20 

10 M.80 

Kettles, Tea 

30 . 1.15 

31 - - 50 

Pitchers, Molassss 

11 .85 


01 . 1.80 

25 .80 

40 . 1 35 


Pitchers, Water 

00 . 1.40 

40 .45 

50 . i 50 

34 . . 75 

010 . 1.60 

120 .60 

60 . 1 65 

35 90 


020 . 1.75 

Cups and Saucers 

70 . 1.85 



030 . 1.90 

80 . 2 15 

Pans, Milk 

Plates, Deep Pis 

89 . 40 

040 . 2.10 

400 . fiO 

90 . 2.50 

050 . 2.40 

Cuspidors 

10 . 70 

Ladles, Deep 

100 .40 

00 .80 

40 . 45 

Boilers, Coffee 

60 . 1.65 

11 . T 85 

Plates, Shallow Pis 

27 .80 

on 80 

110 .45 

15 - 40 

70 . 1.85 

an 1 00 

120 .50 

20 45 

28 .35 

80 . 2.25 

inn i 

101 .40 


29 .40 

90 . 2.75 


111 .45 


80 .45 

100 . 8.75 

9.sn t ftn 

121 .50 

50 . . . , 70 

Plates, Dinner 

19.40 

Boilers, Rios 

11 _ T . 1 RS 

ann . i 65 

Measures 

01 .40 

02 .45 

60 .... T T go 

Dippers, Cup 

80 95 

20 .45 

16 . 1.60 

100 . 1.05 

Pots, Firslsss Cooker 
1450 . 2.85 

18 . 1.75 


03 .55 

120 . 1.15 

20 . 2.00 

Dippers, Windsor 

110 . .50 

04 . T 75 

Pans, Convex Sauce 

02 .80 

1650 .. 8 DO 

22 . 2.25 

05 . 1 00 

1850 . 8.25 

$4 ..ISO 


Pots, Coffee 

2* .70 

8 .75 

26 . 8.00 

28 . 8.75 

112 .55 

114 .60 

11 Graduated ... .75 

03 .95 

04 . 1.10 

86 . 4.60 

Bowls, Wash 

26 SB 

isippera. Suds 

8 .60 

1 -2.00 

2 . 2.25 

06 .. 1.85 

5 .85 

15 . 1.00 

4.. 

8 . 9.50 


25 . 1.10 

$8 . . .60 

Dishes, Soap 

50 . 11 48 

4 .. 8.00 

012 2 40 

85 . 1.25 

80 T T 70 

Pails, Water 

Pans, Combination 
Sauce 

1 n 2 75 

45 . 1.85 

$9 , T ..SO 

60 . *46 

55 . 1.50 

84.95 

Fillers, Fruit Jar 

20 . 40 

112 . 2.00 

Pots, Tea 

00.75 

86 . 1.06 

114 . 2.25 

in t 8 ?5 

Buckets, Covered 

21 .60 

3i h .jo 

22.76 

28 .86 

Flasks, Coffee 

10 .76 

Funnels, Pieced 

22 .. 

02 .50 

Pans, Bed 

1 . 4.60 

Pans, Douohe 

2 . 8.00 

Pans, Bread 

11 50 

Pane, Lipped Sauce 

10 .40 

12 .45 

14.50 

01 .85 

0 .95 

10 . 1.05 

20 . 1.15 

30 . 1.25 

40 . 1.45 

24 . 1.05 


9fi . 1.25 

08 .55 


Pots, Straight Sauce 
018 . rtlt 1 95 

9ft . 1.50 

04.60 

12 .65 

20 ..70 

80 . 1.85 

05 ...80 

18 .80 

22 .80 

020 .. . 1 95 

82 . 2.25 

06 . 1.00 

Pans, Oaks 

Q.40 


022 . 1.50 

150 .75 

Kettles, Convex 

02 .80 

26 .. 1.00 

9 A 1 IK 

024 . 1.85 

250 .85 

10.45 

30 1 35 

026 . 9.25 

850 . 1.00 

08 .95 

AO 40 

Pans, Straight 8suoe 

150 .70 

028 . 8.00 

450 . 1.15 

04 . 1.10 

7n , 45 

030 . 8.25 

650 . 1.60 

05 . 1.25 

onn 55 

032 .. 8.75 

g50 .. 1.86 

06 . . . . , T , T T , , 1 86 

Pans, Corn Cake 

706 .80 

709 . 1.10 

712 . 1.25 

Pena, Muffin 

a i\ n *rn 

250 .85 

Pots, Soup Stock 

318 . 18.00 

32a mix 

1050 . 9.95 

1250 . 2.60 

08 . 1.65 

010 . 2.00 

012 . 2.35 

212 . 1.50 

350 . 1.00 

450 . 1.15 

650 . 1.50 

Pans, Stew 

3 .45 

Buckets, Dinner 

110 1.50 

336 . 18.00 

212 . . 6 50 

lit _ t T . 1.60 

214 . 1.85 

218 . T ft 75 

112 . 9.T6 

118 t-rr . 8.15 

218 . 2.15 

409 .95 

a to i in 

4 . 55 

224 . 11.00 

28ft. r r t . 1$ OO 

218 . 2.50 

5 .60 

CA4 t (Ml 

220 . 8.00 

414 ............ l.lv 

Pans, Deep Pudding 

CA ft K 

6 .70 

Roasters 

609 .. 2.25 

222 . 8.65 

16 .55 

Chambers 

l . 75 

Kettles, Lipped Preserv¬ 
ing 

14 . AO 

100 .40 

18 .60 

20.70 

22 .80 

lfiO . 4 75 

150 .45 

Skimmers, Flat 

in ok 

t 14 OB 

9nn 50 

2 t to 

16 . 65 

ann 55 

24 ... 90 

19 i.n 

8 . l!l 6 

Chamber Covers 

18 ... 60 

20 . 70 

400 . 60 

son . , ,70 

Pans, Oblong Stove 

04 .55 

Spoons, Basting 
in 95 

22 .80 

600 .80 

100 .65 

19 ., ttt1t , , 90 


24 .90 

26 . 1.00 

28 . 1.15 

80 . 1.85 

82 . 1.50 

86 . 2.00 

800 . 95 

200 . 70 

14 . 80 

1V60 . .45 

20 ... AO 

ao . .## 

Colanders 

1 . 76 

1000 . 1.05 

Pans, Dish 

15 . 2.25 

80 . 1.35 

300 . 1.00 

325 . 1.10 

350 . 1.25 

400 . 1.35 

16 . 85 

18 . 40 

Steamers 

7 175 

100 . 1.50 

iin i 7R 

425 . 1.50 

475 . 1.65 

8 . 1.90 

Stsspsrs, Tea 

a 7 a 

2 . $5 

40 . 3.00 

8 . 1.10 

50 . 4A0 

170 9 00 

550 . 2.10 

104 . 75 

Kettles, Milk 

71 . 75 

91 O 9 95 

Pans, Square Stove 

110 ... 95 

111 t 1 00 

8 . 80 

Tubs, Oval Toot 

A 1 IfC 

205 . 86 

300 _ . . . 8 50 

806 . 1.00 

72 . 95 

400 . 5.25 

407 . 05 

Cups 

8 (Mug) ••••••• .$0 

78 . 1.10 

74 . 1.85 

Pans, Rinsing 

08 . 1.25 

112 . 1.10 

1 .... fT . tTTT , 2 00 

113 . 1.25 

9 9 5ft 

Kettles, Tea 

71 . 76 

010 .. 1.35 

114 . 1.50 

9 8 00 

6 . 50 

014 ... 1.65 

116 . 1 65 

A 8 75 

8 . 26 

72 . 95 

017 . 1.85 

116 ,, T J A5 

Turners, Oaks 

19 26 

9 . 80 

73 . 1.10 

Pans, Lipped Try 

80 . 45 

lift . 9 00 

10 . SO 

74 . 1.35 

120. 9 25 

14 .. . .30 






Wicking, l ib. loU, $1.25. 

Cement, per sack, 97.25; per lb, 10c. 

62 each . 2.90 2.90 8.25 8.25 8.60 8.60 

AXES—Plumbs* Hunter’s handled, 12 ox., 81-85; 1 lb. $1.85; 
1% lb., $1.85. 

Boy Scout—Handled with sheath, $2.25; without sheath, 
$1.75; sheaths, 75c. 

Double Bit—Handled, $3.75; unhandled, $3.00. 

Single Bit—Handled, warranted, $3.50; second grade, 
$3.25. 


BAGS—WATER- 


K 

gallon. 

..100 

Faucet, 3% gallon.. 

.. 8.50 

1 

gallon.. 

_ 1.5C 

Faucet, 5 gallon. . .. 

.. 4.25 

2tt 

5 

gallon.. 

sallon. 

__ 2.00 

Filter, 6 gallon.... 

.. 5.25 


BABBITT—Frictionless, 55c lb.; Magnolia, 50c lb.; No. 4 
21c lb.; No. 2, 23c lb.; No. 1. 27c lb.; No. A (genuine). 


$1.20 per lb.; Challenge, $1.10 lb.; Special Motor, 90c lb.; 
Excelsior, 35c lb.; Acme, 85c lb.; XXXX Nickeled, $1.20 lb. 
BARS—Crow. Pinch Point No. 10, 18c lb.; Wedge No. 15. 
18c lb.; Lining No. 80, 18c lb.; Digging No. 580, 27o lb.; 
Tamping No. 25, 16e lb.; Claw No. 20, 18e lb. Ripping or 
Wrecking, Goose Neck No. 8657—% x 18, 55e each; Gooes 
Neck No. 8659, % x 24, 85c each: Goose Neck No. 8662, 
: 54x24, $1.00 each; Straight Chisel No. 14, %xl5, 95c. 
BATTERIES DRY CELL—Columbia, No. 6, 50e each; No. 6-R 
50c each; No. 16, $1.40 each. Red Devil or Red Label, No. 
6-D, 50c each. Hot Shot Multiple, No. 1562, $3.55 each; 
No. 1662, $4.25 each. Ever Ready, same price as Columbia. 
Red Seal same price as Columbia and Ever Ready. 

BELLS—Alarm—House, 90c each. Call, steel, iron base, 80c 
each; Call, bell metal, bronze base, $1.40; Gong, gold bronsed 
steel, 90c; Gong, polished bell metal, 5-inch, $?,25 each; 
6-inch, $3.25; 7-inch, $4.75; 8-inch, $6.25; 10-lnch, $11.50. 

Digitized by VjUUVIL 
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HARDWARE WORLD 


RETAIL BELLING PRICES—Continued* 


on, 85c; copper, 85c. 

,L8—Farm—(100 lb.), $16.00. 


Rotary door, bronse, 85c each; steel, 85o; 


$1.65; 1, $1.35; 2, $1.10; 


12-inch, $21.00. 
iron, 85c; 

BELLS—Fan 

BELLS—Kentucky Cow—No. 0, 

3, 85c; 4, 65c; 5, 60c; 6, 40c. 

BELLS—Electric—2*4-inch. Eclipse Iron Box, 90c each; 8-in. 

Nonpareil, $1.00. 

BELL STRAPS— 

Cow—1*4 lb., $1.00; 1% lb., $1.15; 1% lb., $1.35. 
BEVELS—Sliding T—No. 18, 6-in., $1.10; 8-in., $1.35; 10-in, 
$1.00. No. 25: 6-in., 75c; 8-in., 85c; 10-in., 90c; 12-in., 
“ ’ No. 1—-Odd Jobs, 


BI BBS—Compression— 


Min. 

%-in. %-in. 

1-in. 

Plain—Rough brass 


1.40 

1.85 2.50 


Finished brass 


. 1.65 

2.10 2.80 

5.00 

Nickel plated 


. 1.95 

2.40 3.15 

5.50 

Hose—Rough brass 


. 1.65 

2.10 2.70 

4.60 

Finished brass . . . 

. 1.90 

2.35 3.00 

5.60 

Nickel plated 


. 2.15 

2.60 3.35 


BIT8—Auger— 

16tha R.J. 

Irwin 

Irwin Car Common 

3.$ 

.90 

$ .60 

$1.25 

$ .80 

4. 

.75 

.50 

1.25 

.88 

5. 

.75 

.50 

1.25 

.80 

6. 

.75 

.50 

1.25 

.35 

7. 

.75 

.50 

1.25 

.85 

8. 

.75 

.55 

1.25 

.85 

9. 

.90 

.60 

1.85 

.40 

10. 

.90 

.65 

1.50 

.40 

11. 

1.10 

.75 

1.66 

.45 

12. 

1.10 

.75 

1.85 

.45 

13. 

1.25 

.85 

2.00 

.55 

14. 

1.25 

.90 

2.10 

.56 

15. 

1.40 

1.00 

2.26 

.65 

16 . 

1.40 

1.00 

2.50 

.70 

17. 

1.75 

1.25 

ee e e 

.75 

18. 

1.75 

1.25 

• e e • 

.80 

20. 

2.00 

1.85 

• • a e 

.85 

22. 

2.25 

1.50 

• e • • 

.95 

24. 

2.50 

1.60 

. . 

1.10 


Bita in sets, common, 6 bits, $8.00; 8 bits, $4.00; 18 bits, 
$6.50. R. J, 18 bits, $10.50. Irwin jpat., 18 bits, $8.00. 
Ship Auger Car Bits same prices as ship Augers. 

Expansive—Clarks’ small, $2.50; large, $3.50; Steers, 
small, $3.75; large, $4.75. 

Expansive Bit Cutters—Clark's No. 1, 45c; No. 2, 55c; 
No. 8, 75c; No. 4, 85c. Steers, No. 1, 75c; No.2, 80c; No. 
3, 85c; No. 4, 90c; No. 5, $1.25. 

BIT HOLDERS—Extension— 


12 

15 

18 

21 

24 


Millers Falls, No. 3- 


2.00 

2.15 

2.25 

2.35 

2.50 


1.75 

1.75 


Millers Falls, No. 

12 . 

15 . 

BLOCKS—Tackle- 
Steel— 

Single—Plain Bushed— 
81ze 

8-inch .85 

4-ineh . 1.00 

6-inch . 1.10 

6-inch . 1.80 

8-inch .2.50 

10-inch . 4.26 

Double—Plain Bushed— 

2-inch . 1.60 

4-Inch . 1.90 

6-inch .2.10 

6-inch . 2.40 

8-inch .4.85 

10-inch . 7.00 

Triple—Plain Bushed— 

8-inch .2.10 

4-inch . 2.60 

6-inch .2.76 

6-inch . 8.60 

8-inch . 6.50 

10-inch . 9.60 

Single—Roller Bushed— 

4-inch .2.25 

6-inch . 8.00 

8-inch . 5.25 

10-inch . 8.60 

Double—Roller Bushed— 

4-inch .4.60 

6-inch '. 6.60 

8-inch . 9.75 

10-inch .14.50 

Triple—Roller Bushed— 

4-inch . 6.25 

6-inch . 7.57 

8-inch .18.75 

Wood— 

6-inch . 8.50 

8-inch . 5.75 

10-inch . 8.50 

Triple—Roller Bushed— 

4-ineh . 8.76 

6-inch .4.26 

6-inch . 5.25 


18 

21 

24 

8 

12 

16 

18 

24 


Stanley, No. 1- 


1.90 

2.00 

2.35 

2.00 

2.15 

2.25 

2.35 


Steel— 

10-inch .19.60 

Snatch—Plain Bushed— 

6-inch . 4.50 

8-inch .6.75 

10-inch .10.00 

Snatch—Roller Bushed— 

6-inch . 7.50 

8-inch .10.75 

10-inch .16.00 

Wood— 

Single—Plain Bushed— 
Size Each 

8-inch .85 

4- inch . 1.00 

5- ineh . 1.10 

6- inch . 1.80 

8-inch . 2.25 

10-inch . 8.85 

Double—Plain Bushed— 
8-inch . 1.50 

4- inch . 1.90 

5- inch . 2.10 

6- inch . 2.40 

8*inch . 4.00 

10-inch . 6.25 

Single—Roller Bushed— 
8-inch . 1.80 

4- inch . 1.40 

5- inch . 1.50 

6- inch . 1.75 

8-inch . 8.15 

10-inch . 4.85 

Double—Roller Bushed— 

8-inch . 2.40 

4-inch . 2.75 

6-inch .2.86 

8-lnch . 8.50 

10-inch .11.00 

Snatch—Roller Bushed— 

6-inch . 4.75 

8-inch . 7.00 

10-inch .11.00 

12-inch .16.00 


WKRS—.With Tuyere Irons—No. 400 Ohampion, $87.60; 
No. 40, Lancaster, $25.00; Royal, $40.00. 

BLOWERS—Buffalo—No. 800 (with Tuyere irons), $85.00; 
No. 200 (with Tuyere irons), $24.00; No. 2E Variable 8peed, 
$44.00. 

BOARDS, IRONING— 

With Table—No. 2, Plain, $2.50 each; No. 10 Springer, 

60x15 in., no sleeve board, $5.00; No. 20 8pringer, 54x18 
in., no sleeve board, $4.75; No. 40 Springer 50x12, in., no 
sleeve board, $4.50. 

Without Table (skirt Boards)—4-foot, $1.00 each; 6-foot. 
$1.35; 5 *4 -foot, $1.50; 6-foot, $1.75. 

BOARDS, WASH—Brass, $1.25 each; Toy. Zinc, 25c; Single 
Zinc, 85c; Double Zinc, $1.15; Glass, $1.10; Blue EnameL 
$1.75; Single Zinc, 95c. 

BOLTS—Common Carriage— 


8-16 A *4 -in. 

5-16-in. 

tt-in. 

*4-in. 

8ize— 

Doz. 

100 

Doz. 

100 

Dos 

100 

Doz. 

100 

1*4. 

.20 

1.45 

.30 

2.00 

.40 

2.70 

.65 

4.45 

2 . 

.25 

1.55 

.30 

2.15 

.45 

2.90 

.75 

4.95 

2*4. 

.25 

1.70 

.35 

2.30 

.45 

3.15 

.80 

5.35 

3 . 

.30 

1.85 

.35 

2.50 

.50 

3.40 

.90 

5.80 

3*4. 

.30 

2.00 

.40 

2.70 

.55 

3.60 

.95 

6.25 

4 . 

.30 

2.15 

.45 

2.85 

.60 

8.85 

1.00 

6.75 

4%. 

.35 

2.30 

.45 

3.00 

.60 

4.05 

1.10 

7.25 

5 . 

.35 

2.45 

.45 

3.15 

.65 

4.30 

1.15 

7.65 

5*4. 

.40 

2.55 

.50 

3.30 

.70 

4.55 

1.20 

8.10 

6 . 

.40 

2.70 

.55 

3.55 

.75 

4.75 

1.80 

8.60 

6*4. 

.50 

8.30 

.65 

4.30 

.85 

5.75 

1.35 

9.10 

7 . 

.55 

3.45 

.70 

4.45 

.90 

6.00 

1.45 

9.55 

8 . 

.60 

3.80 

.75 

4.85 

1.00 

6.60 

1.55 

10.40 

9 . 

.. . 


.80 

5.30 

1.05 

7.10 

1.70 

11.40 

10 . 



.85 

5.50 

1.15 

7.60 

1.85 

12.25 

11 . 

.. . 

. ... 


.... 

1.20 

8.10 

2.00 

18.20 

12 . 

.. . 

. ... 

.... 

. ... 

1.30 

8.65 

2.10 

14.10 

BOLTS—Expansion 

—(See 

SHIELDS). 





B OLT8—Stove— 

6/81* 

8/16* 

*4" 

5/16* 

Sise— 


Dos. 100 Dos. 

100 Dos. 100 Dos. 100 

... 


. .10 

.50 

.10 

.60 




*4" ... 


. .10 

.50 

.10 

.50 

.10 .76 ... 


... 


. .10 

.50 

.10 

.60 

.10 .75 ... 




. .10 

.50 

.10 

.50 

.10 .75 .15 1.00 

... 


. .10 

.55 

.10 

.56 

.10 .80 .18 Lit 

1 * ... 


. .10 

.65 

.10 

.56 

.10 .80 .16 1.16 

nr ... 


. .10 

.60 

.10 

.60 

.16 .85 .15 1.S0 

••• 


. .10 

.65 

.10 

.65 

.16 .60 .16 1.86 

1%* ... 


. .10 

.70 

.10 

.70 

.16 .06 JO 1J0 

2 * ... 


. .10 

.75 

.10 

.75 

.15 1.00 JO L40 

2*4* ... 




.10 

.80 

.16 1.06 JO L46 

2*4* ... 




.15 

.85 

.15 1.10 J6 1.60 

8 * ... 




.15 

.90 

.20 1J0 J5 1.60 

3*4* ... 




.15 1.00 

JO 1.80 .80 1.80 

4 * . . . 




.15 1.16 

J5 1.46 .60 1.00 

Machine, Square Heed and 

Nut— 






*4- 

in. 

5-16-in. 

%-in. 

7-16-in. 

Size 

Doz. 

100 

Dos. 

100 

Dos 

100 

Dos. 

100 

1-1*4.... 

.30 

2.15 

.40 

2.55 

.45 

8.05 

.65 

4.20 

2 . 

. .35 

2.30 

.40 

2.70 

.50 

8.25 

.70 

4.50 

2*4. 

. .35 

2.35 

.45 

2.85 

.50 

3.45 

.75 

4.80 

3 . 

. .35 

2.45 

.45 

3.00 

.55 

8.70 

.75 

5.10 

3*4. 

. .40 

2.55 

.50 

8.20 

.60 

3.85 

.80 

5.40 

4 . 

. .40 

2.65 

.50 

3.30 

.60 

4.10 

.85 

5.70 

4*4. 

. .50 

3.30 

.60 

4.10 

.75 

5.05 

.90 

6.00 

5 . 

. .50 

3.40 

.65 

4.25 

.80 

5.30 

.95 

6.30 

5*4. 

. .55 

8.50 

.65 

4.45 

.85 

5.50 

1.00 

6.60 

6 . 

. .55 

3.65 

.70 

4.65 

.85 

5.75 

1.05 

6.90 

6*4. 

. .55 

3.75 

.75 

4.80 

.90 

6.00 

1.10 

7.20 

7 . 


.... 

.75 

5.00 

.95 

6.25 

1.15 

7.50 

8 . 



.80 

5.35 

1.00 

6.75 

1.20 

8.10 

9 . 



.85 

5.75 

1.10 

7.20 

1.30 

8.70 

10 . 



.90 

6.05 

1.15 

7.70 

1.40 

9.30 

11 . 



.95 

6.45 

1.20 

8.15 

1.50 

9.90 

12 . 


.... 

1.00 

6.75 

1.30 

8.60 

1.60 

10.50 




*4-In. 

%-in. 

%-in. 

Size— 



Dos. 

100 

Doz. 

100 

Doz. 

100 

1-1*4.... 



.80 

5.10 

1.20 

7.80 

1.70 

11.65 

2 . 



.85 

5.75 

1.25 

8.40 

1.85 

12.35 

2*4. 



.95 

6.35 

1.35 

8.90 

2.00 

13.20 

3 . 



1.00 

6.60 

1.45 

9.50 

2.10 

14.00 

3*4. 



1.05 

6.95 

1.50 

10.10 

2.25 

14.85 

4 . 



1.10 

7.35 

1.60 

10.65 

2.35 

15.70 

4*4. 



1.15 

7.70 

1.70 

11.25 

2.50 

16.60 

5 . 



1.20 

8.10 

1.75 

11.75 

2.60 

17.35 

5*4. 



1.30 

8.55 

1.85 

12.35 

2.70 

18.15 

6 . 



1.35 

8.90 

1.95 

12.90 

2.85 

19.00 

6*4. 



1.40 

9.30 

2.05 

13.50 

3.00 

19.80 

7 . 



1.45 

9.65 

2.10 

14.10 

3.10 

20.65 

8 . 



1.60 

10.50 

2.30 

15.20 

3.35 

22.25 

9 . 



1.70 

11.25 

2.45 

16.35 

3.60 

23.75 

10 . 



1.80 

12.00 

2.65 

17.50 

3.85 

25.55 

11 . 



1.90 

12.75 

2.85 

18.65 

4.10 

27 25 

12 . 



2.05 

13.50 

2.95 

19.75 

4.35 

28.90 

13 . 



2.15 

14.40 

3.15 

20.90 

4.60 

30.50 

14 . 



2.25 

15.15 

3.30 

22.05 

4.85 

32.20 

15 . 



2.40 

15.95 

3.50 

23.20 

5.10 

83.80 

16 . 



2.50 

16.75 

8.65 

24.45 

5.35 

35.50 

17 . 



2.65 

17.50 

3.85 

25.50 

5.55 

37.15 

18 . 



2.75 

18.25 

4.00 

26.60 

5.80 

88.75 

19 . 



2 85 

19.00 

4.15 

27.75 

6.05 

40.40 

20 . 



3.00 

19 85 

4 35 

28 90 

6 30 

42.10 

21 . 



8.10 

20.60 

4.50 

30.00 

6.55 

43.75 

22 . 



3.20) 

pi*@d 

4.70 

31.20 

6.80 

45.40 
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RETAIL SELLING PRICES—Continued. 


23 3.35 22.20 4.85 32.30 7.05 47.00 

24 3.45 23.00 5.00 33.45 7.30 48.70 

25 3.55 23.75 5.20 34.55 7.55 50.30 

26 3.70 24.50 5.35 35.75 7.80 52.00 

27 3.80 25.30 5.55 36.90 8.05 53.00 

28 3.90 26.10 5.70 38.00 8.30 55.26 

29 3.95 20.85 5.85 39.15 8 55 57.00 

30 4.00 27.65 6.00 40.30 8.80 68.50 


BOLTS—Barrel— 


Extra Heavy Wrought 
Steel, Japanned— 


4- inch .20 

5- inch .25 

6- inch .30 

8-inch .60 

Cast Iron, Japanned— 

3- inch .15 

4- »nch .15 

5- inch .20 

6- inch .25 

8-inch .40 

CHAIN— 

Caat Iron, Japanned— 

6 inch .50 

8-inch .6° 

10-inch .85 

Cast Iron, Amber or 
Bronzed— 

4-inch .45 

6-inch .60 

8-inch .75 


FLUSH. Angle—All Finishes, 


Cast Bronze— 

2 inch .40 

31-inch .50 

4 inch .55 

6-inch .70 

LEVKR—Cast Bronze, All 

Finishes— 

3 Vi-inch . 1.10 

5-inch . 1.25 

T-HEAD—Wrought Bronze, 

All Finishes— 

3 inch .35 

4 inch .40 

5- inch .45 

6- inch .50 

Cast Bronze, All Finishes— 

3- inch .50 

4- inch .55 

5 inch .70 

FOOT— 

Caat Iron, Japanned— 

6-inch .45 

8 inch .55 


Caat Iron, Ant. Copper 
or Dull Brass— 

4 inch .75 

6-inch . 1.00 

8-inch . 1.25 

CUPBOARD, Japanned— 

8-inch .55 

6-inch .75 

■ 10-inch . 1.75 

Cupboard, Other Finishes— 

3-inch .75 

6-ihch . 1.00 

BOLTS—Toggle—(See Toggle J 


10-inch .85 

Amber or Bronzed— 

6-inch .55 

8-inch .75 

Other Finishes— 

4-incli .75 

6-inch .95 

8-inch . 1.10 

Foot Wrought Steel—Cup- 
hoard, Japanned— 

3-inch .65 

6 inch . 1.00 

10-incli . 2,25 

»lts). 


BOTTLES—Vacuum— 

Thermos— 

10 .. 2.35 

10Q . 8.75 

11 . 3.00 

HQ . 5.00 

14 . 3.50 

14Q 5.50 

15V* 3.75 

15 . 4.00 

150 . 6.00 

6 . 4.50 

6Q . 6 50 

Universal— 

21 . 2.75 

22 . 4.50 

61 . 2.50 

62 . 4.00 

71 . 8 50 

72 . 5.00 

91 . 4.00 

92 . 6.00 

81 . 4.50 

82 . 6.50 

692 . 7.25 

Ferrostat— 

504R .10.00 

505R 2-qt.14.60 

505N .14.50 


FILLERS—Thermos and Uni¬ 
versal— 

V* Pint . 1-75 

1 Pint . 2.00 

1 Quart . 3.25 

LUNCH KITS— 

Thermos— 

392 and 396. 4.00 

393 and 397. 4.25 

394 and 398. 5.00 

Universal— 

310 . 4.00 

410 4.35 

420 4.85 

320 4.50 

4070 5.75 

3070 3.75 

Thermos—Food Jars. Fillers 

600 . 4.25 2.25 

601 . 5.75 2.50 

602 . 7.50 3.75 

Thermos— Jugs. Fillers 

556 . 8.25 8.60 

557 . 8.50 4.75 

Thermos—Cases— 

104 6.50 

104Q . 9.50 

114 .10.00 

114Q . 15.00 

130 . 10.00 

130Q . 15.00 


BOXES—Mitre— 
Goodell— 

265 26x4. 

385 25x5 _ 

806 30x5 . . . . 
Stanley— 

50 V* . 

246 . 

358 . 

460 . 

Acme— 

72 . 


Each 

24.00 

25.50 
27.00 

12 25 

26.50 
30.00 

36.50 

22.50 


78 

74 

76 

72 

73 

74 

75 


. 21.50 

. 26.00 

. 24.00 

New Langdon Imp— 

. 23.00 

. 24.00 

. 25.50 

. 27.00 


8tearn’s Perfection— 


20 


4.75 


BRACES— 

P. S. & W., No. 508, $1.35 each; 510, $1.40; 3308, $2.50; 
3310, $2.75; 3708, $3.75; 3710, $3.85: 3712. $4.00; 

4608, $4.50; 4610, $4.75; 4612, $5.00; 5008, $5.25; 5010, 
$5.75; 5012, $6.00; 5014, $6.25; 7008, $5.75; 7010, $6.00; 
7012, $6.25; 8208, $7.75; 8210, $8.00, 8212, $8.25. 

Stanley Ratchet, No. 921, 8-inch, $6.25; 10-inch, $6.50; 12- 
inch, $6.75; 14-inch, $7.00. 


Stanley Corner, No. 992, 8-inch, $9.00; 10-inch, $10.00. 
No. 982, $5.75. 

BOXES—Mail—Apartment— Standard style, $5.00 each; with 
mouthpiece and electric push button, $5.25. 

House—Cast Iron, 6x12, $1.25; Steel, 12x5 Vi x2 in., 

$2.75; Copper Finished, 10x5x2 in., $4.00; Sheet Metal, 
1x4x10 in , 30c; Sheet Steel. 11x5x2 in., $2.25. 

Rural Delivery—Standardized, 18V*x6V4x7V4 in., $2.10; 
Standardized, 23V*xllxl4 in., $4.25. 

BRACKETS—8helf— 


Japanned— 

8x 4 . 

Pair 
... .25 

Copper, 
8x 4 

Braaa, Nickel—Pair 
.40 


... SO 

.50 

5x 7 . 

. . 40 

5x 7 

. 70 

6x 8 . 

a . . .45 

6x 8 

.90 

7x 9 . 

... .50 

7x 9 

.95 

8x10 . 

. . . .60 

8x10 

. 1.00 

10x12 . 

... 75 

10x12 

. 1.30 

12x14 . 

... 1.26 

12x14 



BRADS—Wire— Bulk per lb. Vfc -lb. pkgs. V4 lb. pkgs 

V4 and % -inch.30 .25 .15 

V4 to 1 V* -inch.25 .20 .16 

1V4 to 2-inch.20 .20 .15 


BRASS—Sheet—8oft, per lb„ 70c; Half Hard, 76c; Sign, 75c; 
Spring, $1.06. 

BREAD AND CAKE MAKERS—Universal—No. 2, $2.75 each; 
No. 4, $3.50 each; No. 8, $4.00 each; No. 44, $3.25 eaeh. 

BRIGHT WIRE GOODS—See Hooka and Eyes. 


BROOMS—Houae or Parlor— 

Finest selected, 16-15 in., $1.50 each; aecond grade, 14V* 
in., $1.35; third grade, 14 in., $1.10; common, 85c; Ware- 
houae, $1.25; Railroad or Smelter, $1.25; Switch, amall 65c, 


large, 90c; Toy or Hearth, 1 
Puah or 


Basaine, 14-in. 1.25 

Baaaine, 16-in. 1.50 

Steel Wire, 12-in. 1.00 

Steel Wire, 18-in.1.60 

BRUSHES— 

CASTING— 

Round .80 

Oblong.60 

Counter— 

Duating, com.90 

Extra quality .1.20 

White briatlea.1.75 

FLOOR— 

Fibre, 12 inch. 1.50 

Fibre, 16-inch. 1.90 

Hair, 12-inch . 2.10 

Hair, 16-inch . 2.65 

Mixed, 12 inch . 1.75 

Mixed, 16-inch . 2.00 

Bristles, 14-inch. 5.00 

Bristles, 18 inch. 6.25 

Garage— 

Fibre, 16-inch.2.00 

Fibre, 18 inch.2.25 

Fibre, 20-inch. 2.50 


sew, 80c; 2 sew, 40c. 

Street 

Rattan, 6 rows, 12-in. 1.5o 
Rattan, 6 rows, 14 in. 1.60 
Rattan, 6 rows, 16 in. 1.75 
Rattan, 8 rows, 14 in. 1.25 


Fibre, 24-inch. 8.25 

Gear— 

Handles.65 

Hand or Nail.10 

Horse- 

Rice Knot, 12 V* lb... .85 

Rice Root, 13 lb. 1.15 

Palmyra Fibre, 12V4 

lb.65 

Palmyra Fibre. 13 lb.. 85 

Mixed Fibre, 13 lb.90 

Ox Fibre, 3**x9 in.. .75 
Ox Fibre, 4‘ixllV* in. .85 
Kalsoraiue— 

7-in., single. 2.40 

8x7 V* in blocks.6.75 

Marking—(Round) — 

White bristles— 

H % in.10 

1-1V4 in.15 


Paint—(Chinese bristles) — 


Grade. 1 2 3 4 5 

2 V* inch.30 ... .65 

3 inch .40 .55 .85 1.60 

3 V* inch.55 .75 1.05 2.25 2.75 

4-inch.70 1.00 1.55 2.75 3.50 

4 V* inch. 1.50 _ 3.50 4.00 


Roofing—Knotted— Brash only, %-in. . . 

8 knots 14-lb.2.00 Brush only lV4-in... 

4 knots, 18 lb.2.50 Combination . 

Sash—Chisel Point— Extra bristles.. . . . 

HxlH in.*0 B«»* »* >n. bnstlaa 

.^oTFibr.. 

ito .an Split Bamboo. 

„ m . 40 Shaving—Rubber Set- 

Scrub— . „ tv Ebonized handle_ 

Gray Tampico, 7-lb . .30 Boxwood, small_ 

S ra v; Tampico, 9-lb.. .40 Boxwood, medium. . . 

Ox Fibre, 6-lb.35 Boxwood, large. 

Ox Fibre, 8-lb ..45 White Bon6t gmall . # , 

Ox Fibre, 11-lb...... .50 White Bone, medium 

S.£! te Tampico, 4-lb. .25 Octagon Bone. 

Tampico, 6-lb. .35 Octag. Bone, polished 

White Tampico, 8 1b. ,4o Stencil_ 

W r hite Tampico, 11-lb. 45 lV**in IV*-lb 

Shoe— 1V4 -in*.; 8 % -lb.* *. *. ’.! ! 

Dauber, wood.20 1%-in., 5-lb. 

Dauber, iron.... Q %-in.. 6-lb[ e 


.35 

.75 

.35 

.50 

.85 


.55 

1.00 

1.10 

1.35 

1.00 

1.25 

2.00 

4.00 

.25 

.35 

.45 

.55 
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BRU8HX13—Continued— 

Window— Squeezes, 10-in.80 

Gray fibra.75 Squeeges, 12-in.85 

Black horsehair.90 Squeegts, 14-in.40 

Pope’s Eye. 1.15 Squeeges, 16-in.50 

BUCKETS—(See Galv. Ware)— 

BURNERS—Lamp—%-inch wick, 10c each; 1-inch, 15c; 1%- 
inch, 30c. 

Lantern—For Cold Blast, %-inch wick, 10c each* 1-inch, 
15c; For Kerosene, %-inch, 10c; 1-inch, 15c; Lard, Sperm 
and 8ig. Oil, %-inch, 10c; 1-inch, 15c. 

Rubbish—No. 1, 20-inch Steel, 89.00 each; No. 8, 80- 
inch Steel, $15.00. 

BUTTS—(See Hinges) — 

CALKS—Boot—Screw, all sixes, box of 50, 75c; Drive, all 
sizes, box of 100, 85c; Tote, blunt, side, heel or country 
pattern, 15c lb. 

CANT HOOKS— Maple Hdl. Hickory Hdl. 

2%x4% . 3.00 3.65 

2%x4% . 3.25 3.75 

CAPS—Roofing. Per lb., 10c. 

CARBORUNDUM—Grain, par lb., balk, 50c. 



CARRIERS—Timber—No. 425, 4-ft. maple, $3.75. 

CARRIERS—Hay—Using Manila rope for steel, wood, cable 
track, $12.00 each; using wire cable or inanila rope for steel, 
wood, cable track, $15.75; Sling, $22.00; Steel Hay Carrier 
Track, 35c foot; Steel Hay Carrier Hanging Hooks, 25c 
each; Rufter Brackets, 15c. 


CATCHERS—GRASS—No. 9, all duck, $2.25; 10G, Galr. Bot¬ 
tom, $2.35; 11 all duck, $2.75; 12G Galv. Bottom, $2.75; 
RR1, $1.00; Eureka, 85c; 16G, $1.65; 5G, $2.00. 


CESSPOOLS—BELL— 


Hinge. 

Loose. 

2-inch 6x6 Bell. 

... 


1.15 

3-inch 9x9 Bell. 



1.80 

4-inch 13x18 Bell. 

CHAINS—Tire. 



8.75 

Size 

Pair 



Tire—Weeds 


4%x33 . 

. 7.25 

3 x30 . 

4.50 

4%x34 .. 

. 7.50 

3%x30 . 

5.00 

4%x35 . 

. 8.00 

3 % x32 . 

5.50 

4%x36 . 

. 8.00 

4 x31 . 

. 6.00 

4%x37 . 

. 8.75 

4 x32 . 

6.00 

5 x35 . 

. 9.00 

4 x33 . 

6.50 

5 x36 . 

. 9.00 

4 x34 . 

7.00 

5 x37 . 

. 9.75 

4 x35 . 

7.50 

5%x36 . 

.12.00 

4 x3fi . 

7 50 

5%x37 . 

. 13.00 

4%x32 . 7.00 

Dozen pair lots, 10% off. 

5%x38 . 

.14.00 

CHAIN—New German Straight 

Link (Coil) — 


6-0, 15c ft.; 5-0, 14c; 
1. 8c: 2, He. 

4-o, 

3c; 3-0, 11c; 2-0, 11c; 

0, 10c; 

Norway Straight Link 
30c lb. 

(coil)- 

— %, 85c lb.; %, 35c 

lb.; %, 


Passing Link (coll)—4-0. 18c ft.: 3-0, 11c ft.; 2-0, 10c ft. 
Proof Straight Link (coil)— 3-16 black, 30c lb.; %, 25c lb.; 
5-16, 22c lb.; %, 20c lb.; 7-16, 20c lb.; %, 18c lb.; %, 
18c lb.; %. 18c lb. 

Proof Twisted Link (coil)—8-16 black, 33c lb.; %, 28c 
lb.; 5-16, 24c lb.; %, 28c lb.; 7-16, 22c lb. 

B. B. Proof Straight Link (coil)—5-16, 25c lb.; %, 22c 
lb.: %, 20c lb.; %. 20c lb.; %. 20c lb. 

Twisted Machine Coppered (coil)—4-0, 20c ft.; 3-0, 18c 
ft.; 2-0, 17c ft.; 0, 16c ft. 

Jack: Iron—No. 20, 7%c yd.; No. 18, 7%c; No. 16, 7%c; 
No. 14, 7%c; No. 12, 10c; No. 10, 10c; No. 8. 12%e; 
No. 6. 18c. 

Jack: Brass—No. 120, 10c yd.; No. 118, 10c; No. 116, 
12 %c; No. 114, 20c; No. 113, 25c; No. 112, 30c; No. 
110, 40c. 

8afety Brass and Nickel Plated—00 and N00, 20c yd.; 0-N0, 
20c yd.; 1-Nl, 25c yd.; 2-N2, 85c yd* 8, 40c yd. 

Sash—01 Copper Plated, 5c ft.; 02 Copper Plated, 4c ft.; 
XXXX Copper Plated, 20c ft.; 02P Steel Plain, 8%o ft.; 
10 Cable. 25c ft.; 56 Universal, 7c ft. 

Sash Chain Fastenere—12, 15c set; 100, 45c set. 

CHALK—Carpenters' White, Blue, Red, 30c doz.. Railroad, 
30c doz. School, 5c doz. Lumber—Dixon’s Black, 75c doz.; 
All colors, $1.20. Metal Workers’—Solid Soapstone, 25c 
doz.; Solid Soapstone, Chisel Point, 40c. Oil Checking— 
5-in. Black, red and blue, 45c doz.; 6 in., 50c. 

CHECKS—Door—All makes. Liquid Checks —A-ll, $7.00; 
B-12, $9.50; C-13, $10.75; D-14, $12.75; E-15, $16.85; 6, 
extra large, $22.50. For hold open arm, add $1.25 each. 
Screen Door Check—No. 01, $3.85. 


CHOPPER8—Meat and 

Food — 




Enterprise 


Universal 

. 2.25 

No. 

Each. 

0 .. 

5 . 


. 4.00 

1 . 

. 2.75 

10 . 


. 6.25 

2 . 

. 8.25 

12 . 


. 5.75 

8 . 

. . 4.50 

22 . 


. 9.75 

804 . 

. . 8.75 

82 . 


.12.75 

Rnsswin 




0 R.. 

.. 2.75 

501 . 


. 2.50 

1 R. 

. 8.25 

602 . 


. 8.00 

2 R. 

. 4.00 

708 . 


. 4.00 

8 R. 

.. 5.25 



Cold 

Cold 


Round 

Diamond 


Com. 

Special 

Cape 

Nose 

Point 

%. 

.20 

.35 

.50 

.50 

.50 

5-16_ 

.20 

.35 

.50 

.50 

.55 

%. 

. . .20 

.35 

.50 

.55 

.60 

%. 

. . .25 

.45 

.65 

.65 

.75 

% . 

.35 

.50 

.75 

.70 

.85 

. 

.50 

.65 

.85 

.90 

1.00 

% . 

. . .65 

.90 



1.25 

1. 

. . .85 

1.00 



1.50 


CHURNS—Barrel—No. 0, $8.75 each; 1, $10.00; 2. $11,00; 
3, $12.25; 4, $15.50; 5, $18.25. 

Improved Cylinder—No. 1, $5.00; 2, $6.00; 8, $7.00; < 

$ 8 . 00 . 

Sturges 8teel—No. 1, $9.00; 2, $11.00; 3, $12.50. 

Glass Family—Universal, No. 15, $2.75; 125, $3.25; 135, 
$4.00; 145, $4.50. Dazey, No. 10, $1.75: 20, $2.25; 80, 
$2.75: 40, $3.50. Extra Jars, Dazey, No. 10, 55c each; 20, 

90c; 30, $1.25; 40, $1.50. 

Dazey—Tin, No. 200, 2-ga.l,$5.25; 800, 8 gal., $6.75; 400, 
4 gal., $8.25: 600, 6-gal., $10.50. 

Dash—IX Tin, 2-gal., $2.25; 3-gal., $2.50; 4-gal., $2.75; 
5-gal., $3.00; 6-gal., $3.25. Dash and handle, 25c extra. 

CLAMPS—Steam's Special Joiners'—Opens 1 ft, pair $4.76; 
1% ft., $5 25; 2 ft., $5.50. 

Carpenters’—Open 3 ft., $8.50 pr.; 4 ft., $9.50; 6 ft., 
$11.50; 6 ft.. $17.50: 8 ft.. $22. 

Carriage Makers—Common 2 %-inch, 75c each; 3-inch, 
85c; 4-inch. $1.25; 5-inch, $1.75; 6-inch, $2.00; 8-inch, 
$3.00: 10-inch. $4.00; 12-inch, $5.00. 

Quilt Frame—No. 1, 10c each; 3, 15c; 32, 15c; 33, 20c. 


OLE A NERS-“ Window- 
Rubber— 

— 


Wood 

Floor— 

10-inch.40 

16-inch.... 

.. .60 

14-Inch... 

... .60 

12-inch.50 

14-inch.55 

18-inch.. .. 

. . .70 

16-inch... 

... .75 


CLEVISES—Malleable, 25c lb. Steel, 4", 25c; 5", 25c; 6", 
30c; 7", 30c; 8", 35c. 

CLIPS—Wire Rope "Bulldog”— 8-16 to % inc., each, 15c; 
%, 20c; %. 25c; %. 35c; %. 50c; 1-in., 55c; 1%-in., 60c. 

CLIPPERS—Bolt- 


New Eaay— Extra Cutters— 


No. 

0 _*. 


No. 

0 . 


No. 

1.. 

. 5.50 

No. 

1 . 

.2 75 

No. 

2 . 

. 7.75 

No. 

2 . 

. 8.75 

No. 

3 . 

. 10.00 

No. 

3 . 


0 . 

K.— 





10-inch . 

.2.86 

14-lnch . 



CLOCKS—(Alarm)—Ace. $3.75 each; America, $2.10; Auto¬ 
matic. $6.00; Bingo. $4.00; Brownie. $4.50; Circle, $3.25; 
Columbia, $3.75; Ideal, $3.00; Indian, $2.10; Iron Clad, 
$3.25; Lookout, $2.50; Prompter, $3.25; 8implex, $6.00; 
Sleepmeter 2. $4.00; Sleenmeter 3, $3.25; Startle, $8.50; 
Tattoo Jr., $4.25; Tattoo Int, $4.25. 

NOTE—A Government War Tax of 6 per cent has boos 
levied on all retail sales of docks. The retail dealer is re¬ 
quired to keep a record of all sales and pay the tax into the 
Collector's office each month. 

CLOTH—Emery, Nes. 00 to 2%, 10c straight; Noa. 1 to 8. 
15c. Carborundum or Aloxite—Nos. FF-90, 15e straight. 


CLOTH, WIRE— 

Hardware Galvanised 


Meah. 

Sq. ft. 


Screen 

8q. ft 

1 Inch. 

.18 

12 

M—Black . 

.04% 

% inch. 


14 

M—Black . 

.05 

% inch. 


16 

M—Black . 

.06 

2 mesh. 


14 

M—Bronze . 

.16 

3 mesh. 


14 

M—Galvanized . . 

.05% 

4 mesh. 

.10 

16 

M—Galvanized . . 

.06% 

6 mesh. 

.11 

14 

M—Opal or Galv. 

.06 

8 mesh. 


16 

M—Opal or Galv. 

.06% 


Digitized by vjOOQ 1C 
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COCKS— 


No. 


Each 

No. 

Each 

Ball 660— Vi-inch 

. . 1.60 

Floats 395—5-inch... 

.55 


% -inch 

.. 1.85 

6-inch . . . 

.85 


V* -inch 

. . 2.35 

7-inch . . . 

1.50 


1 -inch 

. . 4.25 

8-inch. . . 

2.35 


1 Vi - inch 

. . 6.75 

10-inch. . . 

4.25 

1285 

Vi -inch 

. . 2.65 

Gas Hose^%-inch. . . 

.55 


% -inch 

. . 2.85 

Vi -inch . . . 

.60 


Vi -inch 
1 -inch 
1 V4 -inch, 

. . 3.65 
. . 6.65 
. .10.25 

Vi -inch . . . 

.80 

Service, 

Standard— 

Square or 

Flat Head— 



V4" 

Vi" 

1" 1V4" ltt" 

2" 

Each . . 

.75 

.80 .90 

1.00 1.75 2.60 3.75 

6.50 


Tea Kettles. Each 

8 Vi inch. 8.00 

9 Vi inch. 8.25 

10 Vi inch. 8.50 

Coffee Pots. Each 

8 pints . 8.00 

4 pints .3.25 


5 pints .2.50 

6 pints . 2.75 

Tea Pots. Each 

2 pints . 1.75 

3 pints .2.00 

4 pints . 2.25 

5 pints . 2.50 


CORD, TINNED PICTURE— 

No. 0, 10c pkg.; 1. 15e; 2, 15e; 8, 20c; 4, 25c. 

COTTERS—Hammer Lock or Regular Spring. 

i in. 


5-82 in. 


Length 

100 

1000 

100 

1000 

100 

1000 

Vi -inch_ 

...$ .20 

$1.25 

$ .80 

$2.00 

$ .85 

$2.40 

% -inch_ 

... .25 

1.40 

.30 

2.00 

.40 

8.00 

1 -inch.... 

... .25 

1.65 

.85 

2.25 

.45 

8.25 

1V4 -inch- 

... .25 

1.80 

.40 

2.55 

.50 

8.50 

1 Vi-inch.... 

... .30 

2.05 

.45 

2.85 

.60 

4.00 

2 -inch.... 

... .35 

2.50 

.50 

8.40 

.70 

4.75 


8*16 in. 

V4 in. 

5*16 in. 

Vi -inch_ 

...$ .50 

$8.75 




' ___ 

1 -inch.... 

... .60 

4.25 

$1.00 

$6.75 

$1.75 $11.00 

1 V4 -inch_ 

... .70 

5.00 

1.10 

8.00 

2.00 

14.50 

1 Vi- inch.... 

... .80 

5.50 

1.25 

9.00 

2.00 

14.50 

1V4 -inch- 

... .90 

6.00 

1.50 

10.00 

2.25 

16.00 

2 -inch.... 

... 1.00 

6.75 

1.75 

11.50 

2.50 

17.50 

2 Vi-inch.... 

... 1.10 

7.75 

2.00 

14.00 

8.00 

20.00 


CRAYON—Lumber, 10c; Soapstone, 5c. 

CUTTERS—Pipe—Barnes, No. 1, $4.00 each; 2, $5.25; 8, 
$8.60; 4, $16.75; 5; $26.50. 

Saunders—No. 1, $4.75 each; 2, $6.50; 3, $11.25. 

Trimo—No. 1, $4.00 each; 2, $5.25; 8, $8.60. 

DAMPERS—Store Pipe—No. 8, 20c each; 4, 20c; 5, 25c; 
6, 25c; 7, 40c; 8, 60c; 9, 80c; 10. 95c. 

DIVIDERS—Wing, No. 1, 85 9b 50, 6-in., 85c pr.; 7-ln., 90c; 
8-in., $1.00; 10-in., $1.85. No. 35, 6-inch, 75c pair; 7-inch, 
85c; 8-inch, $1.00; 10-inch, $1.25; 12-inch, $1.85; 14-inch, 
$2.50. 

Excelsior—6-inch, 90c; 8-ineh, $1.25; 10-inch, $1.65. 
DOLLIES—Timber- 

No. 649, 6-inch.$9.00 No. 650, 8-ineh.$12.50 

DOORS—Ash Pit— 

8x8 .. 


2.00 10x12 . 2.75 


ASH TRAPS—Common, 7x9, 80c; Adams Double, 90c. 
DOORS—Screen, Black— 

Common, %-inch, 2-6x6-6 . 

Common, 1 Vi-inch, 2-6x6-6 . 

Common, 1 Vi-inch, 3x7 . 


DRILL8— 

Goodell-Pratt Bench Drills— 

No. Each 

8 . 7.25 

8Vi . 9.50 

9 Vi .13.25 

10 Vi .23.60 

490 Vi .17.80 Yanke< 


No. Each. 

87 . 11.50 

97 . 12.50 
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COPPER—Sheet, 60c lb.; Bars, round, 70c lb.; Tubing, 75c lb. 

COOLERS—Water—Galvanized lined—2-gal. with push faucet, 
$5.75 each; 3-gal., $7.00; 4-gal., $8.75; 6-gal., $10.50; 8- 
gal., $13.00; 10-gal., $15.00; 14-gal., $20.00. 

COPPER WARE—Rome Nickel Plated— 


COPPERS, SOLDERING—Family— 

1 . 1.65 

2 . 1.50 

Tinners— 

Vi pound, per pair.25 

1 pound, per pair. 40 

lVi pound, per pair. 60 

2 pound, per pair.80 

8 to 14 pounds.75 

CORD—(Sash)—Samson Spot Braided. Common, $1.60 per 
lb.; Silver Lake, $2.00 per lb.; Waterproof-coil, $2.00 per 
,v ».; 3-16 inch, $3.00 per hank; 7-32 inch $4.00 per hank; 
■ inch, $5.00 per hank; 5-16 inch, $7.75 per hank; % 
K $10.75 per hank. 


1003 . 13.00 1 

1005 . 21.50 2 . 

11 . 22.00 2B . 

Goodell-Pratt Breast Drills— 8A . 

6 . 5.85 5 . 

07 . 5.50 99 . 

245 . 5.00 105 . 

279 13.25 306 . 

Millers Falls (Breast)— 843 . 

12 . 6 50 1980 . 

12 A.6.25 

Drill Presses—Millers Falls 
20 . 11.00 23 


7.25 

Millers Falls, Hand— 

3.25 


4.75 
4.25 

8.75 

8.75 

5.75 
8.50 

4.75 
8.00 
6.00 


7.50 


21 . 15.00 210 .15.00 


4* .... 

Hand Drills— 


No. 

Each. 



4 . . 

. a.io 

445 . 

. . 7.00 

4 Vi 

.2 55 

456 . 

.. 8.00 

5 Vi 

. 5 00 

545 . 

. .10.50 

5 Vi B 


550 . 

. .10.50 

49 

. 2.00 


. 13.75 

52 . r 

. 2.75 

1430 . 

.. 3.75 

53 .. 


1445 . 

.. 7.00 

54 .. 


1455 . 

. . 8.00 

154 .. 

. 5.00 

1530 . 

. . 6,25 

259 . . 

. 6.00 

1540 . 

.. 8.50 

829 . . 

. 8.10 

1545 . 

. .12.00 

885 

.7 25 

1550 . 

. .10.50 

879 . * 

_ a ao 

1555 . 

. . 13.75 


Chain Drills—Goodell-Pratt 


807 ... 


318 . 

.. 6.60 

816 . .. 

. 4 50 

1500 . 

.. 4.50 

817 ... 

. . 5 50 




Yankee Automatic 


41 

. 3.00 

44 . 

. . 3.75 

42 .... 

. 2.50 

50 . 

.. 4.75 


Yankee Chucks and Drill Points 


No. 

Set. 

No. 

Set. 

300 

.1.15 

305 . 

. . .55 

301 





Yankee Drill Points 


Set of 8, 

$1.00; each 15c. 




Bits, Wood (Syracuse Pattern) 


Thirtyseconds— Ea. 

12 . 

Ea 

2 ... 


.50 


3 

4 

5 

6 

7 

8 
9 

10 

11 


.25 

.25 

.25 

.25 

.80 

.85 

.40 

.45 

.45 


13 

14 

15 

16 

17 

18 

19 

20 
24 


.55 

.60 

.65 

.70 

.75 

.85 

.90 

.95 

1.25 


Bit Stock Twist Drills for metal or wood— 


1-16 
8 32 . 

H 

5 82 . 
8-16 . 
7-82 . 
V4 

9-81 . 
5-16 . 
11-81 
% 


18-32.70 

7-16.75 

Strsight Shank Oarbon steel. Short Set-* 


.16 15-82.80 

.20 Vi .90 

.28 17-83 . 1.00 

.25 9-16 . 1.10 

.80 19-82 . 1.20 

.85 % . 1.80 

.40 11*16. 1.40 

.45 % 1.60 

.55 18*16. 1.80 

.60 % . * 00 

.65 15-16 . *.30 

1 *.40 


I- 32 
3-64 . 
1-16 . 

6- 64 . 
8-82 . 

7- 64 . 

Vk ** 

9-64 . 
5-82 . 

II- 64 
3-16 


.15 
.15 
.15 
.15 
.15 
.15 
.15 
.15 
.15 
.20 
.20 

13-64.20 


.25 

.25 

.80 

.35 

.40 

11-32.45 


7-32 
15-64 
V4 .. 
9-32 . 
5-16 


% 

13-32 
7-16 . 
15-32 
Vi .. 


►.50 

Straight 

Shank 

Wire Gauge 

Carbon 

8teel— 


1 

to 

5. . . 

.25 

86 

to 

40. 


6 

to 

10. . . 

.22 

41 

to 

45. 


11 

to 

15. . . 


46 

to 

50. 


16 

to 

20. . 


51 

to 

55. 

3.75 

21 

to 

25. . 

.20 

56 

to 

60. 

4.00 

26 

to 

80. . 


61 

to 

80. 

5.00 

81 

to 

35. . . 

. ifl 


> 



.50 

.60 

.70 

.85 

1.00 


.16 


.15 


Digitized by 


Google 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


ELECTRICAL APPLIANCES— 


Universal Goods— 


Dishes, Chafing— 


E9437 . 

. 18.50 

E921 . 

,15.75 

E9439 . 

. .20.00 

£940 .. 

,25.00 

E9635 . 

. .15.00 

E9850 . 

.22.50 

E9637 . 

. . 1G.00 

Grills— 


E9639 . 

. .17.50 

E982 . 

12.50 

E9G46 . 

. .21.00 

E984 . 

,15.00 

E9649 . 

. .23.50 

Heaters, Immersion— 

E9676 . 

. . 12.00 

E970 . 

, 7.00 

Ranges, Table— 


Irons, Curling— 


E9841 . 

. .24.00 

E9901 . 

7.25 

Stoves— 


E99011 . 

8.00 

E998 . 

. .11.00 

Irons, Pressing— 


E1997 . 

. .11.00 

E901 . 

9.00 

E99G0 . 

. . 10.00 

E902 . 

8.00 

Toasters— 


E905 . 

8.00 

E945 . 

. . 9.00 

E9023 . 

7.25 

E946 . 

. . 8.00 

E9035 . 

8.00 

Urns, Coffee— 


E9051 . 

9.00 

E916 . 

. .21.00 

E9081 . 

8.50 

E919 . 

. .22.50 

Irons, Waffle— 


E9136 . 

. . 18.00 

E930 . 

20.00 

E914G . 

. .23.50 

Pads, Heating— 


E9149 . 

. .26.50 

E9940 . 

13.50 

E91G6 . 

. .28.50 

Percolators— 


E9169 . 

. .31.00 

E9025 . 

13.50 

E917G . 

. . 19.50 

E9027 . 

14.00 

E9179 . 

. .21.00 

E9029 . 

15.00 

E916G044 . 

. .52.25 

E9435 . 

17.00 

E91G9044 . 

. .54.75 


Chafing Dishes—No. 20501, $12.00 each; 20502, $19.00; 
20503, $22.00. 

Coffee Percolators—No. 20610, $11.00 each; 20611, 
$11.00; 20620, $13.50; 20621, $13.75; 20622, $18.75; 
20650, $18.75; 20651, $25.00; 20652, $28.50. 

GrillB—20101, $11.50 each; 20103, $15.00; 20104, 

$11.50. 

Percolator Sets—414S4, $48.75; 414S6, $38.95; 415S5, 

$46 75. 

Curling Irons—112L1, $7.50; 112L2, $6.25. 

Heaters—No. 30501, $21.00; 30502, $28.50; 80503, 
$38.50; 80603, $80.00; 80604, $42.00. 

Heating Pads—501415, $8.00; 50151, $9.75: 

Immersion Heaters—60201, $6.25; 50202, $7.50; 50208, 
$8.50. 

Irons—No. 11203, $6.25; 11205, $7.25; 11206, $7.25; 
11807, $9.50; 11308, $9.50; 11810, $11.00; 11812, $16.00; 
11315, $17.50. 

Ovenette—No. 40701, $8.50. 

Stoves—No. 20301, $7.00; 20302, $7.00; 40101, $9.00; 
40102, $10.25; 40108, $14.25; 40104, $16.50; 40105, 
$19.50; 40106, $7.50. 

Toaster—No. 114T5, $8.25; 114T5%, $7.50; 115T1, 
$8.25. 

Vacuum Cleaners—No. 60102, $87.50 each; 60108, $42.00. 
Attachments, $10.00. 


ELECTRICAL SUNDRIES— 

Attachment Plugs, No. 903, Benjamin. 

No. 500, Bryant. 

Bells, 2 %-inch Eclipse, Iron Box. 

8-inch Eclipse, Iron Box. 

Bnsxers, Iron Box.. 

Watch Case . 

Cleats, 2 and 8 wire, unbiased. 

Clusters, No. 92, Benjamin, 2-light. 

No. 93, Benjamin, 8-light. 

No. 94, Benjamin, 4-light. 

Porcelain Rings for Clusters. 

Cord, No. 18, Green and Tellow Twisted Lamp. 

No. 18, Heater, Twisted. 

Fuses, 6, 10. 15, 20, 25, 80 amp. 

Globes. 6x8%. R. I. Ball. 

8x3% or 4, Ball. 

Knobs. No. 5%, solid. 

No. 5%, split.. 

Lamp Guards, Style A—16 C. P. 

Style H—16 C. P. 

Style H—82 O. P. 

Loxon, 40 watt (guard only). 

Loxon, 60 watt (guard only). 

Key for Loxon Guards. 


Each 

.80 

.20 

.85 

.85 

.75 

.75 

Pair 

.06 

Each 

1.15 

1.75 

1.75 

.10 

Foot 

.06 

.10 


Each 

.10 

.60 

1.25 

.08% 

.05 

.80 

.85 

.45 

.65 

.70 

.10 


Foot 


Loom, 7-32 (250 feet in coil).10 

% (250 feet in coil).11 

Each 

Receptacles, No. 226, Porcelain Cleat.25 

No. 195, Freeman Key, brass.65 

No. 188. Freeman Key, brass.75 

Rosettes, No. 819, Cleat.15 

No. 388, Concealed.25 

Switches, No. 400, Common Snap.50 

49$. indicating Snap.60 


No. 459, 8-way Snap . 

No. 4401, Single Pole Push. 

No. 4408, 3-way Push . 

No. 707, Single Pole, 1-way Baby Knife. 

No. 708, Single Pole, 2-way Baby Knife. 

No. 709, Double Pole, 1-way Baby Knife. 

No. 710, Double Pole, 2-way Baby Knife. 

Sockets, %-inch and Pendant Cap Key BB. 

Pull Chain . 

Shades, 8-inch Tin Cone. 

10-inch Tin Cone. 

8-inch Flat Tin . 

10-inch Flat Tin. 

Shade Holders, 2 %-inch P. A A., BB. 

3 % -inch P. A A., BB. 

Tubes, Porcelain, 5-16x3 . 

5-16x4 . 

5-16x5 . 

5*16x6 . 

Tape, Durafix Friction, %-lb. rolls. 

Sticktite Friction, %-lb. rolls. 

Paraweld Rubber, %-lb. rolls. 

Wire, No. 10, S. B. Solid R. C. 

No. 12, S. B., Solid R. 0. 

No. 14, S. B., Solid R. C. 

No. 18, Single Bell. 

No. 20, Twisted Bell. 

No. 18, Black R. C. Fixture. 

EMERY—Per lb., 25c. 

Stones—See Stones. 

Cloth—See Cloth. 

Wheels—See Wheels. 


.86 

.60 

.76 

.40 

.60 

.65 

.86 

.46 

.85 

.55 

.60 

.50 

.75 

.15 

.25 

. 02 % 

.04% 

.06 

.07 

Lb. 

.85 

.85 

.86 

Foot 

.05% 

.04 

.08 

Lb. 

.90 

.90 

100 Feel 

. . 1.40 


FASTENERS—Casement, common brass plated, 80c; Sash, 
common brass plated, 15c, two for 25c. 

FAUCETS—Cork Lined— 8-Inch, each.....$ .20 

7-inch each.$ .16 9-inch, each.25 

FIBRE WARE—Funnels—1-qt., $1.50; 2-qt., $2.25. 

Lunch Boxes—25c to 40c. 

Measures—1-pint, $2.25; l-qt„ $2.50; %-gal., $3.00; 1- 
gal., $3.75. 

Pails—12-quart, $2.00. 

Spittoons—4x9-in., $2.50; 5xll-in., $2.75; 6xl3-in., $3.50. 
Tubs. Oval—18-inch, $5.00; 28-inch, $8.00. 

FIGURES AND LETTERS (STEED- 


Figures. 

Bet 

Each 


Letters 


% inch.. 

.. 1.25 

.20 


Set 

Each 

8-16 inch.. 

.. 1.50 

.25 

% inch 


.20 

% inch.. 

.. 2.00 

.80 

8-16 inch 


.25 

5-16 inch.. 

. . 2.50 

.40 

% inch 


.80 

% inch.. 

. . 8.00 

.60 

5-16 inch 

.7.50 

.40 

% inch.. 

. . 4.50 

.85 

% inch 


.60 

% inch.. 

..19,25 

ee e 

% inch 


.86 

% inch.. 

..29.00 

ee • 





FILES—Band Saw, slim, 4 inches long, 20c each; 5 inches, 
25c; 6 inches, 30c; 8 inches, 40c; 10 inches, 65c. Knife, 
Bastard, 4 inches, 40c; 5 inches, 45c; 6 inches 50c; 8 
inches, 60c; 10 inches 70c. Regular Taper, 3-3% inches, 
15c; 4 inches, 15c; 4% inches, 15c; 5 inches 20c; 5% 
inches 20c; 6 inches, 25c; 8 inches, 40c; 10 inches 60c. 
81im Taper, 3-3% inches, 15c; 4 inches, 15c; 4% inches, 
15c; 5 inches, 20c; 5% inches, 20c; 6inches, 25c; 8 inches, 
35c; 10 inches, 45c. Warding, Bastard, 4 inches, 80c; 5 
inches, 35c; 6 inches, 40c; 8 inches. 45c. Flat Bastard, 8, 
4 inches, 25c; 5 inches 25c; 6 inches, 30c; 8 inches, 40c; 10 
inches, 50c; 12 inches, 70c, 14 inches, 95c; 16 inches, $1.25. 
Half Round Bastard, 3, 4 inches, 35c; 5 inches, 40c; 6 
inches. 45c; 8 inches 55c; 10 inches, 65c; 12 inches, 85c; 
14 inches, $1.10; 16 inches $1.45. Mill Bastard, 3, 4 inches, 
20c; 5 inches 25c; 6 inches, 25c; 8 inches, 30c; 10 inches. 
40c; 12 inches, 55c; 14 inches, 80c; 16 inches $1.10. Round 
Bastard, 3, 4 inches, 20c; 5 inches, 25c; 6 inches, 25c; 
8 inches, 30c; 10 inches, 40c; 12 inches, 55c; 14 inches, 80c; 
16 inches, $1.10. Square Bastard, 8, 4 inches, 80c; 5 inches, 
30c; 6 inches, 35c; 8 inches, 40c; 10 inches, 55c; 12 inches, 
75c; 14 inches, $1.00; 16 inches, $1.85. 

FIXTURES—Grindstone—Auto—01, $2.00; 02, $2.50; 15, 
$1.25; 17, $1.85; 19, $1.60; 21, $1.75. Am. Heavy: 17, 
$1.00. Extra Shafts, 16-inch, 50e; 17-inch, 60o. Extra 
Cranks, 25c. 

FLASHLIGHTS—Eveready Daylns—* 

Tubular Nos. ...2602 2604 2612 2616 2619 2627 2628 

Complete ea....$1.85 $1.70 $2.00 $2.00 $2.25 $1.85 $1.10 

Case A Bulb, ea. 1.15 1.85 1.50 1.65 1.75 .85 .75 

Tubular Nos_2630 2681 2682 2688 2684 2688 2659 

Complete, ea.. . .$1.55 $1.85 $2.25 $2.75 $2.86 $8.10 $8.26 

Case A Bulb, ea. 1.05 1.50 1.75 2.25 2.00 2.75 2.76 

Pocket Nos. 6954 6961 6962 6971 6972 6991 6992 

Complete, ea....$1.26 $1.00 $1.26 $1.00 $1.26 $1.25 $1.60 


Case A Bulb, ea. .95 .70 .86 .70 .85 .96 1.10 

Tubular Battery Nos. 705 706 790 791 

Battery only, each.$ .60 $ .25 $ .85 $ .80 

Pocket Battery Nos... 700 708 760 751 792 798 


Battery only, each.... $ .80 $ .40 $ .80 $ .40 2 JO |L .45 

Digitized by VjOOvLC 
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HARDWARE WORLD 

RETAIL SELLING PRICE8—Continued. 


FLASHLIGHTS—Continued— 

Kwiklites 

Tubular Not...6220 5221 5223 5220 5331 6240 6240B 

Complete, ea...$1.85 $1.70 *2.00 $2.00 $2.25 $1.56 $1.70 

Case St Bulb ea. 1.15 1.85 1.50 1.65 1.75 1.25 1.40 

Tubular Noa.. .6241 6241B 6249 6249B 6348 6348B 6351 

Complete, ea_$1.85 $2.00 $2.85 $2.55 $2.25 $2.45 $2.75 

Care St Bulb, ea. 1.50 1.65 2.00 2.20 1.75 1.05 2.25 

Pocket Noa...2472 2573 3475 8475B 3577 8577B 8570 

Complete, ea_ 1.00 1.25 1.25 1.35 1.50 1.65 1.90 

Caae St Bnlb, ea. .7u .85 .05 1.05 1.10 1.25 1.50 

Watch Chain Noa. 6289 6239B Watch Chain Bat'y No. 1204 

Complete, each_$1.00 $1.10 Battery only, each. .$ .25 

Caae and Bulb, each .75 .85 

Battery only, 

Noa. ..1202 1208 1206 1207 1271 1301 1808 1809 

Each .$0.80 $0.35 $0.80 $0.80 $0.80 $0.50 $0.40 $0.40 

FLATTERS—Blacksmith—2 in., $1.25; 2ft-in., $1.65; 8-in., 

$2.00; 3 *4-in., $3.00. 

FORGES—No. 150 Chicago. $15.00; No. 151 Chicago. $17.50 
Buffalo—No. 810 Steel Ball Bearing Rivet, $83.00; No. 722, 
$88.00; No. 742H, 840.00. 

FORKS—Hay—Nellis, 94 single harpoon, $6.25; 95 double 
harpoon, $3.85; 96 double harpoon, $7.75; 97 double harpoon, 
$4.25; 98 double harpoon. $7.85. Grapple, No. 99 (4 tines), 
$15.50; No. 100 (6 tines), $18.00. Jackson Patterns, 4 ft„ 
$19.00; 4ft ft., $19.75; 5 ft„ $28.00. 


FREEZERS—Arctic— 


Qta. 

I 


Each. 

4.00 

2 . 

, 6.66 

2 - - 


4.60 

8 . 

, 6.75 

a - - t - 


5.55 

4 . 

, 8.26 

A . . , , T 


6.80 

6 . 

.10.45 

6 - -. T - 


8.60 

8 . 

.18.50 

8 - - V 


.11.10 

10 . 

.18.00 



4.00 

11 . 

.21.55 

White Mountain 

15 . 

.26.60 

1 - 


4.86 

20 . 

.88.20 

FROES—Si 

»ecial—Each, 

12-in., 

$2.00; 14-in., $2.25; 

16-in., 

$2.50. ( 

Common—Each, 12-in. 

, $1.75; 14-in., $1.85; 

16-in„ 


$ 2 . 00 . 

GARBAGE CANS—(See Cans)— 

GATES—Molasses and Oil— 

Perfection—*4-inch. 95c each; %-inch, $1.15; 1-inch, $1.85; 
1*4-inch, $1.50; l*4-inch, $1.85; 2-inch, $2.50. 

Stebbin's Pattern—1-inch, 35c each; l*4-inch, 40c; 1%-inch, 
45c; 1*4-inch. 50c ; 1 13-16 inch. 60c. 

Lock Fast—*4-inch, $1.15 each; *4-inch, $1.85; 1-inch, 
$1.50; 1 *4*inch, $1.85; l*4-inch, $2.25. 

GAUGES—BUTT—Stanley— 

No. Each 

93 . 1.85 

94 . 2.15 

95 . 2.00 

95*4 1.65 

Marking—Stanley— 

61 .25 

64 .60 

66 . 1.00 

Enterprise, Self Measuring—No. 61, Faneet, $6.00; 07, 
Pump, $14.50. 

Altitude Gauges, $5.85. 

Steam Gauges, 4 *4-in. fsce I O, $5.85. 

Thermometer, Straight, $1.50. 

Thermometer, Angle, $1.75. 

GLASS—Window— 

8B Grads— Large Lots Small Lots 

Single Strength .70% 70% 


No. 

Each 

77 . 

. 1.65 

71 . 

. 1.15 

00 . 

.85 

91 . 


02 . 

. 2.25 

07 . 

. 1 00 

98 . 



Double Strength . 

Extras for Putting In Glaai 

First 8 Brackets. 

Second 3 Brackets. 

Third 8 Brackets. 

Larger Lights. 

GLASSES— 


• 75% 65% 

Per light 

.50 

.75 

. 1.00 

$1.00 per hour, per man 


Ground Level— 

1 %.$ 

2 . . 

.60 

.80 

Proved 
1 % .... 
2 _ 

Level— 

.15 

.15 

2 %.... 


.85 

2*4 



.15 

3. 


.70 

8 . 



.20 

3 *4 . . . 


.75 

8*4 



.20 

GLASSES. 

GAUGE—Standard— 





% 

*4**4 


% 

*44% 

% 

6 . . . . 

.25 






8 . . . . 

.25 






10 . . . . 

.25 

.25 


.80 

.55 

.75 

12 

.25 

.30 


.35 

.60 

.00 

14 


.85 


.45 

.70 

1 05 

16 


.40 


.50 

.85 

1.25 

18 


.45 


.55 

.96 

1 .S6 

20 


.65 


.80 



22 


.70 


.00 


• • • • 

24 . . . . 

. 

.80 


1.00 




GLOBES—Lantern—Cold Blast—Plain, 25c each; Bullseye, 
40c; 2 Plain, 25c; 2 Bullseye, 40c; 2 Ruby, 55c. 

Railroad—Clear, 20c each; Green or Red, 80c. 

Tubular—Clear, 10c each; Plain, 25c; 3-0 Ruby, 50c; 4-0 
Bjllseye, 40c; 5-0 Wizard, 25c; 6-0, 25c each. 

GLU Er—Dry— 


No. or Brand Lb. 

AAA .60 

B .70 

CX.45 

D .85 

GX .50 

LXX .45 


Imperial Liquid— 

Size . 1 0». *4 Pt. *4 Pt. *4 Pt 1 Pk 1 Qt. l.Gal. 

List, Doz- 1.06 1.80 2.80 4.50 7.00 11.25 54.00 

Sug. Ret. Ea.. .20 .30 .30 .50 .85 1.50 4.50 

Le Page's Liquid— 

Size . 1 Os. 2 Os. *4 Pt. *4 Pt. *4 Pt. 1 Pt. 1 Qt. 

List, dos.1.60 1.65 1.80 2.80 4.50 7.00 11.25 


Sug.' Ret. Ea. 

. . .20 .20 

.30 

30 .50 .85 

1.50 

DUGES—Bucks, 

, Firmer— 





Size, inches. .. 

*4 % 

*4 

% 

% 

% 

List, Dos. 

7.75 8.25 

8.75 

9.30 

10.10 

11.10 

Sug. Ret., Ea.. 

1.00 1.10 

1.20 

1.26 

1.86 

1.50 

Size, inches . . 


1*4 

1*4 

1* 

2 

List, Doz. . . . , 


18.05 

14.50 

16.00 

17.06 

8ug. Ret., Ea. , 


1.76 

2.00 

2.26 

2.50 

Bucks. Turning— 





Size, inches... 

*4 % 

*4 

% 

% 

% 

List, Dos. 

4.45 4.80 

5.30 

5.65 

6.46 

7.20 

Sug. Ret., Ea.. 

.60 .65 

.76 

.80 

.90 

1.00 

Size, inches . . 


1*4 

1*4 

1% 

2 

List, Dos. . . . . 

. 8.05 

10.16 

12.05 

15.06 

18.25 

Sug. Ret., Ea. . 


1.40 

1.75 

2.00 

2.50 

P. 8. Sb W. 

Firmer— 





160—*4 inch. 

. 1 50 

1 

Inch.• 


2.10 

*4 inch. 


1*4 

inch.. 


2.25 

*4 inch. 


1*4 

inch.. 


2.50 

*4 inch. 

. 1 70 

1*4 

inch.• 


2.75 

% inch. 

. 1.80 

2 

inch.• 


8.25 

% inch. 







GALVANIZED WARE 


Boilers, Coffee 
1*4 quarts.90 

2 quarts. 1.10 

3 quarts. 1.85 

4 quarts. 1.90 

6 quarts. 2.15 

8 quarts. 2.60 

10 quarts. 8.00 

12 quarts.8.40 

Boilers, Wash 


18 


. . . 2.75 

21 


. . . 3.25 

22 


... 3.50 


Bowls, Wash 

11 

inch diam.. . .30 

13-inch diam 

.. . .40 


Buckets, 

Fire 

12 

quarts. . , 

. .. .90 

14 

quarts. . , 

. .. 1.00 

14 

quarts. . , 

... 1.25 


Buckets, 

Well 

10 

quarts. . . 

... .90 

12 

quarts. . . 

,.. 1.00 

14 

quarts. . . 

, .. 1.10 


Cans, Ash 

10 gals. 4.80 

16 gals. 5.75 

20 gals. 6.75 

23 gals. 7.75 

Cons, Garbage 
5% dis. in lots 3 doz. 
Smooth, Pail Handle 
2 gals. 1.15 

5 gals. 1.50 

6 gals. 1.85 

8 gals. 2.00 

10 gals. 2.50 

16 gals. 3.00 

Corrugated. 

Side Handles 


15 

gals. . . . 

. . . 6.25 

16 

gals. . .. 

... 6.75 

21 

gals 

Gasoline 

. . 7.25 

Cana 


(1 P & 

B, 1) 

5 

. 

... 8.00 


1 gal. . . . 

... .85 


(Side faucet) 

5 gals. 2.50 


(Top faucet) 

5 gals. 2.50 

Oil Cans 

1 gal.70 

2 gals. 1,15 

5 gals.2.50 

(Double seamed) 

5 gals.2.00 

(Side faucet) 

5 gals.2.50 

Dippers 

1 quart.80 


(Puritan) 

14 quarts. 3.00 

Chamber Pails 

10 quarts. 1.35 

12 quarts. 1.40 

Stock Pails 

14 quarts. 1.25 

16 quarts. 1.35 

18 quarts. 1.55 

20 quarts. 1.75 


Water Pails 


Coal Hods 

16 inch. 1.00 

17 inch . 1.20 

Camp Kettles 

1 gal.40 

1*4 gals.55 

2 gals.70 

3 gals.90 

4 gals. 1.05 

Cement Pails 
14 quarts. 2.25 


8 quarts.65 

10 quarts.75 

12 quarts.80 

14 quarts.90 

16 quarts.1,10 

(Extra quality) 

12 quarts. 1.25 

Refrigerator Pans 

12 inch .80 

14-inch .95 

16-inch . 1.15 


Digitized by 


nch . 1.1 

Googl< 


Water Pots or 
Sprinklers 


4 quarts. 1.10 

6 quarts. 1.35 

8 quarts. 1.50 

10 quarts. 1.75 

12 quarts.2.00 

16 quarts.2.50 

Foot Tubs (oval) 

16- inch .95 

17- inch . 1.00 

18- inch . 1.20 

20- inch . 1.40 

21- inch . 1.75 

Wash Tubs 

18-inch . 1.75 

20-inch .2.00 

22- inch .2.25 

24-inch .2.75 

(Extra heavy) 

20-inch. 3.25 

22-inch. 3.35 

24-inch. 3.60 
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RETAIL SELLING PRICES—Continued. 


GRAPHITE—Flake, per lb.. 80e. 

GREASE—AXLE—1 lb. cans, 15c each: 3 lb. cans, 40c; 5 lb. 
cans, 65c; 10 lb. pails, $1.35; 25 lb. pails, $3.00. 

Cup Grease—5 lb. cans, $1.00 each; 10 lb. cans, $1.75; 
25 lb. cans, $3.75. 

Transmission—5 lb. cans, 20c each. 


GRINDSTONES— 


Loose— 


Cwt. 

19 inch. 


1.50 

15 to 40 lbs.. . . 


6.50 




40 to 200 lbs.. . 


6.50 

Mounted—Hand— 


Over 2oO lbs.. . 


7.00 

7 inch. 


8.00 

Fixtures and 

Axle— 


8 inch. 


3.25 

15 inch . 


1.25 

10 inch. 


4.i>0 

17 inch . 


1.40 

12 inch. 


4.50 

Pedal Mounts— 

-Prices 

range from $9.75 

to $20.25, according 

to material and quality. 




HACKSAWS— 



17" % 

17" 1. 

2 30 


Lgth. Wdth. 

Lt. 

Heavy. 


4.15 

8" 9-16... 

. .90 

Hand, 

Lenox— 


10" %. 

. 1.15 


Length. 

Each 

Doz. 

10" \. 

. 1.35 

1.95 

8 inch . 

.10 

.75 

10" 1. 


2.45 

9-inch . 


.85 

12" %. 

. 1.85 


10 inch . 

.10 

1.00 

12" %. 

. 1.60 

2.35 

11-inch . 

.10 

1.10 

12" 1. 

. 2.30 

2.95 

12-inch . 

.15 

1.20 

14" %. 

. 1.70 


Hand, 

Victor— 


14" %. 

. 1.90 

2.75 

8-inch . 

.10 

.85 

14" 1. 

. 2.65 

3.50 

9-inch . 


.95 

16" %. 

. 2.15 

3 15 

10-inch . 

.15 

1.10 

16" 1. 

. 8.05 

3.90 

12-inch . 

.15 

1.25 


HACK SAW FRAMES—M. F.—4B, 75c; 6, $2.50; 0, $1.85; 
15, $2.75; 77. $1.00; 78, $1.50; 1027, $2.50; 69. $3.30; 
69B. $2.65; 14, $3.50; 4 Milford Adj., $3.75; 7 Milford Adj., 
$1.65; 36 % Disston, $1.50; 40 Extension, 75c. 

HAMMERS—V & B Vanadium, No. 41%, $2.75 each; Nail 
Hammers, No. 11%, $2.25; Ball Pein, No. 2, $2.00. 
HAMMERS—Maydole Carpenter’s Nail—No. 1, $2 25 each; 
1%, $2.10; 2, $2.00; 11, $2.25; 11%, $2.10; 12, $2.00; 
12%, $1.85; 13, $1.75; 14, $1.65; 200, $3.00, 611%, $3.15; 
710, $2.75; 711, $2.25; 711%, $2.10; 712, $2 00; 811%, 
$2.35. 

Maydole Chipping—No. 100, $1.90 each; 101, $1.75; 

102. $1.55; 103, $1.40. Maydole Cross Pein—No. 174. $1.50. 

Mavdole Machinist Ball Pein—375, $2.50: 376, $2.40: 377, 
$2.25; 378, $2.15; 379, $2.10; 770, $3.35; 770%, $2.85; 
771, $2.65; 772, $2.40; 773, $2.15; 774, $2.00* 775, $1.85; 
776, $1.75; 777, $1.65; 778, $1.50. 


HAMMERS— 




Plumb’s Carpenter's Nail— 

1371 . 

1.25 

Kl . 

1.25 

1372 . 

1.25 

TO 1%. 

1.25 

1373 . 

1.40 

A 11 . 

1.20 

1374 . 

1 50 

A 11%. 

1.15 

1375 . 

1.60 

A 12 . 

1.10 

1376 . 

1.75 

C 11% . 

1.50 

1377 . 

2 00 

O 12 . 

1.45 

1379 . 

2.25 

P 80 . 

2 25 

Plumb’s Riveting— 


P 81 . 

2 15 

220 . 

r 25 

P 82 . 

2.00 

221 . 

1.25 

P 83 . 

1 90 

222 . 

1.35 

P 84 . 

1.80 

223 . 

1.50 

P 85 . 

2.25 

251 . 

1.40 

P 86 . 

2 15 

252 . 

1.50 

P 87 . 

2.00 

253 . 

1.60 

Plumb’s Engineer's— 


254 . 

1.70 

261 . 

2.00 

Plumb’s Brick— 


262 . 

2.10 

461 . 

2.00 

263 _ , . 

2.25 

462 . 

1.75 

264 . 

2 40 

3154 . 

1.15 

Plumb’s Machinist's 

Ball 

3155 . 

1.35 

Pein— 


Plumb’s Prospector’s Pick 

18 . 

.60 

470 . 

2.75 

1370 . 

1 25 

471 . 

2.85 


HANDLES—Adze, extra select, $1.00; second growth, $1.00. 
Axe—Single or double bit, b >ys’ No. 1, 60c; Boys’ extra 
select. 60c; Turned No. 1, 60c; extra select hickory, 85c; 
second growth. $1.00. 

Chisel—Hickonr, 10c; Leather Tip. 15c. 

Hammer and Hntchet—Second growth hickory, 12 inch, 29c; 
14 inch, 25c; 18 inch. 80c. 

Peavey Handles— 

Hickory. Maple. 


2%x4. 1.50 1.10 

2%x4% _ 1.50 1.15 

2%x4%_ 1.60 1.25 

2%x5. 1.75 1.25 

2%x5% _1.85 1.85 

Pick—36-inch Drift, Select, 

road No. 1, 50c; No. 2, 60c; 


Hickory. Maple. 

2^x4%_1.75 1.50 

2 % x5. 2.00 1.60 

2%*5% _ 2.25 1.75 

8 x5. 2.80 1.75 


50c; Extra Select, 60c; Rail- 
Select, 70c; Extra Select, 90c. 
Sledge—36-inch, 8elect. 60c; Second Growth, 75c. 

Raw. Hand—Disston. No. 7, 50c: No. D8, 85c: No. 12. $1.25. 
Crosscut. Disston. No. 112. $1.00; No. 113, $1.25; No. 114. 
$1.50. 8imonds Reversible Guard, per pair, $1.60. 8imonds 
No. 6, 1.60; Atkins No. 24, $1.60. One Man Cross Cut, 
No. 218. 45c; Supplementary. 30c. Auger M. P. No. 1. 
$1.00; No. 2, $1.00; No. 8, $1.50; No. 4, $2.75; No. 5. 
$3.75; No. 6 Com- 15c; Peeks Adj., 50c; Pratts Ratehet. 
$4.76. 


HANGERS, BARN DOOR— 


Flat Track— 

No and Brand. Pair. 

3— Myers . 2.75 

4— Myers . 2.25 

25—Lanes . 1.25 

34—Richards . 1.90 

37- 1—Richards . 1.80 

38- 1—Richards . 1.80 

38-2—Richards .2.10 

42-3—Richards . 1.80 

42 4—Richards .2.10 

42-5—Richards . 3.15 

42-6—Richards .4.10 

HANGER8, HOUSE DOOR— 
No. or Brand Set. 

01—John8. 8.35 

1—Johns. 6.60 

5 S—Prouty . 4.85 

5 D—Prouty. 9.75 

Oil—Richards . 2.75 

11— Richards.7.50 

012—Richards . 3.75 

12— Richards .13.50 

015—Frisco . 3.35 


43—Richards . 1.35 

248—Richards 1.90 

Round Track— 

5—Wilbern . 2.75 

462-2—Richards .... 1.90 
Trolley Track— 

20—Richards . 8.40 

20% B—Richards.... 4.50 

24 2—Richards .3.75 

27% B 1—Richards.. 6.25 

120—Richards .8.50 

150—Richards .9.75 


No. or Brand. Bet. 

15—Frisco . 6.50 

0105—Lanes. 4.85 

0105 A—Lanes .4.65 

0105 NT—Lanes .... 8.75 

105 A—Lanes. 9.45 

105—Lanes. 9.75 

105 NT—Lanes . 7.75 

140-1—Richards, pair. 3.50 


HATCHETS—Underhill Star, No. 10, Chicago Pat., $3.10; 
No. 5, Boston Pat $3.00; No. 15 St. Paul Pat., $3.25. 
Sayre—Boston. No. 30, $3.00; Chicago No. 40, $3.25. 
Flooring—1 Plumb, $2.75; White, $3.00. 

Broad—1 Plumb, $2.50; 2, $2.75; 8, $8.00; 4, $8.25; 
5, $3.50; 6, $4.00. 

Bench—(single or double bevel)—8 White, $2.75; 7 

$2.85; 6, $3.00; 5, $3.10; 4, $3.50. 

Claw—1 Plumb. $2.00; 2, $2.25; 3, $2.50. 

Shingling—1 Plumb, $1.90; 2, $2.00; 3, $2.10. 

Half—1 Plumb. $1.85; 2, $1.95. 

Barrel or Fruit Box—Sayre 400, $3.00; Sayre 401, $2.76 
HEADS—MOP—Cotton—No. 9, 50c each, No. 12, 70c; No. 15, 
85c; No. 18, $1.00. Linen, No. 012, 80c each; No. 015. 
*1.10: No ^ ° *« — 


HINGE8 AND BUTTS (Screw* 
Hinge*— 

No. 9u0 Lt. Strap Hinges. 


Pair 

8-inch.20 

4- inch.25 

5- inch.25 

6*inch.80 

No. 935 Cor. 8trap Hinges— 1 

Pair 

4- inch.25 

5- inch.85 

6- inch.45 

8-inch.60 

10-inch.85 

12-inch. 1.85 

Double-acting, Surface, Comp. 
HINGES—FLOOR— Set 

Bomrners, Jap. 2.50 

Copper, Brass.2.75 

Sanded, N. P. 3.00 

Ch’go., Copper, Brass 4.50 

Sanded, N. P. 5.25 

Copper, Brass (large)6.00 

Sanded. N. P.6 35 

Corbin. Jap . 2.75 

Copper, Brass .2.75 

Sanded. N. T.3.00 

Kntz, Copper, Brass.. 3.75 
Brass, Sanded. 4.00 


Copper, Brass (large)5.50 
Brass, Sanded. N. P. 6.75 


included) — 

No. 904 Lt. Tee Hinges— 


3-inch . 

Pair 
.50 

4-inch . 

. . . . .25 

5-inch . 

. 25 

6-inch . 

an 

9. 987 Cor. Tee Hinges — 

Pair 

4-inch . 

. 40 

5-inch. 

*».. 50 

6-inch . 

- T T r 60 

8-inch. 

.... 85 

10-inch . 

.... 19S 

12-inch .. 

1 65 

type — 


Copper, Brass 

(tile 

or concrete) 

- 5.25 

Brass, Sanded, 

N. P. 6.50 

Rixon, 7 . 


8 . 

. 1 3 5ft 

10 . 

. . , , 16 50 

15 . 

.1ft 75 

20 . 

.aa oo 

25 . 


30 . 

... . 50 00 

40 . 

. . 75 00 

Standard, R, EA, 

450. 7.00 

SHA, E, 450. . . 
R, EA, 452.... 




BUTTS— 


Butts—No. 838. 



Pr. 

D*. Pr. 

%-<nch_ 

.10 

.70 

1-inch . 

.10 

.80 

1 % -inch . . . 

.10 

.95 

1 % inch . . . 

.10 

1.10 

1 \ -inch . . . 

.10 

1.10 

2-ineh . 

.15 

1.15 

2 % -inch . . . 

.15 

1.85 

2 % inch . . . 

.20 

1.50 

2 % -inch ... 

.20 

1.65 

3-inch . 

.20 

1.95 

3 % -inch . . . 

.25 

2.25 

5 %x5 %-inch 

.. . 

1.25 

No. 

840 


1 % -inch. 

.15 

1.85 

1 K inch.. . . , 

.15 

1 60 

2 inch .. 

.15 

1.65 

2 % -inch . . . . 

.20 

1.76 

2 %-inch_ 

.20 

1 90 

2 %, -inch.... , 

.20 

2.00 

8-inch. 

.25 

2.25 

No. 

738 


2 %x2 %-inch 


. .50 

SxS-inch ... 


• -efc 


8 %x3 %-inch .55 

4x4-inch . 70 

4%x4 %-inch . 1.00 

5x5-inch . 1.20 

5 %x5 % -inch . 1.65 

6x6-inch .2.10 

No. 731% 

2% *2 % -inch .50 

8x3-inch .50 

8 %x8 % -inch .55 

4x4-inch .65 

4 %x4 % -inch .95 

5x5-inch . 1.15 

No. 241 F&D2 

2 %x2 % -inch .50 

8x3-inch .55 

3 %x3 % -inch .60 

4x4-inch .75 

4%x4%-inch . 1.10 

5x5-inch . 1.85 

5%x5% inch . 1.85 

6x6-inch .2.80 


No. 241 SF2 

2 %x2 % -inch .60 

8x8-in<yf>..T. .65 

:iASB?<ds®Ogle 85 
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BUTTS—Continued— 


4x4-inch .80 

4%x4 %-inch . 1.15 

5x5-inch . 1.40 

5 %x5 %-inch . 1.95 

No. 160 F&D2 

8 %-inch . 55 

8-inch .70 

8 %-inch . 

... .75 

4-inch . 

... .95 

4%-inch . 

... 1.25 

241 HAN 


2 %x2 %-inch ... 

... .65 

8x3-inch . 

... .70 

8 %x8 %-inch ... 

... .75 

4x4-inch . 

... .85 

4 %x4 %-inch ... 

... 1.15 

5x5-inch . 

... 1.75 

6 % x5 % -inch ... 

... 2.00 

6x6-inch . 

... 8.50 

160 N 


8%-inch . 

... .66 

8-inch . 

... .80 

8%-inch .. 

... .85 


... 1.05 

4 %-inch . 

... 1.40 

160 8FS 


2 % -inch . 

... .65 

8-lnch .. 

... .75 

8%-inch . 

... .86 

4-lnch . 

... 1.00 

165 FAD2 


1%-inch . 

... .60 

2-inch ... 

... .56 

1%-inch . 

... .60 

ft.Inch ......... 

... .75 

ft %-Inch . 

... .80 

4-inch . 

... 1.00 

4%-inch . 

... 1.86 

166 NA8FS 

1%-inch . 

. 60 


. 65 

2 % -inch . 

. 70 

8-lnch ... 

. 80 


8 % -inch .. 


. . .90 

4-inch .... 


.. 1.05 

295 

F&D2 



Pr. 

D*. Pr. 

1%-inch ... 

. .35 

2.75 

2-inch. 

. .85 

3.00 

2 %-inch . .. 

. .40 

3.50 

8-inch. 

. .45 

4.00 

295N 

Pr. 

Ds. Pr. 

1%-inch ... 

. .45 

8.60 

2-Inch. 

. .45 

4.00 

2%-inch ... 

. .50 

4.10 

8-lnch . 

. .50 

4.95 

889 

FAD3 



Pr. 

Ds. Pr. 

2x2-in. 

. .85 

8.15 

2%x3-in ... 

. .40 

8.80 

8%x8%-in.. 

. .40 

8.85 

8x8-in. 

,. .60 

4.86 

889N 


2x2-inch . .. 

. .45 

4.50 

2%x2-inch . 

. .50 

4.75 

8%x2%-in.. 

. .50 

4.85 

8x8-in. 

. .60 

6.00 

296 8F8 


1%-inch ... 

. .80 

8.15 

2-inch. 

. .85 

8.85 

2%-inch ... 

. .40 

8.75 

8-incb. 

. .46 

4.85 

296H 


1%-inch .. 

.. 85 

8.60 

2-inch. 

. .40 

4.20 

2%-inch ... 

. .45 

4.50 

8-inch. 

. .50 

5.40 

289 

SF2 


2x2*in. 

. .40 

8.25 

2 %x2-in_ 

. .45 

8.86 

2%x2%-in.. 

. .46 

8.45 

8x3-inch.... 

. .50 

8.60 

289 H 

Pr. 

Ds. Pr. 

2x2-in. 

. .45 

4.80 

2%x2-in ... 

. .50 

5.40 

2 % x2%-in 

. .55 

6.00 

8x3-in. 

. .60 

7.20 


HOLLOW WARE—STEEL—Bailed Griddles, Cooking surface 
12 inches, $1.95 each; 13 inches, $2.30; 14 inches, $2.50. 

Handled Griddles—Cooking surface 9 inches, $1.30; 10 
inches, $1.50; 11 inches, $1.65. 

Spiders—Diameter, bottom, 8 inches, $1.10; 9 inches, 
$1.20; 10 inches, $1.50; 11 inches, $1.75; 12 inches, $2.00. 


HOLLOW WARE—CAST—Bailed Griddles—Diameter, top 

11% inches, $2.40; 13% inches, $3.15; 15% inches, $3.75. 

Handled Griddles—Diameter, top, 8% inches, $1.25; 9% 
inches, $1.35; 10% inches, $1.75; 11% inches, $2.10. 

Spiders—Diameter, bottom 8% inches, $1.50; 8% inches, 
$1.60; 9% inches, $1.95; 10% inches, $2.40; 10% inches, 
$3.00; 11% inches, $3.60. 

Long Griddles—7%xl6% inches, $2.30; 8%xl9 inches, 
$2.85; 9%x21 inches, $3.75; 12%x24% inches, $5.40; 

13%x25 inches, $7.50. 

Dutch Ovens, without legs—Capacity 5 qts., $4.60 each; 
6 qts., $5.25; 8 qts., $6.30; 12 qts., $7.75. 

Flat Bottom Kettles—Capacity 6 qts., $3.50; 7 qts., $4.10; 
9 qts., $5.00. 

Regular Kettles—6 qts., $3.60; 8 qts., $4.10; 10 qts., 

$5.00. 

Scotch Bowls—3 qts., $2.20; 4 qts., $2.65; 5 qts., $3.00; 
6 qts., $3.65. 

Yankee Bowls— 4 qts., $2.85; 6 qts., $3.00; 7 qts., $3.60; 
9 qts., $4.00. 

Ham Boilers—No. 8, $7.15 each: No. 9, $7.75. 

Waffle Irons, regular style, $2.75. 


No. 40, steel... 

720 

.25 

.30 

.40 

.45 

.50 

.95 

OOKS AND EYES— (Price per dozen)— 






Screw Hooks 

Screw 

Eyee 

No. 


Steel 

Brass 

Steel 


Braae 

0 . 


. .60 



.46 



1 . 


. .50 



.40 



3 . 


. .45 



.85 



8 . 


. .40 



.30 



4 or 104. 


. .80 



.25 



5 or 105. 


. .25 



.20 


.75 

6 or 106. 


. .15 


.75 

.15 


.60 

7 or 107. 


. .15 


.60 

.15 


.45 

8 or 108. 


. .15 


.45 

.10 


.40 

9 or 109. 


. .10 


.35 

.10 


.85 

10 or 110. 


. .10 


.30 

.10 


.80 

11 or 111. 


. .10 


.25 

.10 


.25 

12 or 113. 


. .10 


.20 

.10 


.20 

18 or 118. 


. .10 


.15 

.10 


.15 

14 or 114. 


. .10 


.10 

.10 


.10 

Gate Hooks and 

Eyes— 






8ize 

1% 

2 

2% 

8 

8% 

4 

6 

No. 40, steel.. 

.20. 

.25 

.30 

.40 

.45 

.50 

.95 

No. 1040, 

-75 

.90 

1.10 

1.50 

1.75 

2.00 

8.50 


Gross lots, 35% off list. 
Ceiling— Ea. 

2% inch cast iron.45 

2%-inch cast iron.... 1.50 
2%-inch, other finishes 1.60 

Cast, coppered.40 

.30 
.80 
.35 
.45 
.46 
Ea. 
.60 
.40 


Wire, tinned.25 

Wire, nickel plated... .85 
Clothes Line— Ea. 

Malleable iron, Jap... .10 
Malleable iron, Galv. . .15 

Grass— Ea. 

14-in., 16-in., 18-in... .05 

Bronzed .66 

12-in. enameled, rreen .60 
12-in, enameled, black .75 
Finest quality steel.. .00 

Forged tool steel.60 

Hammock— Ea. 

To screw.15 


With plate 
Hay Fork— 

%-inch pi. wr’ght steel 
% -inch pi. wr’ght steel 
% -inch galvanised ... 
%-inch galvanised ... 
7-16-inch galvanised.. 
% -inch galvanised ... 

5c; 


.16 

Ea. 

.80 

.45 

.15 

.15 

.20 

.25 

bulk. 


Wire, coppered.... 

Wire, Japanned... 

W r ire, tinned. 

Wire, nickel plated.. 

Wire, brass plated. .. 

Coat and Hat— 

Double, cast, heavy.. 

Single, cast.. 

Medium, cast.90 

Heavy, cast. 1.25 

Cast, nickel plated... 1.25 
Cast, copper finish... .95 
Cast, brass finish.... 1.00 
Cast bronze, all fin... 4.75 

Porcelain, solid.2.00 

Wire, Japanned.20 

HOSE FIXTURES—Hose Washers—%-inch, do*., 

45c lb. 

Hose Couplings—Cast Brass, Common—%-inch, 30c each; 
%-inch, 30c; 1-inch, 45c.. Heavy Brass, Clincher, %-inch. 
35c; %-inch, 35c. 

Brass Hose Clamps—%-inch, 5c each* %-inch, 5c; 1- 
inch, 15c; 1 %-inch, 20c; 1 %-inch, 30c; 2-inch, 35c. 

Galvanized Steel Hose Clamps—%-inch, 5c each; %-inch, 
5c; 1-inch, 5c; 1%-inch, 15c; 1%-inch, 20c; 2-inch, 25c. 

Hose Menders—Clincher, %-inch, 10c each; %-inch, 10c. 
Shennan Seamless Brass, %-inch, 10c; %-inch, 10c. Wood, 
%-inch, 2%c; %-inch, 2%c. Caldwell Hose Straps, %-inch, 
2%c; %-inch, 2%c. Caldwell Hose Strap Pliers, No. 1 
for % or %-inch Hose Bands, 20c each. 

Hose Nozzles—Boston, %-inch, 90c each. Magic, % -inch. 
$1.25. Oakland Pattern, %-inch 65c. 

HOSE, GARDEN—Coupled, in 50 foot lengtha^S ply, % -in., 
17c per foot; 5 ply, %-in., 21c; 6 ply, %-in., 20c; 6 ply! 
% *in.. 25c; 7 ply, %-in., 25c; 7 ply, %-in., 31c; Tested, 5 
ply. %-in., 20c; Tested, 5 ply, %-in., 25c. 

Reel, not coupled—Goodrich Ribbed, %-in., 80c per foot; 
%-in., 40c; Second Quality, %-in., 28c; %-in., 85c; Third 
Quality, %-in., 22c; %-in., 26c. 

IRON—Bars, Small Lots (Gutting Extra). 

Common Bar.06 lb. 

Angle Iron, %-inch.10 

Angle Iron, 8-16-inch.08 

Angle Iron, %-inch and heavier.07% 

Rd., sq. and sq. twisted— 

%-inch and smaller . 7.60 

5-16 inch . 7.00 

% to 2%-inch. 6.50 

8-inch and larger.7.50 

Flats, all sizes.. 6.50 

IRONS— 

Plane, Stanley or Bailey— 

1%-inch—Block.55 


2%-inch Single.1.05 

1%-inch Double. 1.25 

2-inch Double. 1.45 

2%-inch Double. 1.55 

2%-inch Double. 1.65 

2%-inch Double. 1.70 


1%-inch Single.80 

2-inch Single . ..85 

2 %-inch Single.90 

2 %-inch Single. 1.00 

IRONS—Sad. Common, 25c lb. 

Mrs. Potts—No. 50, $3.75 set; 

70, $4.25; G. Pressing, 15c lb.; T Tailors' Goose, 15c 
lb.: N Gasoline, $5.25 each. 

LACING—Belt- 

Rawhide, Cut 

Size %, per ft. .04 2, coil.70 

Size 5-16, per ft.04% », coil.60 

Size %, per ft.05 O M, 1 M, 8 M, 8 M, spl .80 

Size %, per ft.07% 

Size %, per ft.09 Hooks Dos. 

Size %, per ft.10% 10 05 

Wire 8, 9, 10.05 

0 and 1, coil.60 6, 7 .10 

LADDERS—Extension, No. 1, 45c foot. Step, Climax, 70c 
foot; Special, Crescent, 55c foot; Standard, 40e foot. 

LAMPS—Coleman Quick-Lite No. CQ329, $9.50; Quick-Lite 
No. LQ327, $8.50. 


LANTERNS—Dietz Tubular. 

Hot Blast Lanterns 
Little Star Tin Lanterns .90 
Hv-Lo Tin Lanterns.. .90 

Victor Tin Lanterns. . .95 

Monarch Tin Lanterns .95 
O. K. Tin Lanterns.. .100 
No. 2 Royal Tin Lanta. 1.10 
Cold Blast Lanterns 
Junior Tin Lanterns.. 1.00 
Junior Brass Lanterns 1.75 
Junior Brass Nickel- 
plated Lanterns.... 8.00 
No. 2 Crescent Tin Lan¬ 
terns . 1.85 

No. 2 Blizzard Tin Lan- 
terns 


Same, Brass Fount and 

Top . 8.00 

No. 2 Large Fount Bits- 

sard Lanterns. 1.85 

Little Wizard Tin Lan¬ 
terns .1.10 

No. 8 Wizard Tin Lan¬ 
terns . 1.45 

Same, Brass Fount and 

Top . 8.00 

No. 2 Large Fount Wiz¬ 
ard Lanterns.. 1.85 

Same, Brass Fount and 

_ Top .. 8.10 

Dash and Wagon L stern® 
Dash Lant’ns 1.25 


rf#zedW^ ye 


























































































































HARDWARE WORLD 

RETAIL BELLING PRICES—Continued. 


215 


Junior Wagon Lant'ns 1.75 
Roadster Wagon Lan* 

terns . 1.75 

Driving Lanterns 
Eureka Driving, plain 

lens . 1.00 

Same, with optical lens 2.85 
Octo Driving, pl'n lens 4.00 
Same, optical lens... 4.75 
Union Driving, plain 

lens .4.60 

Same, with optical lens 6.00 
Mill Lanterns 
Watchman's Mill Lan¬ 
terns, enamel, fin... 2.15 
Underwriter's Mill Lan¬ 
terns . 2.60 

No. 2 Blissard Mill Lan¬ 
terns . 8.60 

Fire Dept. Lanterns 
King Fire Dept. Tin 

enamel finish.4.75 

Same, Nickel-plated on 

Tin . 6.26 

Same, all Brass.6.00 

Same, Nickel-plated on 

Brass .6.60 

No. 2 Wisard Fire Dept. 
Brass Founts with 

enamel finish.6.00 

Same, all Brass.6.60 


Same, Brass, Nickel- 

plated .7.00 

Wall Lanterns 

No. 16 Wall Lanterns 2.60 
No. 25 Wall Lanterns 2.76 
No. 80 Beacon Wall 

Lanterns . 2.76 

No. 60 Beacon Wall 

Lanterns . 8.75 

Street and Hanging Lanterns 
Pioneer 8treet Lan¬ 
terns, Tin. 7.25 

Same, Brass Founts.. 9.25 

Same, all Brass.12.00 

Pioneer Hanging Lan¬ 
terns, tin. 7.75 

Same, Brass Founts. .10.75 
Platform Lanterns 
Imperial Platform Lan¬ 
terns .12.60 

No. 1 Climax Platform 

Lanterns . 5.00 

No. 2 Climax Platform 

Lanterns . 6.26 

Nos. 1 and 2 Climax 

Nested .10.50 

Unclassified Lanterns 
Police Flash Lanterns 1.50 
Traffic Signal Lant'na 4.00 
No. 12 Display Stand 
and Assortment . . 824.50 


LEAD—Bar, 25c lb.; Calking (100 lbs.), 17c lb.; Pig (100 
lbs.), 17c lb.; Sheet (full), 25c lb.; Wool, 35c lb. 


LEVELS—No. 86, 12-inch, $8.85; 18-inch, $4.00; 24-inch, 
$4.75. No. 87, 12-ineh, 84.50; 18-ineh, 85.25; 24-inch, 
86.25. 

Marx Aluminum—12-inch, 68.76; 18-inch, 84.60; 24-inch. 
5.50; 28, 86-25. 

No. 95, 24-inch, 88.00; 26-lnoh, 88.25; 28-inch, 88.50; 
80-inch, 69.00. No. 96, 24-lnch, 810.00; 28-inch, 810.50; 
80-inch, 811-00. 

Special Noe—No. 0, 82.00; 15, 24 and 26-inch, 84.75; 15, 
28 and 80-inch, 65.00; 25, 85.50. 84, 81 85; 4524, 85.00; 

4424, 86.50; 45*4, 85.25; 90, 88.75; 93, 85.00; 108, 81.00. 


LEVEES—Ice Box—Brass, 4 H-inch, 81.85 each; 6-inch, 82.25; 
9-inch, 84.25. Galvanized, 4H-inch, 50c; 6-inch, $1.25; 9- 
inch, 82.00. Tinned, 8%-inch, 81.65; 11-inch, 82.65; 14- 
inch, $4.00; 16-inch, $5.75. 

LIFTERS—Hot Pan—25c each. Stove Cover, wire circular 
hanlde, 15c; straight wire handle, 10c. 

Transom, Coppered—Hx3-in* 45c each; Hx4, 50c.; 5-16 
x4, 80c; 5-16x5, 90c. 


LINES, CLOTHES—Cotton, Braided—No. 850, 65e each; No. 
460, 45c eaeh. 

Cotton. Twisted—No. 140, 50c eaeh; 150, 65c. 

Wire Twisted—50 foot 20 gauge, 40c; 75 foot 20 gauge, 55c; 
100 foot 20 gauge, 65c; 50 foot 18 gauge, 60c; 75 foot, 18 
gauge, 75c; 100 foot 18 gauge, 90c. 

Wire, 8olid—100 foot, 9 gauge, 80c each. 

LOOK8—Bun—Steel, 75c set; Cast, 60c set. 

MANILA ROPE—8-16-inch to H*inoh, 50c per lb; %-lneh 
and larger, 46e. 


MATS, DOOR—Cocoa Fibre, Fine, 14x24, 82.00; 16x27, 82.25; 
18x30, 82.75. 

Cocoa Fibre, Medium—16x27, 88-25; 18x80, 84.25; 20x88, 
85.00; 22x36, 86.25. 

Flexible Galvanised Steel—16x24, 81.60; 18x80, 86.00: 
22x86, 88.00; 26x48, 84.76. 

Steel Matting in Rolls—Per sq. ft* 55a 


MATTOCK 8— Eaeh. 

Short Cutter, Standard, 5H lbs. 1.75 

Long Cutter, Standard, 6 lbs. 1.75 

Pick, Standard, 6 lb. 1.75 

Handled, D E 3. 1.00 

Handled. C E 3%. 1.65 

Handled 8 Q 8H. 1.25 


MAULS—Post—10-lb., 8150 each; 13-lb., $2.00; 16-lb., $2.25; 
13-lb., $2.75; 20-lb., $3.00. 

Ship or Top—35c lb. 

Wood Choppers'—Adze or Round Eye, 80c lb. 

MILL 8—Cider — 


Junior. 

_42.00 

Senior . 



.65.00 

Medium. 

_48.00 

Force Feed 

.... 

.30.00 

MOPS—Handled— 
Brown Daisy 

6. 1.00 

1 O-Cedar 1 

4 .:. i.oo 


120 

Cotton 

8 .1.15 

8 . 

.. 1.50 


140 


7BD.1.25 

10B .... 

. . 1.25 


180 

.1.00 

9BD.1.60 

11B .... 

. . 1.25 


220 



MOP STICKS—No. 2. 25c each: No. 7, 85c each; No. 18, 85c 
each; No. 70 or Janitor’s, 75c each. 


MOWERS— 

Great American— 

16- inch . 18.60 

17- inch ..20.00 

. 19-inch .22.00 

Common— 

12-inch . 8.60 

14-inch . 9.00 


16-inch . 9.50 

Pennsylvania— 

14-inch .17.00 

16- inch .19.00 

17- inch .26.00 

19-inch .29.00 

21-inch .82.50 


NETTING, POULTRY—Hexagon, Galvanized after Weaving— 
2-inch, 20-gauge—List roll, 12 in., $2.14; 18 in., $3 08; 

24 in., $3.92; 30 in., $4.68; 36 in., $5.35; 48 in., $7.13; 

60 in., $8.91; 72 in., $10.69. 

Sell Full Roll—12 in., $2.40; 18 in., $3.45; 24 in., $4.40; 80 
in., $5.25; 36 in., $6.00; 48 in* $8.00; 60 in., $10.00; 72 
in* $12.00. 

8ell Cut (lin ft.)—12 in* 2c; 18 in* 3c; 24 in* 4c; 30 In 

5c; 36 in., 6c; 48 in.; 7He; 60 in., 9c; 72 in* 10He. 

1 H-inch, 20-gauge—List Roll, 12 in* $3.15; 18 in* $4.58; 
24 in* $5.78; 30 in* $6.90; 36 in* $7.88; 48 in* $10.50; 
60 in* $18.13; 72 in* $15.75. 

Sell Full Roll—12 m* $3.55; 18 in* $5.10; 24 in* $6 SO¬ 
SO in* $7.75; 86 in* $8.85; 48 in* $11.80; 60 in* $14.75; 
72 in* $16.75. 

Sell Cut (lin. ft.)—12 in* 3c; 18 in.. 4He; 24 in* 6c; 
80 in* 7c; 36 in* 8c; 48 in* 10Hc; 60 in* 13c; 72 in* 16c. 

1-inch, 20-gauge—List Roll, 12 in* $4.95; 18 in* $7.12; 
24 in* $9.08; 30 in* $10.83; 36 in* $12.38; 48 in* $16.50; 
60 in* $20.64; 72 in* $24.75. ’ 9 ' 

Sell Full Roll—12 in* $5.55; 18 in* $8.00; 24 in* $10 20; 

30 in* $12.20; 86 in* $13.90; 48 in* $18.55; 60 in* $23.25; 

72 in* $27.85. 

Sell Out (lin. ft.)—12 in* 5c; 18 in* 7c; 24 in* 9c; 30 In* 
11c; 36 in* 12c; 48 in* 16Hc; 60 in* 21c; 72 in* 25c. 

% -inch., 20-gauge—List Roll, 12 in* $8.55, 18 In* $12 30; 
24 in* $15.68; 30 In* $18.71; 36 in* $21.38; 48 in* $28 50- 
60 in., $35.63; 72 in* $42.75. ’ * ' 

Sell Full Roll—12 in* $9.60; 18 in* $13.85; 24 in* $17.65- 

30 in* $21.05; 36 in* $24.00; 48 in* $32.00; 60 in* $40.10; 

72 in* $48.10. 

Sell Cut (lin. ft.)—12 in* 8 He; 18 in* 12Hc; 24 in.. 16c; 
30 in* 19c; 36 in* 21c; 48 in* 29c; 60 in* 86c; 72 in* 43c. 

NIPPERS, CUTTING— 

Kraeuter’s— 


5- inch . 

6- inch . 

. .. 1.35 
. . . 1 50 

7-inch . 

. .. 1.85 

8-inch . 

. . . 2.15 

Nettleton’s— 

6-inch . 

. .. 1.45 

8-inch . 

. .. 1.60 

10-inch . 

. .. 1.85 


12-inch . . . 

14-inch . . . 

Utica— 

Compound, 
Compound, 
Compound, 

Common, 5-inch. . . . 
Common, 6-inch. . . . 
Jeweler’s, 3 H-inch. 
Jeweler’s, 4H-inch. 


5H-inch. 
7 H -inch. 
9-inch. . . 


2.00 

2.45 

2.65 

3.15 

3.75 
1.50 

1.75 
1.90 
2.10 


NIPPLES—See Pipe Fittings— 

NUTS—Cold Punched U. 8. 8. Hexagon, Tapped—Size M 60e 

‘.vjf-A’Hi —*■ *' 

»5WAM SS.Vttrfc S&YHft 

W‘ n *. U. 8. b.—3-16, 25c doz.; H, 30c; 5-16 

40c; %, 50c; 7-16, 70c; H. 80c; %, $1.75. 

GAKUM-Piumbera. 20c lb.; Navy, 80e lb.; Best Unspun, 
B5c lb. 


OAR LOCKS—2-in* per pair, 45c; SH-in* 
2H-in* per pair, 85c. 


per pair, 75o; 


OIL—8-in-l, 1-os. bottle, 20c each; 8-os* 86c; 8-os* 66c; 2H- 
oz C can, *2&c Hou * €hold Lubricant, 4-os. can, 16c each; $- 

OILERS— 

Oopperised Steel— 


13 ..40 

14 .45 

14B .55 

15 A .60 

16 .65 

Cannon Pump—Brats 

11 .2.50 

12 .2.75 

13 . 8.26 

Cannon Pump—Tin— 

1 . 1.50 

2 . 1.75 

9H . 2.00 

OPENERS (CAN)— 

No. Each. 

4 .10 

16 ./"715 

100 —Digitized' by 


Felloe 


4 . 

5 . 

6 . 

Zinc, Chase* i 

00 . 

0 . 

1 . 

t . 

8 . 

4 . 

6 . 

6 . 


2.25 

1.75 

1.85 

2.00 

2.15 


.10 

.16 

.15 

.20 

.25 

.80 

.86 

.45 


No. 

140 

40 


Each. 

. .15 

. .80 
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OVENS, PORTABLE—Bos*— 


No. 

Each. 

No. 


Each. 

012. 

. 5.25 

550 



055. 

. 5.75 

700 


. 5.50 

0200 . 

. 5 25 

750 



450 . 

. 5 50 

755 


. 6.75 

Perfection— 


17 

G. 

. 3.75 

121 G . . 

. 6.25 

122 

G. 

. 7.50 

Pinney A Boyle— 


33 


. 3.50 

13 . 

. 3.25 

37 



17 . 

. 4.00 

37 

G . 

. 4 25 


PACKING—Sheet Rubber—Standard, 30c lb.; Rainbow, 90c; 
Italian Hemp, Common, 45c; Square Flax, braided, 75c; 
Piston Spiral Steam, High Pressure, $2.25; Steam or Water, 
Low Pressure, $1.25. 

PADS—Sweat—No. 63 N12, Red Edge, $1.25; No. 146 A 12, 
Blue and White striped, $1.75. 

PADLOCKS—Corbin— 

No. Each. No. Each. 


21b. Cans.12* 

3 lb. Cans.09* 

5-lb. Cans.09 

10-lb. Cans.08* 

25-lb. Cans.08 

85 lb. Cans.06* 

Rosin— 

Lb.14 

Tints, Kalsomine— Lb. 

Barrels, 280 lbs... .09 

Kegs, 100 lbs.10 

100-lb. bulk.11 

25-lb. bulk.10* 

Less 25 lbs.12 

PANS—Acme Frying— 

No. 00, each.20 

No. 0, each.30 

No. 1, each.85 

No. 2, each.....40 

No. 3, each. .45 


100 lbs. 5 lb. 

pkgs. .09* 

Less 100 lbs. 

5-lb. 

pkgs. 

.10 

Turpentine— 


5’s. 

. . .Gal. 2.35 

*’» . 

, * Gal. 135 

*’8 . 

....Qt. .75 

*’• . 

_Pt. .40 

Painting contractors* price 

on turpentine: 

5 gals, or 

more, 2c above cost; less 

5 gals., 5c above 

t cost. 


No. 4, each.50 

No. 5, each.60 

No. 6, each.75 

No. 7, each.85 


958 .85 

2802* 45 

2822 * 65 

2869 . 1.25 

2879 . 2.10 

2880 . 2.35 

2881 . 8.00 

2883 4.50 

Miller— 

1 . 1.85 

016 .35 

18 .40 

18 li.40 

19 .40 

75 .55 

76 .85 

78 . 1.00 

96 .55 

96C .75 

121 .55 

5441 . 1 15 

Slaymaker— 

1902 .75 

PAINT SUNDRIES— 

Alcohol—(Denatured)— 

1 gallon. 2.10 

5 gallon. 1.80 

Alum— 

Pwd, less than 100 
lbs, lb.17 

Benzine- 

New cans, casd, gal .60 
Old cans, uncsd, gal. .40 


Coal Tar— 

5 Gal. 

...Gal. 

.50 

1-Gal - 

. ..Gal. 

.65 

Creosote- 
Gal. 


.85 

Distillate— 




1903 . 60 

9902 .85 

9902 N C.75 

21090 . 1.00 

Yale- 

223 . 1.00 

225 . 1.40 

453 J .45 

453 X.45 

563 . 1.30 

565 . 2.25 

585 . 2.50 

635 . 2.25 

645 J .80 

803 . 2.50 

805 . 2.50 

805* 3.00 

813 . 2.75 

815 . 2.50 

823 . 3.00 

83 3 . 3.50 

843 . 4.00 

853 . 4.50 

8454 . 3.50 


Lard, No. 1. 1.80 

I.in-O-Oil .90 

Neatsfoot No. 1... 1.40 

Neutral .60 

Paraffine.70 

Paint, Dry Colors— 

Umber.11 

Chrome Green, Med .20 

Graphite.06 

Princess Metallic. . .06 

Sienna.11 

Venetian Red.05 

Yellow Ochre.05 

Painters' Petroleum- 


Paints, Ready Mixed—1st 


PAPER—ASBESTOS—1-16 and under, full roll, per lb., 18c; 
cut, per lb., 25c; over 1-16, full roll par lb., 14c, cut, per lb. 
25c; Asbestos Millboard, 80c per lb. 


BUILDING— 


P A B Imitation P A B 


No. 1—500. 8.75 2.50 

No. 1—1000. 7.35 4.75 

No. 2—500. 5.25 4.00 

No. 2—1000.10.25 2.50 

No. 3—500. 7.00 5.50 

No. 3—1000.13.75 10.00 

Red Resin—17-lb., $1.50; 20-lb., $1.75; 25-lb., $2.25; 30- 
lb., $2.75. 

Black Glazed—No. 1, 500 sq. ft. roll, $1.75; 1000 sq. ft. roll 
$3.00; No. 2, 500 sq. ft. roll, $2.50; 1000 sq. ft. roll, $4.50; 
No. 3, 500 sq. ft. roll, $3.25; 1000 sq. ft. roll, $6.00 

FELT—Asphalt saturated, per roll, $3.50; Deadening, per 

lb. 09. 


ROOFING—(Per square) — 
Aztec Smooth . 


Pioneer- 

Pioneer— 


fo. 10, 

per roll, 

$3.50 

1-Ply 

2-Ply. 

3-Ply 

8.25 

3.75 

4.25 

2.75 

3.25 

8.75 

3.00 

3.50 

4.2 5 

4.50 

4.75 

5.25 

3.85 

4.75 

5.75 

3.85 

4.00 

5.75 

3.25 

3.75 

4.25 

2.75 

3.25 

3.75 

1.85 

2.15 

2.60 

2.50 

8.25 

8.75 


8AND AND EMERY—(Per quire of sheets)- 


.05 


0 

* 

1 

1* 

2 

2* 

8 

.05 

Carborundum . . 

. .80 

.95 

1.10 

1.30 

1.50 

1.75 

.. 


B A A. 

. 45 

50 

.55 

.60 

.75 

.85 

95 

.40 

Aztec . 

. .40 

.45 

.50 

.60 

.70 

.75 

.90 

Aloxite . 

80 

.85 

.90 

1.00 

1.10 

1.20 

1.46 


S rade, white 

als.Gal. 4.40 

* -gals. ...*-Gal. 2.30 
Quarts .Qt. 1.25 


Glue— Lb. 

No. 2 Gelatine.50 

Chicago White . . . .50 

Kalsomine, White— 

Bbls, 280 lbs.08 

Kegs, 100 lbs.09 

4 25-lb. pkgs. bulk .09* 

25 lbs., nulk.09* 

Less 25 lbs.11 

100 lbs. 5-lb. pkgs .10 
Less 100 lbs. pkgs .11 
Lamp Black—Bear Brand— 

I S. lb. pkg.45 

. 30 

Vi-S.20 

Linseed Oil, Boiled— 

5’g.Gal. 2.25 

l’s.Gal. 2.50 

*’s .* -Gal. 1.35 

*’s .Qt. .75 

*’s .Pt. .40 

Raw Linseed Oil, 2c leaa 
than price of boiled. Paint¬ 
ing contractors' price on 
Linseed Oil, 5c above cost, 
according to quantity. 

Oil— Gal. 

Floor.75 

Gloss . 1.50 


SHEATHING—Red or gray—20-lb., $1.50 per roll; 25-Ib, 
$1.85; 30-lb., $2.00. 

PEA VIES— 


*-pints .. . 

,*-Pt. .40 


Maple. 

Hickory. 


Maple. Hickory 

1st Grade, 

Colors— 

2*x4 . . 

_ 3.40 

4.75 

2*x4*.. 

. .. 8.85 

4.60 

Gals. 

. .Gal. 4.25 

2 * x 4 * 

_ 3.65 

4.85 

2-%x5 .. 

. .. 4.00 

4.65 

* -gals. ... 

* -Gal. 2.25 

2*x4* 

_3.75 

5.00 

2 * x5 * . . 

. . 4.25 

5 00 

Quarts . 

Pints . 

.. .Qt. 1.20 
...Pt. .65 

2 * x5 .. 
2 * x5 * 

_ 3.85 

_4.00 

5.00 

5.25 

8 x5 . . 

. . 4.25 

5.25 


* -pints ....*Pt. .85 

2d Grade, White or 

Colors— 

Gals.Gal 2.90 

* -gals.*-Gal. 1.60 

Quarts .Qt. .95 

Inside Floor— 

Gals.Gal. 2 90 

* -gals.*-Gsl. 1.60 

Quarts .Qt. .95 

Porch— 

Gals.Gal. 4.25 

* gals. . . . * -Gal. 2.25 

Quarts .Qt. 1.20 

Plaster Paris— 

Less sack, lb.03 

Putty, Bladder— 

Less than 100 lbs. .07} 
Pnttv. Bulk— Lb. 

1-ib. Cans.15 


PERCOLATORS, COFFEE—Universal- 


Percolator Tops, 10c each. 


5 50 

74 . 

. 6 

7 ^ 

6 00 



50 

6 50 

79 . 

. 8 

O 

5 50 

714 . 

. 9 

00 

6.00 

464 . 


.00 

6.50 

466 . 

.7 

.7 5 

7 25 

469 . 

. 8 

.50 

6.25 

474 . 

. 7 

.50 

7 00 

476 . 

. 8 

2 5 

7.75 

8.50 

479 . 

. 9 

.00 


PICKS—Drifting, 8-lb. $1.85 each; 4, $1.50; 4*. $1.65; 5. 
$1.75; 5*. $1.85; 6, $2.00. 

Railroad—5 lb., $1.50 each; 6, $1.65; 6*. $1.65; 7-8, $1.75 
Contractors—8-9 lbs., $2.25. 

PINS—Clothes—C—Common, 5c do*.; US—Spring, 15c; H— 
Hoyt’s Spring, 10c. 

Digitized by x^iOO^lC 
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PE— 

Standard Black 

Galvanized 

Cutting and 


Cut 

Full 

Cut 

Full 

Threading 


Length 

Length 

Length 

Length 

Cuts Threads 


Pr. Ft. 

Pr. 100 

Pr. Ft. 

Pr. 100 

Each 

Each 

% -inch. . 

. .06 

5.25 

.08 

7.75 

.03% 

.072 

% -inch. . 

. .07 

5.70 

.09 

8.50 

.03 % 

.072 

% -inch. . 

. .07 

5.70 

.09 

8.50 

.03% 

.072 

% -inch. . 

. .09 

7.50 

.11 

10.00 

.03% 

.072 

%-inch. . 

. .11 

9.75 

.14 

12.50 

.03% 

.072 

1 -inch. . 

. .16 

14.20 

.20 

18.75 

.03% 

.072 

1 % -inch. . 

. .22 

19.20 

.27 

25.20 

.04% 

.09% 

1 % -inch. . 

. .27 

23.00 

.35 

30.00 

.00 

.12 

2 -inch. . 

. .35 

30.80 

.45 

40.40 

.08% 

.16% 


PIPE—Gas and Water (black) — % inch, 6c foot; % inch, 7c; 
4* inch, 7c; % inch, 9c; % inch, 11c; 1 inch, 16c; 144 
inch, 22c; 1% inch, 27c; 2 inch, 35c. 

Galvanized—% inch, 8c foot; 44 inch, 9c; % inch, 9c; 

% inch, 11c; 34 inch, 14c; 1 inch, 20c; 144 inch, 27c; 
144 inch, 35c; 2 inch, 45c. 

PIPE, STOVE—Nested, Full Joints—3-inch, 40c joint; 4-inch 
40c; 5-inch, 40c; 6-inch, 45c; 7-inch, 45c; 3-inch, Japan, 
40c; 4-inch, Japan, 45c; 5-inch, Japan, 45c; 8-inch, Galva¬ 
nized, 40c* 4-inch, Galvanized, 45c; 5-inch, Galvanized, 55c; 
6-inch, Galvanized, 60c. 

Half Joints—5-inch, 20c joint; 6-inch, 25c. 

Taper Joints—6-inch to 5-inch, 45c joint; 7-inch to 6-inch, 
45c. 

PIPE FITTING8—Price, each. 




% % 

% 

% 



Blk. Gal. Blk. 

Gal. 

Blk. 

Gal. 

Blk. Gal. 

Bushings . 

.10 

.10 .10 

.10 

.10 

.10 

.10 

.15 

Caps . 

.10 

.10 .10 

.10 

.10 

.10 

.15 

.20 

Couplings . 

.10 

.15 .10 

.15 

.10 

.15 

.15 

.20 

Crosses . 

.15 

.20 .15 

.20 

.25 

.40 

.35 

.55 

Elbows, 90 degree. 

.10 

.15 .10 

.15 

.10 

.15 

.10 

.15 

Elbows, 45 degree. 

.10 

.10 .10 

.10 

.10 

.15 

.15 

.25 

Elbows, Reducing. . 

.15 

.20 .15 

.20 

.15 

.20 

.20 

.30 

Elbows, Street .... 

.10 

.15 .10 

.15 

.15 

.20 

.25 

.35 

Floor Flanges .... 

.20 

.40 .20 

.40 

.25 

.50 

.25 

.50 

Lock Nuts . 

.10 

.10 .10 

.10 

.10 

.15 

.15 

.20 

Plugs . 

.10 

.10 .10 

.10 

.10 

.10 

.10 

.10 

‘Reducers . 

.10 

.10 .10 

.10 

.10 

.15 

.15 

.25 

Return Bends Close 

.20 

.30 .20 

.30 

.25 

.35 

.30 

.45 

Tees . 

.15 

.20 .15 

.20 

.15 

.25 

.15 

.25 

Unions . 

.25 

.35 .25 

.35 

.25 

.40 

.30 

.45 



1 1% 

1% 

2 



Blk. Gal. Blk 

.Gal. 

Blk. Gal. 

Blk. 

Gal 

Bushings . 

.10 

.15 .10 

.20 

.15 

.25 

.20 

.40 

Caps . 

.20 

.25 .25 

.40 

.30 

.45 

.45 

.75 

Couplings . 

.20 

.30 .25 

.40 

.30 

.50 

.45 

.60 

Crosses . 

.55 

.85 .60 

1.00 

.75 

1.35 

1.20 

2.10 

Elbows, 90 degree. 

.20 

.30 .30 

.45 

.35 

.60 

.60 

1.00 

Elbows, 45 degree. 

.25 

.40 .50 

.75 

.55 

.80 

.80 

1.20 

Elbows, Reducing . 

.25 

.35 .35 

.60 

.45 

.70 

.80 

1.30 

Elbows, Street .... 

.25 

.40 .35 

.60 

.40 

.70 

.80 

1.30 

Floor Flanges. 

.30 

.55 .35 

.70 

.40 

.85 

.60 

1.25 

Lock Nuts . 

.15 

.25 .25 

.35 

.25 

.35 

.30 

.55 

Plugs . 

.10 

.10 .10 

.15 

.10 

.20 

.15 

.25 

‘Reducers . 

.25 

.35 .25 

.45 

.30 

.50 

.55 

.90 

Return Bends Close 

.55 

.65 .75 

1.25 

.95 

1.50 

1.35 

2.40 

Tees . 

.20 

.35 .35 

.60 

.50 

.80 

.80 

1.40 

Unions . 

.40 

.55 .50 

.80 

.65 

1.00 

.85 

1.30 

NIPPLES— 


% 

% 


% 


% 


Blk. Gal. Blk. Gal. 

Blk 

. Gal. 

Blk. Gal. 

Close . 

.10 

.10 .10 

.10 

.10 

.10 

.10 

.10 

Long . 

.10 

.10 .10 

.10 

.10 

.10 

.10 

.15 

4-inch Long. 

.10 

.10 .10 

.10 

.10 

.10 

.10 

.15 

5-inch Long. 

.10 

.15 .10 

.15 

.10 

.20 

.10 

.20 

6-inch Long. 

.10 

.15 .10 

.15 

.10 

.20 

.10 

.20 

Close . 

.10 

.10 .10 

.15 

.10 

.20 

.15 

.25 

Long . 

.10 

.15 .15 

.25 

.20 

.30 

.30 

.45 

4 inch Long . 

.10 

.15 .15 

.20 

.20 

.35 

.25 

.45 

6-inch Long. 

.12 

.25 .20 

.30 

.20 

.35 

.25 

.45 

6 inch Long . 

.15 

.25 .20 

.35 

.25 

.45 

.35 

.50 

FITTINGS—From 2% 

to 

4-inch—Black only. 






2% 

3 


3% 

4 

Bushings . 


. .30 

.40 


.55 


.70 

Caps . 


. .65 

.95 


1.15 


1.60 

Couplings . 


. .60 

.90 


1.20 


1.50 

Crosses . 


. 1.90 

3.15 


3.45 


6.00 

Elbows, 90 degree . 


. 1.05 

1.60 


2.10 


3.40 

Elbows, 45 degree . 


. 1.10 

1.50 


2.10 


3.00 

Plugs . 


. .25 

.35 


.50 


.55 

‘Reducers . 


. .85 

1.25 




2.10 

Tees . 


. 1.25 

1.95 


2.50 


3.95 

Unions . 


. 1.75 

2.35 


4.10 


4.90 

NIPPLES— 


2% 

3 


3% 

4 

Close . 


. .35 

.40 


.60 


.75 

5-inch Long. 


. . .50 

.60 


.90 


1.00 

6-inch Long. 


. .60 

.70 


.90 


1.00 

8-inch Long. 


, . .80 

1.00 




1.40 

10-inch Long. 


, . .75 

1.20 




1.70 

‘Reducers 1-inch 

and larger 

reducing to %-inch 

and 

smaller advance 50 

per 

cent over prices i 

shown. 



PIPE FITTINGS (STOVE)—Caps, No. C 

15, < 

60 c each; 

C-l 6. 

60c each. 








Pampers—No. 3. 4, 

20c each; 5, 6 

, 25c; 

7, 40c. 



Elbows—No. 3 Corg., J 

25c each; 

4, 30c; 5 

, 3dc; 6, 

40c; 


7. 45c. No. 3 Adj. 4 Pc., 35c; 4, 40c, 5, 40c; 6. 45c. 3- 

inch Adj. Galv., 40c; 4-inch, 45c; 5-inch, 50c; 6-inch, 55c. 
No. 3 Corg. Jap.. 40c; 4, 45c. 

In lots of 12 dozen, 5 per cent discount from above. 

Flue Stops, Nos. 1 and 36, 20c each; 3, 20c each; 30, 20c 
3. 3% On kegs). 35c lb.; 4, 5, 35c; 6, 7, 8, 35c; 10, 35c. 
Roof Plates and Saddles, Nos. 15, 16 (Side), 90c each; 50, 
60 (Ridge), 75c each. 


HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 

PISTOLS—Automatic—Colts’, .25 Cal., $22.00 each.; .25 
Cal. nickel, $27.00; .32 Cal. $27.00; .38 Cal„ pocket, $50; 
.45 Cal., military, $42.00. 

Smith & Wesson—.35 Cal., $31.50; Savage, .82 Cal., 
$27.00; .380, $28.00. 

PITCH—Navy Caulking—5-lb. can, 75c; 10-lb., $1.25; 25-lb., 
*2.50; 50-lb., $4.50; %-bbl., *9.u0; bbl., $13,50. 

PLANES—Block-Bailey—No. 9**, $3.25; 9 %, $4.00; 15, 
$3.50; 16, $3.65; 17, 4.15; 18, $4.00 ; 19, 4.15. 

Block, Stanley—No. 60, $3.65 each; 60%, $3.35; 61, 
$3.25; 65. $4.25; 100, 80c; 101, 65c; 102, $1.25; 108, 
$1.65; 110, $1.65; 120, $2.35; 180, $2.40; 131, $8.85; 208, 
$2.00; 220, $2.40. 

Iron, Bailey—No. 2, $5.35 each; 3, $5.60; 4, $6.15; 4%, 
$7.00; 5, $7.00; 5%, $8.00; 6, $9.10; 7, $10.50, 8, $12.50; 
2C, $5.75; 3C, $6.00; 4C, $6.65; 4%U, 7.65; 5C, $7.65; 
5%C, $8.60; 6C, $9.75; 7C, $11.25; 8C, $18.25. 

iron, Stanley—No. 602, $6.15 each; 603, $6.65; 604, 
$7.25; 604%, $8.40; 605, $8.40; 605%, $9.00; 606, $10.50; 
607, $12.00; 608, $14.25; 602C, $5.50; 603C, $7.00; 604C, 
$7.75; 604%C, $9.00; 605C, $9.00; 605%C, $9.75; 606C, 
$11.50; 607C, $13.00; 608C, $15.75. _ 

All Wood—Plain, No. 3W, $1.10; 15W, $1.25; 21W, 
$2.25; 27W, $2.50; 029W, $2.65. Razee, No. 5W, $2.25; 
17W, $1.50; 23W, $2.65; 29W, $3.00. 

Wood Bottom, Bailey—No. 22, $4.00 each; 28, $4.00; 
24 $4 25; 26, $4.50; 27, $5.00; 28, $5.65; 29, $5.65; 80, 
$6.15; 31, $0.15; 32, $6.15; 35, $5.00; 36, $5.60. 

Rabbet—No. 10, $9 00 each; 10%, $7.50; 75, $1.10; 78, 
$4 65; 90, $5.50; 92, $5.50; 93, $6.65; 98, $2.65; 99, $2.65; 
140, $4.15; 190, $4.15; 191. $4.00; 192, 3.65. 

PLATES—GAS, HOT— ^ _ 

Griswold—No. 601, $3.50 each; 602, $6.00; 608, $9.75; 702, 
$8 00; 702N, $9.75; 703, $11.75; 703N, $13.75; 722, $9.50; 
722N. $10.75; 723, $12.75; 723N, $14.75; 1001, $1.60; 1002, 
$3.75; 1003, $6.00. 

PLIERS—Klein’s Side Cutting—Bernard's No. 102, 4%-inch, 
$1.85; 5%. $2.25; 7%, $2.75. No. 201 or 812, 5-inch, 
$3.00; 6, $3.25; 7, $8.50; 8, $4.25; 9, $5.00. 

PLUGS—Spark—$1.00 each 

PLUMBS AND LEVELS—Metallic, StanVey—No. 86, 6-lnch, 
$2 75 each; 9-inch, $3.25; 12-inch, $3.75; 18-inch, $4.75; 
24-inch, $5.50; No. 87, 18-inch, $6.25; 24-inch, $7.25; 87G, 
9-inch, $4.50; 12-inch, $5.25; 18-inch, $6.25; 24-inch, $7.25; 
No. 38%, 95c; No. 89%, $1.25; No. 84V, 6-inch, $2.25; 
8-inch, $2.75. ^ 

Wood, Stanley or Disston—No. 00, $1.75; 0, $2.00; 2, 
$2 65; 3, $3.50; 13, $4.25; 25, $5.25; 80, $4.00; 85, 

$3 75; 45%, $5.75; 90, $5.00; 93, $5.50; 95, $8.75; 98, 
$4.50; 101, $3.25; 102, $1.00; 104, $1.25; 012, $2.25; 
6018, $8.00; 6024, $8.50; 6512, $2.25; 6518, $2.85; 

6524, $3.25. t 

Pocket, Stanley—No. 31, 2%-inch, 60c each; 3-inch, 65c; 
3%-inch, 85c; 4-inch, $1.05; 40, 60c; 41, 25c; 44, 25c; 
COO, $1.50. ... ^ 

F.xtrn Level Glasses—No. 1,1% to 2-inch, 15c each; 2%- 
inch, 15c; 3-inch, 15c; 3%-inch, 20c; No. 6L, 80c; 6P, 50c; 
7L. $1.35: 7P, $1.35. 

POKERS, STOVE— _ , v _ , w 

No. 120, Straight, 20-lnch, 15c each; 126, Straight, 26-inch 
20c; 200, Bent, 20-inch, 15c; 250, Bent, 26-inch, 10c. 
POINTS AND CHUCKS— 

For 30 and 81.$ .75 

For 35 . 

Nos. 11 and 15, 2-ln. . 

8-inch .60 

4- inch .65 

5- inch .75 

6- inch .85 _ 

POLISH (AUTO)— Dnrolae. 1 pt.. 60c; 1 qt.. $1.00. 

POLI8H (FURNITURE)—Dnrolae, 1 pt., 60c; 1 qt., $1.00 

Calol, % pt. 30c each; 1 pint, 45c; 1 quart, 65c; % gallon, 
$1.15; 1 gallon, $2.00; 5 gallons, $7.50. 

Liquid Veneer, 4 ounce, 30c each; 12 ounce, 60c; 1 euart, 
$125 

O-Cedar—4 ounce, 30c each; 12 ounce, 60c; quart, $1.25; 
% gallon, $2.00; gallon, $3.75. 

Johnson’s Prepared Wax. 5 ounce, 45c each; 1 pound, 85c; 
2 pounds, $1.70; 5 pounds, $3.00. 

METAL—NonOlio, % pint, 50c each; 1 pint, 75c; 1 quart, 

SHOE—Shnwhlte, 15c each; Midnight Oil, 25c; Royal, 15c; 
Jet Oil, 15c; 4 C 8 Shoe Satin, 10c; 9 C 8 Shoe Satin, 15c; 
1 C Satinola, 10c; 2 C Satinola, 15c; 5 P S Shoe Satin, 10c: 
10 P 8 Shoe Satin, 15c; 5 P Satinola, 10c; 10 P, Satinola. 
1 5r 

STOVE—Liquid, No. 6 Black 8ilk, 20c each: 8, Black Silk, 
25c* 2 Black Eagle. 25c; 10 E, Enaraeline, 15c. 

Paste, No. 5, Black Silk, 15c each; 10, Black Silk, 20c; 
20 Black Silk, $1.50; 01, Black Eagle, 45c; 95 Black Eagle, 
$1.75: 4 E, Enameline, 10c; 6 E, Enameline, 15c; 75 Black 
Jack, 20c; 1, Rising Sun, 15. 

POTS—Fire. 

Gasoline, 0 A L. 

1 .25.00 

5 !.22 75 

21 .19 25 

71 .25.00 


$ .75 

8-ineh . 

. 96 

.50 

10-inch . 

. 1 10 

.55 

No. 75. 

. 8 25 

.60 

No. 80. 

. 1.00 

.65 

No. 80. 

.85 

.75 

No. 81. 


.85 




8 Quart. 1.50 

10 Quart. 1.75 

12 Quart. 1.90 

16 Quart.* 25 


72 '.22.75 Tin— 

221 .30.00 4 Quart.85 

Watering Galvanized 6 Quart. 1.00 

4 Quart. 1.10 8 Quart. 1.25 

8 . 10 >* rt 


lias 
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HARDWARE WORLD 


RETAIL SELLING PBICES—Continued. 


PULLERS—Nail—Rex, $2.00 each; Rex, Jr., $1.75; Red Devil, 
$2.75; Morrill’s, $2.75; Little Giant, $2.75. 

PULLEYS—Brass Screw, No. 350, ft inch, 20c each; ft, 25c; 
ft, 25c; 1, 30c; lft, 40c; 1ft. 65c. No. 370, ft inch, 40c 
each. 1, 60c. 

Brass Side—No. 1150, ft inch, 25c each; ft, 30c. 

1170, ft inch, 40c each; ft. 45c. 

Brass Upright—No. 500, 35c each. 

Clothes Line—No. 610, 2 inch, 20c each; 2ft, 25c. 

660. 20c; 670. 20c; 1610, 2 inch, 25c; 2ft, 35c; 1660, 

16 70, 30c; 6350G. 35c; 650OG, 55c. 

Hay Fork. No. 1267, 60c each; 692, 60c; 796, 75c; 46 
1651, $1.75. 

PULLEYS—Frame—No. 4, Ottumwa, per doz., 90c; N 
$1,00; No. 9, 95c; No. 105, 90c; No. 109, 90c. 

PUMPS—P. 8.—1. $3.75; 2, $4.25; 3, $4.80; 4, $5.50. 
PUTTY—Per lb., 15c. 


TD—Octagon Brl.27.50 

14 A TD—Standard. .56.00 

TD—Carbine . 56.00 

16 A TD—Standard..42.50 
Savage 


No. 

1899 250-3000. 

61.50 

1899 TD, Feath’wt. . 

56.50 


1899 SF . 

46.00 

No. 

1904 TD, 8ingle shot 

9.75 

25c; 

1914 TD, Hammerless 28.50 
Stevens— 

$i; 

Little Scout . 

5.75 


Crack Shot . 

7 25 

K 

Marksman . 

9.50 

). 9, 

Favorite . 

11.00 


70 TD, .22. 

17 25 


1919, .22 . 

Winchester— 

23.50 


1886 SF—Round Brl. 

48.00 


TD—Round Brl 56.75 
1890 TD—Oct. Fancy 57.50 
TD—Oct. Plain. 80.00 
1892 SF—Round Brl. 37.50 
SK—Uct. Brl.. . 83.50 
TD—Oct. Brl.. 45 75 
SF—Carbine . . 32.00 
1894 SF—Round Brl. 35.00 
SF—Oct. Brl.. 42.00 
SF—Carbine . . 35.50 
TD—Oct. Brl. . 54.50 


1895 8F . 47.00 

1895—Govt. Model.. 50.50 
1895 TD . 59 25 

1902 TD—.22 10.00 

1903 TD—Plain _42.50 

TD—Fancy_ 69.00 

1904—rTD—.22 . 10.00 

1906 Tl) .27.50 

1907 TD .58.00 


RAKF.S—GARDEN—Malleable. 12 tooth, 70c each; 14-tooth, 
80c. Steel Straight. 12-tooth, $1.10; 14-tooth, $1.25. Steel 
Row, 11 and 12 tooth, $1.35; 13 and 14-tooth, $1.45; 15 
and 16-tooth, $1.60. Lawn, 85c. 

RAIL (HOUSE DOOR)—Prouty— 

No. 5 .foot, $ .18 

Riehards-Wilcox 

9 .foot, $ .15 16. 019.foot, $ .45 

132, 0132 .60 150 .18 

RASPS—Flnt Wood, 8-inch, 70c; 10-inch, 95c; 12-inch, $1.25; 
14-inch, $1.65; 16-inch, $2.25. Half Round Wood, 8-inch, 
75c; 10-inch, $1.00; 12-inch, $1.35; 14-inch $1.80: 16-inch, 
$2.35. Half Round Cabinet, 8-inch, 95c; 10-inch, $1.25; 12- 
inch, $1.65; 14-inch, $2.10: 16-inch, $2.65. Horse, Hellers 
Plain. 12 inch, 55c; 14-inch, 75c; 16-inch, $1.00. Horse, 
Hellers Flanged, 14-inch, $1.00; 16-inch, $1.35. 

RAZORS (SAFETY)— Eveready 


No. 


No. 

700, each . 


706 B, Blades. Pkg.40 

2, each . 




Gem 

800, each . 


800 B, Blades, Pkg.50 


Enders 

900, each . 


900 B, Blades, Pkg.35 


Durham 

Domino 

1000, each. 


1000 B, Blades, Pkg.. .50 


Gillette 

00, each . 

_7.50 

480, each . 5.00 

460, each . 

_5.00 

500, each . 5.00 

460 B, each.... 

_5.00 

500 B, each . 6.00 

470, each . 

_5.00 

501, each . 5.00 

501 B, each.... 

_6.00 

6 X B Bladea, pkg. .50 

12 X B Blades, 

pkg 1.00 



Auto ; 

Strop 

1, set . 

_ 5.00 

2541, set. 5.00 

15, set. 

_ 6.00 

600 B Blades, pkg. 1.00 

25, set. 

_ 6.50 

600 ft B Blades, pkg. .60 

251, set. 

_ 5.00 


REELS—Hose—No. 

1 Wire, $1.65 each; No. 60, Wood, $2.25. 


REGISTERS— 


REVOLVERS— 


RIVETS—Slotted Clinch, Coppered Steel—No. 9, 15c box; 9S. 


10c box. 

Copper—With Burra— 

Size. ft Lba. Lba. Size. ft-Lbs. Lba 

7—St’r Lgths .50 .75 7—Asst.45 .80 

8 “ .50 .80 8 “ 45 .80 

9 *• .50 .80 9 “ 50 .85 

10 ** .50 .85 10 “ 50 .90 

12 “ .50 .90 12 .50 .95 


Copper Iron, with Burrs—08 Asst., 25c ft-lb. box; 010, 80c. 

RIVETS—Tinners—Black, all sizes (in kegs), 20c lb. Tinned. 

3, 3ft (in kegs), 30c lb.; 4, 6, 30c; 6, 7, 8, 85c; 10, 35c. 
ROOFING—(See Paper)— 

ROPE—Cotton, Thread—3-16, $1.10; ft to 5-16, $1.10 lb.; 
ft to ft. $1 10; ft to 1, $1.15. 

Manila—Base, 40c lb. 

Sisal—Base, 80c lb. 

RULES, Boxwood—Lufkin-Stanley—No. 171(36), 60c each; 
372 (36ft), 85c; 378 (3), $1.50; 386 (32), 90c; 338 

(32ft). $1.30; 488 (57), 80c; 651 (68), 35c; 702 (18). 
55c; 751 (61). 40c; 752 (70), 50c; 761 (63), 50c; 762B 
(7). $1.40; 771 (84). 85c; 780 (62ft), $1.00; 781 (62). 
$1.00; 861A (53ft), $1.00; 862C (83ft) $1.50; 871 (52), 
95c; 881 (54). $1.15; 981 (60), $1.40; 3851 (66ft), 80c; 
3851Y (66), 80c; 3861 (66ft), 90c; 3881 (66ft), $2 00. 

Rules, Steel—B 85, Blacksmith's, $1.00 each; 1085, Black¬ 
smith’s. 85c; 041 Pocket, 20c; 4141, 4641, Zig-Zag, $1.15; 
4142, 4642, Zip Zag, $1.85; 4143, 4643, Zig-Zag, $2.75; 
4144, 4644, Zig-Zag, $3.75. 

RULES, ZTG ZAG—Lufkin—Stanley—No. 804 F, 50c each: 
No. 806 F, 70c; 8513 (03), 40c; 8514 (04) 55c; 8515 
(05), 65c; 8516 (06), 75e; 8518 (08). $1.00; 8523 (403F). 
40c: 8524 (404 F), 50c; 8525 (405 F), 65c; 8526 (406 F), 
75c; 8613 (103), 45c: 8615 /105) 70c; 8616 (106), 85c; 
8624 (854 F). 60c; 8626 (856 F), 85c. 

Aluminoid, Zig Zag—4 ft., $1.75; 5 ft., $2.00; 6 ft.. $2.25. 


8AW8—One Man—Cross-cut— 


8 ft. 

Disston 
. a on 

Chinook 
ft ft ft 

, 7 70 

Chinook 

8ft ft. 

. 4 60 

A ft. 

. 8.65 

12.80 

14.40 

4 ft. 


6ft ft. 

i 10.75 

4ft ft. 


7 ft. 

.10.90 

16.00 

5 ft. 


7ft ft. 

.12.00 

17.60 


Simonds Falling same price as Royal Chinook Cross Out. 


Colts. Model Each. 

Police Positive.84.00 

Police Positive Special 85.50 
Police Positive Target 86.00 

Army Special . 38.00 

New Service. 89.00 

Single Action . 36.75 

Harrington A Richardson 

203, 223 .11.50 

203 B. 223 B.12.00 

204, 224 .12 00 

204 B, 224 B.12.50 

263, 273 .12.50 

263 B, 273 B.12.75 

264, 274 .12.75 

264 B, 274 B.13.00 

Iver Johnson— 

800, 303, 323.16.50 

800 B, 303 B.16.75 

804 .16.75 


RIFLES—No. and Model— 


Daisy Air— Each 

25 5.25 

40 . 5.25 

3 . 8.00 

80 . 2.85 

11 . 2 35 

12 . 2.00 


King Air— 

4 . 

5 . 

21 .». 

22 . 


2.25 

2.65 

1.85 

1.50 


Each. 

304 B .17.25 

323 B .17.00 

824 17.00 

324 B .17.25 

843, 853 .17.75 

843 B, 353 B.18.00 

844, 854 .18.00 

844 B, 354 B.18.50 

864 B.19.25 

865 B.19.50 

Smith A Wesson— 

1905 Military Police. .34.50 
Regulation Police .... 32.50 
1903 Hand Ejector. . . 30.50 
38 8. & W. Perfected 30.50 

1908 Military. 35.00 

1911 Target . 35.00 

New Departure 38..., 30.50 


Marlin— 

20 TD—Octagon Brl.. 18.50 
27 TD—Round Brl... 21.80 
TD—Octagon Barrel. 24.55 
29 TD—Round Brl. . 15.60 
1897 TD—Round Brl. 22.75 
TD—Octagon Barrel. 24.80 
Remington— 

4 TD—Octagon Brl... 15.00 
6 TD—Round Brl.... 10.00 
8 A TD Round Brl...81.25 
12 TD—Round Brl... 19.40 


SAWS—Hand- 

12 Disston or 69 Atkins. 


20 inch. 4.15 

22 inch. 4.65 

24 inch. 5.00 

26 inch. 5.25 

28 inch. 5.75 

30 inch. 6.00 

D8 Disston, or 51 Atkins 

18 inch. 3.00 

20 inch. 8.25 

22 inch. 3.65 

24 inch. 3.85 

26 inch. 4.00 

28 inch. 4.65 

30 inch. 5.00 

Simonds Hand and Cross-cut 
8AW8—Miscellaneous— 

Back 

12-inch . *2.50 

14-inch . 2.85 

16-inch . 8.25 

22 inch . 4.00 

24 inch . 4.25 

26 inch . 4.75 

28-incb . 5.50 

Butcher No. 10 

16-inch . 1.80 

18-inch . 1.90 

20-inch . 2.00 

22-inch . 2.15 


Digitized 


No. 7 Disston 

18 Inch. 2.50 

20 inch. 2.65 

22 inch. 2.85 

24 inch. 3.10 

26 inch. 3.20 

28 Inch. 3.75 

No. 120 Disston 

26 inch. 5.75 

28 inch. 6.00 

No. 112 Disston— 

26 inch. 4.15 

28 inch. 4.50 

D100 or D20 Disston— 

26 inch. 4.00 

28 inch. 4.40 

Saws—Prices on Application. 

Compass No. 2 

12-inch .85 

14-inch .90 

16-inch .95 

Kitchen No. 2 

12-inch .65 

14-inch .70 

16-inch .75 

Mitre 

24-inch . 5.25 

26-inch . 5.75 

28-inch . 6.50 


Google 
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SAWS—MISCELLANEOUS—Continued— 
Nut, Complete 

No. 8.2.50 


Pruning 

No. 50 California, 12 in. 1.85 
Buek— 

Com Sgl Brace V tooth. 

Com Dbbl Brace Tuttle tooth 

Com Dbl Brace V tooth. 

No. 150 Special. 


No. 50 California, 14-in. 1.40 
No. 51 California, 12*in. 1.80 
No. 51 California, 14-in. 1.90 
Disston, No. 9, 14-inch. 3.00 
Disston, No. 10, 14-inch 3.25 

. 1.50 

. 2.50 

.2.25 

. 1.75 


SAW CLAMPS—No. 8, $2.00; 0, $1.85. Perfection, No. 1W, 
$2.25; No. 8W, $2.75; No. 2W, $8.25. No. 11, with Guide, 
$3.25; Bishop's No. 750, 85c; Stearne* No. 105, $2.75; No. 
200, $1.75; N83, $2.25; No. 3, Disston, $4.50. 


SAW SETS— 

201 G. A P. 1.05 

Spec. Morrill .2.00 

105 Morrill.60 

1 Morrill. 1.60 

10 . 1.10 

77 .05 

SAW TOOLS— 

Clipper Outfit.80 

Morin Raker Gauge— 

No. 1.1.50 

No. 6.2.25 

No. 9.2.50 

Atkina Raker Swage.. .40 

5-M Tooth Gauge.25 

Jointere Pikea Perf... .76 

Jointera No. 7 Sterna .70 
Morin No. 2.4.00 


X Cut— 


Morrill No. 3_ 

... 1.85 

Baker No. 8. 

_2.85 

Colonial . 

_1.85 

7 Taintor . 

_ 1.75 

28 Triumph. 

_ 1.65 

Hammer . 

.85 

Lever . 

.25 

Morin No. 2*4 ... 

_4.60 

Morin No. 8. 

_2.00 


Setting Tool Dieaton— 

No. 100.80 

No. 4 Setting Blocka— 
No. 4 Blocka, Morin.. 2.00 
Swagea No. 0 Diaat... 4.75 
Swagea, Whitings.... 1.00 

a tLU. _ i nn 


Atkina, Rex . 1.00 

Atkins, Exoelaior.85 


SCALE8—Family, testing without scoop, $3.50; with scoop, 
$4.25; Peddlers’, glass sash, $4.50; glass sash with chains, 
$4.75; braas dial, $5.00; brass dial with chains, $5.25. 
Spring Balance, No. 50, 80c each; 51, 55c; family, $5.75; 
No. 202, $6.50. 


SCISSOR8—Cast—No. 10, 60c each; No. 44, 7*4 inch; 60c; 
8 >4 inch, 65c; 240, 4 inch, 25c; 4% inch, 30c; 255, 4 inch, 
30c; 4% inch, 35c; 5 inch, 35c; 5% inch, 40c; 6 inch, 45c; 
320, 85c; 350, 75c. 

Wise—No. 14 B H, $1.85; 54ft, $1.20; 55, $1.25; 55*4, 
$1.30; 56, $1.40; 66*4, $1.50; 57, $1.60; 154*4. $1.45; 
155, $1.50; 155*4, $1.55; 156, $1.60; 156*4, $1.70; 157, 
$1.85; 364, $1.55; 864*4, $1.60; 865, $1.65; 866, $1.85; 
463, $1.40; 468*4, *1.45; 464, $1.60; 578, $1.85; 578%, 
$2.10; 574*4, $2.30: 663, $1.85; 663*4, $2.10; 664, $2.80; 
768, $1.80; 768*4. $140; 764, $1.45; 764*4, $1.50; 765, 
$1.55; 765*4, $1.60; 766, $1.75; 773, $1.45; 778*4, $1.50; 
774. $1.55; 814, $1.55; 814*4, *1.60; 815, $1.65; 815*4, 
$1.70; 816, $1.85. 

SCOOPS—Common Hollow Back—No. 2, $2.40 each; 3, $2.50; 
4, $2.60: 5, $2.75; 6, $2.85; 7, $2.90; 8, $3.00; 9, $3.10; 
10. $3.25. 


SCREENS—Adjustable—Window—Wabash, Wood Frame, 15x 
33, 80c: 18x33, 90c; 24x83, $1.15; 80x38, $1.45; 24x37, 
$1.25; 28x37, $1.50. 

Sherwood, Steel Frame—18x38, $1.10; 24x88, $1.25; 24x 
87. $1.35; 30x37, $1.65. 


8CREW8—Cap and Set- 
Machine—Brass, Flat or 
Prices shown are for 

Round Head— 
full gross packages. 

For price of 

one dozen, 

use one-tenth of the full 

package price ahown. 

8ise. 

*4-in. 

*4 in. 

*4-in. 

*4-in. 

1-in. 

2. 

.... .30 

.85 

.40 

.45 


4. 

.35 

.40 

.45 

.50 

.60 

6. 

.45 

.50 

.55 

.60 

.75 

8. 

.65 

.75 

.85 

.90 

1.10 

10. 

.90 

1.05 

1.20 

1.40 

1.70 

12. 

_ 1.20 

1.40 

1.55 

1.70 

2.00 

14. 

_ 1.50 

1.75 

2.00 

2.30 

2.75 

16. 

_ 2.40 

2.65 

2.90 

3.15 

3.65 

1ft. 

_ 8.00 

8.40 

3.70 

4.00 

4.75 

20. 

- 3.80 

4.15 

4.55 

5.00 

5.75 

Size. 


1*4 in. 

l*4-in. 

1% -in. 

2-in 

4. 


.75 

.90 

1.15 

1.40 

6. 


1.00 

1.25 

1.55 

1.90 

8. 


1.35 

1.55 

1.90 

2.25 

10. 


2.00 

2.20 

2.50 

2.85 

12. 


2.35 

2.70 

8.10 

8.50 

14. 


3.10 

3.45 

3.85 

4.25 

16. 


4.00 

4.55 

5.15 

5.75 

1ft. 


5.20 

5.70 

6.35 ' 

7.10 

20. 


6.60 

7.45 

8.25 

9.00 

Iron, Flat or Round Head— 

Size. *4-in. *4-tn. 

%-in. 

*4-in. 

1-in. 

2. 

.25 

.30 

.30 

.35 


4. 

.25 

.30 

.30 

.35 

• ‘.40 

6. 

.30 

.30 

.35 

.40 

.45 

8. 

.35 

.40 

.40 

.45 

.55 

10. 

.55 

.55 

.60 

.65 

.75 

12. 

.60 

.65 

.70 

.75 

.80 

14. 

.75 

.75 

.80 

.85 

1.00 

16. 


.95 

1.00 

1.05 

1.20 

18. 



1.35 

1.45 

1.60 

20. 

. . ; . ... 



1.75 

1.95 


Size 

1 *4 in. 

1*4-in. 

1*4 in. 

2-in. 

4. 

..55 

.55 

.65 

.80 

6. 

.55 

.60 

.75 

.95 

8. 

.60 

.70 

.80 

1.00 

10. 

.90 

1.05 

1.20 

1.35 

12. 

.95 

1.15 

1.30 

1.45 

14. 

. 1.15 

1.35 

1.50 

1.75 

16. 

. 1.40 

1.70 

2.00 

2.35 

18. 

. 1.95 

2.25 

2.55 

2.90 

20. 

. 2.25 

2.55 

2.90 

3.20 


Cap Screws— 


Prices shown are for dozen lots. For the price 
only, use one-tenth of the dozen price shown. 

U. S. S. Thread, Iron— 

on one 

Lgth. .ins.) 

*4-in. 

5-16-in. %-in. 

7-16-in. 

*4-in. 

% . 

.55 

.60 

.65 

.80 

1.05 

% . 

.55 

.60 

.65 

.80 

1.05 

1 . 

.60 

.65 

.75 

.90 

1.10 

1*4 . 

.65 

.65 

.75 

.95 

1.20 

1*4 . 

.70 

.75 

.80 

1.05 

1.30 

1*4 . 

.75 

.80 

.85 

1.10 

1.40 

2 . 

.75 

.85 

.95 

1.20 

1.50 

2*4 . 

.85 

.95 

1.00 

1.30 

1.60 

2*4 . 

.95 

1.05 

1.10 

1.35 

1.70 

3 . 

1.10 

1.15 

1.25 

1.50 

1.80 

3*4 . 




1.75 

2.15 

4 . 

Lgth. (ins.) 


%-in. 

*4-in. 

%-in. 

2.50 

1-in. 

1 . 


1.65 

2.25 

3.30 

.... 

1*4 . 


1.70 

2.25 

3.30 

.... 

1*4 . 


1.80 

2.45 

3.30 


1*4 . 


1.85 

2.60 

3.50 

4.10 

2 . 


2.10 

2.80 

3.80 

4.50 

2*4 . 


2.25 

3.00 

4.10 

4.90 

2*4 . 


2.45 

3.15 

4.25 

5.30 

3 . 


2.70 

3.65 

4.70 

6.10 

3*4 . 


3.05 

4.25 

5.40 

6.95 

4 . 3.60 

S. A. E. Thread, Steel— 

4.85 

6.00 

7.75 

Lgth. (in.) 

*4-in. 

5-16-in 

%-in. 

7-16-in. 

*4 in. 

.60 

.75 

.85 

1.20 

1.25 

% . 

.65 

.80 

.90 

1.20 

1.30 

1 . 

.70 

.80 

.90 

1.25 

1.35 

1*4 . 

.75 

.85 

.95 

1.30 

1.45 

1*4 . 

.80 

.90 

1.00 

1.45 

1.60 

1*4 . 

.85 

.95 

1.10 

' 1.55 

1.75 

2 . 

.90 

1.10 

1.20 

1.65 

1.90 

2*4 . 

1.05 

1.20 

1.25 

1.80 

2.00 

2*4 . 

1.20 

1.30 

1.35 

1.90 

2.15 

2*4 . 

1.30 

1.40 

1.50 

2.00 

2.25 

3 . 

1.40 

1.55 

1.60 

2.15 

2.45 

3*4 . 

1.60 

1.75 

1.90 

2.50 

2.75 

4 . 

Lgth. (ins.) 

1.75 

2.00 

2.15 

9-16-in. 

2.80 

%-in. 

3.10 

%-in. 



. . 2.15 



% . 



. . 2.15 


.... 

1 . 



. . 2.15 



1*4 . 



. . 2.15 



1*4 . 



. . 2.25 

2.65 

4.45 

1*4 . 



. . 2.40 

2.85 

4.45 

2 . 



. . 2.60 

3.05 

4.70 

2 *4 . 



. . 2.80 

3.25 

5.05 

2*4 . 



. . 3.05 

3.50 

5.35 

2*4 . 



. . 3.25 

3.80 

5.60 

3 . 



. . 8.45 

3.95 

5.95 

3*4 . 



. . 3.85 

4.60 

6.75 

4 . 



. i 4.50 

5.25 

7.55 


Prices shown are for dozen lota. For price of one only, 
use one-tenth of the dozen price shown. 

8. Thread— 


Lgth. 

*4 

% 

% 

1 

1*4 

1*4 

1 % 

2 

2*4 

2*4 

3 

3*4 

Lgth 

% 

1 

IV* 

1*4 

1*4 

2 

2*4 

2*4 

8 

8*4 

4 


(ins) 


(ins.) 


*4-in. 
25 
30 
30 
30 
35 
40 
45 
50 


one dozen, use one-tenth 
Brass, Flat or Round Head— 


5-16-in; 

%-ln. 

7-16-in. 

*4-In. 

.80 

.35 

.40 

.50 

.35 

.40 

.45 

.55 

.35 

.40 

.45 

.55 

.35 

.40 

.50 

.60 

.40 

.45 

.55 

.65 

.40 

.50 

.65 

.75 

.45 

.55 

.70 

.85 

.55 

.65 

.80 

.95 

.65 

.70 

.90 

1.05 

.70 

.80 

1.00 

1.15 

t t f f 



1.40 

.... 


.... 

1.65 

%-in. 

%-in. 

%-ln. 

1-in. 

. .90 

.... 

.... 

• • • • 

. .90 



• • • • 

. 1.00 

*1.70 

2.40 

.... 

. 1.10 

1.85 

2.50 

8.40 

. 1.25 

2.00 

2.70 

8.75 

. 1.35 

2.10 

2.95 

4.00 

. 1.45 

2.25 

3.20 

4.35 

. 1.65 

2.40 

8.40 

4.65 

. 1.85 

2.65 

8.90 

5.25 

. 2.10 

8.00 

4.85 

6.90 

. 2.85 

3.40 

4.80 

6.50 

full gross packages. For prioe of 
of the full package price shown 


'igitized by ! 
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WOOD SCREW8—Continued— 


8ize. 

% -in. 

%in. 

%*in. 

%-in. 

%-in. 

%-in. 

1-in. 

0. . . 

.60 

.60 

.65 



1. . . 

. . .60 

.60 

.65 





2... 

. . .60 

.65 

.65 





8. . . 

. . .65 

.70 

.70 

.75 

.85 

1.05 

1.15 

4. . . 

.70 

.75 

.75 

.80 

.85 

1.10 

1.20 

5. . . 

. . .75 

.80 

.85 

.90 

1.00 

1.15 

1.20 

6. . . 


.85 

.90 

1.00 

1.10 

1.15 

1.25 

7. . . 


.95 

1.00 

1.10 

1.25 

1.35 

1.50 

8. . . 


1.05 

1.16 

1.80 

1.40 

1.55 

1.70 

9. . . 




1.50 

1.60 

1.75 

1.95 

10. . . 




1.70 

1.85 

2.05 

2.20 

11. . . 




1.85 

2.10 

8.35 

2.55 

12. . . 





2.35 

2.60 

2.85 

18. . . 

. 






8.20 

14. . . 







8.55 

15. . . 



.. . 




8.90 

16. . . 







4.65 

Size. 

1%-ln. 

1%-ln. 

1%-ia 

2-in. 

2 %-in. 

2 %-in. 

8-in. 

6. . . 

. . 1.65 




7. . . 

. . 1.70 

2.25 

2.80 

8.65 




8... 

. . 2.00 

2.80 

2.90 

8.70 




9. . . 

. . 2.26 

2.55 

2.95 

8.75 


6.60 


10... 

. . 2.45 

8.00 

8.80 

8.80 

4.95 

6.65 


11. . . 

. . 2.90 

8.25 

8.75 

4.30 

5.10 

6.70 

9.70 

12. . . 

.. 8.25 

8.75 

4.25 

4.80 

5.55 

6.75 

9.80 

18. .. 

.. 8.75 

4.15 

4.70 

5.30 

6.25 

6.90 

9.90 

14... 

.. 4.10 

4.65 

5.15 

5.90 

6.85 

7.60 

10.00 

15... 

. . 4.60 

5.85 

6.05 

6.85 

7.50 

8.80 

10.25 

16. . . 

. . 5.05 

5.85 

6.65 

7.50 

8.85 



17.. . 

. 

6.40 


8.20 

9.10 



18. . . 
Flat 

Head* Bri 

7.60 
ght— 


9.75 

10.75 


... 

Size. 

%*in. 

%-in. 

%*ln. 

%-in. 

%-in. 

%-in. 

1-in. 

0 to 

2.. .35 

.35 


a... 

.. .85 

.35 

.85 

.85 

.35 

.85 

.40 

4. . . 

.. .85 

.85 

.85 

.35 

.40 

.40 

.45 

5... 

. 

.85 

.85 

.35 

.40 

.45 

.45 

6... 

. 

.40 

.40 

.40 

.45 

.45 

.45 

7... 

. 

.40 

.40 

.45 

.45 

.50 

.50 

8... 

. 

.45 

.45 

.45 

.50 

.50 

.55 

9. .. 


.45 

.50 

.50 

.50 

.55 

.55 

10. .. 


. .. 

.55 

.55 

.55 

.60 

.60 

11... 



.55 

.55 

.60 

.65 

.65 

12. .. 


. .. 

.60 

.60 

.65 

.70 

.70 

13... 

• • • V 



.65 

.70 

.75 

.80 

14. . . 




.65 

.75 

.80 

.85 

15. .. 

. 



. .. 

.85 

.85 

1.00 

16. . . 



. .. 


.90 

1.00 

1.25 

17... 

. 



. .. 



1.85 

18... 

. 


• •• 

... 



1.40 

20. .. 

. 






1.75 

Site. 

1 % -in. 

1 % -in. 


, 2-in. 

2 %-in. 

2%-in. 

8-In. 

8. .. 

.. .45 

.50 


4. . . 

.. .50 

.55 


. .* 




5. .. 

.. .50 

.55 

*65 

.75 

.8*6 

.*95 


6... 

.. .55 

.60 

.70 

.75 

.80 

1.00 

L50 

7... 

. . .55 

.60 

.75 

.80 

.85 

1.05 

1.50 

8... 

.. .60 

.65 

.75 

.80 

.90 

1.10 

1.55 

9. .. 

.. .60 

.70 

.80 

.85 

.95 

1.15 

1.55 

10... 

. . .65 

.70 

.80 

.90 

1.00 

1,20 

1.80 

11... 

.. .70 

.75 

.85 

.95 

1.05 

1.25 

1.60 

12. .. 

.. .80 

.85 

.90 

1.00 

1.10 

1.30 

1.65 

18. .. 

.. .85 

.90 

1.00 

1.10 

1.20 

1.85 

1.70 

14. .. 

. . .95 

1.00 

1.15 

1.25 

1.35 

1.45 

1.75 

15... 

.. 1.10 

1.20 

1.30 

1.40 

1.55 

1.65 

1.90 

16. . . 

.. 1.25 

1.40 

1.45 

1.55 

1.75 

1.85 

2.10 

17... 

.. 1.40 

1.60 

1.75 

1.85 

1.95 

2.10 

2.40 

18. .. 

.. 1.65 

1.90 

2.00 

2.10 

2.30 

2.35 

2.75 

20. . . 

.. 2.00 

2.15 

2.25 

2.40 

2.65 

2.90 

8.25 


Round Head, Blued—Sell at 10 per cent adranee over 
prices shown for Flat Head, Bright. 

SAFETY SET— (Bristo)— 

*4 inch, any length, 10c each; 6-10, 10c; %, 12c; 7*10, 15e; 
%. 18c; %, 25e; %, 80c; %, S5c; 1-iaeh, 40c. 


SCREWS—Lag—Gimlet Point, Square Head—80% below. 



% 

, 5-16-in. 

%-in. 

%-in. 

%-in. 

%-in 


Dos. 

100 

Dos. 

100 

Dos. 

100 

Dos. 

100 

Dos. 

100 

1 


.40 

2.50 









1V 4 . 


.40 

2.50 









1% . 


.40 

2.50 

.45 

3.06 







1% . 


.45 

2.75 

.50 

3.30 







2 


.45 

2.75 

.50 

3.30 

.70 

4.60 





2% . 


.50 

3.00 

.55 

3.60 

.75 

5.00 

1.10 

7.30 



3 . 


.50 

3.20 

.60 

3.95 

.80 

5,45 

1.20 

7.85 

1.65 

11.15 

3%. 


.50 

3.40 

.65 

4.20 

.85 

5.85 

1.25 

8.45 

1.80 

12.00 

4 


.55 

3.65 

.70 

4.50 

.95 

6.25 

1.35 

9.00 

1.90 

12.10 

4%. 


.60 

3.85 

.75 

4.80 

1.00 

6.65 

1.45 

9.55 

2.05 

13.50 

5 . 


.60 

4.10 

.75 

5.10 

1.05 

7.00 

1.50 

10.10 

2.15 

14.30 

5%. 


.65 

4.30 

.80 

5.40 

1.15 

7.50 

1.60 

10.70 

2.25 

15.10 

6 


.70 

4.50 

.85 

5.65 

1.20 

7.85 

1.70 

11.25 

2.35 

15.85 

6% . 




.90 

5.95 

1.25 

8.25 

1.75 

11.75 

2.50 

16.65 

7 




.95 

6.20 

1.30 

8.65 

1.85 

12.40 

2.60 

17.45 

7%. 




1.00 

6.55 

1.35 

9.05 

1.95 

12.95 

2.75 

18.25 

8 




1.05 

6.85 

1.45 

9.50 

2.05 

13.50 

2.85 

19.00 

9 






1.55 

10.25 

2.20 

14.65 

3.10 

20.60 

10 . 






1.65 

11.10 

2.35 

15.75 

3.30 

22.10 

12 . 








2.70 

18.00 

3.75 

25.30 


SCREW DRIVERS—Machinists', No. 51, 50c each; 51ft, 75c; 


52, 85c; 52%, $1.10; 53, $1.15; 53%, $1.40; 54, $2.65; 
210, $1.90; 215, $2.25; 218, $2.75. 

Yankee Ratchet—No. 11, 2-inch, 70e each; 8, 85c; 4. 
95c; 5, $1; 6, $1.15; 8, $1.35; 10, $1.65; 18, $1.00; 
15, 2 inch, 75c; 3, 80c; 4, 85c; 5. 90c. No. 30, $3.00, 31. 
$4.00; 35. $2.25; 60, $1.00; 130, $3.75. 


SCREW DRIVERS—G. 

A P — 

367—1%, 85c; 8, 

40c; 

4, 45c. 

SCYTHES—Bush— 


Grass— 



No. 

Each. 

No. 


Each. 

400 . 

. 2.50 

200 . 


. 2.50 

450 . 

. 2.35 

250 . 

.... 

. 2.35 

Weed- 


100 . 

,,,, 

. 2.50 

300 . 

. 2.50 

150 . 


. 2.35 

850 . 

. 2.85 




SHEETS—IRON—Galvanized- 

-10 to 16, ll%c 

; 18 

to 24. 


. 12c; 26 to 27, 12 %c; 28. 13c; 30, 14c. Black, 12 to 16, 
10c lb.; 18 to 28, 11c. Add 10 per cent for cutting. Cor¬ 
rugated. Ptd., 28 Ga., $6.25* Galv„ 26, $9.50; 28, $8.50. 
Rockface Siding, $9.50. 

SHEETS—STEEL—Black, soft. 18-20, 22-24, 26, 27, 28. 30 
gauge, 20c cut; 13c full sheet. 

Galvanized Flat, 12-14, 16, 18-20, 22-24, 26, 27, 28, 30 
gauge, cut 22c; 15c full sheet. 


SHIELDS—Expansion—Sebco—Per hundred list. 


3-16 inch. 

u . 

.13.00 

.15 00 

% . 

% . 

.38.00 

.45.00 

5-16 . 

.18.00 

% . 

.65.00 

% . 

.25.00 

% . 

.95.00 

7-16 . 


1 . 


SHINGLES—Tin, 

5x7, $2.50; 

7x10, $4.00. 



SHOT— Air Rifle, No. 25 (bulk), 30c lb.; No. 125 (1-lb. bags). 
30c lb.; No. 525 (tubes), 10c pkg. Balls, Nos. 0, 00, 200. 
20c lb. Buck, Nos. 1, 2, 8, 30c lb. Drop, Noa. 1 to 12, 80c 
lb.; B, BB, BBB, 25c lb. 

SHOVELS —D Handle, Round Point, No. 102, $2.50 each; 201 
$2.35; 401, $2.00; 1008, $2.25; 1004, $2.85: 1005, $2.50. 

D Handle, Square Point— No. 104, $2.50 each; 208, $2.35; 
807, $3.00; 403, $2.00; 404B, $2.00; 1002, $2.65; 1010, 
$2.50; 1111, $2.25; 1112, $2.35. 

Long Handle, Round Point —200, $2.85; 800, $2.50; 
400, $1.90: 400 A, $2.15; 700, $2.50; 701, $2.50; 800, $2.50; 
801, $2.65; 1000, $2.25; 1001, $2.85; 1002, $2.50. 

Lone Handle, Square Point — No. 108, $2.50 eaeh; 202, 
$2.35; 304, $2.50; 402, $2.00; 702, $2.50; 1006, $2.25; 
1007, $2.35; 1008, $2.50. 

SLEDS — Hand and Coaster— Jr. Racer.. 4.25 

Flexible Flyer— Racer . 5.00 

No. 1.8.00 Tux. Racer. 7.50 

No. 2.8.50 Fire Fly- 

No. 8.4.50 No. 0. 1.75 

No. 4.5.50 No. 10.2.25 

No. 5.7.50 No. 11.2.75 

No. 6.16.00 No. 12. 2.25 

8MOOTH-ON—65c lb. 

SOLDER—% and %, 65c lb,; No. 1, 90-100, 65c: Wiping, 
40-60, 55c; Wire, 50-50, 65c; Electrical Wire, 40-60, 55e. 


SPORTING GOODS— 



Each 

Handballs . 


Official Baseballs_ 

2.50 

Boxing Glovas, 

8 0s.. .18.50 

8econd Grade Baseb’ls 

2.00 

Striking Bags 


Playground B. B„ Out 


Champisnshlp 

Tennis 

or Plain 8eam— 


Balls . 


14-inch . 

8.00 

Best Grade ! 

Rackets, 

12-inch . 

2.75 

Sutton .... 



Baaeball Bats, league.. 1.75 Cotton Gym Shirts.75 

Baseball Masks. T * 10.00 White Running Pants. 1.00 

Chest Protectors.8.50 Bike Jockey Strap.75 

Official— Rubber Soled Tennis 

Rugby Footballs... 10.00 Gym Shoes. 1.25 

Soccer Footballs... .12.00 Rubber 8oled Tennis 

Basketballs .15.00 or Gym High.2.25 

Volley Balls . 8.00 Basketball Shoes — . 5.00 

8PRAYERS—Myers' Bucket Pump, 8 lbs., $9.50 each; 6 
lbs, $7.00. Hand—Faultless, 70c each; Misty, 60c. Knap¬ 
sack—Kant Klog, $7.50; Perfection, $9.00; Utility, $7.25. 
8PRAY PUMP8—Fanltleaa Tin, 75c each; Barnea No. 254. 
$6.55; Barnes, 276, $9.50; Little Giant, 827%, $5.75; Arne 
Pressure 845, $8.50; Defiance, No. 824, $8.50. 

SPRINGS, DOOR—Coiled 16-inch, Japanned Spring, %-lneh. 
10c; 9-32, 10c; 11-82, 10c; 13-82, 10c; %, 15c. Faultiest, 
Tight No. 12 Steel Wire, 16-inch, 45c each. Victor, Adjust¬ 
able Tension, 9-inch, 20c each; 10-inch, 25c; 11-inch, 30c; 
12-inch. 40c. Reliance, Extra Heavy Ratchet Tension. 10- 
inch. 55c each. Warner’s Coppered Steel Wire for screen 
doors, each, 15c. Torrey Screen Door, 39 in steel rod, 50c. 


8PRTNKLERS. LAWN— 

Perforated Tube, Dew Drop, 7 feet long, brass, $3.00 each; 
8 feet. $3.25: 8 feet, galvanized, $2.50. 

Pluvius—Revolving Brass 8pon, $1.15 each; Revolving 
Arms. 6-inch. $1.35; Revolving Arms, 11-inch, $2.25. 

Ring—5%-inch diameter, 75c each; 8%-inch, $1.00. 

Rose—3-inch perforated oblong plate spray, 75c each. 
Ross—Perforated oblong plate spray, 75c each. 

Thompson's—Twin, 40c each; Fountain, 50c; Fail, 25c; 


Simplex Circle. 40c; Shower, 50c; Peerleaa, 55c. 

Will's Galvanized Pipe—6 feet, $2.25 eaeh; 7 feet, $2.50; 
8 feet, $3.00. 


Digitized by oogle 
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RETAIL SELLING PRICES—Continued. 


8TAPLE8—Fence Wire—Polished, 8c lb.; galvanised, 9c 
Poultry Wire—% -inch, 15c lb. 

8TARRETT8 TOOLS—Add to Catalogue- 
Micrometers, 50% 

Thickness Gauges, 50% End Meas. Rods, 50% 

Or. Flat Stock. 50% Caliper Gauges, 50% 

Handy Equiv. Table, 50% Micrometer Cases, 50% 
Balance of Book (not itemized) add to list 40%. 

STEEL—Mild—See—Iron. Tool, 22c; Drill, Co., 20c. 

STONE8—Carborundum—No. 76, 50c; 107, $2.00; 108, $2.25; 

109, $1.75; 110, $2.00; 111, $1.35; 112, $1.00; 113, $1.00; 

115, $1.75; 116, $1.75; 117, $1.75; 118, $1.50; 119, $1 50; 

120, $1.50; 121, $1.25; 122, $1.25; 123, $1.25; 124, $1.00; 

130, 75c; 131, 75c; 142, 75c; 143, 75c; 144, 75c; 145, 50c; 
146, 50c; 147, 50c. 

Pike’s Oil and Water—No. 18, 60e each; 14, 60c; 16, 10c; 
20, 40c; 22, S1.00; 25, 15c; 87, 25c; 40, 25c; 42, 85c; 
48. 50c; 51, $1.00; 52, $1.25; 58, $1.50; 54, $1.00; 55, 
$1.25; 56, $1.50; 59, 15c; 60, $1.75; 62, $2.25 ; 66, $2 75; 
68, $3.75; 78, 50c; 80, 60e; 86, 75c; 88, $1.00; 92, 50c; 
94, 60c. 

Pike’s Scythe—No. 89. 15c each; 40, 15c; 41, 15c; 42, 20c. 


STEEL TAPES— 


100 . 


200 D. 

_ 6.00 

103 . 

. 8 25 

203 . 

. 9.75 

105 . 


203 D. 

.9.25 

106 . 


205 . 


200 . 


205 D. 

.18.50 

Asses' 

Skin Case—25, 65c; 

50, 85c; 75. $1.15; 

100, $1.35. 


TAPE—Friction—% lb., 45c; 2 oz., 15c; 1 oz., 10c. 


TENTS—Single Filling— 


Size 

8-oz. 

10-os. 

Slie 

8-ox. 

10-os. 

7x7 . . . . 

. . .14.80 

17.30 

16x18 .. 

...57.25 

67.35 

7x9 .. . . 

. . .17.55 

20.45 

16x20 .. 

. . .63,10 

73.65 

9x9 . . . . 

. . .20.25 

23.70 

16x24 .. 

.. .71.85 

83.60 

9%xl2 . 

. . .23,85 

27.85 

16x30 . . 

_86.95 

101.30 

12x14 .. 

. . .32.00 

87.35 

A or Wedge— 

10.75 

12x18 .. 

. . .39.50 

46.15 

5x7 .... 

... 9.25 

14x16 .. 

. . .42.00 

49.30 

7x7 .... 

. . .11.65 

18.60 

14x20 .. 

. . .52.15 

60.60 

7x9 .... 

. ..13.95 

16.85 

Flys Half Price 

of Tents. 




Wagon 

Covers— 

Single Filling— 



Size 

8-oz. 

10-os. 

Size 

8-oz. 

10-os. 

10x14 .. 

. .. 8.85 

11.10 

12x16 .. 

.. .12.90 

15.90 

10x16 .. 

. . .10.15 

12.70 

12x18 .. 

. . .14.35 

17.90 


STOP AND WA8TE— 

Rough Brass, Iron Pipe Threads No. 10 T-Handle or No. 
20 Lever Handle. 

Vi-inch, $1.25; %-inch, $1.75. 

No. 30 High Grade Cap Pattern T or Lever Handle— 
Vi-inch, $1.50; %-inch, $2.00. 

Glauber or Muellers— 

% -inch, $1.75; %-inch, $2.25. 

Compression— 

Vi-inch, $2.25; %-inch, $2.50. 


STRIP—Weather—Rubber, Vi-inch, 5c ft.; %-inch, 7c ft. 
Felt, Vi-inch. 5c ft.: %-inch. 7c ft. 


SUPPORTS—Wagon Tongue— 
Lindquist’s— 


1 . 2.00 

2 2.50 

S . 3.25 


Haggard Spiral— 


0 . 1.35 

1 . 1.75 

2 . 1.90 

3 .2.15 


Stockmen's Bed Sheets—Single Filling- 


Size 8-oz. 10-os. 12-os. 

6x12. 5.00 6.50 7.50 

6x14. 5.85 7.50 8.75 

7x14. 8.35 10.85 12.25 

7x16. 9.85 12.50 14.10 


THIMBLES—Flue—6-in., 10c; 7-In, 15c; 6-In. to 7-in. Adj.. 

15c. 

TIN— 

Bar and Pig, $1.20 lb. 

Common Roofing, 40c per sheet. 

Valley, No. 4, 6c per ft.; 10, 10c; 14, 14c; 20, 20c. 
Painted 1 side, lc foot extra, two aides 2c. 

Flashing. IC. lxl. $3.25 per 100 feet; %xl, $8.25. 
Shingles—5x7, $8.50 per 100 ft. 

Valley—14-inch, 17c per foot, $15.00 per roll; 20-inch, 25c 
per foot, $22.00 per roll. 


SWEEPERS CARPET—Diesel's American Queen, $7.50; Club, 
$13.00; Elite, $8.25; Gold Medal. $7.00; Grand Rapids 
(Xic), $7.00; Grand Rapids (Jap), $6.25; Grand (Jap), 
$8.00; Parlor Queen, $7.75; Princess, $7.25; Prize, $7.00; 
Universal (Nic), $6.75; Universal (Jap), $6.00. 

Vacuum—Superba, $13.00; Grand Rapids, $11.00; House¬ 
hold, $9.00. On account of the freight, retail prices 50 
cents higher prevail in the following Western and Southern 
states: Colo., New Mex., Wyo., Mont., Ore., Utah, Aria., 
Nev., Ida., Wash., Calif., Tex., Okla., Ark., La„ Miss., Ala„ 
Fla., Ga.. N. C. and 8. C. 


TACKS—Bills Posters’, No. 545 Wire, or 555 Cut, 8, 85c lb ; 
4, 35c; 6, 35c; 8, 35c; 10, 35c. 

Carpet—434 Cut, or 484 Wire V4*lb. paper*. No. 8, 10c 
box; 4, 10c; 6, 10c; 8, 10c; 10, 10c; 12, 10c. 

488 Cut, or 488 Wire Vi-lb. papers. No. 3, 6c box; 4, 
6c; 8, 6c; 10, 6c: 12, 6c. 

495 Wire in bulk. No. 3, 40c lb.; 4, 85c; 6, 35c; 8, 
35c: 10, 35c; 12, 35c. 

Gimp—324. No. 2 Vi, 15c box; 8, 15c; 4, 15c; 6, 15c; 
8, 15c. 

Upholsterer**—304 Cut, V4-1b. paper*. No. 1Vi, 15c box; 
2. 15c; 2 Vi, 15c; 8, 15c; 4, 15c; 6, 15c; 8, 15c; 10, 15c; 
12 to 16, 15c. 

305 Cut, or 355 Wire in bulk. No. 8, 40c lb.; 4, 85c; 
6. 35c; 8, 35c; 10, 85c; 12, 85c. 

Double Pointed—Blued Vi-lb. paper*. No. 9, 6c box; 
10. 6c; 11, 6c; 12, 6c; 14, 6c. 

Blued'in bulk. No. 209, 40c lb.; 210, 40c; 211, 40c; 
212, 40c. 


TAPES—MEASURING—(Lufkin)—(Starrett) — 


Asses’ Skin 


No. Each 

710 85 

713 1.25 

715 1.75 

716 2.00 

730 90 

733 1.45 

735 1.80 

736 2.25 

Linen 

1030 1.40 

1033 2.25 

1035 2.90 

1036 3.35 

Metallic 

500 L. 4.00 

503 L. 6.00 

505 L. 7.50 

506 L. 9.00 


Pocket 

143 95 

145 . 1.10 

165 25 

3143 60 

3175 50 

Steel 

240 . 6.00 

243 . 7.00 

245 . 9.25 

246 .12 00 

260 . 6.25 

263 . 7.50 

265 . 9.75 

266 .12.75 

550 . 5.50 

553 . 7.00 

555 . 9.25 

556 ...12.00 

Surveyors’ 

276 D.14.75 

5100 .11.00 


TOGGLE BOLTS—Sebco No. 1—Per hundred list. 

—Diameter— 


Length Mi-in. 8-16-in. V4*iu. 

3-inch .. 6.00 8.00 12.50 

3% inch . 6.25 8.00 9.00 

4 6.75 8.50 13 80 

5 7.50 9.25 14.30 

6-inch . 8.00 10.00 15.00 

Sebco No. 5—With either round or flat head machine 
screws— —Diameter— 

Length Vi-in. 8-16-in. %-in. 

3-inch. 2.63 3.15 8.50 

4 inch. 2.97 8.50 8.85 

5- inch. 3.32 8.85 4.20 

6- inch. 3.67 4.20 4.55 


TORCHES—Clavton A Lambert—No. 28. Alcohol, $4.25 each. 

Gasoline—No.' 14, $6.50 each; 37, $11.00; 38, $11.75; 31, 
$12.50; 32, $13.00; 48, $15.00; 62, $17.00; 112, $11.75. 


TRAPS—Fly—Paragon, 35c each; Balloon, 25c; Edgewood 1, 
$2.00; Edgewood 2, $2.00; Avia 1, $2.75; Avia 2, $2.50; 
Avis 3, $2 25; Perfect, $1.45. 

Game—No. 0 Newhouse, 65c each; 1 Newhouse, 75c; 1% 
Newhouse, $1.15; 2 Newhouse, $1.65; 3 Newhouse, $2.25; 
4 Newhouse. $2.75; 5 Newhouse, $20.00; 1 Oneida Jump, 
35c; 1 Vi Oneida Jump, 55c; 2 Oneida Jump, 90c; 0 Victor, 
25c: 1 Victor, 30c; 1 Vi Victor, 45c; 2 Victor, 60c; 8 Victor, 
$1.00; 4 Victor, $1.25. 

Gopher—Western. 25c each; Noxall, 25c; Maccabee. 25c; 
Easy Set, 25c; Newhouse, 25c; California Pocket, 40c. 

Mole—Reddick, $1.25 each; Out-O-Sight, $1.75. 

Mouse—Sure Catch, 5c each; Security, 10c; Choker-Wood, 
15c; Choker-Tim, 10c; Delusion, 25c; Holdem, 65c; 
Cage. 25c. 

Rat—Sure Catch, 15c each; Security, 25c; Holdem, small, 

$1.15; Holdem, large, $1.25. 


TROLLEY—Richards—Per 8et- 


No. 

3-ft. 8 Mi -ft. 4-ft. 

4 Vi-ft. 

5-ft. 

5%-ft. 

016. 

. 5.25 5.50 5.75 

6.00 

6.25 

6.50 

16. 



9.50 

9.75 

019. 

. 4.75 5.00 5.26 

5.50 

5.75 

6.00 

19. 



8.50 

8.75 

0132. 

. 5.25 5.60 6.00 

6.40 

6.75 

7.25 

132. 



9 50 

9.75 

No. 

016. 

6-ft. 6 Vi-ft. 

. . . 6.75 . 

7-ft. 

8-ft. 

10-ft. 

16. 

019. 

. . . 10.00 10.25 

6.25 . 

10.50 

11.50 

12.50 

19. 

0182... . 

. . . 9.00 9.25 

... 7.50 . 

9.50 

10.50 

11.00 

132. 

. . . 10.00 10.50 

ii.oo 

12.00 

18.00 

185—1, $8.00 each; 185—2, $4.50; 187—1, $2.50; 9— 
Midget, 60c; 90T—Midget Track. 12c. 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 

TINWARE 


Wash Boilers 

8 . 8.00 

Pot Covers 

I 225 .75 

08 ... , , 25 

Muffin Pans 

6 . 10 

280 . 1 (jo 


« . 8.50 

10 .15 

235 . 1 50 



28 A. 8.40 

12 . 20 

Tea Kettles 

iio 85 


29 A. 8.65 

13 .25 

19.0 A K 

Pie Pane 

6 . 10 

128 B.8.75 

129 B. 4.00 

14.80 

7j .. .45 

02 .50 

130.65 

1*> .40 

Cups 

09.15 

027 .55 

Cake Pans 

5 ., 15 

7 . 10 

Wash Bowls 

07 .10 

029 .75 

10 . 1 ft 

047 . 2 00 

7 85 

75 .25 

8 auee Pane 

012 .40 

010 . 20 

049 . T , 8 00 


08 .25 

28 .25 

067 .... 2 25 


7 .85 

028 .15 



8 .45 

211 , 212 . 10 

Preserving Kettles 

160. 40 


016 .50 

Corered Buckets 

11 .15 

214 .15 

041 .20 

020 .60 

Cutters 

All sizes ... 10 

200 . , , 58 

048 .80 


12 . 25 

240 .. , 75 

72 .40 

Coffee Pote 

1 «A 

13 . 80 

Dippers 

01 . 25 

280 . Oft 

74 . 55 

14 . 85 

820 . l is 

Dish Pans 

IX Tin 

10 . 90 


Dinner Buckets 

1 . 85 

2 .15 

Moulds 

2 Melon.1.85 

4 . . . . 50 

02 .25 

6 90 

2 7* 

08 . 85 

4 Melon. 1 . 8 ft 

14 . 1.05 

Tee Pote 

8 . on 

4 . 20 

08 Jelly . T lft 

17 . 1.85 

04 . i i a 

9 . 25 

15 Jelly .. ,80 

21 . 1.60 

949 *in 

80 . 7* 

10 . 80 

61 Cake . 40 

IXXX Tin 

17 . 2.00 

Flour Sieves 

9 nn 

40 ... . , , 85 

32 . 25 

62 Cake . .50 

600 . . 1*48 

84 . ... 80 

Dairy Pails 

10 . 80 

21 . 2.10 

sia aii 

675 . 1*45 

85 . 8 ft 

80 . 8.10 

818 $5 

Milk Cans 

1 2 K 

42 . 40 

12 . 85 

Milk Pans 

200 .. .10 

Flour Sifters 

1 . 40 

208 . 60 

14 . 90 

H A 

Forks 

1, 2, 8 , 4 . 10 

40.85 

202 .15 

4 . 50 


60.85 

204 . 20 

5 . 30 


5, 6 . . 

80 . 40 

206 . 25 

10 . 20 

OS 4i4a 

814 . 2ft 

100 . 40 

2100 . 85 

Skimmers 

10 . 25 

0 A 2 t 

818 . 80 

104 . 1.15 

2120 . 40 


421 . 10 

105 . 1.50 

800 . 15 

45 . in 

J; . 2-60 

Fonnels 

10, 15, 20 . 10 

120 . 50 

801 . 20 

Strainers 

2 . 16 

hOn A AA 

124 . 1.25 

302 . 80 

SOS 2 •• 

25 .. 15 

125 . 1.60 

804 . 40 

a . so 

505 . 6.00 

S1 0 2 CA 

80 . 20 

140.60 

806 .60 

8100.65 

10 .40 

20 . 50 

85 .25 

144 . 1.85 

Oil Cans 

10 .80 

120 . 20 

512 . 2.00 

8120. 86 

38 , 75 

125 .25 

514 . 2.10 

504 .40 

110 45 

180. 80 

Bread Pant 

01 . 20 

506 , 55 

119 191 

*1 .50 

220 .65 

510.75 

128 .65 


40 Sacking, 70c; 33 Sacking, 85c; 44 


.80 

.85 

.90 

1.10 

1.40 

2.00 

2.80 

8.85 

6.85 


Standard Gata Vslv< 

1 . 

1*. 

1%. 

2 . 


1.60 

1.70 

1.85 

2.25 

8.10 

4.10 

5.50 

8.00 


?0c : !S d |«- 2 a 5 4 BC 

So’fc&hS TOC 1 ; 1 ®?. 8 Eh&H* W-* i 0e: . 1 . 03 « ?«• ®<>e( 

Sacking, 85c. 

VALVES— 

Standard Globa and 
Angle Vslvee— 

H... 

*. 

%. 

1 . 

1U. 

1%. 

2 . 

WAGONS ** Boys - 
„ . American 

No. and 8isa. Each. 

118— 8x18. 2.00 

120— 9x20. 2.25 

122—10x22. 2 60 

124—11x24. 8 00 

128—12x26. 8.50 

128—18x28. 4 00 

180—14x80. 4.50 

182—15x82. 5 00 

Samson 

826—12x26. 4.00 

828—18x28. 4.25 

832—15x32. 5.50 

WASHERS—Oast Iron-Size % 
lb.; Aneles, all sizes, 12c lb. 

Malleable—Standard, 25c lb.; Nail Hole, 25c lb 

35c lb. 

Out—8ixe 8-16, 29c lb.; H, 24c 
1. 17c. 

WASTE—Cotton—No. 6X White, 28c lb.; 1 White, 26c; 2 
W hite. 35c: 01 Colored, 21c; 02 Colored, 20c; 10 Wool, 88c. 
W ATCHES—Ingeraoll— 

Brand. Each. 

Yankee . 1.85 

Radiolite-Nic.2.25 

Triumph. 1.50 

Junior-Nic. 2.75 

Dana or Eagle, 5, $3.50; 10, 

8, $8.00; 00, $5.00; 8, $4.00. 

WAX—Floor 95c lb. 

WEANERS—Calf—8hawa No. 1, 65c; No. 2, 75c. Hooaier 
7 ^ c; No. 12 ’ 85c - Kantsuk—Calf, 50c; Cow. 60c. 
WEDGES—Trackee-Alki, lb. 20c; Oregon-Atha, 16c; Cedar- 
Atha, 22c, Cedar-Alki, 18c; Falling, 27c; Saw, 22c. 


386—16x86. 7.25 

Wagners— 

No. 18.10.00 

go. 20.H.50 

No. 24 .18 00 

Coaster—Star- 

No. 10. 9.50 

No. 20.10.50 

No. 30.11.50 

No. 40.12.50 

Mars-Wells— 

No. 10.7.50 

No. 11.8.00 

No. 12.9.50 

to *, lie lb.; % to 2, 12c 

Angle 

5-16, 22c; H, 20c; 7-16, 


Junior-Gun .2.75 

Eclipse-Nic . 2.00 

Eclipse-Gun . 2.00 

Midget-Nic . 2.75 

Midget-Gun. 2.75 

$4.00; 20, $4.75. White's, 


WHEELBARROWS—Brick—No. 10 B, $15.25 each; 20. 

$15.00.. 

Garden—No. 2, 4% eu, ft. capacity $10.50 each; No. 8, 
5% cu. ft., $11.75: No. 21 (Toledo Clipper). $6.25. 
Railroad—No 15, $6.00 each; No. 17, $6.50; No. 19, 210.00. 
8teel Tray and Frame—No. AX, $14.50 each; 4, $17.00; 5, 
$19.00; 10, $25.00. 

WIRE— 

Per 100 lbs. 

8 gangs . 

4 . 

6-8-9 . 

10 . 

11 . 

12 . 

18 . 

14 . 

15 . 

16 . 

17 . 

18 . 

Barbed Fence—Glidden Pat., $6.90; Glidden Galv„ $7.60; 
Baker Pat., $7.15; Baker Galv., $7.85. Waukeganito Gale. 
$8.50. 

Hog. Oattle. 

Am. Special GalY., 80-rod spools, each. 4.70 4.55 

Glidden, 80-rod spools, each. 6.50 6 40 

Broken Coils—Add 1 to 24 lbs., 8c; 25 to 49 lbe„ 2c; *50 
to 99 lbs., lc per lb. 

Store Pipe Wire, 50-ft. coils, 15c each. 

WIRE CLOTH—See Cloth. 

WOODENWARE— 

Spoons 

18-inch .15 

15-inch .15 


Plain 

Fence. 

Baling. 

Black. 

Galv. 

6.60 

• see 


6.60 

7.80 


6.50 

7.20 


6.50 

7.25 


6.60 

7.80 


6.60 

7.85 


6.75 

7.45 

*. ] [ 


7.55 

7.66 

.... 

8.00 

7.10 

.... 

8.10 

7.20 

.... 

.... 

7.50 

.... 

9.00 

.... 


Trays. Chopping 

0—10x18 ins.75 

8—11x22 inch. 1.25 

WOOL—8teel—1-lb. rolls—0, $1.25; 1, $1.10; 2 and 8, 21.00 
3-oz. packages, 25c each. 


WRINGERS—Mop—Vaneo 78, $4.60; f 
Dana or Eagle, 5, $8.25: 10, $8.75; 
8, $4.00; 00, $5.25; 8, $5.25. 


8, $4.00; 89. 24.75. 
20, $4.50. White's, 


Agr. 

Coes 

Crescent 

Stillson 

Trimo 

Barcalo 

N. 

.90 

1.65 

1.10 

1.65 

1.25 

1.05 

2.00 

1.35 

1.85 

1.50 

1.25 

2.35 

1.65 

2.10 

1.80 

1.65 

8.60 

2.50 


2.75 

2.25 

4.15 

8.75 


4.10 


5.35 

4.60 

4.10 

5.25 


6.50 




6-inch. 

8-inch. 

10-inch. 

12-inch. 

15-inch. 

18-inch. 

21-inch.. 

ZINC—Full sheets, 80e lb.; less than sheets, 86c lb. 
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Germak & Payne have purchased the stock of the 
Williamson Hardware Company at Kennebec, South 
Dakota. 


One of the promising new hardware institutions of 
the Northwest is the Christiansen Hardware Company 
at Nampa, Idaho. 


The Hay Hardware Co. at Lexington, Kentucky, 
has met with such demands for goods that it has found 
it necessary to increase their stock to $40,000. 


One of the up-to-date hardware stores in Oklahoma 
is the Norman Hardware Company at Frederick. The 
particular feature of this institution is its modern store 
equipment. 


Boy and Bay Thomas, of Canon City, Colorado, own¬ 
ers of the Thomas Hardware Company, have purchased 
the Mansfield business and plan to operate both stores 
from now on. 


The Midland Hardware Company, at Billings, Mon¬ 
tana, has taken over the retail stock of the Byniker- 
Winter Hardware Company. The Bvniker Hardware 
Company will be conducted on a strictly wholesale 
basis. 


Marshall-Wells, Ltd., of Canada have established 
Provincial headquarters at Vancouver, British Colum¬ 
bia.. J. T. Elson, the new manager, states that the 
company will ship extensively from that port to Aus¬ 
tralia, New Zealand and the Orient. 


The 8teubenville Hardware & Supply Company at 
Steubenville, Ohio, is forging ahead bv leaps and 
bounds. This is an institution which handles both 
wholesale and retail business, and has increased its 
capital stock from $175,000 to $300,000 recently. 


They Sell Themselves 

That’8 why we want you to send for this beauti¬ 
ful display case of Golden Buie Novelty Knives 
made by the World’s Largest Manufacturers of 



Souvenir Pocket Knives, Photo Handled Razors 
and Cutlery Specialties. This case is sent Free 
with your first order. It has a high-grade finish, 
with a bevel plate glass top and is in reality a 
fixture of improvement for your store. It stages 
your goods so that every customer will see your 
line without a single word from you. Just the 
thing for you live dealers. Write today for the 
biggest, handsomest catalog of souvenir and nov¬ 
elty cutlery ever published. You take no risks 
when you deal with the original, old established 
and reliable 

GOLDEN RULE CUTLERY CO. 

212 N. Sheldon St., Dept. 116, Chicago 


Specials This Month 

m—s 

! 

ffi 

m 


CASEMENT FASTENERS 

Three Sizes—Nos. 541, 542, 543 

CASEMENT ADJUSTERS 

. Slotted and Rod Designs 

FRONT DOOR HANDLES 

No. 822—Newport Jr. Design 

All Staples—Universally Popular 

With the co-operation or our friends in 
placing quantity stock orders, we will 
make a special run of these items in July. 
How many shall we add to the list for you ? 

Send for Special Price List No. 14 

WESTERN BRASS MFO. CO. 

217-210 Tehama Street, San Francisco, California 



ATTRACTIVE PROPOSITION 
TO JOBBERS AND DEALERS 

Send for Samples and Discounts 

Vogt. Mfg. Corporation 

Weavers for more chon Forty Years 
ROCHESTER NEW YORK 
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BUSINESS OPPORTUNITIES 


FOB SAUB 

125 pair No. 1 B. 27^ Expansion Ball 
Boarinir Trolley Door Hangers, manufac¬ 
tured by Richards-Wilcox. Address C. 
W. H., cure HARDWARE WORLD 


SALESMAN WANTED 

By large retail store with first class 
trade and good location, young man with 
thorough knowledge of hardware and 
kitchen ware. Must be live, energetic, 
courteous and neat appearing. First class 
references required. State salary expect¬ 
ed and experience. Address G. H. C.. care 
HARDWARE WORLD. 


FOB BALE 

A general merchandise business in the 
best irrigated valley in Nevada, has been 
established for 10 years, and is a money 
maker. Stock will run $25,000 to $30,- 
000; did over $80,000 business last year. 
Owner wishes to retire and will sell at 
inventory price. Business includes $7,000 
gents' furnishing and dry goods, $6,000 
groceries and the balance in hardware, 
paints, plumbing supplies. Address Ne¬ 
vada, care HARDWARE WORLD. 


WANTED 

By wholesale hardware company oper¬ 
ating in Inter-Mountain region, an experi¬ 
enced traveling salesman. One who is 
familiar with general hardware lines. In 
answering state experience, sales record, 
age, etc. Drawing account and percentage 
of profits to right man. Address H. P. S., 
care HARDWARE WORLD. 

HARDWARE BUSINESS FOR BALE 

Stock of Hardware in best factory su¬ 
burb of Indianapolis, Ind. Stock extra 
well selected, and in store strictly up to 
date; publishes monthly store magazine, 
which Is mailed to 1000 of its customers. 
Office is completely equipped with ad- 
dressograph, dictaphone, adding machine, 
stamp affixing machine, and all other mod¬ 
ern equipment. Stock invoices $10,000 
and fixtures, including new Vim truck, 
$3 ,000. Volume of business last year was 
$31,000. Been established over 16 years. 
Fnr particulars, address XXX, care HARD¬ 
WARE WORLD. 

UNUSUAL OPPORTUNITY 
First-class hardware man with about 
$5,000.00 capital can purchase half inter¬ 
est in a hardware store and be actively 
employed in its management. Store now 
being operated in connection with a lum¬ 
ber yard, but to be incorporated and run 
in a. separate building by itself. Splendid 
location in a growing community in one 
of the best sections in Southern California. 
Address C. L. B. W„ care HARDWARE 
WORLD. 

GOOD FACTORY REPRESENTATION 

Former Western Manager of ten-million 
dollar eastern corporation, having charge 
of sales in Montana. Wyoming, Idaho, 
Utah, Nevada, Colorado and New Mexico, 
selling direct to the retail hardware and 
furniture trade, has opened a manufac¬ 
turers’ sales agency office at Denver, and 
desires to secure a high grade nationally 
known line applying to the above class of 
trade for states mentioned or additional 
territory. Jay R. Wells, Room 123 Boston 
Bldg., Denver, Colo. 

FOR SALE 

A first class, clean hardware stock for 
sale in one of the best towns in North 
Dakota, situated on the main line of the 
N. P. R. R. Population 1500: good 
schools and churches. Stock of $10,000.00; 
store in the heart of the city: fire-proof 
building. A money maker for a live 
wire Address N. D., care HARDWARE 
WORLD. 

FOR 8ALB OR EXCHANGE 

We have for sale or exchange the fol¬ 
lowing: 

1 New Era Gas Engine. No. 1078 15 

H. P. 20-inch Crescent Jointer. 

1 86-inch J. A. Fay A Eagen Band Saw 

1 L. G. MeKnight 24-in^h Sander 

1 Pony Planer, 24-in. 1 Boring Machine. 

Machinea complete with counter ahafta. 

This machinery has been in nse about 
six months. The cost today wonld be from 
$1500 to $1600. We will sell it for $«50 
or exchange it for bsrdwar# 
or truck. Address Steubenville Hardware 
Sc Supply Co., Steubenville, Ohio. 


PISTON RING 
SALESMEN 

The best piston ring 
manufacturers want the 
best salesmen; salary and 
commission. Good men can 
make $300 per month and 
more. Give full particulars 
in first letter; unless you 
are absolutely all right in 
every way don’t apply. 
Address Z. A. W., care 
HARDWARE WORLD. 

8ALESMAN WANTED 

Hardware salesman for central Califor¬ 
nia point with population of 1500. Ad¬ 
dress C. G. F., care HARDWARE WORLD. 

WANTED 

Hardware Road Salesman. Must be 
thoroughly experienced, capable and ready 
to do hard work. Do not apply if you do 
not have these qualifications. Address W. 
R. R.. care HARDWARE WORLD. 

SALESMAN WANTED 

High grade salesman calling on whole¬ 
sale and large retail trade in Oregon and 
Washington to sell several leading factory 
lines, on commission. Socket Wrenches, 
Electric Lamps, Blow Torches, Towel Bars, 
Metallic Gas Tubing, Automobile Tubes, 
etc. Good opportunitv for the right man. 
Add. H. G. E„ care HARDWARE WORLD. 

POSITION WANTED 

As assistant manager or director of a 
housefurnishing department in a retail or 
department store ia the position T wonld 
like. Nine years* experience should be 
sufficient to guarantee my ability to fill 
the position. Twenty year* as a road man. 
visiting this same trade, has kept me in 
touch with the line specified. Salary no 
particular object, but a living remunera¬ 
tion expected for my services. Address 
G 8. H.. care HARDWARE WORLD 
WANTED 

Young man with thorough knowledge of 
hardware and kitchen ware in a large re¬ 
tail store with high clsas trade and a good 
location. Must b« live, energetic, neat 
appearing and courteous. Muet furnish 
first-class references. State experience 
and salarv expected. Address O. H. C.. 
-nr> H ARDWARE WORT/D. _ 

FOR SALE 

Hardware Store, clean up-to-date stock 
hardware and household utensils. One of 
the best locations in San Frnncisco. Ex¬ 
cellent lease, cheap rent. Ten to twenty 
thousand will handle. Address T. K., 
care HARDW AR E WORLD. _ 

WANTED TO BUY 

A Hardware or Hardware and Imple¬ 
ment Store in Idaho, Oregon or Waahing- 
ton. Want a store that invoices $10.ono 
to $12,000, complete with fixtures. Will 
pay cash. Write full particulars. Ad¬ 
dress W. T. care HARDWARE WORLD 
FOR SALE 

Hardware, Electrical and Sporting Goods 
store. Established 38 years in one of the 
busiest growing sections of San Francisco. 
Owner wishes to retire. Bargain for cash 
huver. Address Box 2744, care HARD¬ 
WARE WORLD. 

EXECUTIVE WANTED 

An established wholesale heavy hard¬ 
ware company, located in a Western State, 
wants a man with either office or travel¬ 
ing experience in the line. Mnst be will¬ 
ing to cooperate with the other two mem- 
hers of the firm actively interested. The 
huxinexs is excellently located in a proven 
field. The onening reouires a man ready 
to enter business f^r himself and Al as¬ 
sociates. The position rennires and Justi¬ 
fies an investment. Address M. F. G.. 
care Hardware World. 
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FOB SALE 

Hardware and Furniture Stock in proa¬ 
pe rou a, well located city in Oregon; a 
clean, good paying businesa. Stock will 
invoice about $30,000. Anyone wanting 
a business of this kind will pay them well 
to inveatigate thia proposition. Addreee 
L. O.. care HARDWARE WORLD. 


WANTED 

Two sheet metal workers wanted in open 
shop. $8.00 per day, steady work. Fur¬ 
nish references. Address The Newman Jb 
Stuart Co„ 2254 Washington &t„ Ogden, 

Utah. 


FOR SALE 

Good, clean stock of Hardware. Imple¬ 
ments and Plumbing goods. Invoice, about 
$6,500.00 Excellent farming and fruit 
country to draw from. Center of prune 
district. This is a good going business, 
stock was turned over 4 time* l««t year. 
Add. Riddle lldw. Company, Riddle, Ore. 


FOR SALE 

Good paying Hardware Busineaa in one 
of the best towns in the Snake River val¬ 
ley in southern Idaho. Store and fixtures 
will invoice $40,000.00 Did over $85,000 
business last year. Reason of selling on 
account of poor health. Address W. M., 
care HARDWARE WORLD. 

FOR SALE 

Surplus stock of Monarch, Malleable, 
Peoria, Lexington, Coles Stoves and 
Ranges. If interested, write for special 
prices. Address Roanoke Hardware Oo.. 
Roanoke. Illinois._ 

WANTED 

An energetic retail hardware clerk of 
two or three years’ experience. Must have 
good habits. Applicant will please state 
snlnrv expected, rive nge. reference and 
experience. Good working hours, fine 
climate. Address L. S. D., care Box T, 
Vallejo, Cal. 

TRADE RHYMES $1.00 
Any advertiser can have a three Terse 
trade rhyme nr five two-line slogans sent 
them on approval by investing $1.00. 
Send any suggestions or circulars to 
(Reretherhymer ) H. Summer Geer, Studio 
No. 62, 209 Dyckman St.. New York City. 
Suggosti^na selected and used $1.00 each . 

FOB SALE “ 

Good hardware business, 53 miles from 
Los Angeles in center of good fruit and 
farming district. Stock and fixtures run 
about $6,500. Address L. C., care of 
HARDWARE W ORLD._ 

WANTED 

To buy good second hand hardware 
shelvine and cases. Must be a bargain. 
Add. Western Lumber Co., Hugoton, Kan. 

EXECUTIVE POSITION WANTED 
"High caliber*' Hardware Executive 
wants position aa Manager, Buyer or De¬ 
partment Head, or assistant to any of the 
above. Eighteen years experience. Thirty- 
four rears of age: married. Address V. 
W„ 523 North 48th St., Seattle, Wash. 

TRADE OR SELL 

Have fifteen acres, including apples, 
peaches, pears and small fruits; six room 
house, electric lights, city water and tele¬ 
hone. Greenhouse, packing and storage 
ouses, garage, cow barn and corral. All 
modern conveniences of city home. Ten 
blocks to accredited grade school, railroad 
station and postoffice, on well sprinkled 
road. Will trade this property for Hard¬ 
ware 8tock of equal value, or sell for cash. 
Books show $2600.00 profit and have done 
no manual labor myself, hiring it all done. 
An ideal place for someone wanting to 
retire; perfect climate. Write to F. C. 
Paist, 43 0 Symes Bldg., Denver, Colorado. 

MANAGER WILL INVEST 

A married man, age 37, possessing ex¬ 
ecutive ability, a pleasing personality and 
keen business judgment, with 17 years 
practical and successful experience ss 
hardware and implement salesman and 
manager, ia desirous of purchasing atock 
and assuming management or taking an 
active part in an established business in 
California. At present located in the 8an 
Joaquin Valley. Wish to invest $4,000.00 
to $5,000.00. Reference required and 
given. Address Manager, care HARD¬ 
WARE' WORLD. 
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Absoren© Mfg. Co.187 

Albert Lea Sprayer Co. 73 

Alert Tool Co.169 

Alexander Mfg. Co. 76 

Allith-Prouty Co. 27 

Aluminum Goods Mfg. Co.51-58 

Aluminum Products Co. .204 

American Bolt A Screw Case Co.199 

American Chain Co. 22 

American Grinder Mfg. Co.154 

American Ironing Machine Co. 91 

American Pad A Textile Co. 32 

American Saw A Mfg. Co. 71 

American Steel A Wire Co. 28 
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Exhibit “E” 


Black & 

DECKER 

No. 46 

ELECTRIC COMPRESSOR 


This unit electric air compressor is rated CONSERVATIVELY as delivering six 
cubic feet of free air per minute. It has been developed especially for pneumatic 
truck tire inflation, and pumps to 200 pounds pressure. 

The 2 H P. Motor, gearing and compressor are mounted in one housing, and all bear¬ 
ings, gearing and compressor piston and cylinder are grease-lubricated, eliminating the 
necessity ot maintaining an oil level and frequent refilling of oil cups. 

Motor, bearings and compressor are air-cooled by the patented Black & Decker 
method. There is no water to evaporate in summer and freeze in winter, and no 
water tank with attendant piping and complications. ^ 

Complete enclosure obtained by Black 6c Decker unit constrwetfonatfords protec¬ 
tion from abuse, excludes foreign material from moving" parts/ and maintains correct 
alignment. No exposed gearing or belting. 1 ++***^ 



D 

E 

N 

C 

E 




Vi \ L.NCOLA HIGHW. 


The No. 46 Electric Compressor inflated the Goodyear 
44x10 truck tire shown in this illustration from flat to 
140 pounds pressure in 6.3 minutes,which was the aver' 
age time during thirty consecutive inflations. This test 
was made by tne Development Department, Highway 
Transportation Division of the GoodvearTire&L Rubber 
Co., Akron. Ohio,who are interested in seeing that the 
best possible service is accorded Goodyear owners. 

In tests of our own we have run these No. 46 Electric 
Compressors for twenty-four hours continuously 
against 150 rounds pressure without overheating or 
any appreciable less of efficiency or noticeable wear. 
We can supply this same machine with a capacity of 12 cubic feet 
of free ait per minute for low pressure work, such as paint spray. 







The BLACK & DECKER MFG. CO. 

TOWSON HEIGHTS. BALTIMORE, MD, U. S.^A. 

Portable Electric Drills Electric Valve Grinders Electric Air Compressors 
BRANCH OFFICES: 

New York, N.Y. Philadelphia, Pa. Atlanta, Ga. San Francisco. Cal. Chicago, III. 
Detroit, Mich. Cleveland, Ohio Buffalo. N. Y. Boston, Maas. 
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THE BUFFUM TOOL CO. 

LOUISIANA, MO. 

High Grade Tools £ for High Grade Workmen 

TO MR. BUYER: 

NEW GOODS 

LIST 

EACH 

No. 208-C “Special” Chisel and Punch Set (8 tools).$3.50 

No. 394 “Special” Chisel and Punch Set (12 tools). 3.50 

No. 285-C“Reliable” Chisel Set (8 tools) . 2.50 

No. 313 “Special” Auto Punch Set (7 tools). 3.00 

No. 313i/2“Reliable” Auto Punch Set (7 tools) . 2.75 

Furnished with a Canvas Roll 



BUFFUM CHISEL SET 


NO. 286-0 

Warranted Chisels—Oil Finish Body, 
Polished Ends, Spread Points 


AJAX AUTO TOOL KIT • 

in a Canvas Roll, Consisting of 

1/12 doz. No. 1018 Hammer, No. 2324 Wrench, No. 2015 Driver 
1/12 doz. Eng. Wrenches Ea. No. 2250-51-52, No. 1902 Cotter 

Pin Tool . 

1/12 doz. No. 2377 Plier, No. 572 Hand Punch, No. 24 Cold Chisel 

Write for Discount and Sample Tool Sets 

PROMPT SHIPMENTS PROMISED 


LIST 

PRICE 

$ 4.50 




C. W. CAUSE CO., Western Sales Agents 
693 Mission Street, San Francisco, Cal. 
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Converse 

- A 

Ti res 

More Miles— 



Anything that 

•^*- builds up a deal¬ 
er’s profits, increases 
sales o r encourages 
him, is a boost to our 
chances of success. 

That’s Why 

We put ourselves in the dealer’s place and worked out a broad 
and wholesome merchandising policy. 

One plank in our platform is a unique adjustment of consumer 
price to Dealer Profit. It is a refreshing Merchandising Policy— 

and it Works. 

Write for the nine other planks in our merchandising platform 
and learn about 

Dividends for Dealers 

A Story with a Wallop 

You can insure dealer profits by getting acquainted with the Converse Com¬ 
pany, a thoroughly-eomfortable-house-to-do-business-with. 


Converse Rubber Shoe Company, Malden, Mas 


i 


300 Amsterdam Ave., New York 


The Potter Hoy Hardware Co. 

Beliefonte, Pa. 

Nash Hardware Co. 

Port Worth, Texas 
F. P. May Hardware Co. 

Washington, D. C. 


Service Branches: — 

618 W. Jackson Blvd., Chicago 

Exclusive Distributors: — 

Sloss & Britain, 77 Beale Street, 

8an Francisco, Cal. 
Stauffer, Eshleman A Co. 

New Orleans, La. 
Falling, McCalman Co. 

Portland, Ore. 

McOowin-Lyons Hardware & 

Supply Co. Mobile, Ala. 


801 Boylston St., B 


Stowe-Shaw Bubber Co. 

1319 S. Figueroa St. 

Los Angeles, 
Charles A. Shaeffer, 

7 West 19th St, 

Kansas City, 
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Retails Profitably 
at a Popular Price 

Probably a forked stick and hot stone were 
the first cooking utensils ever used. As civili- 
zation advanced, man improved his cooking 
devices. Now, in this twentieth century, 
aluminum is accepted as the ideal metal for 
kitchen utensils. It is durable, takes heat 
readily, holds it long, and neither chips 
nor cracks. 

V1KO, The Popular Aluminum, is a better 
aluminum ware. Of improved design and 
sturdy construction, it not only sells readily 
but gives perfect satisfaction in use. And it 
can retail profitably at a popular price. 
There’s a V1KO utensil for every kitchen 
need. For dealer’s proposition — 

g Ask Your Jobber 

Aluminum Goods Manufacturing Company 

General Offices: Manitowoc, Wisconsin, U. S. A. 
{Makers of Everything in Aluminum 




The Popular Alumi n um 
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Copyright, 1919. by Whitlock Cordage Company 


The Utmost in Rope Value 


Excels in Yardage, Durability 
and Strength 

Guaranteed Superior to Government 
Standards 


Whitlock Opr©age Company 

46 South Street, New York 

Chicago Office, 1303 Chamber of Commerce 
KANSAS CITY BRANCH, 339 Railway Exchange Building 
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FILING AND 
SETTING POINT! 


J KU^ SPARK 




■ACnN FILE - PLUG CLEARER 


DISSTON 


KLEENSPARK” 


REMOVING 

CARBON 


Dirty Spark Plugs, due to car¬ 
bon deposit from combustion of 
oil and gas, certainly are a great 
source of annoyance. They result 
in frequent misfiring and conse¬ 
quent loss of power. 

Disston, realizing the need of a compact,. 
complete, efficient tool for the purpose of clean¬ 
ing spark plugs, has invented an instrument 
called “Kleen Spark . 99 It is a double tool in 
one piece, one end a magneto file and the other 
end a knife blade. Handle covers fit over 
either end. The tool assembled is not much 
larger than a pencil. 

After the plugs have been soaked in kerosene 
or gasoline, scrape the carbon from inside the 
porcelain with the knife blade. Clean and 
sharpen up the pitted points with the file, then 
reset, using the thickness of file as a gauge for 
the proper distance between contact points, to 
get the best results from the spark. 

The end of the knife is beveled like a chisel for 
cleaning gummy, oiled surfaces of delicate mechanism. 

Automobilists, motor-cyclists, motor launch devotees, 
aviators, farmers for their tractors, engineers and me¬ 
chanics, in fact anyone working around an engine that 
has a spark plug, will find that this tool fills a long- 
felt want. 

HENRY DISSTON & SONS, INC. 

General Offices: Philadelphia, U. S. A. 
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A machine in one of our large machine $hop», drilling outlet flange of reducing 
long turn tee—on an 8 rpindle multiple drill 


When You Sell Pipe Fittings— 

Put yourself in the place of the man with the wrench. 

Poor fittings on the job mean extra work for him. 

Poor fittings after the job is done mean that he has a dissatisfied customer. Often the 
installation has to be done over. The kick goes through this man who did the job straight 
back to the man who sold the fittings. Ton know this from experience. 

Why take the unnecessary chance? Tou can sell Orlnnell perfect fittings and save all 
concerned time, trouble and money. 

Why Grinnell Fittings are Better 

We started to make fittings for our own sprinkler work, because we had to. Our work 
required better fittings than we could buy. We decided if we could make fittings that 
came up to Orlnnell Automatic Sprinkler requirements, that we would put them on the 
market. Here’s the rest of the story in a nutshell—Orlnnell fittings made good for us and 
they have gone on making good wherever they have been installed. 

Every blank and every finished piece is rigidly inspected. We sell from the same stock that 
we use ourselves. Orlnnell fittings are insurance of universal satisfaction. 

In normal times we always carry a big stock of “O” fittings and National Pipe. We cut 
and thread to sketch, and we shall be glad to show you what Orlnnell service means. 




GRIN HELL MB COMPANY 

453 MISSION STREET, SAN FRANCISCO 
439 EAST 3rd STREET, LOS ANGELES 

Ask the owners of 25 million Grinnell sprinkler fittings 
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Wins Olympic Ammunition Test 

Breaking All Previous Records 
at 600 Yards 


I N the United States G-ovemment test at 
Sea Girt, N. J., May 18 and 19, 1920, to 
determine the a mmuni tion to be used by 
the American Rifle Team at the Olympic 
Games at Antwerp, Belgium, this summer, 
Remington .30 caliber Springfield 180 grain 
Palma Match ammunition won over all com¬ 
petitors with the finest record ever made in 
an official test at 600 yards. This is the same 
Ammunition used in winning the Wimble¬ 
don Cup Match at 1000 yards last year at the 
National Matches at Caldwell, N. J. 


r 

REMINGTON 
UMC 


REMINGTON 
UMC 


Mean Radios 
in Inches. 


Remington 180 grain Palma.3.41 

Frankford Arsenal No. 1,170 gr. Olym. .3.66 
Remington Palma (different powder). .4.10 

Competitor “ A, ” 170 grain.4.35 

Frankford Arsenal No. 2,150 grain... .4.46 
Frankford Arsenal No. 3,150 grain... .4.75 
Frankford Arsenal No. 4,150 grain... .4.80 
Competitor “B,” 150 grain.4.89 

REMINGTON ARMS COMPANY, INC. 

Successor to The Remington Arms Union Metallic Cartridge Company, Inc. 

Largest Manufacturers of Firearms and Ammunition 
in the World 

Woolworth Building, New York City 
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Harvard 


r Tlie “Harvard” — a steel ball 

bearing truck caster. 

This all steel caster has numer¬ 
ous advantages over the ordinary 
iron caster as it is stronger, al¬ 
though much lighter in weight, 
and is practically indestructible. 

Made of extra heavy gauge steel throughout, fitted with 
cast iron wheel and heavy steel axle, hardened steel horn, 
and equipped with large size ball bearings. 

It meets the demand for an extra strong yet inexpensive 
truck caster. For service in the factory or warehouse it 
cannot be equalled. 
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A roller bearing caster—con¬ 
structed of cast iron, with steel 
roller bearings and heavy steel 
axles. 

This has been the most popular 
truck caster on the market for 
years and always in constant de¬ 
mand. 

Made in various sizes to meet all 
requirements. 


A double wheel caster—con¬ 
structed of cast iron with frame 
loosely pivoted to plate. 

All, except the YALE, can he 
furnished with either “Feltoid” 
or soft rubber tired wheel if de¬ 
sired. You know this line—you 
know it is complete. 

Put Your Caster Problems Up To 
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“That’s the Brace for Me” 

says your customer. “It’s a Millers Falls. I have one 
of their hand drills that I’ve used for over ten years 
and it’s a real satisfaction. Their tools are made 
right.” 

Put a Millers Falls tool in your customer’s hands. 

Let him look at it, handle it, get its “feel” and perfect 
balance. It will be your strongest sales talk. 

This inner goodness of Millers Falls tools, their 
strength, sureness, ease of operation, make them relia¬ 
ble friends of skilled workmen or amateurs. And 
thousands of skilled workmen and amateurs are being 
told about Millers Falls tools through a campaign of 
national advertising appearing every four weeks in 
the Saturday Evening Post and other publications. 

.You should get the full benefit of this advertising 
by handling the full Millers Falls line. Confidence in 
the tools you sell means confidence in your store— 
steady customers. 

Whether hack saws, braces, hand and breast drills, 
auger bits, mitre boxes, vises, in and out screw drivers, 
or any others of our line, you will find that Millers 
Falls tools make lasting friends for you. 

Send for our helpful little handbook, “How to Sell Tools” 

MILLERS FALLS COMPANY - Millers Falls, Mass. 

Sole Distributors of Star Hack Saw Blades 
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^^"UTS change their minds 
about staying set when 
this wrench grips. Drop 
forged throughout of special 
analysis steel, finished like 
the aristocrat he is, and thus 
worthy of the Billings name. 

BELT Aon ME” 

THE BILLINGS & SPENCER CO. 

HARTFORD, CONN. 
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Drilling Oil Holes in 
Airplane Crankshafts 


DETROIT 

TWIST DRILLS 

Die 


The universal demand for higher effi¬ 
ciency airplane engines requires the de¬ 
velopment of more positive means of 
lubrication. This requirement is met 
by drilling oil holes in the crankshaft 
These holes provide the means through 
which a more adequate and certain 
supply of lubrication is furnished. ' 

This work, drilling three 7 /$" to 1" holes 
in one operation, demands tough, accu¬ 
rate drills. For the breaking of a drill 
or the drilling of an inaccurate hole 
means scraping the crankshaft. 


Builders of airplane engine crankshafts 
use Detroit Twist Drills because these 
drills give accurate holes with less re¬ 
grinding and breakage and less cost for 
power. 

Specify Detroit Twist Drills 
in Your Drill Order 

Detroit Twist Drill Company, Detroit, Mich. 
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SELL HACK SAW SATISFACTION 


Selling hack saw satisfaction, not merely hack saw blades, 
is theStarrett policy. We want every package of Starrett 
blades that goes across your counter to be the means of 
gaining you a satisfied customer. 

To show hack saw users how to get the full value out of 
the blades they buy is the idea back of “ Hack Saws and 
Their Use,” the newest Starrett Book. 


Based on a long series of experiments at the Starrett plant, 
checked with the tests made by other manufacturers, it is 
the first practical book on that much misunderstood tool. 
It has 61 pages, and many charts and diagrams. 

“Hack Saws and Their Use” is furnished to dealers for 
free distribution. Give it to the men who buy blades from 
you. It will bring you big returns in satisfied customers. 


THE L. S. STARRETT COMPANY 


77k# World’s Greatest Toolmakers 
Manufacturers of Hack Saws Unexcelled 

ATHOL, MASS. 
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Portland. Ore. 
San Francisco 
Seattle 
Paris. France 
Sydney. N. S W 
Vancouver. B. C. 


Memphis 
Minneapolis 
New Orleans 
New York City 


Tempering 


In the Atkins factory the 
tempering of Silver Steel 
Saws is not done by crafts¬ 
men who pose as*‘wizards.” 
It is done by experts who 
work on information sup¬ 
plied by the laboratory and 
thelatestdevicesfor making 
accurate physical tests. 

For this reason you will 
find Atkins Silver Steel 
Saws uniformly tough, 
hence they will cut and do 
good work for a longer 
time without refitting than 
any other saws made. 

Ask for our catalog and Irarn 
more about our products 

E. C. Atkins & Co., Inc. 

Established 1857 

“The Silver Steel Saw People*' 

Home Office and Factory 

INDIANAPOLIS, INDIANA 

Cana dun Factory. HAMILTON. ONT. 

Machine Knife Factory. LANCASTER. N. Y. 

Dr one hr 5 carrying complete stocks in alt 
targe distributing centers as follows. 

Atlanta 
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The Standard Razor 

Is Gaining in Popularity 

Thousands of men write us asking where Genco razors can be pur¬ 
chased. These men have read the Genco advertising in Saturday 
Evening Post and a list of other national publications. 

Advertising and the experience the men themselves have had with 
different types of shaving instruments have convinced them that the 
good old fashioned blade is the dependable one. 

The men have noted that the barber—the professional shaver—con¬ 
tinues to use a razor of the Genco type. 

They know that to deliver a really comfortable shave any razor must 
be stropped and they know that Genco razors are made to strop. 

They are familiar with our guarantee “Genco razors must make good 
or we will.” 

The Demand for Genco Razors Continues to Grow. 

Profit by Genco advertising and the demand it is creating. Ask your 
Jobber to supply you with Genco Razors. If he cannot, write us. 

GENEVA CUTLERY CORPORATION 

157 Gates Avenue, Geneva, New York 



Display Genco Razors in these 
Handsome Cabinets furnished with 
Special Genco Assortments 
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New Style “ACME” Fry Pans 


ONE PIECE 
GOLD HANDLE 

THEY BUILD 
UP YOUR 
TRADE AND 
SATISFY YOUR 
CUSTOMERS 

INSIST ON THE 
“GENUINE” 
ACME 

SOLD BY ALL 
FIRST - CLASS 
JOBBERS 
THROUGHOUT 
THE WEST 


Pacific Coast 
Representatives 

Wm. P. Horn Co. 

Rialto Bldg. 
San Francisco 

Portland 
Los Angeles 
Seattle 



NEW YORK STAMPING COMPANY 

Brooklyn, New York 
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BULLDOG GRIP 


Barcalo Manufacturing Company 
Buffalo , N .Y. U.S.A. 
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Cooperation That Makes 
Easier Sales 

We don’t consider a tool really finished until it’s finished its journey from 
our shop to your customer. 

Toolsmith Dealers know they can depend absolutely upon the co-operation 
of Goodell-Pratt Company to deliver on every order as soon as it’s humanly 
possible. 

We are continually increasing our production in order to keep full stocks on 
hand. Our purpose is to increase your margin of profit by cutting down 
your margin of delay. 

On the other hand, 
demand for Good- 
ell-Pratt tools — 
the entire Tool- 
smith line of more 
than 2000 different 
hand tools — is so 
steady and brisk 
that you always 
get the benefit of 
new stock — the 
fresh, attractive 
tools that make the 
Goodell - Pratt 
name so popular 
with all kinds of 
tool users. 

Goodell-Pratt 

Company 






Greenfield, Mass., U. S. A 
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The Reason— 

Made Right for 79 Tears 


In a Connecticut hardware store the 
dealer’s “handy man” was setting up 
wheelbarrows for Spring trade. He was 
using a Coes “Knife-Handle” Wrench. 

A customer entered—bought a screw¬ 
driver and walked to the rear of the store 
where the man was at work—looking 
down he noticed the wrench, picked it up 
and remarked: “I see you use a Coes 
Wrench yourself.” 

“Yes,” replied the “handy man,” “we 
find the Coes the Easiest Wrench to Use, 
as well as the Easiest Wrench to Sell.” 
“I need just such a wrench myself,” said 
the customer, and be bought one. 

It is a fact that when Hardware mer¬ 
chants want a wrench for their own use 
they usually go for the Coes. 

Your jobber will supply you. 

Send for Catalog in English or Spanish. 


>-*10 a no SOi 

/ 9* OCGlSTtRIO IN + 

u S PAT. orr BY 

TRADE MARK REG 

“COES” 

u, c Or N964G96 


pr 


COES WRENCH CO. 

Establshed 1841 in 

WORCESTER, MASS. 

JOHN EL GRAHAM ft OO. t 226 Market St., San Francisco, CaL 
J. C. McCARTY ft 00., 29 Murray St., Now York. 

J. H GRAHAM ft CO., 113 Chambers St., New York. 
HUGHSON ft MERTON, Inc., Portland, Ore.; Los Angeles, Cal.; 
San Francisco, Cal.; Denver, Colorado. 
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Sargent Screen 
Door Closers 

Will sell till the last 
Ay is gone 

O ON’T stop pushing Sar¬ 
gent Noiseless Screen 
Door Closers until the 
last fly has made his exit. Not 
until then will people be re¬ 
lieved of slam-banging screen 
doors. 

It is never too late in the sum¬ 
mer to sell a Sargent Noiseless 
Screen Door Closer. To have 
relief for slam-banging screen 
doors for a month is alone 
worth the cost of one. But 
when you consider that you are selling a closer that works equally as 
well on any light inside door, you are really doing your customers a favor. 
Don’t forget to mention this fact when you sell a Sargent Screen Door 
Closer. Tell your customer that it can be used on closet doors, lavatory 
doors, storm or telephone booth doors. 

Sargent Screen Door Closers are just as dependable as other Sargent 
products. They close doors quickly, quietly, and firmly. There is no 
rebound to them to put doors, hinges and locks out of commission. 

Be sure to carry a good supply of Sargent Screen Door Closers. Push 
them. Display them. Write us today for window cards and other dis¬ 
play material. 


Sargent & Company 

Hardwam Manufacturers 

New Haven, Conn. 


S A R G E NT 
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TRADE 


| THE HONOR 
S OF THE 
ACCO FAMILY 


MdTnChnl 

tur 

Truckt ! 


Chains for Motor Cars! This give* the work of the 
• t cl* i Acco family honorable and 

Chain* for Ship.! distinctive re*pon*ibility which 

for Railroad*! i* reflected in every link of 

. , every Acco product—“From 

:e. that make travel P | umbcrt ’ Safety Chain to 

.nd and *e«. th»t can Shi ,• Anchor Chain." 

.lutely depended upon ... . .. . , 

ct human life, are tvp- In the Acco family, loyalty 

the nature and quality to the work itself i* rated above 

> product*. everything. 

worker, who make up Thu U true of every worker 
co family know they whether the job u dtrechng all 

ng more than making of DU ™*£H.' P' inU - °J 

Jibe, merely lobe .old. °P"« ,ln * • 2.000.000 pound 

tester, or a typewnter. 

r know that it is their A i 

hat hold, million, of , The honor of the Acco fam- 

:ar. and buck, to .lip- ^ “ “ ** h * nd ‘ ° e « h 

member of it, even to the 

youngest worker. 

their work whkh en- Thw „ e lhe lawni why 

„ohty .hip.to nde «fe- j, „ ^ fQ nol on] J 

i o,’ whether m harbor , h( , .£ Weed 7 U Cuaran- 
'«* on * '« ,hote - teed" but that every link in 

their work which make* every chain made by the 

* the safe operation of American Chain Company will 

ds of railroad train*. hold for the purpose intended. 

The big ACCO Line includes chains for every 
purpose—from Plumbers’ Safety Chain to Ships 9 
Anchor Chain —all Styles, Sizes and Finishes, 


American Chain Company 


INCORPORATED 

Bridgetort, Conn., U.S.A. 

In Canada- Dominion Chain Co.. Ltd., Niagara Fall*. Ontario 
ocNtoia jAtxs ornct • gramo cewtral terminal. nm vow city 
oaracr sales omcts. aosrovLO'CAOQ »hilaoclamia.^TT saus cm. PC*rrv>NO,on«,SAn fRAHCt*C0 

• « , j Largest Manufacturers of Chains f ~Y I /A 
aE aL O in the World 

All Styles, Sizes and Finishes -jL E- 
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Six “Best Sellers” 

Anything that increases sales and cuts 
the cost of doing business, is worth looking 
into, isn't it? 

That's what this Pexto Snips Display 
does. 

It boosts sales by putting a choice assort¬ 
ment of this century-old line where your cus¬ 
tomers can't miss them. With it you'll sell 
snips to customers who hadn't thought about 
buying them or had forgotten they needed 
them. 

It lowers costs by reducing the time and 
labor of making sales. No rummaging around 
in drawers to find the snips you want to 
show. No fussing with catalogs to make 
sure of numbers, sizes and prices. 

All the information you or your clerks 
will need is right on the back of the display, 
classified so as to be read at a glance. Stand 
it up or hang it up, use it in the window or 
on the counter. It shows the six 4 ‘best sell¬ 
ers" of the complete line of twenty-five. 

THE PECK, STOW & WILCOX CO., 

Mir*. AUahaniefi’ Hand Tools, Tinsmiths’ 

and Sheet Metal Workers’ Tools and Ma¬ 
chines, Builders' and General Hardware. 

Southington, Conn. Cleveland, Ohio 

Address Correspondence to 233 West Center Street, 
Southington, Conn. 

100% American for 100 Yean . Founded in 1819 


Pexto Tools Include: 

Braces, Augnr Bits, Chisels, Pliers, Wrenches, 
Pipe Wrenches, Hammers, Hatchets, Screw 
Drivers, Squares, Dividers, Compasses, Prun¬ 
ing Shears, Snipe for Cutting Tin and Sheet 
Metal, Tinsmiths’ and Sheet Metal Workers’ 
Toole and Machines, Locke and Hardware. 



TOOLS 



FOR USE ABOUT THE HOME AND FARM 
FOR THE MECHANIC IN EVERY^TRADE 


Digitized by^ 



This Advertisemen 
Helps Your Store 


The Sultan’s Gate, Centuries Old 
made Useful by HINGES. 

H I: N I") K E DS of \ ear* ago Armenian Craftsmen 
Ixtgan work on the Sultan's Gateway at Constan¬ 
tinople. Today it stands completed—an architectural 
gem of the Near East. -Into its beauty the life work 
of many artists has been moulded. 

• The usefulness of this wondrous gate depends;—just 
as that of any other door—on hinges. These were' 
made to give the gateway life: to fulfill the purpose of 
its creators—yet in doing so to lend artistic harmony 
both by design and hy work effectively done in hushed 
•[ silence. 

This*worths* purpose embodies the creed of every 
'McKinney Hinge. Whether for modest garden gate 
or monumental cathedral door, they .combine unin¬ 
terrupted service with artistic design. 

Tlie McKinney Manufacturing Company at Pitt^- 
b'urgh, Pennsylvania, has been manufacturing hinges 
and Initts for fifty years. These products are the 
standard-bearers in their field. 

Somewhere in your* city, very likely at the most 
prominent hardware store, you can buy hinges stamped 
with the name " McKinney". Kememher this name, 
when you consider building or repairs and buy ac¬ 
cordingly. Then you will I»e rewarded by years of 
unfailing hinge usefulness—you will have settled the 
hifige quest fop fof life. 

'Hie name McKinney is important! 


The hinge is an old, old product 
There is nothing startling about its make 
up but it performs a mighty importar. 
service. 


The McKinney Manufacturing Core- 
pany has been impressing the value d 
this service upon the hardware buyin. 
public. Millions are looking at hinge 
in a new light and learning the value d 
the name “McKinney”. 

The demand for McKinney product 
is great. Take advantage of it. Featur 
McKinney display material. Let ever 
customer know you carry McKinne 
products—the standards in their field fd 
fifty years. 


McKlNNEY MANUFACTURING C OMPANY. P.u*but«h 
\Yr*«ni Offic*. Oor> h*po»c RtpnwmMKMi 


es and Butts 


McKinney manufacturing compaf 

Pittsburgh 

Western Office, State-Lake Bldg., Chicago 

Export Representation 


This is the seventh advertisement in the big 
national campaign to make 9,000,000 prospec¬ 
tive customers think more about McKinney 
products. This advertisement appears in the 
Saturday Evening Poet. Other advertise¬ 
ments, appearing in Architects* and Builders* 
magazines, are swinging this claaa of buyers to 
a full realization of the McKinney standard. 


Also manufacturers of McKinney 
garage and farm building door- 
hardware, furniture hardware 
and McKinney One-Man Trucks . 


es and Butts 
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Center Web Construction of the Lawson Double 
Acting Nu Jamb Spring Hinge 




Operation No. 1: 

The body of the Lawson Nu Jamb Spring 
Hinge is made of one piece of heavy metal. It 
is first cut in the proper shape and punched. 


Operation No. 2: 

The blank is bent preparatory to forming 
the spring barrels and center web. 



Operation No. 3: 

Showing how the ends fold over to 
form the extra heavy center web construc¬ 
tion. 



Operation No. 4 

The ends of the blank meet on a diagonal 

line across the center web, giving extra 
strength. The reinforcing cover plate is in 
position ready to be applied. 


Operation No. 5: 

The cover plate is riveted to center 
web, making a solid three ply construction. 
The ends are then crimped over both thick¬ 
nesses of center web, making a heavy re¬ 
inforcement. This overcomes a weakness 
usually found in other spring hinges. 


The strength of the center web is one reason why Lawson Nu Jamb Springe are the beet 

to be had. 

LAWSON MANUFACTURING COMPANY 

228-230 W. Superior St Chicago, Illinois 
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You can add marked profits 
to your business by selling 

ALLITH-PROUTY 

Convertible Wagon Bed Hardware 



Enables your customer to build 
himself three wagon bodies in 
one at less than the cost of one 
new body. 

All irons necessary, with instructions, for 
building bodies are shipped complete in 
fibre case. Combination stock rack, hay 
bed, and grain box can be built with this 
set. A profitable and quick moving item 
to sell.*' Blue prints and sales helps 
furnished free. 


Get an Allith-Prouty catalog 90. It puts you in a posi¬ 
tion to deal advantageously with every farmer, architect 
and contractor in your community. Write for it today . 


[ 


ALLITH-PROUTY CO. 



DANVILLE ILLINOIS. 


CHICAGO 
NEW YORK 
P HILA OELPHIA 


BOSTON 

LOS ANGELES 

SAN FRANCISCO 
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This double-page Saturday Evening Post spread appears September 18th 


Selling KEEN KUTTER to Your Trade 


Here ere some of the PnbH- 
eetioni we ere using to tell 
your trade ebont KUM KUTTSR 
quality! 

The Saturday Evening' Post 
The California Cultivator 
The Utah Farmer 
The Oregon Farmer 
The Idaho Farmer 
The Washington Farmer 
The American Federationist 
The Caroenter 



Your tool and cutlery trade, every class of it, is being reached 
by the Keen Kutter advertising. 

Double-page spreads in The Saturday Evening Post reach 
practically every class from the skilled mechanics to the 
women of the homes. 

And the men who buy tools and make their living with them 
see full page Keen Kutter advertisements regularly in The 
Carpenter which reaches practically every Union carpenter 
in the country. There are pages, too, in the American 
Federationist, the official publication of the American Fed¬ 
eration of Labor. 

Then out through the farm homes of all the West, Keen 
Kutter advertising appears in the leading farm papers. 

Cash in on this tremendous hardware advertising campaign— 
put it to work directly for you. Talk it over with our sales¬ 
men—see how thoroughly we equip you with window trims, 
direct advertising matter and similar means of making Keen 
Kutter advertising speed up turnovers for you. 


earnm* msmm* tmmn 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting* is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PRODUCTS COMPANY 

SELLING AGENTS 

San Francisco Los Angeles Portland Seattle 

Awarded the Grand Prize at the Panama-Pacific Exposition 
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The Hew Santa Ft Station at 8an DltfO, OaL, Said to be the most btanttfnl R. R. Station in California. 

Toncan Metal natd for all sheet metal work. 


Many Great Railroads are Large Users 
of Toncan Metal 

The Santa Fe has used Toncan for many years for sheet metal work on stations and for 
other purposes. 

In a recent letter, Mr. A. A. Mathews, Chief Engineer of the Cotton Belt Route, states 
that The Corrugated Toncan Metal used on their shops at Pine Bluff, Ark., in 1911 is 
still in perfect condition. 

The Missouri Pacific has used large quantities of Toncan all along their line for cover¬ 
ing trestles—a severe service that requires the best obtainable. 

For every severe sheet metal service, Toncan offers great durability, splendid forming 
qualities and all round satisfaction—Write for our sheet metal book. 

The Stark Rolling Mill Co., Canton, Ohio 

SOLE maitbim 

COAST DISTRIBUTORS 

THE FAILINGhMcO ALMAN CO. 

Portland, Ore. 


THE BERGER MPG. CO.. OP CAE. 
San Francisco, Los Angeles 


HOLBROOK, MERRILL A STETSON 
San Francisco, Los Angeles 


Lasting, tconomical. 


Build for Lasting.tconomical. 

Better Businessvitn > — VietalnJ' Satisfactory-UStRSKMOV 
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JLJL of the differ- 
ent styles of “Cannon 
Ball” hangers can be used on 
any “Cannon Ball” track—and any 
combination of the different styles of “Cannon - 
Ball” track may be used with any “Cannon Ball” 
hanger. This means that you can always answer a customer’s needs as 
long as you have any “Cannon Ball” track and hangers in stock. In addition 
you have the advantages of being able to feature special combinations in the regular 
styles for bams and similar buildings, and a number of door sets for garages. Write and 
ask for the STAR bam book and catalog. 

Hunt, Helm, Ferris & Co. Co SHarvard, QL; Albany, N. Y. 

Designers and Manufacturers of 



Equipment 
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The STAR Lin 

“Something to Sell 
the Year Round 9 * 

Bam Equipment 
Litter Carriers 
Water Bowls 
Feed Trucks 
'•Harvester'* Hay Too 
Door Hangers 
Garage Equipment 
Coaster Wagons 
Tank Heaters 
v and Other Farm 
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£?ef Your Share 
of These Helps 


COLEMAN QUICK-LITE 


Sure, we’re using the Farm Papers—Week¬ 
lies, Semi-Monthlies and Monthlies. Sure, 
we’re using National Publications like the 
Saturday Evening Post, Country Gentleman, 
Butterick Trio, etc. But that isn’t all. We 
furnish all kinds of mailing circulars and 
“ad-ideas’’ to Quick-Lite merchants who 
want to get the story of better light directly 
into the hands of their customers. 

( oleman Quick-LHe 

Lamps and Lanterns 

It's the light they give that sells them—and we co¬ 
operate in every possiblo way to get prospects into 

L our store so that you may show them the Quick- 
ite in actual use. Then the sale is easy. 

Nearly 20,000 wide-awake merchants are now selling 
Quick-Lite Lamps and Lanterns. You are one of them. 

So write at once for latest catalog and full informa¬ 
tion on how we help you sell more than your quota. 

The C oleman lame (& 

Wichita St. Paul Toledo 

Dallas Los Angeles Atlanta 

9 *^^ chi..,. 


































































PREPARE FOR HARVEST DAYS 

WITH A SOUND INVESTMENT 

bOXHUNO 

. (Patented) 

HARNESS SNAPS 

THE SPRING .1, 

is W 

LOCKED IN V 



1$ THE GUARANTEE 
OF MAXIMUM 
SATISFACTION 


ONE OF MANY 

Hardware Dealers everywhere are extending their sphere of trade by adding 
hardware for farm and truck harness to their line. They report increased profits 
and many new, permanent customers. 

“LOXPRING” Snaps can be placed on sale with every reason to expect quick 
results. The spiral spring is made of fine steel and is lockedin; even if tongues should 
become spread, springs will remain in position in defiance of bumps or jars. 
Extra thiSSsi of metal adds to the lifeof the frame. “LOXPRING” Snaps are 
made for every desirable purpose in standard sizes and finishes. 

“Anchor Brand’* Products—leaders for more than sixty years—include practi¬ 
cally everything known in connection with modern and improved harness hardware. 
Send for free literature. 


BRANCH SALES OFFICES 

NEW YORK. 127 DUANE ST. 
CHICAGO, 326 W. MADISON ST. 


Wholesale Only 
Samples Free 


BRANCH SALES OFFICES 


ST. LOUIS. 608 VICTORIA BLDG. 
SAN FRANCISCO POSTAL TEL. BLDG 



North & Judd Mj& Co. 

New Br'ifain.Conn. 
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PIONEERS IN THE HARD-EDGE. FLEXIBLE-BACK BLADE 


“ 50 - 50 ” 

“In reviewing our past pleasant business relations 
I look back with a great deal of pleasure to our 
connections with you, as yours Is one of our real 
50-50 accounts which we value very highly." 

(Name on request) 

Exactly what you want to know about any manufacturer whose product you 
are expecting to handle. Not only that the product is good, and that the price 
is right—but that the Manufacturer himself is right, that the whole Organiza¬ 
tion is right, and agreeable to do business with—that the manufacturer's 
dealings with his jobbers and thru them to the consumer, are right—his sales 
policy, etc. 

That is why this letter coming from a well known Napier Hack Saw Distributor 
appeals. It tells something that you can never estimate or guess at. It gives 
you information on a point that you can only learn by experience. Because 
when a jobber in these 44 trying times to jobbers’’ says that Napier “is one of 
our real 50-50 accounts which I value very highly” it means something of 
interest to every distributor handling or expecting to handle Hack Saw Blades. 
This point is even more important than the fact that the Napier Saw Works 
have behind them a generation of manufacturing experience building good 
Hack Saws. It is more important than the fact that these blades are used or 
specified exclusively by most of the largest industrial plants of the country. 
It is even more important than your knowledge that a big demand exists, 
nationally and internationally, for Napier “Quality” and “Expert” Blades. 

Practically speaking, it is the reason why we decided recently to drop the manufacture of 
Band Machines, Band Saws (and a few other products we made in the past in addition to 
Hack Saws)—to enable us to concentrate entirely and without restraint on the building and 
marketing of “Quality" and “Expert" Hack Saws. “Quality" and “Expert" are worth 
it. We have found the business big enough to occupy our exclusive attention. And now 
that we have the long-sought opportunity, we aim to extend, as we have already started in 
to extend, the Napier 50-50 proposition on Hack Saw Blades where formerly it had been 
impossible for us to do this. 

This, themis the time for every dealer who wants a good Hack Saw account to get in touch 
with ns. we are ready to answer your inquiries. 

NAPIER SAW WORKS, INC. 

Western Factory Representatives 

THE CHARLES A. DOWD SALES COMPANY 

Main Offices and Warehouse, 320 Market St., San Francisco 
Branches, Seattle and Los Angeles 
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! ^rtviture Necessities 


The New Boston Rubber Chair Tip 


SprinGriP 

TRADE MARK 


PATENTED 


SEND FOB CATALOG 


Assortment Box 


Rubber Chair 
Tips for 
Furniture 


THE ELASTIC TIP CO. 

370 Atlantic Avenue 
BOSTON - MASS. 


THE RUBBER IIP AND ITS PARTS 


BRASS WASHER 


BRASS NAIL 


SPRING SOCKBT 


COMPLETE TIP 
ASSEMBLED 


RUBBER TIP 
WITH THE BRASS 
WASHER AND NAIL 
MOULDED IN 8AMB 


\ r l A 

comp any 
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EVERY 


COIL 
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Every Foot of; 

* COLUMBIAN MANILA ROPE' 

f Ca , n £ ow positively identified on the deal- 

floor or use by anyone. This Rope, if a 

£f*fc>ches are untwisted. will show imbedded in the ' 
, fceart pf a strand a small twisted tape. Pulling this 
and unwinding it brings to view the colors 
^^g^Kite^hd blue) and the signature of the Colum- 

Think what this means;- you have'the tangible 
evidence in every foot of Columbian Manila Rope that 
>t is made fy thW Company and, therefore, is guaran- 
teed to be not only pure Manila, but equal and in most 
•, cases superior.to ANY Rope made. 

Mr. Dealer, teach your Rope customers to look for 
the red, white" and blue marker; it J means repeated 
orders for you. ' < 

■p \ - 

COLUMBIAN ROPE COMPANY 

AUBURN, N. Y. “THE CORDAGE CITY" 

Branch^.: New Yorl».Chic««A.Boilon:*B«ltimore.Hou # ton 
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Giant dealers can always be sure that 
their customers will get satisfactory re¬ 
sults with Giant Explosives. 

They are the original American high 
explosives and the utmost skill, backed 
by long experience is employed in their 
manufacture. Thus uniform strength 
is assured—always. They are Western 
products, made by a Western company 
to especially solve Western blasting 
problems. 

Users of explosives throughout the 
West KNOW the Giant brands and will 
prefer genuine Giant Powder to ordi¬ 
nary explosives. 

Let us tell you how profitable it is 
to be the Giant dealer in your section. 
No capital tied up, no stock to handle— 
just send us the orders and we fill them. 
Write now. 


THE GIANT POWDER CO., Con., San Francisco 

“Everything for Blasting” 

Branch Offices: Denver, Portland, Salt Lake 
City, Seattle, Spokane 
Butte Los Angeles 
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R. E. Dietz Company 
New York City 

Largest Makers of Lanterns In the World 
FOUNDED 1840 
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'NV'hich Method 
Is Your Method 


A RE YOU still in a rut? Still 
selling nails from the old 
style, out of date and costly under 
counter bins? 

Or are you one of the 7,000 
firms using the 

New Eclipse Steel 
Sectional Ball Bearing 
Revolving Bins 

A few days’ exDerience with the Eclipse 
and you wouldn't for anything go back to 
"scratching out" nails from under counter 
bins. 

The Eclipse soon pays for itself in saving 
of time, over weight and valuable floor space. 

All steel construction. Each section re¬ 
volves independently on the full metallic ball 
bearings. Even when loaded to capacity the 
lightest touch will turn it in either direction. 
Five sections, five bins to the section, with u 
capacity of one keg per bin. 

A boon to any merchant who sells nails. 

Sold by Wholesalers and Jobbers every¬ 
where. Write us for descriptive matter. 

The Wellston Manufacturing Co., 

Wellston Ohio . 


THE WELLSTON 
MANUFACTURING CO 
Manufacturers 
Wellston, Ohio 


LE ROY SMITH 
Special Represen 1 ative 
112 Market -it. 

San Francisco, Cal. 
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COME TO DENVER 

AT OUR EXPENSE 

Denver 

Jobbers and Manufacturers 
Market Week 

August 16-21, 1920 


Ar " /*— 

i->C /( % A \ < 

A\\VVci'1A /- 

[ I —-V 

/ tii^ ta b(Sto«lUfLnsr 



AS MEMBERS OF 

THE DENVER WHOLESALE TRADE EXTENSION BUREAU 

We extend a cordial invitation to hardware merchants of the Rocky Moun¬ 
tain Region to come to Denver to select their Fall and Winter Merchandise. 

Writ* Us for Literature, Giving Full Information 

THE TRITCH HARDWARE COMPANY 


FRANK A. BARB. President 
O. B. BARB, Vice President 


Jobbers 


DENVER 
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sW \PlE-N EATCHb 


This window display by a big 
Fifth Avenue New York store 
made profitable selling history 


T HIS window display should impress every retailer 
with the selling importance of that champion of 
little, big profit makers—Mendets—the patented 
patch. 

Over half a million Mendets are sold every week. 
One chain of stores alone sells over twenty thousand 
packages a week. 

Mendets produce instant sales wherever displayed. 
They appeal to thrifty housewives, whether on 5th 
Ave., New York, or Main Street in a town in Oklahoma. 

Mendets go on with a twist and instantly mend— 
water-tight forever without heat, solder, cement or 
rivet. 

They mend graniteware, aluminum, iron, tin, and all 
rubber goods. 

Mendets Retail at 10c and 25c the Package 

Your jobber can supply you with Mendets 
in the Silent Salesman Counter Cabinet at an 
attractive price. Ask him, or write us for the 
name of a nearby jobber. 

Collette Manufacturing Co., Amsterdam, New York 

ENDE 


A PATENT PA TCH * 


You can make big, quick, sat¬ 
isfactory profits selling Mendets 
— from a Silent Salesman 
Counter Cabinet or by making 
a big window display like the 
photograph . 

Order them by name — 
Mendets 




Nationally Advertised in Newspapers Every Sunday Throughout the Year 
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Builders Hardware 

RUSSELL & ERWIN MFG. COMPANY 

The American Hardware Corporation Succeaeor 

NEW BRITAIN. - CONN. 

NEW YORK SAN FRANCISCO CHICACO LONDON. RNC. 
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lore yyoT 

Day inand 
Day ou* with 

iicholso 
I Files 
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Sales Helps 

for Dealers 

Nicholson Files 

Dealers will find their sales of NICHOLSON 
FILES profitably increased by the regular 
free advertising afforded by the window 
cards and envelope stuffers that we gladly 
send by request. 

Used as enclosures with monthly bills, the 
envelope stuffers are regular reminders. 

The window cards, with a showing of varied 
styles of NICHOLSON FILES, make attrac¬ 
tive and sales speeding windows. 

Write today for a supply of window cards 
and envelope stuffers. 


Nicholson File Co. 
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This Jams the Door Snug to 
the Door Jambs 


IT’S THE BALDWIN REFRIGERATOR LOCK 
“BALDWIN” PATENT AND DESIGN 


It’s the best Refrigerator Fastener made—squeezes the door 
tight to the refrigerator, and in combination with the rubber inser¬ 
tion which we put around “Baldwin doors,” makes an absolutely 
tight joint. 


Photograph shows the plain polished Nickel style, used on our 
“Snow White” Opalite Glass and “Sanitas” Porcelain lined and 
some other styles. 




Stock carried by Heyman-WeU Oo. San Francisco, California 


Made in Roman Gold 
finish, ornamental design 
for the more moderate 
priced goods. 

This Lock is different 
and better than other mak¬ 
ers use. It’s a practical 
feature of excellent merit 
and helps save the ice. 


Jam Your Order 
in Now 


Baldwin Refrigerator Company 

Burlington, Vermont 
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An up-to-date National Cash Register 
would tell if this clerk is worth the raise 
that he is asking for. 


N ATIONAL Cash Register records 
would tell instantly whether this clerk 
had increased sales enough to make him 
worth more money. 

Up-to-date National Cash Registers give 
complete daily records of how much each 
clerk is selling and the number of cus¬ 
tomers each clerk is waiting on. 

They show which clerks are the most 
valuable. They enable merchants to fix 
wages on actual selling records. 

They give the records needed for a profit 
sharing or bonus system. This makes the 
clerks directly interested in the success of 
the business. It puts them on their mettle 
and results in increased business. 



The National Cash Register Company, Dayton, Ohio 
Offices in all the principal cities of the world 
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6% TARE 


I N the baling, as well as in the making of Royal Cotton Waste, 
Standardization plays a powerful part. There is a uniform, 
distinctive character about each compact, durable Royal bale. 
The Royal Trade Mark on the light clean burlap and the Royal 
Name on each new steel band complete the identification 
and definitely assert that “this is indeed . 

Royal—same as before.” 

ffia Ask your Jobber or us for the Royal Sam- I 
wsm fJB pling Catalogue and the booklet “Clean 

Clean Thru.” 

Small Users Should Ask to be Shown 
. The Handy New Royal Autopak Bale 


ROYAL AtANUFACTURlNG & 


Chicago 


General Offices & Mills 
Rahway, N. J. 


6% TortCVfra p f imyi ) 
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Via Trade Mar\ IqioxVji in Every Home 


luts a Big Figure ir 
Getting 

and Holding Trade 


When two boys swap knives “sight 
unseen" each hopes to get the 
better of the bargain. Neither is 
willing to subject his knife to 
scrutiny lest he be worsted in the 
deal. 


finpi 


There is no “sight unseen" ele¬ 
ment between the buyer and seller 
of UNIVERSAL Cutlery. Neither 
has desire, nor is it possible to 
take advantage of the other. One 
has the goods — the other the 
money. It is an open visible ex¬ 
change of value for value. One 
gets what he expects in quality, 
the other what he is honestly en¬ 
titled to in profit. 


Cutlery that cuts a big figure in 
business is keen to please trade. 
“Universal" is that kind. It is 
the line for every person, purpose 
and purse. 


UNIVERSAL 
Bor Scout Knife 


UNIVERSAL 


LANDERS, FRARY & CLARK 

New Britain, Ct. 


UNIVERSAL 
Chest of Stiver 
, Farmington 
| Pattern 
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Faultless flaster 



PACIFIC COAST REPRESENTATIVES 

OHAS. A. DOWD SALES COMPANY, 320 Market St., San Frandaco, Calif. 


Evansville 


Indiana 



Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 
leading line of these goods. 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog “G” 



Full Size Plate 2-8 


'Move the FAULTLESS Way J 
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Here are Steady Turnovers and Certain Profits 



The Rid-Jid folds up 
compactly—as neat as a 
knife. It fits nicely be¬ 
hind the kitchen door or 
tucks snugly out of sight 
in the closet. 




G 

new and improved Rid-Jid 
Open End, folding Ironing Table 
answers a great need. It is the most 
convenient, most logical ironing table 
ever built. Every woman will want 
one as soon as she sees its excellent 
points. 

Just look at these features! The 
Rid-Jid weighs only 14 pounds. It folds 
neatly— 2 1 /? in. thick. It can be carried 
anywhere, stored in almost any place. 
Set it is so strongly built that you can 
sit on the open end and it will not tilt. 
It cannot wabble, sway nor creep from 
the movement of the iron. The open 
end permits a full skirt being put over 
it without catching or obstruction. 
Every joint is protected by a metal plate 
—assuring long life and continued ef¬ 
ficiency. 

Isn’t that the best ironing table you 
ever heard of in all your life? Can’t 
you sell a whole bunch of them? You 
bet your life you can —to practically 
every women customer you have— and 
her friends. 

The Rid-Jid is a real, live proposi¬ 
tion with a generous margin of profit. 
Let us tell you about it. Send us your 
name and address today. 

THE RID-JID PRODUCTS CORPORATION 
Waukegan, Illinois 

Successors to Oregon Woodenware Mfg. Co. 

open end, folding 

Ironing Table 

Made under (he Springer Patents 
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MUELLER 

The “Big 3” 

PIPELESS FURNACE 

Breaking All Sales Records 

Mueller Merchants are piling up bigger profits than ever this year. Fuel 
hard to get and prices rocketing make people think. The Mueller Pipe¬ 
less is solving the heating problem for thousands of home owners. 

You can look your best customer straight in the eye and 
sell him the Mueller. You will be giving him the biggest 
value his money can buy—can assure him real heating com¬ 
fort and a saving of one-third to one-half on fuel. 

You can back this assurance with the signed Mueller 
guarantee to heat every room in his house to a comfortable 
temperature. 

You are selling a certainty when you sell the Mueller. A 
furnace that is designed right, built right and which works 
right. The three big exclusive construction features of the 
Mueller, the “Big 3,” have established its success. 

There is a big opportunity in your community to sell the 
Mueller—a big demand by which you can profit. Mueller 
national advertising is constantly creating this demand and 
Mueller result-getting dealer co-operation will help you cash 
in on it. 

Write today for our proposition and sales plan for dealers 

Don't wait until tomorrow 

L J. Mueller Furnace Company 

Makers ef Heating Systems ef All Types Since 18S7 

233 Seed St, Milwaukee, Wis. 

DISTRIBUTORS 

THE SALT LAKE HARDWARE COMPANY 
Salt Lake City, Utah, and Pocatello, Idaho 
HOLBROOK, MERRILL & STETSON 
San Francisco and Los Angeles, California 
RICHARDS & CONOVER HARDWARE CO. 

Kansas City, Mo. 

THE JACKSON HARDWARE CO. 

Aberdeen, S. D. 

LEE-COIT-ANDREESEN HD WE. CO. 

Omaha, Nebraska 

Stocks also carried at Brooklyn, Buffalo and Syracuse, 

N. Y.; Pittsburg, Scranton, Lancaster and Philadelphia, 

Pa.; Baltimore, Md.; Toledo and Cincinnati, Ohio: Nash¬ 
ville. Tenn.; Detroit and Grand Rapids, Mich.; Minne¬ 
apolis and St. Paul, Minn.; Chicago, Ill.; Kansas City 
and St. Louis, Mo.; Omaha, Neb.; Aberdeen, S. D.; 

Seattle, Wash. 


Th« “Big 3” 

The Sales Clinching Construction Features 

1. Large and Properly Propor¬ 
tioned Register Face. Insures de¬ 
livery of big volume of warm, 
moist air and rapid distribution of 
heat to every room in the house. 

2. Spacious Unobstructed Air 
Passages permit withdrawal of 
large volume of cool air from 
rooms while delivering an equally 
large volume of warm air into 
them. 

3. Vast and Scientifically De¬ 
signed Heating Surface. Insures 
full benefit from fuel burned. Pre¬ 
vents hard firing, overheated cast¬ 
ings and big fuel wa^te. 
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Masco Cotton Waste 


MASCO WHITE COTTON WASTE 

Supremos Primus Secundus Tertius Quartus Quintus Sextus Septimus 



Alpha Beta Gamma Delta Epsilon Zeta Eta Alrion 
MASCO COLORED COTTON WASTE 


“Bringing Coals to Newcastle” 

is like bringing cotton products to Fall River. But it is a sound business 
proposition to expect from the largest cotton manufacturing center in the 
country the most reliable supply of cotton waste. 

Masco Cotton Waste has been produced for 38 years under the most favorable 
circumstances. The raw waste is collected direct from the cotton mills in our 
own trucks, and delivered “around the corner” to our own utilization plants. 
The product, selected Masco Waste, 16 grades for every use, is ready for your 
customers in whatever quantities you need. 

Ask your own dealer for samples of Masco Products 



Massasoit Manufacturing Company 

Fall River, Mass. 

Manufacture of Masco Products 




MASCO 
r PRODUCTS 


COTTON YARN PRODUCTS, MOP HEADS, HOUSEHOLD AND MARINE HANDLED MOPS, 

POLISHING CLOTHS, WIPING CLOTHS, COTTON WICKING, CAULKING COTTON 
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Announcement 

The allotment of Manning-Bow¬ 
man merchandise made us has been 
sold and we are now unable to accept 
further orders for this year. 

The following distributors, how¬ 
ever, have goods coming in quantities, 
and we urgently suggest to dealers 
who wish to offer their customers 
the best of all electrical merchandise 
to place orders with our distributors 
NOW, for Fall delivery. You cannot 
do business without stock, and unless 
you are foresighted and get your 
order on file soon, we will not be able 
to supply your wants. 

We thank you for 
past favors 

H.J.Gvte & Co. 

PACIFIC COAST 
FACTORY REPRESENTATIVES 

150 Post St. Se^i Francisco 

Californ la. 


DISTRIBUTORS 

North Coast Elec. Co.Seattle, Wash. 

Woodlll A Hulse Elec. Co.Los Angeles, CaL 

Alexander and Lavenson.San Francisco, Cal. 

Stubbs Elec. Co.Portland, Ore. 

E. W. Murray Ltg. Co.Spokane, Wash. 

Hendrle A Boltoff Mfg. Co.Denver, Colo. 

Momsen-Dunnegan-Byan Co.El Paso, Tex. 

J. Born stein A Sons.Seattle, Wash. 

The Trltch Hdw. Co.Denver, Colo. 

Central Commercial Co.Kingman, Aria. 

Holter Hdw. Co.Spokane, Wash. 

Salt Lake Hdw. Co.Salt Lake City, Utah 

Hoffman Hdw. Co.Los Angeles, Cal. 
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Early Orders 
Insure Delivery 


T HE meager supply of goods in the merchant’s ware¬ 
houses, the curtailment of production through 
strikes, the large unfilled tonnage on the books of man¬ 
ufacturers, the refusal of many mills to accept any new 
business offered and the allocation by the large cor¬ 
porations of but small percentages of former purchases 
for th6 first half of the year to jobbing customers, 
coupled with numerous freight embargoes which the 
railroads are forced, through labor troubles and car 
shortages, to put into effect, has brought about an acute 
scarcity of many lines of merchandise. 

W E see no possibility of immediate relief from these 
conditions and we urge all of our customers to 
cover their Fall requirements by placing orders early. 

W E do not suggest over-buying or speculating, but 
feel it is an opportune time to place your orders 
freely for your Fall requirements at present prices. 


Suggested Fall Items 

Buck and Cross Cut Saws 

Axes and Axe Handles 

Pruning Saws and Shears 
Game Traps 

Single and Double-trees 

Food Choppers and Roasters 

Apple and Peach Parers 

Electric, Oil and Air-tight Heaters 
Stove Pipe and Elbows 

Lanterns and Globes 

Boys’ Wagons, Velocipedes, Kiddie Kars 

Guns, Ammunition and Hunting Coats 
Com Shellers and Feed Cutters 
Wood Sawing Outfits 
Cider Mills 

Baker, Hamilton & Pacific Company 

SAN FRANCISCO, CAL. 
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Electric Irons 

Good Summer 
Profit Makers 

Right now there is nothing you can 
handle that will take a smaller investment, 
less space, turn into money quicker and 
pay you a bigger return than the Domestic 
Electric Iron. 

There is nothing you can sell that will 
give your customers more real service 
and satisfaction than the Domestic. 



The Domestic Iron is a labor saver and money saver in any 
home, and much needed and wanted in these times. 


Many Chances to Sell Electric Irons 
This Summer 


Get the Business With the Domestic 


Right now you can sell Domestic Irons every day. Order a case 
of six or twelve as a starter from your jobber, or from us, TODAY 


DOMESTIC ELECTRIC IRON 
Retail Price 



Attractive Advertising Material Free 

New three-color display card in each 
carton. If you already stock the Domestic, 
we'll send two cards by mail if you ask. 

Electros from new drawings for your 
newspaper and circular advertising. 

Envelope enclosures and folders for 
your customers. 

CHICAGO FLEXIBLE SHAFT 
COMPANY 

5604 Roosevelt Road, Chicago, HI. 
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Display, in the window or on counter, means increased sales, increased turnover, greater profits. 
This is particularly true when applied to merchandise in which the public are interested. 


DOMES OF SILENCE 


are such merchandise. They have been advertised so extensively that most home owners know 
just what these efficient slides will do. 

Made of case hardened steel, simple in construction. 

They save floors, rugs, carpets and furniture. 

The new counter display shown above is both practical and artistic and has already proved a 
^ great booster for sales. | 

If you have not already bought, 

ORDER FROM YOUR JOBBER TODAY 
Ww Special Assortment 

HENRY W. PEABODY & COMPANY 

Domes of Silence Division 

17 State Street New York 
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Thermo^ 

Crolide Tires and Tubes 

GUARANTEED 

In Writing 

FABRIC TIRES 
7500 Miles - Ford Sizes 
6000 Miles • Large Sizes 

CORD TIRES 
8000 Miles 

Announcement 

TO AUTOMOBILE AND TIRE DEALERS— 
LIKEWISE THE GENERAL TRADE: 


kill 


m 

N 


The Thermoid Rubber Co. requires no introduction, its past and 
present reputation having been for 40 years a national symbol of busi¬ 
ness integrity and ADEQUATE FINANCIAL resources. 

The company advertises very extensively and its name and prod¬ 
ucts are well known by motorists throughout the entire country. Their 
factories are fitted with the most modem machinery and equipment and 
a highly paid, scientifically trained organization of ipicked workmen. 

We are assured and we confidently extend this assu rance to the 
many friends of this company that “Thermoid’’ is a LONG WEARING 
QUALITY TIRE — ENTIRELY HAND MADE and EXACTLY 
SUITED to CALIFORNIA TERRITORY CONDITIONS. 

The “SELLING PROPOSITION” will guarantee — complete 
stocks and delivery—distributing rights — and a satisfactory profit. 

ASK OUR SALESMAN, or WRITE US. 

Dunham, Carrigan & Hayden Co. 

EXCLUSIVE WHOLESALE DISTRIBUTORS FOR NORTHERN CALIFORNIA, 
CENTRAL CALIFORNIA, WESTERN NEVADA 

SAN FRANCISCO, CALIFORNIA, U. S. A. 
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What Do You Say To The 
Shell Salesman? 


When you order guns, rifles, fishing tackle, 
hunting clothes or shoes, you don’t say “just 
put me down for $10,000 worth. Send me 
anything you have in stock.” 

First you see what the salesman has to offer and then 
you specify the very best quality and the very best selec¬ 
tion that you can get for your money. 

Buy your loaded shells the same way. Insist that they he 
loaded with 

HERCULES 

Shcdtgm P&m£<szs 

infaluble^ec 

L&R ORANGE EXTRA 


HERCULES POWDER CO, 

1043 Orange Street 


Delaware 


Wilmington 

































58 


HARDWARE WORLD 



Queen Anne Pattern 


INTERNATIONAL SILVER CO. 

Meriden, Conn. 

Pacific Coast Warerooms, 150 Post St., San Francisco, Cal. 

1847 ROGERS BROS. 

SILVERWARE 
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Silverware Draws Women 
to Your Store 


High-grade Flatware, carefully kept and suitably 
and attractively displayed, will do more perhaps 
than any other agency to take your store out of the 
for-men-buyers-only class. 


Do you realize just how desirable feminine patronage 
is? Have you done what you can to get it? 


Don’t tuck away a few sets of Knives and Forks in 
a dark corner and expect a searching party to dig 
them up. Give the ware a prominent place, keep it 
in condition, handle it as silverware, not as nails, 
make special displays of it. It will impress the 
woman shopper to know you handle the Flatware 
that matches the Hollowware she has seen illustrated 
in our advertising. 


Write our Advertising Department for 
advertising and display helps. 











HARDWARE WORLD 



} The guarantee of the Rochester 
Gin Company, manufacturers of 
Iron Horse Metalware, and also 
the guarantee of your jobber who 
supplies you. 


An Iron Horse Metalware sale 
is never complete until the pur* 
chaser is thoroughly ‘Satisfied. 


And it is upon this broad 
guaged business principle that. 
Iron Horse Metalware has forged 
ahead with tremendous strides 
until today it is nationally recog¬ 
nized as the “Gold Standard” of 
metalware value. 


Have you a good supply of 
Iron Horse Garbage and Rubbish 
Cans, Sprinklets, etc., to take care 
of the demands of this busy Sum¬ 
mer season? Let us suggest that 
you check up carefully and if not 
place your order at once to insure 
prompt delivery. 


oA copy of our complete 
catalogue •will be mailed 
you gladly on request. 


ROCHESTER CAN CO , 

v ROCHESTER N. Y., U. S. A. 
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DELTA 

This trade mark safeguard* the 
interest* of thousand* of file users 
everywhere. Always look for it. 


DELTA FILE WORKS 

PHILADELPHIA, PA. 


Remove Stock Rapidly 
0 and Smoothly a 


DELTA 

b the only Line of Files 
from 3 to 24 inches that are 
made absolutely of 

CRUCIBLE 

STEEL*’ 

This high quality material 
and our scientific hardening 
and tempering methods en¬ 
able us to produce files of 
exceptional durability. 

Delta Files are made in sev¬ 
eral shapes and sizes—there 
is a shape and size for your 
particular requirement. 

Use Delta Files in your shop 
—you will increase your out¬ 
put and greatly reduce your 
cost of filing. 
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“HURWOOD” 
Screw Drivers 

Unsurpassed for 
Strength and' 
Durability 

Blade, Shank and Head are one piece 
of special steel. Two patented project¬ 
ing wingB under the head together with 
a rivet which passes through the fer¬ 
rule, handle and shank, securely fastens 
the Blade in the Handle, preventing its 
turning. 

The Blades are finely tempered and 
well finished. 

The Handles are polished and stained 
black. 

Many styles and sizes from which to 
select your stock. 

Manufactured by 

Stan ley Rule & Level Co. 

New Britain, Conn. U.S.A. 
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F OR over 88 years the Simonds Man¬ 
ufacturing Company has maintained 
a reputation as a leader in the 
making of edge-holding tools. With 
this experience and quality of steel, 
plus workmanship, it is not strange that 
the Simonds Hand Saw should be a 
high-class product. In every section of 
the world Simonds Saws are known and 
used, both by carpenters and handy 
men. They are pronounced by users to 
be the best of the better saws. Accord¬ 
ingly Hardware Dealers appreciate the 
value of such a line. Satisfied customers 
result from Simonds Saw sales, and 
reasonable profits come to dealers. 


Write for Catalog 
and Prices 


Simonds 

Manufacturing Co. 

“The Saw Makers ” 

San Francisco, Calif. 

Portland, Ore. Seattle, Wash. 

Vancouver, B. 0. # 
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Announcement 

In sending out revised lists and dis¬ 
counts for PENNSYLVANIA Quality 
lawn mowers for the season of 1921, we 
wish to relieve our jobbing distributors 
from all blame in failing to deliver enough 
of these machines to supply the unpre¬ 
cedented demand which there has been 
for PENNSYLVANIA Quality ,, and to 
advise that, although we have refused al¬ 
most all export orders, we have not found 
it possible to get production, through our 
failure to receive the necessary materials 
or get adequate supply of labor. 

For the season of 1921 we are only 
safe in promising to give our old custo¬ 
mers the benefit of our best efforts and 
to urge early specifications on the part 
of both dealer and jobber. 


A U'' /juV/iTHTT 
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%4 t °2 in - thick 

UP TO 120 'N.WIDE 


Blue Annealed 

54lN. TO 16 GAUGE 


B LACK & G ALVANI ZED 
10 CA AND LIGHTER 





GENERAL OFFICES, YOUNGSTOWN, OHIO 

District Offices: New York, Chicago, Philadelphia, Cleveland, Kansas City, Lynchburg, Pittsburgh, New Orleans, 

Salt Lake City, 8an Francisco, San Antonio 

EXPORT AGENTS, CONSOLIDATED STEEL CORPORATION, NEW YORK CITY 


nnAr vttv horse and mule shoes 

I lU/Jull 1A and BULL DOG TOE CALKS 

BEST IN THE WORLD 


Boise, Idaho.. 

Butte, Montana... 

Fresno, California 
Hamilton, Montana 
Loe Angeles, Calif.- 

W. T. McFie Supply Company 
Perdval Iron Company 
Waterhouse ft Lester Company 

Ogden, Utah.Geo. A. Lowe Company 

Portland, Oregon- 

Northwestern Hardware ft Steel Co. 

J. E. Haseltine Company 


Pocatello, Idaho. .Salt Lake Hardware Company 

Sacramento, Calif.Schaw-Batcher Company 

San Francisco, Calif.— 

Baker, Hamilton ft Pacific Company 
Score! Iron Store Company 
Spotswood-Helfer Company 
Taylor-Spotswood Hardware Company 
Waterhouse ft Lester Company 
Salt Lake City, Utah... .Salt Lake Hardware Co. 

Seattle, Washington.Gray Brothers 

Spokane, Washington. .Holley-Maeon Hdwe. Co. 
Tacoma, Washington.West Coast Wagon Co. 


Phoonlx Shoos aro Kopt in Stock by tho Following Houooo 

..Northrop Hardware Co. 

.. .Montana Hardware Co. 

.Inland Iron Co. 

The Valley Mercantile Co. 


MANUFACTURED BY 

PHOENIX HORSE SHOE CO. 

Largest Horse Shoe Manufacturers in the World 

ROLLING MILLS AND FACTORIES JOLIET, ILL., POUGHKEEPSIE, NEW YORK 
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LOOK FOR THE SWIVEL! 


Ton’ll find it on every genuine U. S. 
Trace Chain — It’s our patented 
swivel — smooth and easy working. 


TRACE 




CHAINS 


are electrically welded and machine tested— 

We guarantee every link and will replace 
every chain that breaks in the weld. 

MADE BY 

U. S. CHAIN & FORGING COMPANY 

Union Arcade PITTSBURGH, PENN A. 




Mark jj 

18 ECHiJjj 

iilaa 


In strong bnrlap bags 
always 


Champion Blowers, Forges, Drills and Screw Plates 




No. 401. Hi vet Forge 


TheEASY 


Screw Plates in Four Styles, Cutting up to iy 2 " 
CHAMPION TOOLS, Built for Service 

CARRIED IN STOCK AND DISTRIBUTED 
BY ALL THE LEADING JOBBERS 
7 Write for Our 350 Page Catalog 

CHAMPION BLOWER & FORGE 00. 

Lancaster, Pa., U. S. A. 
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FACTS 

Worth 

Remembering 
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In ordering 
Window or Fly 
Screen Cloth from 
your J obber don’t 
forget these vital 
facts: 

The amount of 
service and satis¬ 
faction your cus¬ 
tomers get out of 
Screen Cloth de¬ 
pends almost en¬ 
tirely upon the 
materials used 
and the methods 
employed in the 
making. The la¬ 
bel which identi¬ 
fies every roll of 
the “Perfect” 
Screen Cloth is 
your guarantee of 
the best materi¬ 
als, accurate 
mesh, the proper 
width and a full 
100 lineal feet to 
every roll. 


That’s why dealers buy all of 
our wire products, Screen Cloth, 
Hardware Cloth, Poultry Net¬ 
ting, Fly Traps, etc. 


Please Order Through Your 
Regular Jobber 


Manufactured by 

The LUDLOW SAYLOR 
WIRE CO. 

ST. LOUIS, MO. 



Here is the "Triplex”— 
a hinge in great demand. 
Note its graceful lines and 
handsome appearance. 



You can safely stake your 
reputation on its quality and 
performance . It swings doors 
faultlessly. Thousands in use. 

Sell a product that brings sat- 
isfaction and nets a good 
profit. Keep well stocked. 

Send for Catalogue 
H-36 

Chicago SpHoa^&ntt (Company, 

CHICAGO NBW YORK 

Ewing-Lewii Co., Ban Francisco, Los Angela* 
Pacific Coast Representatives 
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Nos. 50. 5b and 66 Machinist’s Case 

PILLIOD 

Tool Cases 

THE 

BUILT FOB SERVICE 


LINE 

Tool Cases for every pur¬ 
pose, sturdy, light weight, 
beautifully finished quality 
cases for Machinists, Car¬ 
penters, Auto Owners, Au¬ 
to - Repairmen, Plumbers, 
Household Tools and Fish¬ 
ing Tackle. “The line that 
sells and satisfies.” 

The Pilliod Lumber Co. 

SWANTON, OHIO 

Western Representative 
SPRAKE SALES 00. 

822 Higgins Bldg., Los Angeles, California 

525 Market Street, San Francisco, California 
633 Railway Exchange, Portland, Oregon 
223 Kerns Bldg, Salt Lake City 


SAUAGE 




The Savage Sign 

for 

The Savage Line 

Here’s the Savage Sign— 
built especially for your 
show-case or window dis¬ 
play. A brilliant—distinct¬ 
ive—striking reminder to 
your customers that your 
store is stocked with the 
Savage line. 

We’ve made this sign to 
match in quality the prod¬ 
ucts it advertises—a Sav¬ 
age Sign in every sense of 
the word. And you can 
order yours now! Write 
to Dept. A. 

Savage Service 

/s Behind All Savage Product* 
Savage arms Corporation 

UTICA, N. T. 

Sharon, Pa. Ohloopee Falla, Mass. 

Executive and Export Offices 


Owners and Opera- 
ten ef the 
Stevens Arms Co. 
Chicopee Palls. 

Mass. 


Savage Arms 
Corporation 
Utica. N. Y. 
Gentlemen: 

Please send free of charge 
by return mail one of 
the New Savage Signs. 


No. 7 Carpenter Case 
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Think of the Homes in Your Community! 

Think of the doorways in those homes! Think of the high reputation for valuable 
suggestion and the wonderful business prestige you can build up; think of the beauty, 
convenience and economy you can impart to those homes, by putting into their doorways— 

Richards-Wilcox House Door Hangers 

The dining-room doorway in the illustration is only one example of a happy applica¬ 
tion of R-W House Door Hangers. 

Closed, thiB doorway gives the artistic appearance 
of French doors. Note how the glass paneling har¬ 
monizes with the glass paneling of the cabinet doors. 

Open, the door is cut of the way and out of 
sight. 

The pantry door is another example of a difficult 
problem solved by R-W House Door Hardware. 


L 


There are others; closet doors—parlor doors—hall 
doors. 

A direct mailing campaign on R-W House Door 
Hangers among the bolfaeri, architects and home 
owners in your community would he 
profitable to you 

We will furnish you illustration inserts and suggestions 



LANE’S 

Steel 

Wagon 

Jack 


NO CAST METAL 
■ IBI NO WOOD 

Strong — Light—Compact 

SUBSTANTIAL PROFIT TO 
THE DEALER 

Have You Catalog and Latest Prices ? 


LANE BROS. CO. 

RIVER STREET POUGHKEEPSIE, N. Y. 



SNAPS 

FOR THE HARDWARE MAN 

FROM THB BBST LINB MANUFACTURED 



TROJAN OPEN BYE SNAP 
Nos. 520 Bit, 521 Chain, 522 Trees 

SsU by All Jobbers 

COVERT MFG. CO. 

TROY, N. Y. 
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“THE RECOGNIZED LEADER 


ELECTRO-ZINCKED AFTER WEAVING 

Ord.r Thru Tow Jobber 

GALVANOID has won the pre-eminent favor of the trade because it is the most depend¬ 
able zincked screen cloth made. You can confidently recommend GALVANOID to your 
best trade. 

KEEP YOUR STOCK PILLED IN 

WE ALSO MANUFACTURE 
BRONZE, COPPER, PAINTED AND GALVANIZED 

AMERICAN WIRE FABRICS CO. 

208 So. La Salle Street, Chicago, Illinois. 

FACTORIES: 

Chicago, Illinois Mt Wolf, Pa. 

REPRESENTATIVES: 

h VING-LEWIS CO., San Francisco and Los Angeles, Cal. D. L. HERMAN, Seattle, Wash. 


There Is a Difference in Washers 


Just m in any other commodity. Oar Washers are 
made of ths Best Material and with the utmost care. 
That’s why the largest users of Washers prefer those 
of our make. 

We also make 

Saleable Washers asd Cast bos Washers 
Wrosght asd Steal Plata Washers 

of all descriptions. Round and Square, Plain or 
Galvanised. 

tawaled Rivet Bans Felon Plates 

an-a-a a-■- _ ■ sea—a.— 

wHOnrOfl M rmmMwH iHtw 

PROMPT 8HIPMENT8 

Wrought Washer Mffg. Co. 

MilwaiilcM, WIs. 

Coast Representatives, 

HUGH80K h MERTON, Inc. 

San Francisco, Oal.; Los Angeles, Cal.; Portland, Ora.; 
Seattle, Wash.; Denver, Colo. 


Pat Oct. 30,1917 
Cross section 
showing sturdy 
handle 
construction. 


The Perpetuo Screw Driver— l] 

The sturdy tool for strenuous jobs 

Another Guaranteed Mayhew Product 

Perpetuo is the screw driver your custom¬ 
ers have been looking for—they will buy it 
on sight. It is built for the strenuous life, of 
selected, tough, tool steel, Mayhew hammer- 
forged and perfectly balanced craftsman’s tool 
—its Rock Maple handle is locked into the 
blade for all time insuring perpetual strength 
and dependability. 

Perpetuo should be your big leader this sea¬ 
son. Stock it and display it now. Ask for 
Number 700 Perpetuo and order today. 

At your jobber's —or 

MAYHEW STEEL PRODUCTS, Inc. 

291 Broadway, New York 

508 Mission Street, San Francisco 

MAYHEW made TOOLS 

ARE RIGHT 


NO. 700 
i Perpetuo 
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THE JAMES SWAN COMPANY 

SETMOTJB CONNECTICUT 


Bits 

Augers 



Chisels 
Draw Knives 



agjggEMBgggr 


Nail Sets 
Gimlets 


Gouges 
Screw Drivers 


New York Offioe: 100 Lafayette Street 

WE WERE AWARDED THE ICED AD OP HONOR ON MECHANICS’ TOOLS AT THE PANAMA- 

PACIFIC EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento, California 


Are you handling the 

10-in. andl4-in.O.K. Gutters? 

If nof, my Pacific Coast representatives 
will tell you why you should. 

Address 

Omer Cox Jones ft Cox, 

Postal Telegraph Bldg., Newhouse Bldg., 

San Francisco, Cal. Salt Lake City, Utah 

Sands ft Cox, Turnbull ft Cox, 

San Fernando Bldg., Inter State Trust Bldg., 
Los Angeles, Cal. Denver, Colorado 


8trimple ft Cox, 
L. C. Smith Bldg., 
Seattle, Wash. 


Strimple ft Cox, 
Corbett Bldg., 
Portland, Ore. 


H. K. PORTER 

Bolt Clipper Specialist 

6 ASHLAND STREET, EVERETT, MASS. 


SHELBY DOO* HARDWARE 

WE ALSO MAKE 

Floor Hinges, 
Spring Butts,Door 
Checks, Push and 
Pull Plates, Door 
/ /9\ S \ Holders, Push 

I frol j Bars, Foot and 

\ ; I / Chain Bolts, Door 

fl Bolts, Cupboard 

[IXSSL B Turns, Cupboard 

it/J u VCxJ I Catches, Card 

V B J Holders, Toilet 

\ : S / Paper Holders, 

//CM B [7y\ Garage Door Hold- 

l 1 I ers, Chest Han- 

y dies, Casement 

Adjustable Window Adjust- 

Screen Door er8 an< i Fasteners, 

Sash Locks, Sash 
Lifts, Mortise Locks and Latches, Basement Win¬ 
dow Sets, Wire, Coat and Hat Hooks, Ceiling 
Hooks, Hall Hooks, Screen Window Hangers, 
Door Braces, large line of Screen Door Hinges 
and a number of items not mentioned. Ask for 
catalog today. 

The SHELBY SPRING HINGE CO. 

SHELBY, OHIO, U. 3. A. 

COAST REPRESENTATIVES 

POND HARDWARE CO., D. L. HERMAN, 
Los Angeles, Cal. Seattle, Wash. 
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“Sterling” 


STERLING 




TUNGSTEN STEEL 


Flexible 


HACK SAW BLADES 


Many years of personal caretaking attention to manufacturing details have produced 
in STERLING Blades a cutting tool of unquestionable merit. 

We claim Endurance—Dependability—Fast cutting — Long Life — Satisfaction to 
Dealers and Consumers. 

Users declare that our slogan—“They don’t Scratch, They Cut”— tells the story. 
SOLD THROUGH JOBBERS ONLY 

CORRESPONDENCE RESPECTFULLY SOLICITED 

DIAMOND SAW & STAMPING WORKS, BUFFALO, NEW YORK 

CALDWELL SALES COMPANY, 320 Market St, San Francisco, Cal. 

Exclusive Pacific States Uepresentatlves 




The Oily Screw 
Holes in the World 

The “Hole” 
Problem 


9 The advantages of 

Screw Holes are: they 
W can be used without 

II ^ wJ { damage to receiving 

ft || pp material; they enable 

II II 3 c you to Standardize to 

|| U / w o o d o r machine 

£ JL — —i screws in all mate- 

M ■ rials; they are made 

■ ■ of brass and will not 

■ ■ rust under atmospher- 

V w ic or moisture condi¬ 

tions; special tools are not needed for using them 
in any material; they can be used in any place a 
screw can be used; no special screws are needed— 
these Screw Holes fit any wood screw or machine 
screw now in stock; they make the neatest possi¬ 
ble job in any material; they are endorsed by all 
dealers in screws, and bv all users of screws; in 
spite of the high cost of brasB, Screw Holes are 
yet cheap; they make everlasting holes in any 
material, and anyone who can drive a nail can 
use them. 

You must stock Screw Holes, for your trade 
demands them. 

TIE STIIE SCREW HOLES CO., Waterbary, Cobb., U. S. k. 
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“YANKEE” 


No. 

1251 

Length f ■ ■ 
13 in. _ 
Over All 



TAP 

WRENCHES 


Right and Left Hand and Rigid 

'I' m K.TTP. gTTPfl 

No. 250 Capacity up to 3/16 in. Taps 
No. 251 “ ** ** 5/16 ** ** 

No. 1251 Same as 251 with long shank 

Yankee Tap Wrenches are especially adapted for 
work in close quarters and places out of reach. 
The cross arm is easily drawn to one side and 
with the ratchet movement, holes are readily 
tapped in close corners. The No. 1251 is 13 
inches overall, giving a long reach into inaccessi¬ 
ble places, making it indispensable in Automobile 
work and work of similar character. 



No. 250 


Your Jobber Will 
Supply You 


NORTH BROS. MFC. CO. 

PHILADELPHIA, PA, U. S. A. 


EASY EMPTYING" 

Grass Catchers 

“ Favorably known the 
world over” now made 
with 

Re - Inforced / 

Non - Slipping 

Bo 


Durable 

Many exclusive 
patented fea 
tures and strong 
selling points 
expl ained in 
Catalog No. 20. 

Write for it 


SOME OF OUR PACIFIC COAST JOBBERS 

California Hdwe. Oo. Baker, Hamilton A Pacific 

Union Hardware & Metal Co. 

Co. Honeyman Hdwe. Co. 

Hoffman Hdwe. Oo. Jensen, Kins:, Bird & Oo. 

Harper A Reynolds Oo. The 8chaw-Batcher Oo. 
Faihng-McCalman Co. Schwabacher Hdwe. Oo. 

Marshall-Wells Hdwe. Oo. Seattle Hardware Oo. 

Holley-Mosoji Hdwe. Co. The Thomson-Diggs Oo. 



Tfae“PONT” 

Is the very best Hand Machine that money 
can buy, for setting Tubular or 
Bifurcated Rivets 



Dunham, Carrigan A Hayden Co. 

THE SPECIALTY MFC. CO., St Paul, Minn„U.S.A. 


IT’S GUARANTEED 
SOLD BY JOBBERS EVERYWHERE 

Mtdo by 

F. H. SMITH MFG. CO. 

CHICAGO, U. S. A. 
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Ho. SX GARDEN RAISER 
Patented Jnno 27, 1016 
July 15, 1919 


Aleiaader Manufacturing Company, Inc. 


Established 1913 


Ames, Iowa, U. S. A. 


No Wrench or Tool of 
Any Kind is Needed to 
Change Equipment Here 

Pull outwardly on spring steel sides 
(il) of main frame of cultivator. 
This allows 4, 6 and 7 to be re¬ 
moved, turned over, and replaced, 
and we have a wheel hoe. Or, by 
laying 4, 6 and 7 aside, and placing 
5 } 8, 9 and 10 in their place, we have 
either a plow, or, a tool for marking 
out rows for planting. 

QUALITY 

This unique construction, together with the 
HIGH GRADE MATERIALS used, and 
the extraordinary finish given to grinding 
and polishing of the tillage tools, makes 
the No. 3X Alexander Garden Raiser the 
best value, in a garden tool, on the market 
today. Our 32 page catalog shows a com¬ 
plete line of seeders and cultivators. 

‘'THE GARDEN DESERVES 
A GOOD TOOL” 


REICHARD’S 

Combination Spring-Tooth 

Magic Weeder Hoes 

SAVE TIME AND STRENGTH 

- '-’t-m sK Strong in 
v A T v construction, 

light in weight 
c ' Quick sales. 

^ l Styles and 

j 1 1 \ » sizes for every 

U wo “ requirement. 

There is satis- 
1 I f a c t i o n a n d 
1 profit in han- 
w dling the ac- 
. _< k n owledged 

„ , c- “Xing of Gar- 

^ den Tools.” 

Booklet and 

Manufactured by 

THE F. C. REICHARD MFG. CO. 

Bangor, Pa., U. S. A. 




More Than a Million in Use 
The Demand Still Growing 

NORCROSS 

Hand Cultivators 

are favorite tools. 

In the three sixes —they 
fill practically every need 
in cultivating and weed¬ 
ing. 

There is a Distinctiveness of 
Quality—Class—and Fini ah in 
a Norcross Tool, that stands 
out boldly and pulls easy sales. 
Well made—Durable— Hand¬ 
some in appearance— they sail 
readily — at a good profit — 
and you can confidently roo- 
ommend them. 



ASK TOUR JOBBER ABOUT THIS PROFITABLE LINE 

0. 8. NOROROSS A SONS, Mfr’s. 

bushmbix, ill., u. s. a. 
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“PITTSBURGH PERFECT” 


WIRE NAILS 


ALL 

KINDS 


BARBED WIRE BALING WIRE 


BALE TIES 


“Pittsburgh Perfect” Electrically Welded 

and 

“Columbia” Hinge Joint 

WIRE FENCING 

AT RIGHT PRICES TO YOU 

Carload shipments from Pittsburgh mills to all points on the Pacific Coast 

MANUFACTURED BY 

PITTSBURGH STEEL CO., SAN FRANCISCO, CAL. 

A. C. RULOFSON CO., Sales Managers, 359*363 Monadnock Building 

BRANCH OFFICES: 2113 L. C. Smith Bldg., 8eattle, Wash. 

1446 Malvern Ave., Los Angeles, Cal. 

Distributors of “Pittsburgh Perfect“ and ••Columbia** Wire Fencing: 


Dunham, Carrigan 3s Hayden Co., 

San Francisco, Cal. 
Northern California and Nevada. 

Whiton Hardware Company, 

Seattle, Wash. 
Washington and Oregon. 




COBBLER SETS 


LEADER 

The Right Kind for You to 
Handle 


STAR HEEL PLATES 


FAST SELLERS 
MADE IN 7 SIZES 


SHOE STANDS & LASTS 


THE 

BEST 

MADE 


OUR 

PRICES 

ARE 

RIGHT, 

TOO 


Empire 

Guaranteed 


WRITE FOR CATALOG No. 15 


STAR HEEL PLATE CO. (Louis Sacks, Inc.), 357 Wilson Ave., Newark, N. J. 

Pacific Coast Representatives—J. J. Wirtner, W. F. Building, Room 605, 2d and Mission Streets, San 
Francisco, Cal. Utah and Idaho—E. C. Coffin & Co., 503 Dooly Building, Salt Lake City, Utah 


IWaoner Door Hangers and Tracks 


Quality hangers and tracks designed to overcome all the troubles and 
draw backs of cheaply built hangers and tracks that are made merely to sell 
at a price. Wagner Hangers have roller-bearing wheels, tandem trolley with 
bumper on end to protect wheels, a very simple and practical cam vertical 
adjustment and other features thst put them out of the ordinary fTaSrs. TnictoT „ 

are self-cleaning, bird-proof and much heavier Ko * r €aringt 

please customers and build trade. Write for catalog showing entire li<g) 

Complete Btock carried at Tigard , Oregon, Brandt WAGHE1L MFQ. 00., Dept T, Osdtr Fills. lava. 
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Buffalo Forges, Drills, Blowers, Punches and 
Shears are backed by the critical test of over 
forty years. Each machine is designed to 
meet specific requirements. Dealers find the 
Buffalo line profitable sellers. 

Write Dopt 37 for CompUta Catalog 

BUFFALO FORGE COMPANY 

BUFFALO. NEW YORK 



EYELET TOOL CO. I SAND’S PLUMBS AND LEVELS 


Manufacturers of Punches and Sets 
(hand drive and foot power) for 
Leather, Cloth and Metal. Pinch 
Tubes. Punches and Dies. All kinds 
and sixes made to order. Write jobber. 
Booklets free. Established 1858. 

■ ^ 40 Linootn Itrest 


Deserve your confidence because thev are known and 
wanted throughout the building trades and represent 
the easiest selling level stock on the market. 

YOTJB JOBBER CABBIES THEM 

I. SAND A SONS Detroit, Michigan 
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ONLY 


DOUBLE ACTING 
SPRING BUTT HINGES 

have the weight 
supporting 
bearings cor¬ 
rectly located to 
liberate the 
action of the 
springs, redu¬ 
cing breakage 
and increasing 
spring power, 
preventing une- 
q u a 1 wear of 
the barrels, and 
giving practi¬ 
cally unlimited 
durability. 

Bommer Floor Surface Spring Hinge 

Ha* Bel mm and Holdback Features, Ball 
B ea rin g and Alignment Devlco 

The most durable hinge of its type; holds the 
door open when swung to 90 degrees. The spring- 
action can be entirely released so door will swing 
^ free, without spring-action, by inserting a 

■ wire nail (when the door is open) into a 

■ hole provided in the side plates. The 

■ spring • ac- 
f fliiiwn- Ml r-mmmm —— tlon Can be 

restored b y 

:# ■ TMlftfYll bMV withdrawing 

the nail. 

BOMMER SPRIN6 HIN6E COMPART, Mfrs. • Brooklyn, N.T. 



“Forstner” Brace and Machine Bits 


For Fine Carpenter, Cabinet and Pattern Work 

SPECIALLY ADAPTED FOB HARDWOOD WORKING 

AS, -- . T ^ e Foster Labor Saving Auger Bit, unlike other bite, is guided 

Circular Rim instead of its center; consequently it will bore 
any arc of a circle and can be guided in any direction regardless of 
grain or knots, leaving a true polished surface. It is preferable and 
more expeditious than chisel, gouge, ecroll-saw, or lathe tool eom- 
bined, for core-boxes, fine and delicate patterns, veneers, screen 
work, scalloping, fancy scroll twist columns, newels, ribbon mould- 
ing and mortising, etc. 1 

Manufactured by THE PROGRESSIVE MFG. CO., Dept. "A,” Torrington Conn. 

Enquire e t Year Hardware Jobbers, or Write Ue Direct. Supplied In Set* Write for Catalogue 



Handle Detached. Out shows Right Hand Casement Adjuster 
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Casement Adjuster 

For windows that open out 
Operates without disturbing the acreen 

Superior Casement Adjuster is the most 

convenient to operate because all that is re¬ 
quired to unlock and move the window ie to 
simply move the handle; when yon let go the 
handle the window is looked automati ca lly. 

Superior Casement Adjuster is the strong¬ 
est because it locks on the rod fastened to 
the window and thus combines the strength 
of the two rods. 

Superior Casement Adjuster holds the win¬ 
dow firmly at any angle and doea not allow 
the window to rattle. 

SUPERIOR SPRING HINGE GO. 

136 W. Lake Street, Chicago 

Google 
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9902 N. C. 

SLAYMAXER R.F.D. PADLOCK 







i 

i 


(With chain—No. 9902) 

THE ORIGINAL R. F. D. PADLOCK 

1TRST MADE BY 8LAYMAKEB — OARBIED 
BY MOST JOBBEBS 

Whan you order Mail Box Locks, insist on the 
genuine 9902 or 9902 N. O. 

SLAYMAXER LOOK 00. 

Lancaster, Pa. 

A. C. RIDDELL, Western Sales Manager, 

818 Higgins Building, Los Angeles, Calif. 


MAYDOLE HAMMERS 

THE WORLD’S STANDARD 

Highest Quality Steel Handled Hammers 
Guaranteed First-Class in Every Respect 


The David Maydole Hammer Co. 

NOBWIOH. N. Y., U. & A. 


WOOD SCREWS 

MACHINE SCREWS STOVE SOLTtf 

SET SCREWS CAP* SCREWS 

RIVETS BURRS BOLTS NUTS 

REED A PRINCE MFG. CO.. 

WORCESTER, MASS. 


m 




American Saw & Manufacturing Co. 

SPRINGFIELD , MASSACHUSETTS U.S.A. 
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The H. C. of Shaving 

Men with foresight have figured it out that it 
pays to shave themselves and save time, money 
and 1 * tips. ’ 1 This accounts for more men using 
safety razors today than ever before, because the 
“ safety M saves the most time and “Time is 
Money. * 1 A 

HATFIELD COMPLETE 
SHARPENING MACHINE 

will bring you in lots 
of blades to be sharp¬ 
ened, because this 
well known machine 
sharpens all makes of 
safety razor blades 
and sharpens them 
quickest 

It is the only machine 
that sharpens blades 
with a lateral motion 
—the one correct way. 

And it turns them out 
keenly and smoothly 
edged for a perfect 
shave at the rate of 
12 every 5 minutes. 

Oet • Hatfield and get 
the profits which average 
from $7.00 to $15.00 per 
day. 

HYFIELD MFG. COMPANY 

21 WALKER STREET NEW YORK CITY 






YOU ABE BIGHT IN 
RECOMMENDING 

“WORLD'S BEST" 
nr NAME AND FACT 

World’s Bast 
Tubular Track 

Bam, Factory 
and 

Warehouse 
Door Hanger 


EXCLUSIVE FEATURES 
Frame ia best grade malleable iron. 

Wheel underneath track prevents derailment. 

Wide bearing of the wheel distributes weight and 
makes it the Eaalet Running Hanger on the market. 

Packed one pair in box complete with bolts; one- 
half dosen pairs in a caae. 

Track has Slidable Bracket, which has made the 
World's Best Hangers so popular with the building 
trade. 

If your Jobber can't supply yon we will. 

THE TOPPING MFG. CO. 

For 18 Years Safety Door Hanger Co. 
ASHLAND, OHIO, U. S. A. 


ATLAS 

10 Cent 
Fly Swatter 


This swatter has an 
extra long handle — 10 
inches. It is very neatly 
and securely bound with 
soft green felt — cannot 
mar the finest furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made it 
extra strong and flexible 
— will outlast any now 
on the market. 

Our 6 cent swatter is 
the best every sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
insertion of your ad. if 
you desire. 

Now is the time to 
place stock orders. We’ll 
gladly quote prices and 
terms. 

Atlas Mfg. Co. 


Pacific Coast Agents 
Ban Francisco, Los Angeles 



Thompson “Junior” 
Revolving Sprinkler 



The “Dollar-Seller” 

The embodiment of simplicity has been the 
watch-word in the construction of this 
Sprinkler. For service and durability we 
recommend its use. 

We solicit your inquiries on the problems 
of sprinkling. 


Thompson Manufacturing Company 

East Eighth and Santa Fe Ave. 

LOS ANGELES 
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UFKIN TAPES and RULES 

RELIABLE PROGRESSIVE LINES 


j \ _Q J*™* 6^g£gyl8 nr 

13 14 15 116 m 


106 Lafayette Street, N. Y. th e/ ur/r/H P ule/? o. SAGINAW, MICHIGAN 


* GILSON GARDEN TOOLS 



GILSON GARDEN TOOLS 

GILSON WEEPER—LIBERTY CULTIVATOR 

The Gilson Line offer* a profit-making opportunity to the 
dealer and jobber who appreeiste modern garden tool* of JY 
nnqneetioned quality—tools that have made good—including A 

Hand and Wheel Cultivators, Weeders, Lawn Edge Trim // 
mere. Dandelion Diggers, etc. II 

Write for Samples and Booklet. \\ 

I. L GILSON CO., Port Wadasgtos, Wacom* « 

THOMAS M. OABDXNBB, Western Bepresentsttre _ 

p. O. Box Ho. 200 San Francisco, OaL 
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The Utility 
Bucket Pump No. 95 

Was designed to meet the demands for a 
small powerful double-acting spray pump. 
It is very efficient for domestic purposes. 
Pump is of all brass construction with two 
bronze ball check valves and hemp packed 
plunger. Equipped with our No. 80 Angle 
Service Nozzle, which is designed to give 
a fine mist. 

p —bj By removing the variable 

disc a straight stream can 
I be had for washing win- 
[ Tj I dows, autos, etc. White- 

I I JT washing can be done suc- 
V m. M cessfully with this pump. 

Write for 

I I Catalog and Prices 

I J Albert Lea Sprayer Co. 

\ La Albert Lea, Minn. 


The Only Wrought Iron Anvil Manufac¬ 
tured in the United States 


GET A SUPPLY OF 

NOVELTY FORCE PUMPS 

And treat your customers to the best 

Y jjjjj, , . We are the man- 

[]| jV ufacturers of the 

/ [ \v original ‘Novelty’ 

/ - \\ 2; j Pump for WELLS 

if I YV and CISTERNS. 

wJ 'St. y li i Its patented han- 

k J’, n | i die attachment 

>5* ; renders it the most 

^ ^ i durable, easiest 

working and best 
•' fitted pump. 

Its imitations are 
“ far inferior, be* 

ir 1 cause they are not 

S| , \ \ as accurately con- 

i\ structed and do 

\ not produce as 

, \ \ large a volume of 

.; v ■ ^ water with each 

IQ V Don’t delay — 

"write for circular 
and special prices 
• Ho - 1S ’, at once! . 

THE HESS-SNYDER GO., Massillon, Ohio 


The body is made of wrought iron, the faee of 
highest grade crucible cast steel. 

The COLUMBUS ANVIL & FORGING 00. 

Columbus, Ohio 


SAMSON SPOT SASH COR 


Extra quality,- guaranteed free from all imperfections. 
Can be distinguished at * a glance'by the Colored Spots. 
Specified by architects and builders everywhere. 

We manufacture braided cord in all aisea and colors, for 
all purposes. Carried by all jobbers. 

Sash Cord Shade Cord 

Clothes Lines Masons’ Lines 

Solid Braided Hope Chalk Lines 

Send for catalogue and samples * 

SAMSON CORDAGE WORKS -• Boston, Mass 

JOHN T. ROWNTEEfi, INC., Rep. 

San Francisco, Lob Angeles, Seattle, 

Denver, Salt Lake City 


Modern in every detail and designed for 
economical and efficient pumping service. 

Are Self-Oiling; have covered working parts; 
extra large valves, and improved method of 
power application. 

Will elevate water, force it against pressure, 
or pump it any reasonable distance. 

Just as practical for pumping gasoline, kero¬ 
sene, lubricating and other oils; also a successful 
boiler feed pump. 

Operation any power. Different sizes meet 
depth and capacity requirements. 

Circular and prices to the trade. Ask your 
jobber or write us. 
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Goods Madebij awMaifetoHease HAY-BUDDEN » ANVILS 



THE BRAINERD LINE 

MOST COMPLETE LINE OP CABINET 
HARDWARE ON THE MARKET 
__ LET US _ 

H EL us ore 

HI I EE ORDERS «|r ! ? 


No. 699 No. 698 No. 11 <0 

THE BRAINERD MFC. CO., East Rochester, N.Y„U.S.A 


OHLEN - BISHOP 

oibodlar n a HTC* m 

CROSSCUT W £\ W / ^ COM 

Band JiV Tf iJ but 


HAND 

CO MPASS 

BUTOHEB 


TOOLS AND TROWELS 

—Made by— 

THE OHLEN-BISHOP CO. 

The Master Saw Makers 
Lawrencebnrg, Lid. Columbus, Ohio, TJ. S. A- 

Western Trade Supplied Thru Branches at 
am Francisco, OaL Portland, Ore. 


Sells to Every 


Belt User 


Your market 

X ^ VVjV' for Blue Ribbon 

< a V Belt Dreteing is lim- 

k\\ 4 *^ ited only by the number 

YvA* . of belt users in j^ur vicin- 

y\\\ ity. The quality of the Dressing 

is high enough to suit tbj most dis- 
criminating purchaser. Ask 3 our whole¬ 
saler for it or write for prices and samples. 

THE JOBBER’S MFG. 00. 


[ fees Metal Corners 




F.D.Kees Mjfe.Co.Beatrice.Nebr. 


are mad* to fit and protect all types of siding. They 
save hours of expensive labor and produce a better job. 
Heavy gauge galvanized iron assures durability. Chem¬ 
ically treated surface holds paint or stain as readily as 
wood. Pierced to take nails. Are practically invisible 
if painted with building—add class if painted as trim. 
No ornaments to catch dust or moisture. Accurately 

B shaped to fit the siding and make a neat 
and absolutely water-proof job. Can’t 
possibly spread or open. They please the 
builder and the owner. 

You can sell these satis- > 

fying specialties to every If 

builder and home owner 
no matter what type of 
siding they use. J 4 


Applied on 
Drop Siding 


Writ « Dap t SO today for 
prices and detail* ' 


Used on 
Lap Siding 


“STAR” Expansion Bolts 

ALL THE NAME IMPLIES 
Also: Sebco Screw Anchors 
Sebco Toggle Bolts 
Sebco Concrete Inserts 
Sebco Star Drills 
Sebco Cold Chisels 
Sebco Cable Clamps 

STAR EXPANSION BOLT CO. 

Trad# “BEBCO” Mark 

STOCKS AT 

147 Coder Street 120 West Lake Street 

New York Chicago 


250,000 
In Use 


Entire top being in one piece of high-grade forged 
steel, makes a loose face impossible. 

For over a quarter of a century, the name 
of “Hay-Budden 99 in connection with 
anvils has stood for perfection. The first 
Wrought Anvil Makers in America. An¬ 
vils made from the best American wrought 
iron and steel and sold by all the leading 
hardware jobbers. 

WESTERN SALES REPRESENTATIVES 
Omer Cox, Postal Telegraph Bldg., San Francisco, OaL 
Sands & Cox, San Fernando Building, Los Angeles, Cal. 
Strimple & Cox, L. C. Smith Building. Seattle, Waah. 
Strimple & Cox, Corbett Building, Portland, Oregon 
Jones & Cox, Newhouse Building, Salt Lake City, Utah 
Turnbull & Cox, Inter State Trust Building, Denver, CoL 
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A Good Rope — 

Seaport Manila 


4 

Tradm Mmrk 


* 

Trad* Mm rik 


OST so-called Hardware grades of Manila Rope omit the 
If / word “Manila,” manufacturers well knowing that this 
particular grade is composed largely of colored Sisal 
fiber. The appellation of “Hardware Rope” has been misused 
and abused. It is unfair to a fraternity having a higher sense of 
quality in rope than any other class because larger distributors. 

SEAPORT MANILA, is 100% Abaca Fiber. A good rope, 
well made and quoted at as low a price as any Pure Manila Rope 
can be consistently offered. Has no equal in anything in a 
second grade on the market and a trial will be convincing. It is 
a departure in rope manufacture that will be appreciated by 
dealers and consumers where a less expensive Pure Manila Rope 
is wanted. 

MANUFACTURED BY 

The Portland Cordage Company 

Portland, Oregon Seattle, Washington 


GARDEN HOSE 



WHITE FOB CATALOGUE AND PRICES 


Goodyear Rubber Company 

B. H. PEASE, Prest. J. A. 8HEPPABD, Viee-Prest. H. B. PEASE, JB., Treas. C. P. BUNYON, Seey. 
539 Mission Street Nos. 61, 63, 65, 67 Fourth St. A Pine St. 

SAN FRANCISCO, GAL. PORTLAND, OREGON 

GOODS SOLD TO THE TRADE ONLY 
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Quality 

Hardware 


Tools 

Automobile Accessories 
House Furnishings 
Cutlery 

Sporting Goods 

We Give the Service You Need 

mm nT.MAT.BM — JOBBERS 

STREVELL - PATERSON HARDWARE 
COMPART 

i SALT LAKE CITY 


HONEYMAN 
Hardware Company 


Park and Gllsan Sta. 


Fourth and Alder Bta. 


PORTLAND, OREGON 


Goldsmith Guaranteed 
Athletic and Sporting Goods 

Camp Equipment 

In Tents, Folding Camp Beds, Cots, Tables, 
Chairs, Stools, Etc. 

Hardy’s Combination R unnin g 
Board Box and Camp 
Cook Table 

Columbia Auto Luggage Rack 

Cotton and Rubber Hose 

Seeger Original Syphon and 
White Mountain Refrigerators 

Fine Fishing Tackle 


A. M. HOLTER 

Hardware Company 


Helena, Montana 


HOLTER 

Hardware Company 


Spokane, Wash. 


Established 1867 


WHOLESALE 


WHOLESALE 

Shelf and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 


High Grade Auto 
Accessories 


Acme Paints 
Monarch Ranges 
Schuttler Wagons 
Mill, Mining and 
Logging Supplies 


Sargent Hardware 
Peninsular 
Stoves 
and Ranges 
Diamond Tires 


Automobile Accessories 


Prompt — Courteous Service 
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YAKIMA 

Hardware Company 

YAKIMA, WASH. 

Jobbers of Standard Lines of Hardware 

Wholesale 


BUILDERS’ HARDWARE, ROOFING, 
STOVES, TIN AND ENAMELED WARE, 
IRON, STEEL, PIPE AND FITTINGS, 
BLACKSMITH AND WOOL GROWERS’ 
SUPPLIES, HOP AND FRUIT GROW. 
ERS’ SUPPLIES, SPORTING GOODS 
AND CUTLERY, AUTOMOTIVE 
EQUIPMENT 


H. Roth & Sons 
Company 


SPECIALTY 

HARDWARE 

JOBBERS 


942-44-46 Mission Street 
San Francisco 
California 


Orders filled 
same day 
as received 



Prompt 

Courteous 

Service 


Csta*u«mko i® 8! 


We carry factory brands only under factory 
labels and numbers 

WHOLESALE ONLY 


WASHINGTON 

Hardware and Implement Underwriters 


SPOKANE, WASHINGTON 

IS CONDUCTED BY HARDWARE AND IMPLEMENT 
DEALERS FOR THEIR SOLE BENEFIT 
AND PROTECTION 

INSURES Stocks of Merchandise, Store and Warehouse Build¬ 
ings, Dwellings and Household Goods for Hardware 
and Implement Dealers. 

SAVINGS FOR 1920 

50% OF PREMIUMS 

This is for you if a member of your State Hardware or Implement Association. 


An inquiry addressed to 


E. E. LUCAS, Secretary 

will bring full particulars by return mail. 
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Cartridges 


B HE announcement by the United States Revolver Association of the 
winners of the Outdoor Pistol and Revolver Championships, again points 
to the leadership of Peters’ Cartridges. 

The World’8 Record, by Dr. Snook, a record by a wide margin, and the 
excellent scores made by T. K. Lee are added to the evidence of former years 
and demonstrate the genuine quality of Peters Semi-Smokeless Cartridges, 
which have for years been used by many winners of the U. S. R. A. and N. 
R. A. matches. 

Users of the/Rk Brand Won Three Out of Four of the 1919 Outdoor 
Championships of the United States Revolver Association. 

Match “A” (Revolver Championship of America), T. K. Lee, Binning- 
ham, Ala., 463x500. 

Match “B” (Pistol Championship of America), T. K. Lee, Birmingham, 
Ala., 472x500. 

Match “C” (Individual Military Championship of America), Dr. J. H. 
Snook, Columbus, Ohio, 651x750. World’s Record. 


THE PETERS CARTRIDGE COMPANY 


Cincinnati, Ohio 


BRANCHES: NEW YORK—SAN FRANCISCO 

• PACIFIC COAST BRANCH—686-87 HOWARD STREET, SAN FRANCISCO 

MARSHALL- W ELLS COMPANY, Portland-Spokane-Duluth-Winnipee-Edmonton 
HIBBARD, SPENCER, BARTLETT & CO.. Chicago, Dl. SLOSS A BRITTAIN, Inc., San Francisco 


Front Door Handles Caldwell Sales Co. 


Casement 

Fasteners 


BUY IN THE 
WEST 


PROMPT 

SHIPMENTS 


We take care 
of the special 
requirements of 
our customers. 



a 


No. 0836 


WESTERN BRASS MFG. CO. 

217-219 Tehama St., San Francisco, Cal. 


320 Market Street 
SAN FRANCISCO 


Genuine Critchley Reamers V 

Hoover Steel Balls 
Sterling Hack Saw Blades 

Parker Drill Chhcks 
Vellumoid Packing 

Wilton Gauge Blocks 

American Machine Products Co. 
Accessories 

SALES THROUGH JOBBERS 
ONLY 
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Hardware Specialists 

IN ALL THAT THE TERM 
IMPLIES 


We solicit your patronage and assure you of 
two things which will assist you in developing your 
business—SERVICE, Equal to the Best, and DE¬ 
PENDABLE QUALITY MERCHANDISE 

EVERYTHING IN HARDWARE 


Salt Lake City, 
Utah 


The5sall Lake 
J'-' cHardware Co. 


Pocatello, 

Idaho 


THERE ARE MANY REASONS 

For the Cootined aid Increased Growth off Ov Trade 


If yw are «• «f 
cistomrs jn 








If yoa are sat aai 


"TIN x[L_ 


•'u v -ri 


<?T 






nr~' # 




tority aff shawiaf 
yaa why it «■ to 
to yoar hrtarest ta 


BVBRYTHING IN HABDWARB, IRON, FIPB AND HOUSE¬ 
HOLD UTBNSILS, SPORTING GOODS AND CUTLBRY 

THETHOMSON-DIGGS COMPANY, SACRAMENTO, CAL 
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Automobiles—Oil Cook Stoves 


The ENGINE is the 

Heart 

OF THE AUTOMOBILE 

The BURNER is the 

Heart 

OF THE OIL STOVE 


WONDERFUL 

“KEROGAS” 

BURNBR ^ 


“Mando” Oil Cook Stoves 

Have Seamless Drawn BRASS Burners Burns 400 v To One 

Made in One Pieoe — Leak Proof Gallons ot Air—^ Gallon of 

Kerosene Oil 

DISTRIBUTORS 

MANGRUM & OTTER, Inc^ 827 - 831 Mission St, San Francisco, Cat 
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The Hatcher Safety Lock 

Baffles the Burglar 

A necessity in every Home. Sells on sight. 
Meets a want that has existed for years. 


RETAILS 

FOR 


Home Made ’ & V 50 CdltS 

D e v 1 c e s are \y 1 \* 

child’s play for \ COMPLETE 

the Burglar. I H 

They are no ■ 

protection to 
the home. 

MANUFACTURED BT 

R. H. MARCHANT CO. 

OAKLAND, CALIFORNIA 
DISTRIBUTORS: 

GRAF BALES 00., Manufacturers’ Agent 
Hearst B uilding , e*" Francisco 
DUNHAM, OARRIGANA HAYDEN COMPANY 
Northern California Distributors 


The Burglar 
cannot open the 

door that i 8 
fitted with a 
Hatcher Safety 
Lock. 
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EW HAVE 


The 

Schaw-Batcher Co. 

SMMKNTO, CU. 

WHOLESALE 

HARDWARE 

Pipe and Fittings Sargent & Co. 
Canton Steel Bidders’ Hardware 
AHamnition Ml and Mining 
Sporting Goods Supples 
Blacksmith Supples 


STOPPER 


ONE DAY ALARM 


With Radium Dial and Hands 


The radium material used on the dial and 
hands is of the highest quality and is 
guaranteed to last several years. 


Bowed Glass. 


Case is seamless 
brass, and with all 
outside fittings is 
highly polished and 
nickel plated. 


3% inch bell metal 
gong on back. 


Has silent switch 
on top for use when 
alarm is not wanted 


A RELIABLE ALARM CLOCK 


MORGAN & ALLEN GO. 

150 Post Street, San Francisco, California 


WRITE FOR CATALOG NO. 128 


We now have a Large Stock and Assortment 

of Oil Stoves 


SEND YOTO ORDERS TO 


QUICK MEAL STOVE CO., DIV. 

OF AMERICAN STOVE COMPANY 


We also carry a large 
line of 

GAS RANGES 


O. H. SCHUSCK 

Pacific Coast Agent 
715 Indiana St., near 19th St., 
San Francisco, Cal. 


We also carry a large 
line of 

OOAIi RANGES 


Height... .5% inches 
Dial.3% Inches 


Cupola Burner Oil Store 


Short Chimney Oil Store 
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swat. 

^ _ mark _ 


Makes Stoves Look Like New 

KILLS BUST; PREVENTS RUST- 
ING; CLEANS AND POLISHES. 
Write for Wholesale Prices 
SUPERIOR LABORATORIES 
General Offices. Dept. 26 
Grand Rapids, Mich. 
GENERAL SALES CORPORATION 
Pacific Coast Representatives 
71p Mission 8t.» 737 Terminal St., 

San Francisco Los Angeles 
Seattle, Wash. 


Eph Feig 
Grand Central 
Palace 
New York 
City, N. Y. 

Preecott ft Co. 
Boston, Mass. 

H. B. Messier 

Co. 

Syracuse, N.Y. 

J. F. Rappel 
Company 
Manitowoc, 
Wia. 


MaRAYsnosr 

The Distributors listed in 
this advertisement have 
been arranged for the con¬ 
venience and prompt deliv¬ 
ery to customers within the 
territory of these distribu¬ 
tors, and we ask that you 
take advantage of this ser¬ 
vice and send them your 
specifications. 

The Yeti (tearless Meier Company 

Springfield, Ohio 


Lalance & Grosjean Mfg. Co. 


Manufacturers of the Celebrated Lines of 

Agate ( Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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Ironton Bunsen Burner Heaters 


A few of the special features in Ironton 
Heaters: The Bunsen Burner—the air mixer— 
the circulation of cold air from the floor—the 
admixture and secondary combustion. These 
and many other distinctive features constitute 
the superiority of the Ironton, and will bring 
many new customers to your store. 


Write now for cata¬ 
log and prices and 
let us get together on 
the best gas heating 
proposition in the 
market. 


Irontons produce more heat per foot of gas 
consumed than any other heater in the market. 
They burn the gas clean, odorless and free from 
soot and poisonous gases. No blackened walls 
or ceilings. A trial always convinces the cus¬ 
tomer of the superiority of Ironton Heaters, 
and helps you to sell others. 

Ironton Heaters are made in 68 different 
styles and sizes—a size and style suited to every 
requirement, and to every pocket-book. 


A Sure Winner 

You are taking NO CHANCES when you stock 


The Ironton Stove & Mfg. Co. 


IRONTON 

OHIO 

U. S. A. 




WHITE MOUNTAIN REFRIGERATORS 


“The Chest With the Chill in It” 


The name “ WHITE MOUNTAIN” for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Effort, 
Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow - White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling ind cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN¬ 
TAIN” Refrigerators you should 
send for our finely illustrated 
catalogues and booklets. 

Maine Manufacturing Company - Nashua, N. H M U. S. A. 

BRANCH OFFICES: 

New York City Boston, Mesa. Atlanta, Ga, Dallas, Texas San Francisco. Cal. Dourer, Colo. Melbourne, Ana. 

PACIFIC COAST DISTRIBUTORS 

San Francisco.Dunham, Carrie an A Hayden Co. Los Angeles.California Hardware Co. 

Sacramento .MUler-Enwrlght Co. Seattle.Schwabacher Hardware Co. 

Portland.Honeyman Hardware Co. 
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ALUMINUM 

“Real Solid” 



The "MMMJU IOLZD» LINE has been for SO 
years, the Strong, well known, dependable 
Aluminum line of Kitchen Utensils. 

Our Policy Is and has been to give the dealer 
goods of such quality that assures him not 
only his PROFIT, but the housewife’s contin¬ 
ued patronage. We have now added 

A New Line of 

“REAL SOLID WARE” 


This is a Heavy Drawn line 8TAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Rigidness and 
Durability. 


We have eliminated unneces¬ 
sary expense of 0A8T ALUM¬ 
INUM HANDLES, etc., and are 
Putting MORE METAL into 
the BODY of our UTEN8ILS. 


TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight- 
bottom of handle is protected with Metal 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and burn off 
handle. 

OUTSIDE FINISH—The 8ame HIGH CLA88 
polish as heretofore. 


INSIDE FINISH—Scratch Finish Superior be¬ 
cause It does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers' Shelves. 


We have added 25 New Items, all prac¬ 
tical This makes the "REAL SOLID” 
Line the most complete on the market 

Write Today and get our New 
Catalog Just off the Press. 



Assured Profits 
by Selling the 

SothmYroneb 

"TBSSriSo} ^ 


Comfort and ease at what is otherwise very 
tiring work is a unique feature enjoyed by 
women who use the Simplex Ironer. This is 
possible because of the extreme simplicity of 
the Simplex, with its wonderful automatic 
feed control. 

Women to whom you sell a Simplex can Sit 
down and iron. That is a big selling point 
which is attracting many profitable sales to 
Simplex dealers everywhere. 

The household appliance department selling 
-the Simplex can do so with the satisfaction of 
offering customers the leader in the field. 

We co-operate in training your sales force 
in specialty selling. The SIMPLEX 8ales 
Plan for dealers is far-reaching. It provides 
new practical suggestions for the building up 
of your entire Household Labor-Saving Appli¬ 
ance Department. 

Writs Today for Further Particulars 

The American Ironing 
Machine Company 

431 Sutter St., San Francisco, Cal. 


WOOSTKR, OHIO 


Home Office: 

8 - 6-20 


168 N. Michigan Ave., Chicago 
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Three sizes of Pail 
Four sizes of Can 


Your Best 
Customers 


This Can 
and Pail 



In the leading magazines for years we 
have been showing them why Wittes Can 
and Pail outlast two ordinary cans; why 
they are 29 times stronger than plain 
steel; why the dog-j?roof lid keeps odors 
in, keeps dogs out. 

The market is ready for Witt's Cans and 
Pails. Display the product in your store 
and quick sales are sure. 

THE WITT CORNICE CO. 

CINCINNATI, OHIO 
For Sale on Pacific Coast by 

Baker, Hamilton k Pacific Oo.San Franeiseo 

Dohrm&nn Commercial Oo.San Francisco 

Dunham, Oarrigan k Harden Oo.San Francisco 

Heyman*Weil Oo... San Francisco 

Holbrook, Merrill k Stetson, Inc.San Francisco 

Mangrnm k Otter, Inc.. San Francisco 

Seller Bros, k Oo.San Francisco 

Thomson-Diggs Co.Sacramento, OaL 

M. Seller k Oo.Portland, Seattle, 8pokane 

Whiton Hardware Oo...Seattle 

Honerman Hardware Oo.Portland 


WITT'S 


CAN and 

PAIL 


Elgin Oil Heaters 

» ad^lntage 

SPECIAL 

TERMS 

PLACE YOUR 
ORDER 

FOR DELIVERY 
LATE IN THE 
SUMMER 
WITH PALL 

ASK YOTTB JOBBER DATING 

ALL STANDARD FINISHES 
USE STANDARD WICKS 

Write for Catalogue and Prices 

ELGIN STOVE & OVEN CO. 

ELGIN. ILL. 

BEH k CO., 106 Franklin Street, New Tork Cltr 
Warehouses: New York, Philadelphia, Boston, Syracuse 


O. UNDEMANN & CO. 

35 and 37 Wooster St, New York Established 1863 



M anmfa ot u m of JAPANNED. BRASS end 
TINNED WIRE 

Bird Cages and Cage Sundries 


A. L. Conger Oo., 70S Market Street, San Francisco, CaL 
Representative for California 
T. D. McLean, L. C. Smith Building, Seattle Waak, 
Representative for Washington, O^gon, Idaho, 
Utah, Montana and British Columbia, 
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BuTHNBEB ELBO- 
TBIO TABLE 
8TOVB 


I> one of the Job¬ 
ber** or Denier’* 
quick, rare seller*. 

Square cooking rar- 
face, seven by seven 
inches. 

Furnished com plots 
with all the neoes 
sary cooking utensils. 
Full nickel finished. 


We manufsctnre s 
foil line of Household 
Appliances. 

Write for our oom- 
p 1 e t e Catalog and 
Trade Disoounts. 


ELECTRIC CO. 

Marlon, XndL, U. S. A 


“ATLAS” 

Shears and Scissors 

SHOULD BE IK THE STOCK OF 
EVEBY JOBBER JN AMEBIOA 

The wonderful Atlas Brands are the best values 
in popular priced cutlery. Years of experience, 
witn improved machinery and methods, now 
enable us to offer the wholesale trade a wonder¬ 
fully complete and up-to-date line of Shears and 
Scissors in all styles and sizes. 

Onr Counter Display Oarded Assortments 
sell Scissors for dealers very quickly* 



Send for New 19 Catalog 
We are prepared to make prompt shipments. 

THE ATLAS SHEAR COMPANY 

260 North Av., Bridgeport, Oom. 

Represented by 
JOHN T. ROWNTRBB, foe. 

Ban Francisco, Los Angeles, Seattle, Salt Lake Olty and 
Denver. 


TRINER “LIBERTY” 

PARCEL POST SCALE 

With indica¬ 
tor showing 
&mo unt or 
post age In 
the regular 
stamps and 


amount r e- 
quired in 
war stamps. 

Saves work 
and pre¬ 
vents 1 n ac- 
cu r a o y in 
counting 
postage re- 
quired by 
new war 
Revenue Bill 

Made only 
in 20 - pound 
capaolty. 

Furnished in black enamel finish, glass front, 
steel too. 

Same style, tile top. 

Blue enamel finish, glass front, tile top. 
rnsftst on the Mats?* Tour Jobber oea supply 
yon. 

TRINER SCALE A MFC. CO 

Weet Twenty-First Street Chicago, Illinoi s 

W. F. HORN A 00. 

Pacific Coast Representatives 
Rlslte Building, 8tn Francisco, Cal. 

Iioe Angeles, Cal. Portland, Ore. Beattie, Wash. 



MAGNETIC CLOTH 

CLEANS LIKE MAGIC 

and is the molt ready seller of any domestic device 



No up-to-date kitchen is complete without one; no more 
worry over Dirty Pans; just s rub or two with Mag¬ 
netic Cloth and the pan is clean and sweet and sparkles 
like new. The Magnetic Cloth is made of s special 
crinkled span wire fabric *nd gives excellent service. 


Retails for 
10 Cents 


Send ns your 
jobber’s name 
if he can’t 
supply you. 


Manufactured by 

JOHN W. GOTTSCHALK MFG. CO. 

Lehigh Ave. and Matcher St. Philadelphia, Pa. 

MCDONALD A LINFORTH, 

Pacific Coast Reps., 789 Call Bldg., 8an Francisco 


Digitized by ' 


.oogle 
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HOPPE’S 

NITRO POWDER 
SOLVENT No. 9 



For Cleaning High 
Power Rifles, Shot Grins 
and Fire Arms of all 
kinds. It will remove 
and prevent Rost in any 
climate. It will neutral¬ 
ize acid residue of 
smokeless powder and 
prevent corroding. 
Used by Army and 
Navy riflemen. Sold by 
Hardware and Sporting 
Goods Dealers. 


FRANK A. HOPPE 

2314 No. 8th St. Philadelphia, Pa. 


HERCULES COLD SODER 

THE METAL MENDER 




It** t •> 


ji~ Jr* S' v-; * 

W: / 

Jr _ ; — -»-r A 


WmiMMmAM 


Mends any leak in any metal qniekly and permanently, 
withont heat or acid. Just apply Hercules Cold Soder, 
a semi-liquid, from tube, covering hole or crack. Fixes 
household utensils, brass, granite, aluminum-ware, pipes, 
gasoline tanks, auto radiators or cylinders. Finds pop¬ 
ular sale. National advertising is intensifying demand. 
Ask your jobber. Write for booklet. 

HERCULES PRODUCTS CO. 

Dept. A COUNCIL BLUFFS, IA. 

NOWMAN COWAN CO., Pacific Coast Representatives 
445 Rialto Bldg., San Francisco, Calif. 
AMERICAN MERCANTILE CO., 510 Battery Street, 
San Francisco, Calif., Export Representatives 


SAFETY 

Fire 

Preventing 


INTERLOCKING STOVE AND FURNACE 



PIPES 

Home 

Protecting 


Ambrose P. MoGnirk’s Patent 
Our Asbestos-Covered Interlocking Furnace Pipes, Interlocking Stove Pipes, Interlocking Asbestos-Covered Flue Thimble, 

▼ A. 12 J Dina n. n. .nil T . , ..In w Vlk - A. 1_: __",l _ 


locked to the receding one, until the whole pipe is firmly locked together, and to the Stove Collar, so that the pipe oam't 
fall down. When the pipe is taken down put in the Flue Cap and lock it, making the flue hole fire safe. 

Every home and factory owner is morally liable for impending fires on his property, and as fast as flames reap losses 
will our dealers reap profits on our Fire Safe, Rust Proof, Interlocking Pipes, Flue Tnimbles, Caps and Elbows. 

_ Se nd for Price List and Descriptive Statement. 

SAFETY INTERLOCKING STOVE PIPE 00., MT. PLEASANT, IOWA 


ROLLER'S CRANK MOP WRINGERS 

Can Be Used Everywhere 

Large Openings, Long Leverages and Cranks to 
turn out the Mops. No pulling or tearing the 
Mops to pieces. For QUALITY MOP WRINGERS, 
where one sale means repeat orders, stock our line. 

PETER BOLLER MACHINE WORKS, 
122-124 N. Curtis St.. Chicago, Illinois 




THE PHILADELPHIA LAWN MOWER CO. 

LARGEST MAKERS OF HIGH-GRADE 
LAWN MOWERS IN THE WORLD 

Hand—Horse—Motor 

31st and Chestnut St. Philadelphia, Pa. 



Prwisllo^ Key Macllit 

WESS& ence or skill necessary. 

jle booklet today. 

PIECISItN MACHINE * TOOL CO. Mm Jfflei MO ImUIm Aimw, AIM*n, h 
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Do You Realize the Profits 
Live Merchants are Making 
in Handling Phonographs? 


Wives and daughters make your sales. 
No comebacks and no service. 

One sale makes many prospects. 
Follow up with profits on records. 
Prompt shipments of samples assured. 



Model 95 


4 Let Us TeU. You How You Can Profit** 


'Th« Perfect Tone fer 
Every Home." 


OPEROLLO PHONOGRAPH COMPANY 

64 W. LAFAYETTE BOULEVARD, DETROIT, MICHIGAN 


POCKET KNIVES 
BUTCHER KNIVES 
PARING KNIVES 
RAZORS 
RAZOR STROPS 



HTTT.ATtft 

SCISSORS 
MANICURE GOODS 
FLASHLIGHTS 
FISHING TACKLE 


California Stock Pattern 

We specialize in Stock and Ranch Knives for the Western trade. 

WESTERN STATES CUTLERY St MFG. CO. 

Write for Samp la and Prict* Mfgn. of Cutlery end Cutlery Product* BOULDER, COLO. 


GENUINE 

HUNTER’S SIFTER 

The Standard for a 
JP Quarter-Century 

Sectional View Order from your jobber. 
Showing Construction 

Combines strength, beauty, usefulness and dura¬ 
bility. Cleanliness always possible. Made in one 
piece of extra heavy tin plate, nickel trimmings. 
Handle ewedged to body. No soldered joints to 
come loose, Easy to remove all parts for cleansing. 

THE FEED J. METERS MFG. OO. 
Bender Str ee t Hamilton, Ohio 




UNITED 

NIPPERS 

CUTICLE AND NAIL 
HIGHEST QUALITY 

The Best to Buy~~the Most 
Profitable to Sell 

Western Sales 
Representative 

W. H. WILBURN 

602 Williams Bid g. 
San Francisco 


Digitized by ! 


-oogle 
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BOCK-A-BYE 
NUBSEBY SPECIALTIES 


cA Line That 

Brings You Profit 


Hang any on© of these nursery items in 
your windows — and see how quick it 
sells. You’ll find that there’s already a 
demand in your town that you did not 
know about. 

And there’s a substantial profit in the 
Rock-a-Bye line for you. Write for 
terms and catalog, showing complete line 
of 20 nursery specialties. Ask Jobber. 

Perfection Manufacturing Co, 

Dept, w Leffingwell and Montgomery Sts. 

ST. LOUIS, MO. 


The Ontario Knife Company, Franklinville, N.Y, 


If you are a wholesale dealer and have not our catalog and prices, you should write for them at once. 


KNIVES 


KITCHEN 

CANNING 

FISH 

VEGETABLE 

PUTTY 

BEET 

CLAM 

TABLE 


BUTCHER 
SKINNING 
STICKING 
BONING 
SHEATH 
SLICING 
CORN 
SHOE 

HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with unproved Sanitary Aluminum Handles 


We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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6 BEATING 
6LA0ES 


OIRTCTCEHTRI 

ORIVE 



WESTERN SALES REPRESENTATIVES 
Omar Cox, Postal Teleg'h Bldg., San Francisco, OaL 
Sands ft Oox. San Fernando Bldg., Los Angela*, Gal. 
Strimple A Cox, L. 0. Smith Blag., Seattle, Wash. 
Jones A Cox, Newhonse Bldg., Salt Lake City, Utah. 
Turnbull A Cox, Inter State Trust Bldg., Denver, Col. 
Strimple A Cox, Corbett Bldg., Portland, Oregon 


Ladd All-Steel Beaters 

3 Sizes—For All 
Requirements 

—Certainly ALL-STEEL : 

PERFECT BEATERS can’t 
be made of anything else. 

ALL you merchants handle. 

Just STUDY these a minute 
by comparison with all 
others. Take them in your 
hands and observe the ladd 

CONSTRUCTION, FINISH, 

NICKEL PLATING. © 

STURDY WORTH. Then 

give them a spin, watch the JrQ VTURUpft 

floats revolve and you’ll 

decide right now to PUSH 


NOT IN 10c STORES: 
JOBBERS the world over 
and US. 



SATURN 

Clothes-Line 

Reels 


United Royalties Corporation 

1133 Broadway, New York 


ITS “SOME GUN” 

OUT SELLS 
OUT SHOOTS 
OUTLASTS 

All Othara 

Stock this National Adver¬ 
tised Qnn today. Sales com¬ 
pelling placard on request. 

WRITB 

BENMMM MR RIFLE MFC. CO. 

611 N. Broadway 
ST. LOUIS MISSOURI 


“THE BENJAMIN" — 

A REAL AIR RIFLE 

This is the air rifle which is so much in demand by boys 
and men. It has the power, accuracy and reliability which 
makes an air rifle popular for target practice and small 
game hunting. . . 

SALES PROFITS SATISFACTION 

Order a sample gun today and give It a "trycrat." Its shooting qualities *111 
surprise you. If not satisfactory in every way return at onr expense. 

Pacific Coast Representatives: McDonald A-Liuforth, Call Bldg., San Francisco 


GENUINE 

Hildebrandt Spinners 

Fish Catchers for 20 years. 

Tour customers went the genuine. A aise, shape or 
finish for pny game fish. Send for catalog. 

THE JOHN J. HTLDBBRAKDT 00„ 
Logansport, Indiana. 



OOTS AND GAMP FUBNTTUEE, MOPS 
Tots* Awnings, Covers, Legging, Carpenters’ 
Aprons 

4 Factories. Write for Prices. Prompt Shipments. 

TSCKtt MICK A ROBBER COMPANY - Ft Smith, Art 


Advise your cus¬ 
tomers to use Joe 
Welsh Leaders — for 
economy's sake. 

If yon haven’t 
them in stock — Get 
'em qnick. 

Samples Sent Everywhere 
3 ft. 25c, 6 ft. 50c 
9 ft. 75c 

No Knots—No Splices 
No Breaking 

Todgh, Stroaf.TransDorsRt 



/jOEWELSH^^I 
l LEADER 

\jxwt breaK^w • ^ 

JOE WELSH 

PASADENA • CALIFORNIA 

Exclusive Agent U. 8. and 
Canada 


Digitized by 
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“ACME” 


FREEZER 


ONLY ONE SIZE—2 QUART 

RETAIL PRICE $1.50 

SHOWS YOU A GOOD PROFIT 
ORDER FROM YOUR JOBBER 

MADE BY 

RITTER CAN & SPECIALTY CO. 

PHILADELPHIA 

Factory Selling Agents 
BEH & CO. 

106 Franklin St., N. Y. 



A Big Summer Seller 

When the mercury is high and housewives want 
to iron in cool comfort, it’s easy to interest 
prospects in 


Over one million sales to date proves itj worth 
and merit. Easy to operate; nickel plated 
throughout; heat regulated instantly; handle al¬ 
ways cool. 

Our Window Trims, Counter Displays, Movie 
Slides, Electrotypes, Circulars, etc., nelp promote 
big sales. 

Dealers now selUng Royal Irons are re¬ 
quested to write for above “Sellinf Helps*' 

ROYAL SELF-HEATING IRON 00. 

675 WAYNE ST. BIO FR ATRTR , OHIO 


AMERICAN SEAL 

PAINTS and CEMENTS 

“MAKE GOOD" 

WITH YOU AND YOUB CUSTOMER* 

STAND FOB 

QUALITY and DURABILITY 



WHITE US FOB DEALER’S PROPOSITION 

MANUFACTURED BY 

The Wm. Connors Paint Mfg. Co. 

1862 TROY, N. Y. 1920 


Keystone Boiler Handles 



No. 1, Regular size for oval boilers. 

No. 2, Regular size for square boilers. 

No. 40, A new style made to hook over the edge 
of sinks, etc. 

The Illustration represents the No. 40 handle. The 
sides are heavy stamped steel, nicely trimmed. 

Send for samples. 

BERGER BROS. CO. 

Office, 229*231 Arch 8treet 
Store, 237 Arch Street 

Warerooms and Factory, 110-114 Broad Street 

PHILADELPHIA 


Di 
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What’s In a Name 


Enough—plenty — 
SU0CE88 in the 
RIGHT ONE proper¬ 
ly applied. It's half 
the game, naturally* 
you don't get a good 
one with poor mer- 
ehandiae, unprinci¬ 
pled methods nor dis¬ 
regard for rendering 
distinctive and valu¬ 
able service. Estab¬ 
lish a meritorious 
name, it compares 
with a solidly laid 
rail system that. has 
demonstrated "deliv¬ 
ered* * ability, pre¬ 
ciseness and. certain¬ 
ty, when the charges 
are fair the public 
uses the road over 
add"Qver ugsiu, even 
if the ears are 
changed in color, the 
conductor's uniform 
from blue to gray or 
electricity replacing 





"Good Morning" 
(It’s me they T re 
talking about) 


Evidence galore, 
Brunswick B a 1 k c 
(Pool Table Mfgrs.) 
undeniable success 
producing talking ma¬ 
chines and automo¬ 
bile tires. Do you 
think the name 
helped any! > 

Heinz put over 57 
and more varieties. 
We contend first one 
was hardest, name 
helped others along 
materially. 

Chandler Motor 
Oar Company identi¬ 
fied with Cleveland 
Motor Car Company. 
Chandler a success, 
Cleveland unknown, 
BUT, publib had suf¬ 
ficient .confidence .in 
' connection that 25,- 
OOOCleveland ears sold . 
‘ before one was shown. 
Think of it. Stand¬ 
ard Oil put over mild 
laxative (Nujol),real¬ 
ly there is a contrast 
between Kerosene 
Stove (Perfection) 
and body lubricant. 

"WHERE DO I COME IN!" asks the above member of the 
Gem Brush family. HERB AND NOW. 

"On and above the fact that GEM BRUSHES possess one 
hundred cents of utility for every dollar expended, pay legiti¬ 
mate wholesome profits to everyone handling them and guaran¬ 
teed throughout, comes the burning truth that the name G-E-M. 
connected with shaving things particularly, sneUs SOOOB88 
from every stand-point necessary and essential. GUM BRUSHES 
represent new car developed with all knowledge P 0 ”®”®* £2*° 
1920 and now placed on that solid Gem System, which is BUY¬ 
ING POWER, they will ride forth with confidence^ our trade 
to reach all points which is ULTIMATE CONSUMER via star 
tions called DEALBR8, through the transfer points called 
J0BSBB8. Ring the bell and go ahead, you have the goods. 

We all went to the top with Gem Razors and Blades because 
they are chocked full of qualiti^usefulness and results, they 
survived and succeeded because i®i exceeded everything in its 
class, stepped into another one of its own, very true, that is 
going to £>ntinue, also prevail in GBM BRUSHES. 

Their name is 50 per cent at least of their selling power. 
If we put lake water in bottle labeled Gem Hair Remover, large 
qnutitiee would b« Mid, but, owntuallr get knocked oM_tbe 
market; nevertheleee, we’d eell a lot of It. OBM BRUSHES 
not only will sell on account of name, but, be backed up in use 
with real quality and service. 

GBM BRUSHES will be advertised in magazines and 
through other channels all year around. 

Don't lose sight of the fact that GEM BRUSHES ere in a 
elass alone, GEM BRUSHES are manufactured to sell no 
cheaper than good brushes can be produced. 

GEM BRUSHES is all knowledge of Brush Manufacturing 
experts thrown toge the r, divided with essential factors and the 
results GEM BRUSHES. 

(Signed) THE GEM SAFETY RAZOR CORPORATION. 

Order From Your Jobber Now _ 


_ , 

PAINTS - STAINS - ENAMELS I 

The complete, compact. diatlnctlT. line In ha:l4 y JKSKi 
hold eane—lull eiie, fuh-meaaur*. BBTArU) «5 aWM 

_no larger sizee. Big Value for user; Big Profit for 

You! A popular seller with Hardware'trade. Assort¬ 
ments contain all 29 colors; display matter included. 

Dealer's Assortment (SO Dos.}.*54.00 

Jobber's Assortment (12 Dos.). 

Open Stock, all colors, per gross. ai * eo 

2% Freight allowance, F.O.B., N. Y., 2 % Cash. 

WrUe for Color Coni* Circular and BoohUt 


169-173 Second Awe., BROOKLYN—NEW YOBK 
Townley Metal A Hdwe. Oo., Kansas City. Mo. 
Pacific Wooden Ware A Paper Co., Oakland, Cal. 


They Sell Themselves 

That’s why we want you to send for this beauti¬ 
ful display case of Golden Buie Novelty Knives 
made by the World’s Largest Manufacturers of 



Souvenir Pocket Knives, Photo Handled Razors 
and Cutlery Specialties. This case is sent Free 
with your first order. It has a high-grade finish, 
with a bevel plate glass top and is in reality a 
fixture of improvement for your store. It stages 
your goods so that every customer will see your 
line without a single word from you. Just the 
thing for you live dealers. Write today for the 
biggest, handsomest catalog of souvenir and nov¬ 
elty cutlery ever published. You take no risks 
when you deal with the original, old established 
and reliable * 

GOLDEN RULE CUTLERY 00. 

212 N. Sheldon St., Dept. 116, Ohlcsgo 


THERE’S AN AUTO-WHEEL WAGON 
SOLD EVERY MINUTE OF EVERY DAY 



Are You Capitalizing on This 
Unique Sales Plan ? 

The first Auto-Wheel wagon you sell is 
only a starter. We have a sales plan which multiplies 
that sale for you. Howl By inducing the boy buyer 
to organize an Auto-Wheel Coaster Club. Then, as new 
members join the club, they go to you to buy. There 
are hundreds of these Auto-Wheel Clubs now in opera¬ 
tion. And the demand for the 

Coaster and the oAuAtt "lisp 

has grown until now an Auto-Wheel wagon is sold every 
minute of every working day. The sale of as many as 
two Auto-Wheel wagons a minute in 1920 is more than 

a possibility. . M 

Do you want some of this business 7 If so, write for 
our plan of helping you sell Auto-Wheel Coasters. 

THE AUTO-WHIRL COASTER COMPANY, Inc. 

Formerly The Buffalo Sled Co. 

Factories: In Canada: New York Office. 

N. Tonawanda, N. Y. Prezton, Ont. 108 Chamber* 8t. 


Seattle Office 
214 Maritime Bldg. 


Export Office: 865 Wezt 
23rd St., New York 


Digitized by 


Google 
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New Ladd’s Discount Book No. 3 

A new and enlarged edition of this standard work, comprising the most comprehen¬ 
sive collection of discounts ever printed, as well as many other valuable computations 
for commercial purposes, is now ready, after months of preparation by tb* compiler and 
editor, William J. Ladd. 

Is one of the greatest time and labor-saving productions of the age. The net of any 
amount at any discount can be obtained in a second. The calculations have all been 
carefully checked. No proving is necessary. It is invaluable for pricing and checking 
invoices, figuring inventory, making prices, figuring profit etc. Note the equivalent 
discounts. Are they worth anything to you? 

It contains more than300,000Computations including New Discounts and Combinations 
which have come into use within the last few years. Nearly 600 pages, all double indexed. 


60, 10,10, 7 % & 2%. ■“•••{ 

60. 20, 
60,80, 
40. 40. 
40. 85. 

10. 7*>. AQVi. 40 

10. 10. 7i /. 5 8 </|. 40 
10, A 3 »/». 87 

10, 10*7*/.. 85 

i. 88*/ 

■ ® 5 *J 
*/., m 

i $6.1 

.. 10. 10,1 

20, lb, 10 6 


U'03.2143 
la03.5065 22 
1303.79 87 33, 
14 04.09 09 31 

1504.3831 a5; 

16 04.67 53 M 
17,04.96 75 37, 
18 05.25 97 28 

1905.5519 ao; 

ao 05.84 41 



51114.90 26 
52115.1948 
5315.48 70 
54|l5.77 92 
55 16.07 14 
5616.36 36 
57,16.65 6C 
5816.9480 
5917.24 02 
60 17.53 24 


61 17.8247 
63,18.1169 
6318.40 91 

64 18.7013 

65 18.99 35 
6619.28 57 
67 19.57 79 
6819.87 01 
69 20.16 23 
7020.45 45 


60,10,10,7% & 5. IKHBBMft ttfifiKk* Wm 


1103.1319 

21 05.97 90 

|v i '['1'4>iTi 

41 11.67 33 


61 17.3676 

71 20.2148 

81| 

82 

12 03.4166 

22 06.2637 

4311.95 80, 


6217.65 23 

72 20.4995 



The section above shows a part of a page of the book. There are six 
tables on a page. Put your finger right on the net the hand shows: The 
net of 73 cents is 21 cents, $7.30 is $2.13, $73.00 is $21.33, $730.00 is 
$213.31, $7,300.00 is $2,133.11. 

OTHER USEFUL TABLES 


Net of One Dollar showing all discounts 
arranged numerically, with different 
ways given for their application. 

Per Cent Profit. Tables for adding per¬ 
centage, affording an accurate and rapid 
way of making prices with profit added. 

U.S. Money Into Foreign Money and Re¬ 
versed. Pounds, marks, francs, kronen, etc. 


Numerical Arrangement of Figured 
Nets brings the different nets together 
numerically and increases the value of the 
other tables. 

Twelfths of a Dozen or Gross. These 
tables, arranged on the plan of the Dis¬ 
count Tables, give the price of fractional 
parts of a dozen or gross. 


600 Pages. Double Indexed. Size, 8x11 inches. Cloth. Price, $10.00, 
Including a Full Year’s Subscription to the HARDWARE WORLD. 


ADDRESS NEAREST OFFICE: 


Phelan Building, 

San Francisco, Calif. 

§07 Pioneer Building, 
Seattle, Wash. 



388 Taylor St., corner Tenth, 
Portland, Oregon. 

204-207 Scott Building, 
Salt Lake City. Utah. 


BOATMEN'S BANK BUILDING, ST. LOUIS, MO. 


Digitized by 


Googl< 
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“Cash In” 


Millions of women from coast to coast 
are reading the advertising of Duplex 
Fireless Stoves, and because they appre¬ 
ciate the economy, convenience and com¬ 
fort afforded them by the ownership of a 
Duplex, are seeking the Duplex dealer’s 
store. 

You can “cash in” on these prospective 
customers. Let the Duplex Dealers Help 
Department show you how. They will 
gladly furnish you with every sales and 
advertising aid possible. 

Remember Duplex Stoves free the housewife 
.from hours in a hot kitchen. Think of the sales 
possibilities. If you are not a Duplex Dealer- 
write today for our dealer *8 proposition—get in 
line for greater profits and a bigger business. 


~ THE 
"CANNON 
: OILER” 


FORCES 
THE OIL 
ANYWHERE 


Genuine 
Cannon Pump 
Oilers 

Force the oil 
anywhere r e- 
gardless of po¬ 
sition of can. 

1 pt., 1 Vi pt., 

1 qt. 

Write for 
catalog. 

CANNON 
OILER CO. 

Keithsburg, Ill. 


% 


THE PACKHAM 

StM-fllM Criapar ^ BMhr 


MADE BY 


THE PACKHAM CRIMPER CO. 

If Your Jobber Doe* Not 
I ’ Carry It, Write U* 





DURHAM MFG. CO. 

MTJNOIE, IND. 

NEW YOBS OFFICE: 108 CHAMBER* STREET 

LOB ANGELES OFFICE: 3718H W. FIOO STREET 




PAINT PURCHASES 

Should be made on thp basis of the number of 
years of service and not on the price per gallon 
paid. 

Therefore, dealers should advise customers to 
paint NOW before corrosion has a chance to get 
started, recommending 

DIXON’S GRAPHTTE PAINT 

Because of its better protective and long 
service qualities, dealers will increase customers 9 
good will for a pleased customer is a salesman 
who works for you but charges no salary. 

Dixon’s Silica-Graphite Paint is a natural 
combination of Ticonaeroga flake silica-graphite 
as mined and milled by the Dixon Company. The 
vehicle is the best linseed oil obtainable. 

Dixon *s Paint is made in FIRST QUALITY 
only and has a reputation of over 50 years for 
economy and durability. 

Write, for booklet No. 230-B and dealert* pricet 

JOSEPH DIXON CRUCIBLE COMPANY 

vvvv JERSEY CITY, NEW JERSEY 

ffgggj Established 1827 *50 « 













Arizona 


The Pioneers who delved 
for gold in ’49 little 
realized the western de¬ 
velopment which has 
since taken place. 
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TUNG-SAL 

LAMPS 


E What are the Advantages? 

Lamp sellers by the score are 
coming under the Tung-Sol banner 
every day. One reason is that 
they make more money selling 
Tung-Sol than other brands and 
are permitted to sell without ham¬ 
pering restrictions, filing of re¬ 
ports, etc. 

Tung-Sol jobbers are every¬ 
where. There 's one near you who 
is prepared to fill your lamp or¬ 
ders quickly and for any quantity. 

There is a Tung-Sol lamp for 
every standard use. Find out 
how you can increase your lamp 
profits—today! Write to 

The Panama Lamp & Commercial Co. 

695 Mlarion St., Baa Frandaco 


Distributors for Pacifie States 
or the following jobbers: 


Western Metal ft Supply Oo. 
San Diego, OaSf. 

California Hardware Oo. 
Los Angeles, Oallf.* 

Union Hardware ft Metal Oo. 
Los Angeles, Oallf. 

Standard Woodenware Oo. 
Los Angeles, Oallf. 

San Joaquin Grocery Oo. 
Fresno, Oallf. 

Manarain ft Otter 
San ZroadLsco, Oallf. 


Nathan-Dohrmann Oo. 

All Their Branches 

Thomson-Dlggs Company 
Sacramento, Oallf. 

Honeyman Hdwe. Oo. 
Portland, Ore. 

Whiton Hardware Oo. 
Seattle, Wash. 

B. W. Murray lighting Oo. 
Spokane, Wash. 

Bono Electrical Works 
Be no, Her. 


Distributors for Western States 

Capital Electric Company 

1126 California Street 
Denver, Colo. 


Colorado 

Wyoming 

Oklahoma 


Kansas 
Nebraska 
New Mexico 


t rlottedL 

T<oo/ing 

A Grade for 
Every Purpose 


Makes Customers 
and Friends 

SANDED ROOFING 

The perfect roofing, needs 
no paint—durable, eco¬ 
nomical, easy to lay. 

FLAXINE ROOFING 

For balconies, roof gar¬ 
dens or wherever a smooth 
surface is desired. 

ASBESTOS ROOFING 

Makes your buildings 
warmer in winter and 
cooler in summer. 


Write for Samples 
and Prices 


PIONEER PAPER CO. 

Manufacturers 

LOS ANGELES, CAL. > 
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[PYBAMfDi 

mim. 


JOHhl qHa^llON 6 SOf 

u.s.a 


New York 


FOSTER BROS 
CUTLERY 

Is Made for Service 


Keen—Convenient—Durable 


For all trade purposes 
FOSTER BROTHERS ? 
Cutlery is unrivaled. 
Properly ground, tem¬ 
pered, balanced and 
sharpened, ready for 
use, it is guaranteed to 
meet the most severe re¬ 
quirements. Knives, 
Cleavers, Carvers, Split¬ 
ters, etc., of every type 
and for every purpose. 


Don’t keep your hardware out of sight, in odd 
shapes and sizes of boxes. Get it out where 
people can see it. If yon do this yon will sell 
more, because your customers will then be re¬ 
minded of their needs. 

Put “Duluth” Hardware fixtures to work for 
you, and they will pay for themselves in extra 
sales made. 

DULUTH SHOW CASE CO. 

DULUTH, MINNESOTA 


PYRAMID 

.SOLVENT 


Foster Bros. Cut- 
lerv is universal- 

ly for 

quality and ser- 
viceability. Half ■ 
a century of ex- ££ 
perience has en- gas 
abled us to pro- ll 
duce the best 
cutlery to meet 
all needs. H 

B y selling to kB 

your customers 
cutlery o f dis¬ 
tinguished service, you increase 
your profits and enhance your 
reputation as a high class dealer. 


PYRAMID YOUR PROFITS 


Practical gunners worked out 
the formula for Pyramid Sol¬ 
vent. Then for over a year it 
was tested by military and civil¬ 
ian experts. And Pyramid 
measured up to every single re¬ 
quirement. 

Removes all residue of high- 
power smokeless and black pow¬ 
ders perfectly, easily. Loosens 
metal fouling. Reduces use of 
brass brush. Contains no mois¬ 
ture. Therefore can be left in 
firearms without danger of 
damage. 

Pyramid ads in all leading 
Sportsmen’s papers are building 
np Pyramid Sales fast. Get 
your share and the good profits 
that go with it. Order from 
your jobber. 3-os. flat cans re¬ 
tail for 30c. 

Three-in-One Oil Co. 

165 KZR, Broadway, New York 
C212A __ 


Your Jobber can fully describe 
Foster Bros. Complete 
Line’.of Cutlery 
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Iivcubector 

That's Why It's Easy To Sell 

Queen Incubator Co., Lmcolrv.Nebt' 












Inly Mirro Has All These Feature 


B ECAUSE fine cooking is a precise art 
which requires precise tools, this Mirro 
Aluminum Double Boiler is in frequent use 
in homes where tastes are epicurean . 

In the quick making of a delicate sauce, it 
protects absolutely against that shade-too- 
much of heat which means the ruination of 
flavor or texture. Again is it an essential in 
the slow cooking of those foods which require 
the long application of moist heat to make 
them tender and appetizing. 

Like all Mirro utensils, this Double Boiler 
combines beauty with utility and extraordi¬ 
nary durability. Its handsome design and 
rich finish make it a real inspiration to 
Madame, the cook. 

It has also the famous Mirro features of 
convenience—features which you do not find 
in ordinary aluminum ware: ^ 


(1) Hollow steel handles that insure com¬ 
fortable handling. (2) Handles come 
together so that complete double boiler can 
be easily lifted with one hand. 

*(3) Rivetless, no-bum, ebonized knob, an 
exclusive Mirro feature. (4) Tightly rolled 
beads free from dirt-catching crevices. 

(5) Rounded edges make cleaning easy and 
thorough. (6) Rich Colonial design. 

(7) Famous Mirro finish. *(8) Famous 
Mirro trade-mark—stamped into the bottom 
of every Mirro utensil, and your guarantee of 
excellence throughout. 

Back of this guarantee is America’s fore¬ 
most manufacturer of aluminum ware, a 
maker for nearly thirty years of quality products 
only. 

Write for miniature Mirro catalog. 

General Offices: Manitowoc, Wis., U. S. A. 


Aluminum Goods Manufacturing Company 

Makers of Everyth i 


very thing in Aluminum 


$ 



ALUMINUM 

Reflects 

Good Housekeeping 



)mcn are 


the mdrerti—men 
•re read by women 
demand for Mirro i< 
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The live hardware 
dealer says: 


“I Knew What Was Coming 
and I Ran— 


GOOD LUCK 
Jar Rubbers 
are made ly 

BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 

Makers of BULL DOG, 
MILO and GOOD LUCK 
Brands of Standardized 
Garden Hose. 


“This customer had had some ‘blow¬ 
outs.’ Another one (verbal) seemed to 
be due immediately. 

“She bought the last few packages of 
some cheap rings I had left over. 

“I ought to have known better. You 
can carry GOOD LUCK rings over for 
a season without danger but cheap rings 
won’t stand it. 

“Hereafter I sell no rings but GOOD 
LUCK. Practically all of the best trade 
insist on them anyway.” 


m 
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A Business Man for President 

L AST month we expressed the hope that the democratic party, then in con¬ 
vention, would follow the example set by the republican party in nominating 
the same high type of business man for president as had been done by the 
republican party, and the country rejoices that this was done. 

At last we are to have a business man for president, no matter which party 
is successful. The republican party selected the men best fitted to fill the office 
of president and vice-president, and those accustomed to vote the republican 
ticket have enthusiastically acclaimed them. 

Harding and Coolidge typify a fine type of Americanism. They have been 
tried and found not wanting. What they stand for is well known both nation¬ 
ally and internationally. They exemplify a clean, moral American manhood in 
public and private life and comprise a ticket that will appeal to that element of 
American citizenship who believe in the enforcement of law and order and the 
preservation of American institutions. 

The democrats have also nominated the best men in their party to give the 
country a business administration, and while there has not been the same de¬ 
gree of enthusiasm by all factions of the party, yet before the November elec¬ 
tion comes around Cox and Roosevelt will rally to their standard those whose 
adherence to the democratic party is a matter of custom. 

Governor Cox has proven his ability in his own private business, and his 
popularity in his native state is attested by the fact that he has been thrice 
elected governor of Ohio. He also served one or two terms as a member of the 
House of Representatives. To the name of Roosevelt there is a prestige. Un¬ 
known except as Assistant Secretary of the Navy, yet the country would be will¬ 
ing to give him an opportunity to see if he can live up to the standard set by 
one concerning whose four-square Americanism there was no doubt. 

It thus remains to he seen whether Harding and Coolidge or Cox and Roose¬ 
velt will appeal to the majority of independent voters, many of whom are ac¬ 
customed to weigh and consider carefully what is for the best interests of the 
country—and to those more easily influenced by some campaign slogan or prop¬ 
aganda that may develop before November. 

The nominations of both parties appeal to what may be called the conserva¬ 
tive element. True there are radicals who term each candidate colorless or 
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reactionary, but if colorless means those whose affiliations with the Reds have 
been most marked, then the country is to be congratulated that neither of these 
men are even pink. We need an executive who believes firmly in American in¬ 
stitutions. 

Progressives or Radicals, or “forward looking people,” as they sometimes 
style themselves, who are dissatisfied with this country and the opportunity that 
it offers are usually either men who are disgruntled, disappointed politicians, or 
those who advocate Sovietism and applaud anarchy and crimes or else they are 
those who unthinkingly, and yet often with the best intentions, are easily misled 
by self seeking demagogues who use language to conceal their thoughts and re¬ 
sort to underhanded methods to accomplish their purposes. 

The country is to be congratulated that at least for the next four years it will 
be rid'of these professional, self-seeking demagogues, politicians, theorists, doc¬ 
trinaires, or whatever they may be. Whether Harding and Coolidge, or Cox and 
Roosevelt are elected it will at least have a. business man at the head of the 
government. 

It behooves everyone, no matter how he has voted in. previous years to study 
the situation in which we find ourselves today, with as little partisanship as 
possible, and to vote as he believes for the best interests of the United States. 

It is to be regretted that President Wilson thought it advisable not to approve 
the action of the majority of the Senate in ratifying the peace treaty, but to make 
it a campaign issue. There are members in each party who honestly differ on 
this question, in fact in the President’s own party are to be found a large num¬ 
ber, of democratic Senators who take issue with him. But since the President 
thought it advisable to so make the issue there is nothing else left to do. Each 
businessman should keep open mind and learn all he can on the entire question. 

Naturally our subscribers in Ohio are feeling mightily puffed up these days, 
with the certain knowledge that in any event an Ohioan is to make his home at 
the White House for the next four years. 


Business, thou Plague and Pleasure of my life, 
Thou charming Mistress, thou vexatious "Wife; 
Thou enemy, thou Friend to Joy, to Grief: 
Thou bring’st me all, yet bring’st me no relief! 
Thou bitter Sweet, thou pleasing, teasing Thing. 
Thou Bee, that with thy Honey wear’st a Sting: 
Some Respite, prithee, do, yet do not give . . . 
I cannot with thee, nor without thee live. 

—Poor Richard. 

Boarding houses drive a lot of their victims 
to matrimony. 

Sixty-nine muscles are required to create 
a frown, and it takes but 15 when you smile. 
Why work overtime ? 

A courteous salesman deals in futures— 
there is only one “ today / 9 but many “ tomor¬ 
rows” are headed his way. 

If you are in business to stay, see that you 
get the good will of the children of today, for 
they will be the adults of tomorrow. 


SHADES OP MAN! 

—when a man has no pep, they say that 
he’s colorless. 

—when he’s mad they say he sees Red. 

—when he is a coward, they call him Yellow. 

—when he’s straight, they say he’s White. 

—when he’s loyal, they say he’s true Blue. 

The wise woman rules her husband by per¬ 
mitting him to think he’s “it.” 

When you can answer inquiries, “It is so,” 
instead of “I think so.” you will be one of the 
most valuable men in your organization. 

The disparity between the fellows at the top 
and the fellows at the bottom is not nearly so 
much a matter of distance as determination. 

A reader suggests that our money be made 
out of rubber to make it stretch farther and 
give better service on a rainy day. Why not? 
A number of manufacturers seem to be success¬ 
ful in making money out of rubber. 
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What Five Years Have Done to Prices 


T HOSE of us who have become accustomed 
to adding a little now and a little then to 
the price of every article that we buy are 
glad of an opportunity to get a little way off 
and see just what the general raise in prices 
has been. 

At the start, we should realize that the raise 
in the hardware prices has not nearly equaled 
those of food or clothing. The hardware manu¬ 
facturer, characterized as he is by sound 
business sense and an unwillingness to take 
advantage of a temporary condition, has faced 
his battle courageously and kept prices within 
leason. The hardware trade has not charged 
what the traffic will bear, and cannot be classed 
among profiteers. 

Such a tabulation as we are publishing this 
month shows the percentage of advance for 
each item in the hardware stock. This com¬ 
parison of prices of hardware and kindred lines 
between January 1, 1915, and June 1, 1920, has 
been compiled by A. J. Bihler, of the James C. 
Lindsay Hardware Company, Inc., of Pitts¬ 
burgh, Pennsylvania. It is issued by the 
National Hardware Association of the United 
States both for the information and guidance 
of the trade, and for the information of the 
country at large. 

Indeed this list is a credit to the hardware 
trade and to the hardware manufacturer, show¬ 
ing the public how conservative and how far 
below the radical rises in other fields the ad¬ 
vances in hardware prices have been. 

All these prices are those ruling at the fac¬ 
tory and not at the destination, so that where 
long freight shipment is necessary and new 
and advanced freight rates are in effect, the 
percentage of rise would be greater. 

COMPARISON OF PRICES ON HARDWARE 
January 1st, 1915—June 1st, 1920 
Compiled by A. J. Bihler, James C. Lindsay Hardware 
Co., Inc., Pittsburgh 

Pet. of Advance 


Adjusters—Casement. 140 

Augers—Carpenter Nut. 232 

Ship . 122 

Axes—First quality, Single Bit. 135 

Balances—Spring No. 20 .... 191 

Barrows—Wood Garden. 112 

Bars—Steel Crow.!. 339 

Batteries—Dry Cells No. 6. 112 

Beams—Scale... 198 

Bells—Bicycle .90 to 120 

Brass Hand. 154 

Cow . 200 

Rotary Door, Steel .. 122 

Bicycles—Standard Equipment.. 79 

Bits—Auger, Irwin. 70 

Snell . 166 

Expansive, Clark pattern.. 293 

Blocks—Wood Pulley .. 217 


Pet. of Advance 


Boards—Stove, Paper-Lined .. 112 

Bobs—Plumb, Iron. 133 

Boilers—Copper, Wash . 162 

Bolts—Carriage, small sizes. 271 

Chain, Antique Copper. 122 

Eye, Wrought . 163 

Lag Screws. 280 

Machine, Large sizes. 289 

44 Small sizes. 256 

Stove . 251 

Tire . 163 

Wrought Steel Barrel, Japd. 252 

Braces—Plain, Common goods. 305 

Ratchet (good) . 161 

Brackets—Brass Gas. 93 

Steel Shelf... 273 

Buckles—Harness. 211 

Butts—Brass, Small. 138 

Cast Bronze . 131 

Wrought, Ball Tip, Plain. 260 

Bronze-Plated. 250 

Cans—Galvanized Oil, 5-gal. 200 

Galvanized Sprinkling. 200 

Caps—Tin Roofing. 237 

Carriers—Hay . 215 

Cartridges—22 Short. 107 

Casters—Furniture, Roller Bearing. 150 

Chains—Proof Coil %-inch. 158 

Sash, Red Metal. 230 

44 Steel . 203 

Wire Halter. 124 

Chisels—Socket Firmer. 253 

Choppers—Enterprise Meat No. 12. 181 

Universal Food . 128 

Churns—Ash Dash. 112 

Clamps—Malleable Carriage . 295 

Clevises—Malleable . 270 

Clippers—Toilet, Common. 271 

Clocks—Alarm .114 to 140 

Closers—Liquid Door. 96 

Cloth—Black Screen Wire. 128 

Bronze Screen Wire. 121 

Clothing—Gun, Coats, Vests, etc.175 to 200 

Cocks—Brass Bibbs . 264 

Combs—Curry, 8-bar Japanned. 200 

Coolers—Water (Galvanized Reservoirs). 221 

Coppers—Soldering . 61 

Cord—Cotton Sash. 260 

Cutlery—Knives and Forks, Common_ 184 

Knives and Forks, Medium Grade.. 116 

Cutters—Kraut 2-knife. 100 

Dampers—Stove Pipe. 149 

Diggers—Posthole, Iron. 128 

Dividers—Carpenter . 240 

Drills—Carbon Twist.120 to 167 

Yankee Automatic No. 41. 82 

Drivers—Screw, Champion . 70 

Yankee No. 30. 100 


Elbows—Stove Pipe, 6-inch Corrugated.. 171 
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Pet. of Advance 


Enameled Ware—Blue and White. 178 

Gray. 146 

Fasteners—Corrugated . 177 

Faucets—Cedar. 105 

Perfection Pattern . 122 

Files—1st Quality.118 to 167 

2d quality. 147 

Fittings—Malleable Gas . 213 

Forks—Coal and Coke. 117 

Manure, Hay, etc.92 to 1C2 

Freezers—Ice Cream . 93 

Glasses—Gauge, Common. 250 

Grindstones—Mounted . 150 

Guns & Rifles—Shot, Ithaca Field. 122 

Remington Pump.. 139 

Single Barrel. 166 

Rifles, Rem’gt’n No. 12-C. 131 

Stevens No. 17 .... Ill 

Hammers—Ball Pein . 256 

Nail A. E. No. 32 . 296 

Handles—Agricultural—Fork, Hoe, etc... 267 

Axe, Sledge, etc.140 to 250 

Hangers—Barn Door, Hinge Type. 100 

Parlor Door No. 5. 60 

Hatchets—1st Quality No. 338 . 219 

Hinges—Strap & T. 264 

Bommer, Flange . 182 

Floor . 144 

Hods—Coal, Galvanized. 235 

Hooks—Brass Cup. 229 

Wrought Awning .. 266 

Irons—Asbestos. 90 

Common Smoothing. 208 

Mrs. Potts’ Sad.*.. 199 

Wrought Corner . 173 

Kettles—Copper . 105 

Copper Nickel-Plated Tea 14-oz.... 155 

Maslin . 212 

Sugar, Cast Iron. 177 

Knives—Carpenter Drawing . 181 

Ladders—Step (good) . 180 

Lanterns—Cold Blast . 60 

Lasts and Stands—Cast Iron.... 156 

Leather—Sole . 78 

Letters and Figures—Steel. 201 

Levels—No. 0 Stanley. 95 

No. 36 Iron. 121 

Lifters—Transom 3 ft. 271 

Lines—Clothes, Cotton . 254 

Tape No. 713. 180 

Tape Steel No. 243 ... 95 

Locks—Cabinet, Common line. 135 

Door: Rim 4 *,4-in. with knobs. 243 

Mortise Sets, Steel-Plated... 232 

Front Door Set on Steel.... 137 

Front Door Set on Bronze.. 180 

Front Door Set, Bronze Cyl.. 154 

Padlocks: Common grade. 222 

Medium grade. 185 

Yale No. 805. 197 

Sash, Common grade . 113 

Yale, Latches No. 2. 134 

Machines—Washing, high-speed. 140 


Pet. of Advance 


Mattocks—. 251 

Mops—Cotton . 135 

Mowers—Lawn, Common grade. 137 

High-grade Ball-Bearing 55 

Nails—Wire . 117 


This advance is based on old 
classification card and prices as 
named by the American Steel and 
Wire Company. Other manufac¬ 
turers’ prices today as compared 
with January 1, 1915, show an ad¬ 


vance of. 183 

Cut. 287 

Wire Brads. 78 

Horse Shoe, common grade. 129 

Brass Furniture. 210 

Hob . 183 

Wire Shoe. 22 

Netting—Galvanized Poultry. 117 

Galvanized Hardware Cloth. 119 

Pads—Sweat No. 63-N. 211 

Pails—Galvanized 12-qt. 223 

Tin Flaring. 190 

Pans—Dish IX .. 180 

Sheet Iron Dripping . 208 

Paper—Emery Cloth . 484 

Flint B & A. 118 

Kraft Hardware . 167 

Roofing, Rubber type. 159 

Tarred . 252 

Sheathing, Red ... 231 

Percolators—Universal line . .73 

Picks—Clay and Railroad. 251 

Pipe—Nested Stove . 134 

Planes—Iron Bench . 215 

Pliers—Lineman, Side Cutter. 145 

Plows—Garden, common. 73 

Pots—Nickel-Plated Copper Tea and 

Coffee . 150 

Pulleys—Awning, Screw, etc. 260 

Iron Hay. 180 

Pumps—Pitcher Spout. 192 

Punches—Revolving Spring 4-tube. 233 

Rakes—Garden, Malleable. 130 

Registers—Hot Air. 165 

Revolvers—Colt Automatic 25 cal. 81 

Colt Police Positive Special. 138 

H. & R. Hammerless. 150 

Johnson Hammerless. 152 

Riddles—Grain . 275 

Rifles—Air .. 72 

Rings—Cast Flue. 216 

Roasters—Savory . 80 

Rope—Manila, best grade. 157 

Sisal . 138 

Rules—Boxwood No. 62. 131 

Zig-Zag No. 106. 96 

“ “ “ 853 . 126 

Rivets—Copper Belt. 110 

Wagon and Tinner. 275 

Saws—Crosscut, Wide. 104 

Hand, Disston No. 16. 95 

Wood, good. 140 
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Pet. of Advance 


Scales—Family 24-lb. 217 

Screens—Doors No. 288 . 233 

Windows No. 2433 . 207 

Screws—Iron Bench . 164 

Jack . 175 

Wood, F. H. Bright. 218 

Scythes, Grass... 140 

Sets—Saw, Taintor. 110 

Shears and Scissors.average 115 

Shells—Loaded . 39 

Shoes—Horse. 80 

Shot—Drop, Air Rifle... 90 

Shovels—4th grade Polished. 177 

Fire ..average 185 

Sinks—White Enameled. 184 

Skates—Ice, common grade. 470 

Skillets—Iron, Common . 133 

high grade. 212 

Sledges—Stone, Striking, etc. 135 

Snaps—Malleable Harness. 227 

Snips—Tinner, Wiss. 146 

Springs—Common Seat. 178 

Squares—Carpenter No. 3.. *. 393 

Try No. 20 . 222 

Staples—Common Wrought .. 159 

Fence, Galvanized. 116 

Polished. 127 

Steel—Tool, Crucible. 161 

Stocks and Dies—Armstrong.. 136 

Sweepers—Carpet, Grand Rapids. 90 

Staffers—Sausage, Enterprise. 172 

Tacks—Cut, Carpet, etc.average 200 

Ties—Rope Cattle. 200 

Tinware—Regular line.180 to 211 

Drinking Cups, 1-pt. 259 

Tools—Cement Worker. 177 

Trowels—Rose, Brick. 60 

Tubs—Galvanized. 218 

Tubing—C I Gas. 81 

Turns—Cupboard: Plated on Iron. 178 

Plated on Steel. 160 

Twine—Cotton. 423 

Hemp. 238 

Valves—Common Globe. 162 

Velocipedes—Rubber Tire.66 2-3 

Vises—Oval Slide. 208 

Jersey . 139 

Washboards—Brass . 228 

Washers—Wrought . 110 

Watches—Common grade. 100 

Wedges—Wood, common . 270 

Weights—Sash. 233 

Wheels—Well . 188 

Whips—Buggy . 100 

Wire—Fence, Annealed Plain. 131 

Barbed. 123 

Galvanized Plain. 118 

Picture . 321 

Wire Goods—Screw Eyes, Hooks, etc-* 255 

Wrenches?—Westcott . 87 

Stillson . 108 

Coes K. H. 205 

Agricultural. 248 

Wringers—Clothes, Ball Bearing. 80 


CARELESSNESS A GREAT LIABILITY 

“I didn’t begin with the asking, 

1 took the job and stuck. 

I did the things they wouldn’t; 

And now they call it luck.” 

—Kipling. 

One of the world’s greatest writers once 
said: “Genius is nothing more than untiring 
efforts to achieve perfection.” 

The biggest liability of a great many Ameri¬ 
cans, which keeps them in the mediocre class, 
is the hasty, careless, thoughtless way they per¬ 
form their daily labors. 

We see all around us men and women who 
constantly slight details as unimportant. They 
either “haven’t the time” to do a job properly 
or, when called to task for some careless, half 
finished work, calmly shrug their shoulders and 
say, “Oh, well, I thought that would do.” 

Ask the average filing girl to find a certain 
letter or paper. She looks where it should be. 
Probably it is not there. “Somebody’s got the 
file. I guess it will turn up later,” is her casual 
report. Maybe fifteen minutes or a week later 
she hands it to you. “Where did you find it?” 
you ask. “Oh, it was filed wrong and I found 
it accidentally,” she replies. If you fire her 
the next girl may be worse. 

This easy manner of taking things for 
granted, in order to avoid any real concerted 
effort to see a task accurately carried out to a 
proper finish, is damning 75 per cent of our 
young men and women to a life of routine work 
at low pay. Then they wonder why it is that 
Smith or Jones who takes a serious interest in 
his work, knows his job thoroughly and does 
not have a slovenly working mind and avoids 
going off “half cocked,” finally gets the raise 
and becomes the boss. 

It is not luck which brings a man or woman 
to the top of the ladder of success. It is only 
by hard, earnest work that this peak can be 
climbed. You cannot “stall through” and 
gain the heights by “passing the buck.” 

By persisting until you find the answer to 
the problem, by applying yourself earnestly 
and seriously to learn every detail thoroughly 
of the job in hand, by doing your work care¬ 
fully, conscientiously and accurately, you will 
be picked by the boss as the right man to pro¬ 
mote to the bigger task and big pay. 

One of America’s great employers says: 
“There are many $10,000 a year jobs going beg¬ 
ging. We cannot find the men to fill them.” 

Train your mind to think carefully and 
clearly. Do not spare yourself in tracking ev- 
# ery detail down to where it will give you the 
right answer on the problem on which you are 
working. Don’t give up because you “can’t 
be annoyed.” Be thorough. Be diligent. 

Then you are fitting yourself to step into 
that $10,000 or $100,000 job some day. 


Yes, lots of modern autos are old-fashioned 
—for one thing, .they wear hoods. 
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Featuring A Model Electric Home 


I N one western city the merchants handling 
electrical household goods recently combined 
and completely equipped a model home in 
one of the neW residence tracts. The real estate 
agents co-operated in wide publicity, and thou¬ 
sands of persons saw electrical goods at work. 

In this one home has been installed every 
labor-saving device produced by the electrical 
profession for the modernizing of the home. 
Prom the music in the living-room to the range 
in the kitchen the power of electricity predomi¬ 
nated in every phase of the home *s activity. 

The broom with its arm aches and dust¬ 
raising propensities has been supplanted by the 
dustless electric vacuum cleaner. 

The electrification of the kitchen has done 
more perhaps to emancipate the housewife from 
drudgery and add to her leisure than any other 
scientific development. Here the electric range 
with its clock devices and its thermostatic ovens 
has simplified the preparation of a meal and 
reduced this operation to a scientific basis. 

The electric dishwashing machine, the elec¬ 
tric water heater, the utility motor for the 
operation of sundry little kitchen labor-saving 
devices are other important features in this 
vital part of the home. 

In the dining-room such electric equipment 
as the percolator, the toaster, the samovar, the 
chafing dish, the combination grill, and numer¬ 
ous other appliances, have made it possible for 
the wife and mother to carry on most of the 
meal’s preparation within the family circle 
gathered about the table. 



There is a SPABKle in the eye of the Electric Cook, 
and merchants who have tried it tell us that the 
electric range already set up and in action in a real 
kitchen is the very best salesman. Why not an Electric 
Home in your townf 

All of the aches and annoyances which have 
immortalized the memory of Monday to gen¬ 
erations of womankind have been eliminated in 
the electric laundry with its equipment of an 
electric washing machine, an electric ironing 



Arrange such a public breakfast as this in your store or in a designated house in your town, and the sale 
of electric toasters, corfee pots, and waffle irons will respond tremendously. Bead what the combined electrical 
equipment merchants in one city have done along this line by outfitting and opening to the public a model 
44 Electric Home.” 


Digitized by 


Google 
















113 


H A R b W A R E IV X> R L D 


machine and an electric iron. Here the house¬ 
keeper occupies the position of a director 
rather than a laborer. 

The electric fireplace and electric heaters 
have taken the place of the more burdensome 
heating apparatus, the operation of which for¬ 
merly fell largely to the housewife. 

In the sewing-room the old pedal machine 
has given way to the portable electric. 

The electric curling iron and hair dryer are 
appliances especially designed for the comfort 
of the feminine members ot the household. 


WHERE ELECTRIC GOODS WILL GO 
Living-Boom 

Electrical piano, electrical vietrola, wall and 
floor lamps, electrical fireplace. 

Dining-Room 

. . Electrical percolator, chafing dish, samovar, 
combination grill, waffleiron, toaster. 

Bedroom* 

Electric fireplace, electric curling-iron, hair 
dryer, electric vibrator, sewing machine, heat¬ 
ing pads. 

Bathroom 

Electric shaving mug. 

Kitchen 

Electric range, .electric refrigerator, electric 
dish-washing machine, electric water heater, 
utility motor. 

Laundry 

Electric washing machine, electric ironing 
machine, electric iron. 

General Household Equipment 

Electric vacuum cleaner. 


FIGURING THE COST OF OPERATING 
ELECTRICAL HOUSEHOLD DEVICES 

. It is a matter of interest to the user of any 
household electrical device to know how much 
it will cost him for electricity to operate it. 

The cost of electric service depends both 
on the power used and the length of time it is 
used. The usual practice is to base the charge 
on the kilowatt-hour (abbreviated kw-hr), 
which is the energy supplied in one hour by 
one kilowatt (meaning 1000 watts). For light¬ 
ing, the retail price of one kilowatt-hour varies 
from 6 to 15 cents. Household devices are 
customarily used on lighting circuits. 

For instance, a family has a 600-watt toast¬ 
er, which they use hour every dfey. They 
want to know what it will cost them per month 
(30 days) at 8c a kilowatt-hour. Multiplying 
the unmber of watts by the time, we get 600 
watts x *4 hour x 30 days, equals 4% kilowatt- 
hours. At 8c a kilowatt-hour, the total cost 
will be 36 cents per month. 


Don 1 1 give up—nails are not driven with a 
single stroke of the hammer. Patrons are not 
always ready to fall on your neck fend kiss yon, 
and say, “All my patronage is yours,” when 
they first see your phiz! ■ • 


A salesman without patience is as valuable 
as a juiceless orange. Even if a patron hasn’t 
a bit of patience it is no excuse for losing yours 
—then there will be a brace of you. 



This is the business corner of the finished-by-nine-o 'clock laundry in the Model Electric Home. The 
picture ahowa the waahing machine with its direct plumbing and drain connections and the electric ironing 
machine. 
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Why Should Business Men Be Afraid 

T HE business men of the country, who include all the great forces alike in the 
Democratic and Republican parties, have too long taken a back seat and left 
to mouthing politicians the management of the vast machinery of this govern¬ 
ment. 


Business men have almost been afraid to express their opinion on any subject 
for fear that they would be charged with trying to dominate the nation, and 
afraid to be represented in Washington for fear of being charged with lobbying, 
while all the radical labor elements of the country, in and out of government ser¬ 
vice, can maintain all the lobby agents they want and no one lifts a voice in pro¬ 
test, says the Manufacturers’ Record. 

It is accepted by the country at large that the Socialists and the Radicalists 
and the Communists and the Bolshevists and all the other “ists” of the land 
can fill Washington with their agents, fill the newspapers with their propaganda, 
and still go without a word of criticism. But the moment business men under¬ 
take to make their voices heard in Washington there goes up a mighty cry of 
lobbying. 

Difference Between “‘Lobbying” and “Educational Propaganda” 

Everything done in Washington to express the views of the business inter¬ 
ests of the country, upon which the existence of the nation rests, is lobbying in 
the sight of many politicians and many newspapers but everything which is done 
by the Socialists, the Communists, the Radicals, the Reds and the Revolutionists 
is holy propaganda work in the view of the same people. 

Fortunately, however, there is growing up in this country a realization on 
the part of all thinking men that as America is one of the greatest organiza¬ 
tions on earth, requiring great managerial ability in the wise direction of its 
affairs, so there should be called into the management of its affairs men of the 
highest possible business ability and of business training, men able to run gov¬ 
ernmental financial affairs with the thoroughness and accuracy with which 
every great business organization must be managed if it would not go on the 
rocks of bankruptcy. 


Everyone Recognizes Need of Electing Business Men 


It was probably with this thought in mind, and as a personal tribute to one 
of the great business leaders of America, which was voiced at the annual dinner 
of the American Iron and Steel Institute recently, when Charles M. Schwab, in 
his inimitable way, indicated that if he had the power of selecting the greatest 
business manager of America for managing the vast machinery of this govern¬ 
ment, he would call to the task Judge Gary, the president of the United States 
Steel Corporation, and instantly 1400 at the dinner—men representing both poli¬ 
tical parties and every section of the country—rose and wildly applauded the 
suggestion. 


Is it too much to hope for that some day men of the standing in the business 
world of Gary, or Schwab, or others of their phenomenal business activity, may 
be called to the great task of reorganizing the work of the management of the 
government of this country in order to cut out the vast waste that now goes on, 
to save the nations the billions of money now thrown away, and to bring into 
every department of governmental work the greatest constructive and mana¬ 
gerial geniuses which the nation has ever produced? 
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PAINT IS CHEAP BY COMPARISON 

Shabby farm buildings, badly in need of 
paint, are the general rule in the United States 
today. “We can’t afford to paint,” protest 
the farmers. “Paint has doubled in price in 
the last five years.” 

Even so, the farmer can better afford to 
paint than neglect his buildings. Figuring to¬ 
day on a retail price of from $5.25 to $5.50 per 
gallon, as against a retail price of $2.75 per 
gallon in 1916, it will be easily shown that com¬ 
pared with all the staple commodities, paint 
is relatively cheap. 

In July, 1916, a farmer living in Ohio, Illi¬ 
nois, Minnesota, or Pennsylvania, who wanted 
to buy ten gallons of high grade house paint 
from a dealer to paint his property, could make 
that purchase by selling to the grain elevator 
in his vicinity twenty-four bushels of wheat— 
wheat at that time being worth $1.14 per 
bushel. Today, any one of those same farmers 
can buy this same amount of high grade paint 
from the same dealer and pay him $5.25 a gallon 
for it, and do so by selling less than twenty-two 
bushels of wheat. Wheat today is $2.40 per 
bushel. 

A southern farmer in Alabama, or Texas, or 
Arkansas, could buy ten gallons of high grade 
house paint in July, 1916, with 212 pounds of 
cotton—cotton at that time selling at 13 cents 
per pound. Today, he can buy the same amount 
of high grade house paint from his dealer with 
122 pounds of cotton, which sells today at 43 
cents per pound. 

And all through the line of staple commod¬ 
ities the facts are the same. In 1916, it took 
30% bushels of corn to buy ten gallons of high 
grade house paint; today it can be bought with 
28 bushels. In 1916, it took 60 bushels of oats 
to buy the same quantity of good house paint 
that 44 1-3 bushels will buy today, while of rye, 
26 bushels in 1916 would buy only what 14% 
bushels will buy today. As regards barley, it 
took 34% bushels in 1916 to buy ten gallons of 
a reliable house paint, whereas today it can be 
bought with 30 bushels of barley. 

These comparative figures and relative 
values will hold good on cattle, hogs and sheep, 
on iron ore, or pig iron, or structural steel, or 
on lumber—either of the southern pine type or 
the harder woods of the north. 

The cost of the principal ingredients enter¬ 
ing into the manufacture of a good grade of 
house paint today is entirely out of proportion 
to the cost in 1916. 

At the date of writing, flax is worth $4.80 
per bushel, and in 1916 it was worth $1.85. Lin¬ 
seed oil is selling in tank cars at more than 
$1.75 and in 1916, it was selling at 62 cents. 
The price of tin plate today is $19.50 per base 
box and in many cases is selling higher than 
this to get immediate deliveries; in 1916, the 
same tin plate sold for $6.00 per box. 


So, measured by any standard of compara¬ 
tive value, even including that of labor, paint 
is the one cheap commodity available today. 


PAINT CUSTOMERS THAT STICK. 

“Mom wants a pint can of green paint,” is 
the message Willie delivers to the paint dealer. 
He gets it—no questions asked. 

A week later Mom herself appears in front 
of the counter. Mom is mad. She indignantly 
shows the dealer a dress nicely decorated all 
down the back with green stripes. 

“That paint you sent me was no good,” she 
exclaimed, “I painted the porch chairs with it 
and look what it did to our clothes! You ought 
to make good the damage.” 

Here was a paint customer that stuck—to 
the chair, but not to the dealer. She went else¬ 
where for her paint supplies. 

The dealer could have saved a customer by 
better service behind the counter. Willie 
should have been asked what the can of paint 
was to be used for and should have been given 
a can of enamel especially intended for furni¬ 
ture, porch chairs, etc. These goods are dur¬ 
able and hard drying; do not become soft or 
tacky nor stick to the clothing. 

But how many paint store clerks go to any 
trouble to find out what customers want and 
sell them goods best suited to their needs ? How 
many dealers instruct their clerks to render 
service of this kind? 

Would it pay! It costs less to keep a cus¬ 
tomer by satisfying him, than to make a new 
one by advertising. 


CLEANING PAINT OFF WINDOWS 

Cleaning the windows of a new house or a 
newly painted house is no enjoyable job. The 
paint comes off easily, however, if given a 
little of the right kind of help. 

One would hardly go to an automobile ac¬ 
cessory store or a garage to find something 
with which to clean windows, yet it will be 
found that an ordinary tar remover, used by 
motorists to clean up their machines after a 
trip over newly tarred roads, is one of the best 
things obtainable for taking ordinary house 
paint off glass. Once housewives learn this, 
dealers in tar removers are going to have lots 
of customers who do not own an automobile 
and never expect to own one. 


Property is the fruit of labor; property is 
desirable; is a positive good in the world. That 
some should be rich shows that others may be¬ 
come rich, and hence is just encouragement to 
industry and enterprise. Let not him who is 
houseless pull down the house of another, but 
let him work diligently and build one for him¬ 
self, thus by example assuring that his own 
shall be safe from violence when built. 


—Abraham Lincoln. 
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A Lesson In Opportunity 

(Copyright by Napoleon Hill) 


A L I T T L E old stoop - shouldered woman 
walked into one of Pittsburgh’s depart¬ 
ment stores one rainy day and wandered 
up and down the aisles. She did not look like 
“ready money,” therefore the clerks “didn’t 
see” her, none except one of them. 

This young man was not one of the “regu¬ 
lar” clerks. He had only been with the store a 
few days, therefore he hadn’t “wised” up yet. 
He stepped up to the old lady, helped her with 
her purchase, escorted her to the door and 
raised her umbrella for her. 

As she left she asked for his card! 

Later an order came to that store for fur¬ 
nishings for one of the finest mansions in the 
world. With the order came the request that 
this same young man be sent to oversee the in¬ 
stallation of the furnishings. The manager of 
the store protested that the young man was in¬ 
experienced; that the store had more exper¬ 
ienced men; but the customer insisted that this 
young man was the one she wanted to oversee 
the work. 

The customer who placed that order and re¬ 
quested the services of that young man was 
Mrs. Andrew Carnegie; none other than the 
little old woman whom this young man had 
shown unusual courtesy while all the other 
clerks were “looking the other direction.” 

Opportunity Knocked At That Young Man’s Door and 
Found Him In! 

Opportunity never comes in silks and satins, 
nor seldom is it heralded with the blowing of 
horns or led by a brass band. It usually sneaks 
up to us when we are not expecting it. 

Opportunity stands at our side from morn¬ 
ing until night. Every time a little old lady 
comes along near us opportunity comes with 
her—opportunity to at least be courteous and 
receive happiness for our efforts. Every time 
there is work to be done which no one else 
wants to do, opportunity beckons us to step up 
and embrace her, because it is here that the first 
step toward leadership is taken. 

The poet who wrote in his verse that op¬ 
portunity knocks but once, did the world a 
tremendous damage! 

Every time a person does you an injustice 
you are face to face with opportunity—a glor¬ 
ious opportunity to prove to yourself and to the 
world how big you are by applying the Golden 
Rule, forgiving and forgetting. 

Always Facing Opportunity 

Every time you have a chance to get the 
better of your fellowman in a business deal you 
are face to face with opportunity—opportunity 
to increase your own self-respect and gain the 
confidence of your fellowmen by doing the un¬ 


usual thing by not taking advantage of that 
chance. 

; It makes no difference what may be your 
calling in life, or how lowly the work you are 
doing at present, you have a glorious oppor¬ 
tunity to raise yourself into more important 
and more profitable work by the simple process 
of performing more service and better service 
than you are actually paid to perform. 

You know where your neighbor keeps his 
family skeleton. You could drag it out and 
humiliate him. What a wonderful opportunity 
stands at your side every moment and bids you 
be big enough and great enough to let that 
skeleton remain undisturbed. 

Your competitor “knocks” you and tries to 
take away business that you are entitled to. 
What a splendid opportunity you have to re¬ 
main silent and permit him to defeat himself 
with his own weapon. 

The world may say mean things about you. 
What a wonderful opportunity you have to 
prove the world a liar by your good conduct, 
your kindness toward your neighbors, your fair 
dealings in business, your splendid example of 
forgiving and forgetting. 

Opportunity is always and everywhere beck¬ 
oning to you to embrace her. When you are 
alone she stands by your side and bids you 
impress upon your own heart and mind, through 
the principle of auto-suggestion, that you are 
an honorable, sympathetic, just, kind, progress¬ 
ive citizen, and, that you are enjoying happiness 
by helping your fellowmen find it. 

What greater opportunity than this could 
one want? 


SPIRIT OF COMPETITION EVEN BY 
STENOGRAPHERS 

Two St. Louis stenographers, working for 
competing hardware establishments, were boast¬ 
ing of the speed of their shorthand writing. 
“Whenever I am working on a warm day, all 
the people try to get near to my table.” 
“Why?” asked the other. “Because,” said 
the pen-pusher, “my hand goes so fast that 
it creates a current of air like a fan.” “A 
mere nothing,” said the other. “I always have 
to report on wet paper, or else the current of 
air caused by the movement of my hand would 
blow it away. Besides, the paper has to be 
wetted every few minutes, because the friction 
caused by the rapid movements of my arms 
would set fire to it in no time.” 


Before you offer free advice to a patron be 
sure that it is mixed by the Golden Rule and 
flavored with the essential oil of courtesy. 
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USE THE TELEPHONE AS AN ADJUNCT TO 
THE ‘ 4 WANT-BOOK” 

k Most merchants keep a “want’book” 
in which is entered a list of merchandise 
called for and “out of stock” at the 
time or not carried at all. As generally 
used, the inquiry which prompted the 
entry in the want-book is never converted 
into a sale, no record being kept of the name of 
the customer who asked for the goods, or any 
effort made to notify him or her when the goods 
come in. 

A New England merchant finds that many 
sales can be be made by using the telephone in 
connection with his want-book. When a cus¬ 
tomer calls for an article that appears to be out 
of stock, not only is an entry made in the want- 
book to remind the buyer to replenish that par¬ 
ticular number, but the name and telephone 
number of the customer is secured and as soon 
as the new goods come in the customer is 
notified. 

Very often, of course, by the time the goods 
are received it is too late to make the sale, but 
the telephone message is by no means wasted 
effort. In the first place, it shows the customer 
that particular interest has been taken in his or 
her wants. Then, too, it is more than likely 
that even if the customer no longer needs the 
particular article originally inquired for, he 
may be interested in something else that the 
salesclerk may mention over the phone. 

This merchant believes in a liberal use of the 
telephone as an adjunct to his sales plans. He 
has a special “telephone salesman”—a young 
fellow with a pleasant voice and insinuating 
manner whose popularity behind the counter 
serves him in good stead over the wire. 

When a new line of merchandise comes in, 
this salesman is instructed to call up a selected 
list of customers and tell them about it. The 
personal element involved in a special telephone 
message helps to put across many a sale, and 
the cost of the telephone call is considered a 
small investment compared with the advertising 
value it represents. 

“The voice with a smile” can be used to 
great advantage by almost any storekeeper— 
over the counter as well as over the wire. 


Did you ever notice that sometimes failure 
develops a man quicker than success would ? 


Men are valuable just in proportion as they 
are able and willing to work in harmony with 
other men. 


Cut-rate tactics sometimes result in sellin’ 
lots of goods and makin’ a big showin’—but 
the profit is usually on the wrong side of the 
ledger at the end of the year. Some fellers 
think they’re in the swim when really they’re 
in deep water. 


OPPORTUNITY 

(A poet once wrote some very striking 
verses in which he asserted that Opportunity 
knocks at every one’s door but once. As this 
poem became quite celebrated another poet 
arose and wrote some equally striking and 
much more inspiring lines on the opposite theme. 
The latter writer was Walter Malone and his 
verses, which deserve wide recognition, are 
given below.) 

They do me wrong who say I come no more 
When once I knock and fail to find you in; 
For every day I stand outside your door, 

And bid you wake, and rise to fight and win. 

Wail not for precious chances passed away, 
Weep not for golden ages on the wane; 

Each night I burn the records of the day— 

At sunrise every soul is born again. 

Laugh like a boy at splendors that have sped, 

To vanished joys be blind and deaf and 
dumb; 

My judgments seal the dead past with its dead, 
But never bind a moment yet to come. 

Though deep in mire, wring not your hands 
and weep; 

I lend my arm to all who say, “I can.” • 

No shame-faced outcast ever sank so deep, 

But yet might rise and be a man again. 

Dost thou behold thy lost youth all aghast? 

Dost reel from righteous Retribution’s blow? 
Then turn from the blotted archives of the past, 
And find the future’s pages white as snow. 

Art thou a mourner? Rouse thee from thy 
spell; 

Art thou a sinner ? Sins may be forgiven; 
Each morning gives thee wings to flee from 
hell, 

Each night a star to guide thy feet to 
heaven. 


WHICH WAS THE WORST? 


A Kansas Hardware World reader tells us 
that one of their local editors was asked to 
leave the community as a result of a typograph¬ 
ical error in his report of the wedding of the 
mayor’s daughter. 

After exhausting his supply of large words 
about the “blushing bride,” he said: “The 
large elaborate bouquets of roses were punk.” 

The mayor demanded a correction and apol¬ 
ogy in the next week’s issue, all of which the 
the editor was glad to promise. 

The next issue contained: “We wish to 
apologize for the manner in which we disgraced 
the beautiful wedding last week. Through an 
error of the typesetter we were made to say, 
‘The roses were punk.’ What we wanted to say 
was that ‘the noses were pink.’ ” 
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WHAT CONSIDERATION DOES THE 
GOVERNMENT SHOW FOR THE 
AVERAGE MAN? 

(By C. V. Young) 

Mr. Speaker, honored legislators and all 
the lobbyists within the reach of my voice, I 
rise to interrogate: Just where does labor 
leave off and capital begin? Who looks after 
the rights of the disorganized you-an’-me pro¬ 
letariats in between. I belong to the majority 
party of the Men-Who-Pay-the-Bills, and I am 
getting sore on languid labor and corpulent 
capital. I don’t wear overalls and haven’t a 
silk hat! I can’t afford to own a yacht, and 
I can’t afford to go on a strike, although I have 
worked hard for twenty years. 

I have a family and I am more or less re¬ 
spectable. I pay my bills on the first of the 
month, likewise I pay town, state and national 
taxes. I have never been confined in a jail 
or in any institution supported by public funds. 

I am American born, with all the rights of 
citizenship, including protection—especially 
protection at home. I want to know what the 
government of the U. S. A., apart from political 
“necessities,” offers as a permanent and order¬ 
ly cure for these periodic eruptions of strikes. 
If capital is to blame, what’s the remedy? If 
labor is to blame, what’s the remedy? 

Or is the whole system rotten? Does the 
one squeeze the other when the opportunity 
comes, just because he can? I’m only the 
Man-Who-Pays-the-Bills. Yet I know my group 
of men is larger than the other two groups com¬ 
bined. I also know I’m the season-after-season- 
goat and I want to ask, “Does this government 
know I’m the goat and what are you going to 
do about it?” 

A bunch of boomers get a hold on the 
natural water resources and overcapitalize; I 
pay twice for water. That’s capital. When the 
weather turns cold, some coal miners in Penn¬ 
sylvania or Colorado decide to strike—I don’t 
know what for—and there isn’t any coal and 
my baby gets the croup and nearly dies. That’s 
labor. 

I’m not jealous of what they get, but I 
think I ought to get something besides the 
honor of paying the bills and suffering the in¬ 
conveniences. 

I want to know when this government, con¬ 
ceived in liberty, will give me a chance to plan 
my life just a little bit on a permanent basis. 
I can’t strike for a raise in pay—I have to de¬ 
serve it. I haven’t accumulated capital 
enough to live on without work, and I want to 
know sure what the price of eggs will be to¬ 
morrow morning. 

You know who I am. I’m the Average Man. 
I earn more than $1,300 a year, but not much 
more. I spend my salary for sane and sensible 
living. I have ambitions for my boy and girl, 
maybe a college education, and about every 


thirty days these two highwaymen, capital and 
labor, come along and hold me up! Whichever 
one wins, I lose, and I want a basis. 

I say economic theories are all hunky-dory, 
but a little common sense added ain’t so bad 
at that! I say sympathy is all right until we 
develop professional sympathy grabbers. I 
say that the unions are all right until they be¬ 
come offensive instead of defensive. 

I send my wife and kids on a vacation. Be¬ 
fore the vacation is half over I have to wire 
them to rush back because there is going to be 
a railroad strike. Their good time is spoiled 
because they might be injured on the way 
back, maybe with a brick or a derailment. I 
have to spend $100 to go to meet them. One 
hundred dollars—the price of a winter suit and 
a pair of socks. Why? Because this country 
knows how to organize a strike, but not how 
to disorganize one. 

And that’s my kick, gentlemen. I want to 
know what you are going to do for us fellows 
who own the cottages and the Fords and who 
don’t belong to the unions and don’t wear 
overalls and don’t own any banks. We buy 
what labor makes with capital’s profit tacked 
on, an’ I want to know where we get a square 
deal. 


ARMENIA’S WOODEN “CUTLERY” 

Hardware and cutlery made by the Armen- 
ian refugees now living on the edge of the 
desert, outside of Port Said, will doubtless be 
among the souvenirs brought home from the 
Near East by returning tourists of the future, 
for the shortage of raw materials of all kinds 
has led to the use of a comparatively little used 
material in the manufacture of these articles, 
according to the American Cutlery Bureau of 
Information. The artisans take the latest 
American knives and forks as their models. 

Lemon wood is being supplied to the refu¬ 
gees, who are being cared for by the British 
military authorities, to be carved by them into 
combs, knives, forks and spoons. The wood, 
being soft enough to carve easily, lends itself 
admirably to the new use, and some of the 
combs designed by the Armenians as hair orna¬ 
ments are richly carved. 

Most of the industrial work is done under 
the direction of the American Red Cross, which 
has established in the refugee camp schools for 
the lace makers as well as for the lemon-wood 
carvers of cutlery. Often the children show 
remarkable proficiency 'in both of these occu¬ 
pations, which have been practiced by their 
people for generations. An odd feature which 
always impresses the tourist is the flat backs 
and heads of all the children. This is not a 
congenital deformity, but is due to the national 
custom of strapping the babies to boards “so 
that their backs will be straight.” 
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HAS THE SUPPLY-DEMAND LAW 
STOPPED WORKING? 

In orthodox economics prices are supposed 
to be governed largely by supply and demand. 
If more of an article is thrown on the market 
than is wanted by purchasers, the price falls; it 
the market offers less than is wanted, it rises. 
In the first case producers compete for the 
few buyers; in the second, buyers compete for 
the reduced product. This presupposes, says a 
writer in The Scientific American, a certain de¬ 
gree of flexibility in both supply and demand 
by which an adjustment finally takes place. 
Now, just at present, he asserts, this flexibility 
is entirely wanting. 

There are, he says, “a rigid supply and an 
inflexible demand. 1 ' There are just as many 
customers for a high-priced article as there 
were when the price was low, and each wants 
the same quality. The price keeps going up 
until those who can least afford it are frozen 
out altogether. Is this a failure of the supply- 
demand law to function, or an instance of its 
working only too well? The writer protests 
that the former is the case. He says: 

“We should probably argue that when the 
supply is greater than the visible demand, an 
artificial demand must be created by making 
the price so attractive that, whether for invest¬ 
ment or for future needs, people will buy who 
would not ordinarily do so. On the other hand, 
if the demand is greater than the supply, the 
only way in which ten thousand articles can be 
made to go around among twenty thousand 
potential consumers is by elevating the price to 
such a point that half these people can not or 
will not meet it. 

Is the Demand Flexible? 

“Now this is very pretty indeed, this scheme 
which nature has worked out and bestowed 
upon man for creating a demand sufficient to 
absorb any excess supply, and equally for cur¬ 
tailing the demand in the interests of a re¬ 
stricted supply. But it will be noticed that in 
both cases the adjustment is made by manipu¬ 
lating the demand. The supply, apparently, is 
to be assumed fixt and immutable—at least un¬ 
til another producing season rolls around with 
its appeal to the producer to make more or less 
goods. When there is too great a supply, de¬ 
mand must be stretched; when there is too great 
a demand, again demand is to suffer the Pro¬ 
crustean process and be cut down. 

“In earlier and simpler days we have no 
doubt that this worked out very nicely. But 
today when we go through the motions of cut¬ 
ting down the effective demand, the effective 
demand simply refuses to be cut. We have a 
condition which appears entirely novel, in that 
the consumer refuses to adjust his wants to the 
visible supply. If shoes are so scarce that the 
price doubles, according to all the rules of the 
game the demand and the sales ought to be cut 


approximately in half. Are they? Emphatic¬ 
ally they are not. 

Buyers Violate Demand Law 

“The consumer of today is a light-hearted, 
merry soul. If he could buy his shoes for five 
dollars, he would presumably do so—save for 
the relatively few foolish folk who think that 
dollars and quality are synonymous. If he must 
pay ten for them, he kicks mildly—and pays the 
ten. If the price jumps to twenty—well, his 
protests may be more audible, more indignant, 
he may insist with greater vehemence than be¬ 
fore that the whole system is rotten and that 
something ought to be done about it—but he 
pays the twenty. 

“We are apparently the victims of an un¬ 
exampled and unexpected prosperity. Every¬ 
body has more money than he ever had before, 
and has so firmly acquired the mental habit of 
having money that the possibility never occurs 
of its future scarcity or of the desirability in 
spending it of asking for a fair equivalent. We 
see what we want and take it away with us—we 
may protest that the price has gone up inordi¬ 
nately, but we pay just the same. 

“In the other direction, when it comes to 
adjusting the demand so as to take care of over¬ 
production of certain lines, we are just as in¬ 
flexible. Of several grades of the same article, 
everybody insists on having the best and nobody 
will take the medium and poorer qualities, of 
which there is therefore a glut. 

Demand Must Be Adjusted 

“We talk about the law of supply and de¬ 
mand. Then we go right out to the butcher and 
the grocer and the drygoods store and arbitrar¬ 
ily refuse to give the poor old law a chance to 
function. If supply can't be immediately ad¬ 
justed and demand won't be, what can be ex¬ 
pected save prices that really will operate to 
freeze out entirely those whose resources are 
least? 

“Not until we begin to adjust our demand 
very generally and on a very earnest scale may 
we expect to see any material reduction in 
prices. If we will, as a nation, use old equip¬ 
ment of every sort until we have squeezed out 
the last drop of utility, and of the things that 
have to be bought, buy the very poorest grade 
that will approximate satisfaction, we may hope 
for price adjustments. But between a rigid 
supply and an inflexible demand, what adjust¬ 
ment can there be ? When an irresistible force 
meets an immovable obstacle, pity the poor fel¬ 
low caught between — and then stop to ask 
whether after all if it is not this fellow's ob¬ 
stinacy that makes the obstacle an immovable 
one." 


0 little Ben Zene, come blow your horn! 

You plow my meadow and hoe my corn, 

Till the hired men that I used to keep 
Look over the fence at my tractor and weep. 
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WHAT THE WORDS “IN FULL TO DATE” 
ON A CHECK AMOUNT TO 

I have from F. M. Timden, Dubois, Pa., a 
letter asking a question which many another 
business man is also asking: 

I use a special check in paying all invoices, salaries, 
etc. In addition to my printed name and business 
across the left end of each check, I also have a space in 
which to indicate what the check has been issued for. 
In this space is the word “For,” followed by a !»ne, 

thus: * * For. ’ 1 Now if in 

this space I fill in the world “Account in full to date,” 
which would then read: “For account in full to date , 99 
and the same is mailed to a creditor and accepted by 
indorsement and deposited, in due time returning to 
me through the bank ? will this not legally close the ac¬ 
count and thus constitute a full settlement as intended 
on my partf 

Or putting it another way, of what value if any is 
a notation on a check indicating the payment of in¬ 
voices due by inserting on the check date of same, or 
the words referred to, namely: “For account in full to 
date 9 9 1 

Not only this correspondent, but thousands 
of other business men of all shades and degrees, 
religiously print on the back of their checks, 
“In full to date,” or, “In full of all claims to 
date,” thinking that this saves them from any 
possible controversy over the account. But it 
doesn’t. Unless there has been some dispute 
over the account, such words on a check have 
no effect at all. If more is actually owed than 
the amount represented by the check, the cred¬ 
itor can sue for it and get it, even though he 
knows when he accepted the check that it pur¬ 
ported to be a receipt in full. 

Let us consider first cases in which there has 
been no dispute over what is due. The account 
between the parties is clear and straightfor¬ 
ward. The debtor either accidentally or by de¬ 
sign sends a check to the creditor for a smaller 
sum than that actually due, and marks it “In 
full of all claims to date.” The creditor ac¬ 
cepts it, banks it and gets the money. Later 
he discovers that the check doesn’t cover the 
account. He can get the balance in spite of the 
notation on the check. 

Or take another common case—where the 
creditor inadvertently sends the debtor a bill 
for less than is due. The debtor sees this and 
thinking to play sharp, sends a check for the 
incorrect amount and marks it “In full to 
date.” Here, too, the creditor can get the bal¬ 
ance, and the notation on the check is not a bar. 

This is under an old common law rule which 
existed everywhere until certain States modi¬ 
fied it. The rule can be stated thus: 

Where the debt or demand is liquidated or certain 
(that is, where the sum due is settled and fixea.-—E. J. 
B.), and is due, payment of the debtor and receipt by 
the creditor of a less sum is not a satisfaction thereof, 
although the creditor agrees to accept it as such, if 
there be no release under seal or no new consideration 
given. Payment of a less amount than is due operates 
only as a discharge of the amount paid, leaving the 
balance still due. and the creditor may sue therefor, 
notwithstanding the agreement. 

The reason for this rule is that the agreement is 
without consideration or void, as the debtor is under an 


obligation to pay the whole debt at the time, and the 
creditor is entitled to receive the whole. 

Under this it was formerly the law every¬ 
where that the creditor could get the balance 
of an undisputed debt, even where he had actu¬ 
ally agreed with the debtor in writing (though 
not under seal) to accept part of it in fulL He 
could override that agreement as if it had never 
existed, because it had no consideration. 

This rule has been modified in Alabama, 
California, Georgia, Maine, North Carolina, 
Tennessee, Virginia, Connecticut and Missis¬ 
sippi. In those States a debtor and a creditor 
can settle an undisputed debt for part of it, and 
they do not even need to do it in writing. But 
the law of all those States insists that both 
parties know what they are doing and intend 
to do precisely what they are about to. In none 
of these States would a simple notation on a 
check bind a creditor not to go after the bal¬ 
ance of an undisputed debt, the agreement be¬ 
tween them would have to go much further 
than that. 

It is therefore the law everywhere, with the 
possible exception of North Carolina, that a 
creditor who accepts a check bearing the afore¬ 
said notation, if the debt is undisputed, is not 
bound by it, but can get the balance. 

There are two exceptions to this which 
should be cited. First is where there is some 
consideration for the agreement to take less 
than the whole in full. For instance, A owes B 
$1,000, payable December 1st. Being in need of 
money, B goes to A on September 1st and says, 
“If you’ll pay me now I’ll throw off $100.” 
A agrees and pays him $900. That settlement 
is good, because it had a consideration, viz: 
paying the debt before it was due. 

The other exception is where an agreement 
to accept less than the whole in full is under 
seal. A owes B $1,000. There is no dispute 
about the amount. A offers $900 in full settle¬ 
ment and B, being somewhat in doubt as to A’s 
finances, or needing the money himself, accepts 
it. They then execute an agreement, and at the 
end of each signature put the scrawl which rep¬ 
resents “Seal.” That settlement will also be 
good, because it was under seal, and the seal, 
which is an insignia used for the purpose of 
solemnly binding the contract, gives it a legal 
consideration. 

Everything said so far refers to cases where 
there has been no dispute between the parties 
as to the amount of the debt. Where there has 
been dispute, and the debtor sends a check for a 
smaller amount than the creditor has contended 
was due, with a notation on like that under dis¬ 
cussion, the creditor, if he accepts it, is done. 
The law says then that the parties have made in 
effect a compromise agreement which must 
stand. Here is the law on those cases: 

Where a claim is unliquidated or in dispute, payment 
and acceptance of a less sum than claimed in satisfac¬ 
tion operates as accord and satisfaction. 
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DIFFERENCE BETWEEN A SALESMAN 
AND A WRAPPER BOY 

A man presents himself in front of the 
counter in a paint store. 

“Gimme thirteen gallons of light yellow 
paint and four gallons of white paint.’’ 

“Righto,” says the wrapper boy as he 
hands out the goods and names the* price. 

But a salesman—what does he do? 

“I judge from the colors, you’re going to 
paint the house,” he observes. “Good idea; 
can’t afford to have any wood or metal work on 
buildings going to decay nowadays; costs too 
much to replace them, eh? But haven’t you 
some gutters on that house that would be saved 
from rust by a coat of special rust inhibitive 
paint?” 

“By gosh,” replies the customer, “I forgot 
that. Glad you mentioned it. Gimme enough 
of that for about sixty feet of eaves troughs.” 

“Any fence around your house,” inquires 
the salesman. The wrapper boy doesn’t know 
there is any such thing as a fence. 

“Yes—why?” 

“Well, you know,” volunteers the salesman, 
“that house isn’t going to look as well as it 
should with a shabby old fence around it. You 
wouldn’t put a nice new picture in an old bat¬ 
tered, dingy frame, would you? Besides, 
fences and gate posts decay too, if not pro¬ 
tected by paint.” 

“Guess that’s right, too,” agrees the cus¬ 
tomer. “I have about two hundred feet of 
fence. What color d’yu think would look good 
with that yellow house with white trim, and 
how much will it take ? ’ ’ 

The salesman figures it up, suggests the 
color and sells the goods. The wrapper boy 
would have saved himself all this trouble and 
had time for another cigarette out in front. 

“Got enough now for your outbuildings?” 
asks the salesman, “or haven’t you any?” 

“Um, yes, I have a detached summer kitchen 
and woodshed,” says the customer* “but I 
wasn’t calculating on spending any money on 
that.” 

“Looks pretty good as she is, eh?” remarks 
the salesman. 

“No, don’t look any too good, but er—say, I 
guess what you said about that shabby fence 
and the old picture frame goes for that shack, 
too. It’s one story, tin roof, about 12x16. 
Might as well do this job right. Gimme 
enough more yellow and white paint for the 
walls and some red for the roof.” 

The salesman adds the cans to the pile. He 
has sold the man thirty per cent <nore goods 
than he expected to buy. A wrapper boy 
would have spent the time joshing the book¬ 
keeper girl so that she couldn’t work either. 

There's many a wrapper boy posing as a 
salesman and drawing a salesman’s pay in half 
the paint stores of the country. They are an 
expensive luxury for the boss to maintain. 


THE “MATTER WITH AMERICA” 

What’s the matter with America these days? 

Too many diamonds, not enough alarm 
clocks. 

Too many silk shirts, not enough blue flan¬ 
nel ones. 

Too many pointed-toed shoes and not enough 
square-toed ones. 

Too many serge suits and not enough over¬ 
alls. 

Too much decollete and not enough aprons. 

Too many satin upholstered limousines and 
not enough cows. 

Too many consumers and not enough pro¬ 
ducers. 

Too much oil stock and not enough savings 
accounts. 

Too much envy of the results of hard work 
and too little desire to emulate it. 

Too many desiring short cuts to wealth and 
too few willing to pay the price. 

Too much of the spirit of “get while the 
getting is good” and not enough of the old- 
fashioned Golden Rule. 

Too much discontent that vents itself in 
mere complaining and too little real effort to 
remedy conditions. 

Too much class consciousness and too little 
common democracy and love of humanity. 


AN OPEN SHOP * 

The labor unions of Chicago have purchased a 
cemetery, where only members of the union may be 
buried.—News Item. 

All his life in a union shop 
He’d daily earned his bread: 

They buried him in a union grave 
When the union man was dead. 


He had a union doctor, 

And he had a union nurse; 
He had a union coffin 
And he had a union hearse. 


They put him in a union grave 
When he was good and dead; 

They put a union monument 
Just above his head. 

And then he went to heaven, 

But to stay he didn't care; 

He kicked because he said that some 
Nonunion men were there. 

He went down to the other place, 
And there produced his card, 

Then Satan drew an earnest face 
And studied good and hard. 


And then he laughed, his hands did rub, 
Till he thought he’d never stop, 
“Lord bless my soul,” said Beezlebub, 
“Why, this is an open shop.” 
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N. A. PETRY CUTS IN ON CUT-OUTS 

The progressive hardware man can certainly feel a 
close kinship with N. A. Petry, for the story of N. A. 
Petry’s evolution from the hardware into the acces¬ 
sory field is only one superlative example of the devel¬ 
opment that every active and far seeing merchant has 
experienced. Of course, we have in mind the Western 
merchant, particularly, whereas N. A. Petry is an 
Eastern manufacturer, yet three thousand miles is not 
nearly enough to make much difference in this matter 
of seizing opportunities, seeing into the future and 
moving along with the development of the industry and 
conditions. N. A. Petry is President and Manager of 
the N. A. Petry Company, Inc., at Philadelphia, Penn¬ 
sylvania, manufacturers of automobile specialties, par¬ 
ticularly the Petry Cut-out. 



N. A. PETRY 

The Petry line is best known to the Western trade 
through their distinguished Western representatives, 
the Norman Cowan Company. One of the joint achieve¬ 
ments of Norman Cowan and the Petry factory this 
year was in making a carload shipment of cut-outs to 
fill western orders. Both Mr. Cowan and Mr. Petry 
believe in doing things in a big way, and both have 
done them, and are doing them. 

As we suggested before, N. A. Petry is an old 
hardware man. He is also a dyed-in-the-wool Phila¬ 
delphian, one of the wide awake ones. Surely the two 
go together, for Philadelphia can certainly lay claim to 
being a great hardware manufacturing center. 

It was with Yale & Towne that Mr. Petry was in¬ 
itiated into the hardware business. There he started 
as a lock maker and worked up through the factory and 
the organization until he was assistant sales manager 
in Philadelphia. Yet he left to be in some phase of the 
business that would allow his ability full expression, 
working along the way of independence. Thus for the 
last twenty years Mr. Petry can point out with very 
just pride that he has “been in business for himself/ 1 

While manufacturing hardware, he was early im¬ 
pressed with the importance and possibilities of the 
growing automobile industry, and as early as 1904 he 
entered the automobile accessory field along with the 
other pioneers. He was prominent in both manufac¬ 
turing and selling. For some years he had valuable 
experience in distributing the products of accessory 
manufacturers. 

When N. A. Petry & Company was founded in 1911 
it was as manufacturers’ agents and as a sales organ¬ 


ization. In 1916, four years ago, the Petry Company 
started manufacturing the present Petry Cut-out. The 
device was patented in February, 1917, and for the 
year 1917 the volume doubled. It doubled again in 
1918 and in 1919 the business was trebled. It is ex¬ 
pected that for 1920 the volume will again be trebled. 

Even in view of this phenomenal increase in busi¬ 
ness, the N. A. Petry Company has never caught up 
with its orders since it started. The present demand 
is the greatest in the history of the business. The 
growth m popularity of the Petry Cut-out in the West 
has not been different. Three years ago the cut-out 
was hardly known. At the present time practically 
every jobber in the trade handles the product. The 
carload shipment tells the story. 

Mr. Petry is a hard worker and a careful manager. 
He attends closely to his business and he knows every 
phase of it. His pleasant personality in meeting the 
trade and his vigorous, alert attitude make friends and 
business for him very naturally wherever he turns. 

Other officers of the Company include C. T. Smith, 
vice president, and Mr. Petry’c brother, F. J. Petry, 
the treasurer, who is a banker and broker in Phila¬ 
delphia. Theo. Hoffer is superintendent of the plant 
New Petry Ventilator 

Aside from the cut-out, Petry products include the 
Petry universal pedal for the muffler cut-out, accel¬ 
erator, exhaust whistle, horn, heater valve, etc., and 
the Petry ventilator. The ventilator is u new item in 
the Company’s line and has the double advantage of 
fitting every car and entirely ventilating the driver’s 
compartment. 

The ventilator fits right on the cowl, the base of 
the ventilator is bolted into the cowl to a sub-plate 
underneath. Thus, whatever the shape of the cowl the 
ventilator can be adapted to it and makes a finished, 
close-fitting, water-proof and dust-proof job. It has 
been proved under road conditions that the ventilator 
will change the temperature ten degrees in the driver’s 
seat. The price of the ventilator, including installa¬ 
tion tools, is only $5.00 to the consumer. 

In distributing Petry products, the West has been 
divided into three parts. The Norman Cowan Company 
handles the Far West. For the Rocky Mountain ter¬ 
ritory J. W. Yan Degrift, 627 Charles Building, Den¬ 
ver, Colorado, is sales representative. In Chicago the 
line is handled by the Gray-Heath Company at 1440 
Michigan Avenue. 


ENORMOUS SHIPMENT OF RAZORS TO 
SHEFFIELD 


According to the American Consul in Shef¬ 
field, foreign safety razors are enjoying great 
popularity in Sheffield. Sheffield turns out 
thousands of safety razors every day. Never¬ 
theless, its citizens still find it worth while to 
add a few foreign made ones to their collection. 
The American safety razor leads the list with 
sales of 200,000 dozen during the month of 
January during this year. Canada is second with 
a contribution of 60,000 dozen during the same 
month. The heavy preponderance of American 
safety razors is representative of the position 
of the American article practically all over the 
world. 

While in the past the majority of American 
cutlery exports consisted of safety razors, there 
has been noticeable in more recent times an in¬ 
creasing demand also for American table cut¬ 
lery, pocket knives and general cutlery, until 
last year only 40 per cent approximately of the 
American cutlery exports consisted of safety 
razors, while the rest was made up by general 
utility cutlery. 
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Fads and Fancies 

(By W. L. Clark) 


I T makes little difference these days which 
way one turns, for he is confronted on every 
hand with some individual with a remedy for 
the business and social disturbances, some pana¬ 
cea for all the ills of today. On the one hand 
we find the so-called “financial expert” who 
decries an inflated currency and insists that 
money is cheap simply because it is plentiful 
and the remedy therefor is to contract the 
currency. Meanwhile others insist that it is 
increased production we need. 

Labor, to the contrary, is loud in its de¬ 
mands for shorter hours and increased wages. 
So extreme have conditions become that they 
take the form of a “fad.” Such was the 
“overall fad”—in devotion to which many in¬ 
dividuals went into the market and purchased 
overalls in competition with the people who reg¬ 
ularly wear them, and have simply succeeded in 
making themselves conspicuous. They have not 
lowered the price of clothing or assisted in a 
solution of any of our extravagant ways of 
living. 

Again we find many well meaning people 
asking for the repeal of immigration laws. They 
are insisting that for some years to come we pre¬ 
vent aliens of all classes—whether desirable or 
undesirable—from entering this country. 

Begin With Yourself 

In all this confusion and the discordant 
voices of these self-appointed prophets, is there 
not some sane, practical, common-sense thing 
upon which we can all lay hold and practice in 
our daily tasks? Somehow or other we cannot 
but feel that everyone is attempting to begin at 
the top, or to settle for the nation, problems 
which would be more readily solved if each in¬ 
dividual applied himself to his own business and 
his own tasks. 

What surer method of increasing production 
than for each one of us to see to it that his own 
work is done more expeditiously and at the 
same time more thoroughly. What more certain 
plan of stabilizing values than the purchase, 
even in a limited way, of substantial securities, 
liberty bonds, or thrift-stamps—not from any 
patriotic sense but from the purely personal, 
selfish standpoint of saving and accumulating 
property, and in addition, the refusal to pur¬ 
chase luxuries and unnecessary articles of 
personal use or adornment at tremendously 
inflated prices. 

Quit Envying the Other FeUow 
What better method can be found of quiet¬ 
ing unrest and preventing, or at least reducing, 
labor turnover than for each one to cease envy¬ 
ing the other fellow. Why attempt to escape 
the particular vocation in which one now may 


be engaged ? It is better to set about making it 
a permanent, profitable employment—whether 
it be office, shop, factory or farm. 

Particularly is it important in this year, 
which will, before its close see a new President 
and Congress elected, that we distinguish be¬ 
tween truth and propaganda, between states¬ 
manship and anarchy, between education and 
agitation, between energy and unrest. 

Neither you nor I can settle these things for 
the whole country, for our neighbors, or for 
anyone but ourselves. We can, however, as 
individuals lay hold upon those fundamental 
principles of life and by our daily work and 
conduct do our share in correcting the situation. 

It cannot be done by agitation, publicity, 
politics, or pessimism but will be accomplished 
by common sense, industry, and frugality. 

PASSING OP FOUNDER OP BILLINGS & 
SPENCER 

Mr. Charles Ethan Billings, founder of the 
Billings & Spencer Co. of Hartford, Conn., was 
born December 5,1835, in Windsor, Yt. In 1852, 
when 17 years of age, he was apprenticed for 
three years to the Robbins & Lawrence Co., 
machinists and gun makers at Windsor. 

In 1856 he entered the employ of the Colt’s 
Patent Fire Arms Mfg. Co. of Hartford, Conn., 
as a tool maker and die sinker. In 1862 he 
received a contract from E. Remington & Sons, 
Utica, N. Y., to manufacture by the drop forg¬ 
ing process certain pistol parts, which up to that 
time had been made by old fashioned, hand 
methods. 

Completing the contract, he returned to 
Hartford in 1865 and accepted the position of 
superintendent for the Weed Sewing Machine 
Co. In 1869 he became associated with Chris¬ 
topher M. Spencer, they subsequently organiz¬ 
ing the concern which is now the Billings & 
Spencer Co. 

He was president of the company from its 
organization until five years ago, when he re¬ 
tired from the active management. His death 
occurred Saturday, June 5, 1920, in his 85th 
year. 

For many years Mr. Billings gave personal 
supervision to the manufacture of the products 
of the company, and to this fact may be at¬ 
tributed the present high quality of the several 
lines of manufacture. He invented many of the 
articles which are now being manufactured. 


Excess is an 3 rch enemy of success. 

The fellow who isn’t fired with enthusiasm 
is apt to be fired. 
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High Cost of Loafing On the Job 


W E are confronted by a condition, not a theory. Prices are high, and show 
tendency to go higher. Wages are high, with an upward trend. When prices 
rise, wages must follow, when wages go up, prices must keep pace. The wage- 
earner demands that prices drop while wages remain stationary or even con¬ 
tinue to go up; the employer of labor has about given over hope of declining 
wages, but insists that prices must rise while wages stay put. 

And between the two millstones right in the dead center of the vicious circle 
are some millions of salaried workers who call upon Heaven to witness that 
whatever happens they must pay, says the Saturday Evening Post. 

To the demand for a solution of this puzzling mess there are many answers. We 
are not going to invade the field of the economist to venture an opinion upon the 
thousand and one panaceas that have been put forward, for we are not at home 
in that field. But there is one proposition which can be supported without any 
knowledge of the mysteries of economics; one that is mathematical in its simplic¬ 
ity, direct in its bearings, and clearly within our field. 


Apply This to Yourself 

If we hire a boy to pick blueberries at a dollar a day, and he picks ten quarts, 
the cost is ten cents per quart. If he doubles his output he cuts the cost to five 
cents. If he knocks off in the middle of the day to go swimming, and reports 
at quitting time with only five quarts, the cost goes up to twenty cents a quart; 
and if he himself comes round the next day to buy blueberries, he may kick at the 
price based on this figure, but he must pay it. 

All this is plain enough. There is no reason why the application of the prin¬ 
ciple in other fields should not be equally plain. If a linotype operator or a lathe 
hand or a carpenter or a railroad repair man or anybody else in the world loafs 
on his job and thereby cuts down his production, he automatically increases the 
cost per unit of his product. If he is working for the Government he may not 
thereby increase its price to the consumer—which means himself and everybody 
else; but even the Government, while it doesn’t have to earn its keep, has to meet 
its deficits, so he at least raises taxes—his own and everybody’s else. 

In no uncertain terms Mr. Wilson pointed out to the railroad men that the 
remedy for high prices is not decreased production. His remarks had to do with 
production decreased through organized refusal to work at all; they are just as 
applicable to individual refusal to work, to work full time, and to work effect¬ 
ively. The world faces a shortage of every manufactured article, and at the 
same time a shortage of labor. It is perhaps natural, now that there are more 
jobs than men, for the worker to relax his efforts. It is understandable that he 
should feel that he need not hustle and that he is not going to hustle. But there 
will not be lower prices until he gets rid of that feeling. 

No Lower Prices Until Each Banishes Such Ideas 


The.law of supply and demand is still doing business at the old stand—even 
in Russia, where it was officially abolished. If demand exceeds supply, prices 
must rise until demand drops to a level with supply. The only way you can pos¬ 
sibly make 100 pairs of shoes go around among 200 prospective buyers is to put 
the price where half the buyers can’t reach it. On the other hand, if supply 
exceeds demand, prices must fall until they attract new buyers to swell the de¬ 
mand. 
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If the world is short of sugar and shoes, steel and wool and copper, auto¬ 
mobiles and ships and houses, coal and wheat, the remedy does not lie in produc¬ 
ing less of these things. This is plain to the point of absurdity when thus put 
down in black and white; in practice, where it can be obscured by a hundred 
considerations which really have nothing to do with the matter, it may not 
always be so plain. It is always true, however, and always inescapable. 

There is just one way to force prices down under present conditions—that is 
for us all to pitch in and produce so much of everything that at the same time 
prices can and must go down. Cut the cost and boost the supply and prices must 
drop. But as long as we go on cutting the supply and boosting the cost by loaf¬ 
ing on our jobs, prices will hold their upward course. 


H. B. BURLOW RAISED ON SIMPLEX 
JACKS 

“A jack for all trades” might well be the 
motto for the Templeton-Kenly Company of 
Chicago. There is hardly a well informed mem¬ 
ber of any trade who does not know Templeton- 
Kenly jacks. They not only go to the hardware 



H. B. BURLOW 


trade, but to the machinery trade, the automo¬ 
bile trade, the miners, railroad men and logging 
workers. 

Sales Manager H. B. Burlow can well be 
referred to as a “Jack King” or perhaps better 
as the Ace of the Templeton-Kenly organization, 
for it is he who is responsible for the sales of 
Simplex industrial jacks to the automobile and 
equipment trade, and it is he who comes in con¬ 
tact with the hardware buyers. He has just 
made a complete circle of the western trade, 
attending the convention at Del Monte, and 
calling on every distributor and representative 
of the Templeton - Kenly Company west of 
Chicago. 


For the last few years, the Templeton-Kenly 
Company has been handicapped by its war work 
and by industrial conditions. During the war 
the Company turned out ordnance and track 
jacks for the War Department, and it is only 
now that the Company can again handle its 
private trade adequately. 

Mr. Burlow can well be proud of the fact 
that there are from thirty to forty jacks in the 
complete Simplex line and that the Templeton- 
Kenly jack is the only one in which drop forg¬ 
ings are used. The fact that the Company has 
been manufacturing railroad jacks for many 
years and specializes and concentrates on jacks 
is ample guarantee of the thorough-bred super¬ 
iority of the automobile jacks now produced. 

In its sales policy the Company maintains a 
strict allegiance to the jobber and the jobbing 
trade, and deals directly only with those houses 
who carry an ample stock and sell for resale. 

Representing Simplex jacks in the West as 
well as in the South are Sanford Bros., with 
offices at Chattanooga, Tennessee, and San 
Francisco, California, as well as in Chicago. 


IMPERIAL VALLEY COMPANY BUILDS 

One of the western institutions whose growth has 
been phenomenal is the Imperial Valley Hardware 
Company, with its home office at El Centro, California, 
and branches throughout the Imperial Valley. The 
development of the Imperial Valley, in the southeastern 
part of California, has been very rapid and the growth 
of the Imperial Valley Hardware Company has kept 
pace with the growth of the community. The com¬ 
pany does both a wholesale and a retail business and 
has branch stores throughout the territory. 

Typical of the growth of the institution is the new 
building into which the company is just moving. The 
first unit has just been completed and the business 
offices and some of the stock have beien moved into this 
first section, while the remainder of the building is 
being constructed. In this new building the company 
will have a frontage of seventy-five feet on the main 
street and will be housed in a class A structure with 
two stories and a mezzanine floor. President Geo. W. 
Anderson and Secretary Loward P. Meyer wiU have 
their offices on the mezzanine floor in the rear. Wo 
hope to publish a full description of the new store 
with pictures in a later issue. 
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AN INCOME TAX SCHEME TO BEWARE OF 

(Copyright by Elton J. Buckley) 

In connection with the making up of busi¬ 
ness men’s income tax returns, a scheme is being 
worked by insurance solicitors which, if fol¬ 
lowed, may get the business people who do it 
into trouble with the government. Since hav¬ 
ing trouble with the government is not pleasant, 
particularly when it takes the form of an in¬ 
dictment for attempting to defraud the govern¬ 
ment of tax, I think I had better say something 
about the scheme and how it is being worked. 

* Most readers hereof know that under the 
government’s uniform regulations, ordinary in¬ 
surance premiums paid by an income tax payer 
are not deductible from income. In other words, 
you can’t charge them up as expense. There 
are several regulations on the subject. Regu¬ 
lation 33, No. 1,908, Sec. 109, provides that 
premiums paid for life insurance by the insured 
are not deductible, and a second regulation 
provides that when officer, or valued employe, 
for the benefit of the business, the premiums 
even then are not deductible where the person 
or a business takes out insurance on the life 
of a partner, or whose life the policy is placed 
is directly or indirectly a beneficiary. He al¬ 
ways is a beneficiary when his business is, and 
therefore in the usual case premiums on such 
insurance are not deductible as expense. 

On the other hand, where an employer, as a 
benefit to his employes, insures their lives under 
group insurance, the premiums are deductible 
as expense. So for obvious reasons can fire 
insurance premiums be deducted where the in¬ 
surance is on business property. 

Now the scheme I am about to describe is 
over the following recent regulations (Sec. 214 
(a), Article 101, Business Expense): 

A taxpayer who borrowed money for business pur¬ 
poses and was required to take out life insurance in 
favor of the lender as security for the loan, is entitled 
to deduct the premiums paid for such insurance as a 
business expense under Section 214 (a) 1 of the Revenue 
Act of 1918; however, the premiums will cease to con¬ 
stitute a business expense upon maturity and payment 
of the loan. 

This regulation is sound because when life 
insurance is given as security for money owed, 
or for an unpaid account, as is often done, it is 
just as much a business expense as interest 
paid on money borrowed from the bank. But 
clever insurance men, who think they see in this 
a chance to get some new business, are going to 
the business houses and saying, “Here is a 
chance to take out some life insurance and 
charge up the premiums as business expense. 
All you need to do, when you get the policy, is 
to turn it over to your bank, or anybody else 
you borrow money from, as security, and that 
entitles you to consider the premiums business 
expense. When you pay that loan off turn the 
policy over to some other creditor in the same 
way.” 


Now, I agree that this is possible and legal— 
if the bank or other creditor asks in good faith 
for the policy as security. When that happens, 
the transaction comes squarely within the pro¬ 
visions of the above regulation. But when the 
bank or other creditor hasn’t asked for the 
policy as security, and has no need to, or where 
it should do it merely because the borrower 
asked it to in order to further the scheme, then 
the thing is a fraud on the government. More¬ 
over, it would be a very easy fraud to prove. 
If you are a business man who needs to borrow 
regularly from somebody, as most business 
houses do, and your collateral is not sufficient 
without it, you have already been asked for in¬ 
surance security for the loan. If your assets 
are good enough without it, then you don’t need 
to give the policy as security, and the minute 
you do it the government may accuse you of 
forcing additional (and unnecessary) security 
on the creditor merely so you can charge the 
premiums up as expense. 

Such a fraud would stand out pretty clearly 
where the facts are as I describe, and it is quite 
conceivable that if the government prosecuted 
the defendant might get a prison sentence. You 
see, the only penalty in such cases is not merely 
being required to pay a tax on the amount held 
out, together with a small penalty. It is (in 
case of fraud) a heavy fine or a sentence in jail. 


SARGENT COMPANY TO ADOPT THE UNIT 
SYSTEM. OF PRICING 

Owing to the many price changes that have affected 
their entire line, Sargent & Company, New Haven, 
Conn., have found it necessary to issue a revised price 
list applying to their general hardware catalogue. 

In making this revision, thev have decided to put 
into effect the unit system of pricing (or decimal sys¬ 
tem, as it has also been called) and all prices are there¬ 
fore based on that system. Most of the items are 
priced by the single piece, but where this is not prac¬ 
ticable the goods are priced by the hundred. Articles 
that are naturally used in pairs are priced by the pair 
and those which are used in sets are priced oy the set. 

The advantages of this system oi pricing have been 
shown by articles that have appeared in the trade 
papers and in discussions at various hardware conven¬ 
tions. It has met with the favor of many merchants as 
a method which will save time, reduce labor and lessen 
the liability of error in sales and accounting work by 
simplifying the mathematical operations necessary to 
arrive at a price. 

The change in the pricing unit necessitates a change 
in the packing unit. The company is therefore plan¬ 
ning to change the number of articles packed in a box 
from dozens and grosses or fractions thereof to the 
most suitable quantities of which 100 is a common 
multiple, careful attention bein? given to the nature 
of the goods and the requirements of the trade. With 
a line so large and varied as that manufactured by the 
company it will not be possible to put this change into 
effect at one time but the new packages will be put 
into use as rapidly as possible. In the meantime or¬ 
ders will be filled with the packages heretofore used. 

This change has been made after careful considera¬ 
tion and it is the belief of the company that its ad¬ 
vantages will become more and more apparent and its 
benefits will be appreciated as the trade becomes ac¬ 
customed to the new method. 
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ONE OUT OF EVERY 100 PEOPLE IN U. S. 
EARNS LIVING BY RETAILING 

“In other words, there are more people in 
retail selling alone than in any other line of 
endeavor, except agriculture. Yet, after twenty 
years roll around, out of every 100 who have 
embarked in retail store-keeping, less than five 
still have their names over the door,” said a 
speaker at a recent convention. 

Cans* of Failures 

“The financial agencies show that 15,000 
retailers fail each year, and 85 per cent of them 
—12,250, did not advertise! 

“Yet, the outstanding reason for the failure 
of more than 50 per cent of these was over¬ 
buying. 

“Over-buying means too much “stick 
stock.’ 1 

“Now, if profits lie in quick turnovers, and 
failures are avoided by having money in the 
bank—and advertising will not only dispose of 
surplus stock but also bring in the money to put 
in the bank—you can see not only the advisa¬ 
bility but also the absolute necessity of adver¬ 
tising. 

“Some of you remember when there were 
practically no mail order houses. 

“Some of you remember the time when all 
the mail order houses put together (and it was 
less than 10 years ago) did not do 4 per cent of 
the retail business in the United States. 

“How do they stand today? 

“Of the $15,000,000,000 worth of retail busi¬ 
ness done annually, the mail order houses do 
$1,500,000,000—10 per cent. 

“And how do they do it? 

They Advertise! 

“The mail order houses and the department 
stores who advertise do more than 25 per cent 
of all the retail business done in America and 
their proportion is growing all the time. Yet, 
altogether they only represent 30,000 of the re¬ 
tail stores in the country—or about 3 per cent. 

“That’s why I say 4 Advertising’ is that force 
which puts ‘The busy into Business’ and the 
‘sing’ into merchandising’—and takes the ‘sin’ 
out of both. 

“There is something in your store that is 
bigger than the store—bigger than the building 
—bigger than the merchandise. You will find 
it mentioned at the very beginning of the 22nd 
Proverb: 

“ ‘A good name is more to be chosen than 
great riches.’ 

“Some of you wear ‘Regal’ shoes. 

“The Regal Shoe Company estimates its 
name as being worth $2,500,000. 

“Some of you wear ‘Hart Schaffner & Marx’ 
Rothes. 

“It is a ‘little thing to look for but a big 
thing to find,’ that little fellow sitting on horse¬ 
back, blowing a horn. 

“Do you know what tune he is playing? 


. “He is playing $15,000,000. 

“Some of you wear ‘Arrow’ collars. 

“Cluett, Peabody & Company estimate their 
good name as being worth $18,000,000. 

“Some of you smoke ‘Ligget & Meyers’ to¬ 
bacco. 

“Their good name is worth $39,000,000. 

“Other may smoke ‘American’ tobacco 
products. 

“Their good name is worth $54,099,430. 

“F. W. Woolworth & Company, Ten-Cent 
Stores’ figure their good will at $50,000,000. 

‘ ‘ What is your good name worth ? 

“How do you stand in your community? 

“The point I wish to make is this: 

“Instead of shrieking ‘Sales—Sales—Sales’ 
—instead of eternally pounding on your mer¬ 
chandise and laudiqg your values—devote a lit¬ 
tle space to calling attention to your store; to 
your name; to your policies—you will be build¬ 
ing infinitely more permanence to your estab¬ 
lishment and its standing in the community. 

“You would be less apt to fall among those 
95 out of every 100 who go out of business in¬ 
side of 20 years.” 


1300 YEARS BEFORE CHRIST THIS EGYP¬ 
TIAN KING KNEW ADVERTISING 

Rameses II threw a stone into the Nile and 
sighed. 

He had spent his whole life fighting and 
had licked all his neighbors. He had added 
many shekels to his treasure vaults. But that 
was not enough for Ram. He wanted his fame 
to outlive his mummy. 

‘ ‘ But how ? ’ ’ mused the great Pharaoh. The 
royal printing press was not yet invented and 
the palace house organ was out of tune. 

“I have it,” quoth Mr. R. 

He called together all the stone masons in 
the kingdom, and they chiseled his deeds of 
valor in rock and set it up where all might see. 

Some people may call this history, but it 
wasn’t. It was advertising. 

This was four thousand years ago. Now 
Rameses has a cigarette named after him. Ad¬ 
vertising did it. 


Jane Addams was crossing the ocean once 
and, having been ill herself, started to sympa¬ 
thize with an Irishman in the second cabin, who 
apparently was having a very active time. 

Laying her hand gently on the Irishman’s 
shoulder, Miss Addams cried: “I am very sorry 
you are so ill, my good man. Your stomach is 
only weak, that’s all.” 

“Wake stummick nawthin,” answered the 
Irishman. “Oi’m throwin’ as fur as eny man 
on this side of the ship, mum.” 


You do not expect reservations to be made 
in your salary, why make them in your service ? 
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HACK SAWS AND THEIR USES 

(An interesting and helpful booklet of 64 pages, 
published by The L. S. Starrett Company, Athol, Mass. 
Copies sent free on request.) 

“The beginning of all wisdom in the practice of 
Hack Saw Thrift is to comprehend fully the many fac¬ 
tors that enter into the production, purchase and use 
of hack saws—they all have their influence as regards 
the result.” 

To not only define these factors, but to explain 
fully their practical application to shop work, is the 
purpose of “Hack Saws and Their 1186,“ from which 
the preceding paragraph is quoted. 

Though the hack saw is one of the most common 
tools, it is also one of the most misusedi This is partly 
owing to the general belief that “anyone can run a 
hack saw,” and partly because heretofore there have 
been no really practical books on the subject. Books 
on lathes, planers, shapers, millers and other machines 
are plentiful, but the man who would gain a thorough 
knowledge of hack saw practice^ could acquire it only 
in the school of experience—a lengthy and expensive 
method. For this reason, this new publication is a 
much-needed and very welcome addition to the litera¬ 
ture of the machine shop. 

The making of hack saw blades is the first subject 
discussed. The book explains how the composition of 
the steel affects the blade’s cutting qualities, and 
touches upon the proper methods of heat treatment and 
tempering. 

It takes up next the question of hack saw teeth, 
their proper set, shape and pitch, and how each of these 
factors affects the efficiency of the blade. Diagrams 
show the different shapes of teeth—standard, positive, 
negative and hook—and demonstrate ^ust how each is 
affected by wear. Pitch, and how it is determined by 
the size, shape and kind of material cut, is also given 
its proper share of attention. 

An interesting feature of this part of the book is 
an explanation of how hack saw teeth cut, and why 
the “Standard” type of tooth, with its vertical cutting 
face, which always “bites” into the work at the same 
angle regardless of the amount of wear, is preferable 
to teeth of other shapes. 

The slope of the back face also “has a direct effect 
upon the durability of the blade and its total output 
of work. When a saw becomes worn, the ends of its 
teeth are flattened or rounded. As the area of contact 
with the work increases, the pressure necessary to make 
the saw bite increases. The strain of the increased 
pressure must be borne largely by the back face of the 
tooth. “Eventually this flattened area will become 
so great that it is impossible to apply sufficient pres¬ 
sure to make the saw cut without breaking the blade. 
Consequently, the amount of work that can be got from 
a saw depends largely upon the volume of tooth avail¬ 
able for wear before this limiting area of contact is 
attained.” ; 

From this explanation, too, wa see the importance 
of gradually increasing the pressure as a blade be¬ 
comes worn. Pressure is such a vital factor in effi¬ 
cient cutting that it fully deserves the prominence 

f iven it in this book. It is the factor which is most 
irectly under the control of the operator, and every 
hack saw user who wishes to get the utmost service 
from his blades, will find the recommendations as to 
pressure given in “Hack Saws and Their Use,” of 
great value. 

The proper starting weights for one make of blade 
have been carefully worked out and are given in a 
Hack Saw Chart. This chart, based upon the division 
of materials into nine different classes, lists the pitch, 
gage and dimensions of the blades which practice has 
shown to give the best results with each sort of stock, 
both in hand frames and power machines. Owing to 
variations in the composition of even the same class of 
materials, it has been found impossible to fix any abso¬ 
lutely definite pressure, but the weights given are suf¬ 


ficiently accurate to provide a working basis from 
which to start. 

The importance of gradually increasing the pressure 
after the first cut, is strongly emphasized. No matter 
how nearly correct the weight is when the saw is 
started, more pressure must be added after a certain 
number of cuts have been made. This not only reduces 
the time per cut to a point within the limits of effi¬ 
ciency, but also adds to the life of the saw. 

The book also brings out the danger that lies in 
applying insufficient pressure at the beginning of a 
series of cuts. “Better too much weight than too 
little” is the conclusion arrived at after a long series 
of tests to determine the effect of various pressures on 
the life and efficiency of blades. 

Charts and diagrams are freely used to make every 
point clear. These charts illustrate the results obtained 
by both flexible and all-hard blades with varying com¬ 
binations of pressures and speeds, with and without 
lubricants. 

In these tests, it was proved that the liberal use of 
water or “compound” (never oil), except on iron cast¬ 
ings, increases the cutting life oi blades at least one 
hundred per cent. Greater speed may also be used than 
when cutting dry. 

Directions for making tests of blades are given, 
which will enable hack saw users, if they* so desire, to 
conduct a series of experiments to determine the blades 
which are best suited to their requirements. Such 
tests as these aid in devising systems for figuring cut¬ 
ting costs. 

Cost per cut is taken as the only true measure of 
hack saw efficiency and output, and tables are given 
to assist users in finding exactly what they are paying 
out in hack saw costs. These tables take into account 
not only the cost of blades, but the outlay for labor 
and overhead as well. 

“Hack Saws and Their UBe” is a book for practical 
men, written to meet the requirements of every day 
shop practice. Buyers and users of hack saws, no 
matter how broad their experience may be, will find 
it very profitable reading. 


DISPLAY HIGH SCHOOL WORK IN THEIR 
WINDOW 

A successful show window display of the best work 
Qf the vocational department of the local high school 
was recently held by the Northwestern Hardware Com¬ 
pany at Bellingham, Washington. There is, of course, 
an intimate connection between the hardware business 
and the tools and materials used in the vocational 
department of high schools all over the country. 

At the close of the term, the Northwestern Hardware 
Company arranged with the instructors in charge to 
hold a contest for the best work of the year on the 
part of the pupils. The best product in each of the 
lines of workmanship included in the course was ex¬ 
hibited in the Northwestern Hardware Company’s show 
window. 

Samples of wood turning, blacksmith work, pattern 
making, machine work, machine shop work and machine 
drawings were displayed, as well as articles and finished 
products involving the different processes. By co-oper¬ 
ating with the instructors at tne school, the North¬ 
western Hardware Company secures a market for the 
disposal of many tools and appliances and also gets the 
students into the habit of using their store and of re¬ 
garding it as a center of activity in the community. 

Furthermore, all members or the community are 
proud of the work done in the high schools and a cer¬ 
tain dignity and prestige is reflected on the merchant 
who exhibits the works done by the pupils. 


The Central Hardware Company of Hollywood, Cali¬ 
fornia, has purchased the former hardware business of 
W. S. Turley of the same place, and will operate it as a 
branch of their present business. James Langroise will 
be in charge of the new store. The main business is 
located at 6673 Hollywood Boulevard. 
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GET YOUR CUSTOMERS TO GIVE THEIR 
BABES A WEIGH 

Most hardware men were babes once. There 
are a few exceptions, but most of them have had 
babies—in their family, and perhaps this need 
not be necessarily written in the “past” tense, 
neither. Who can tell what the future may 
have in store for them and their friends? 

Most hardware merchants overlook the op¬ 
portunity to sell scales. They generally sell 
them only when called for. They make no real 
effort of their own initiative. Here is a sugges¬ 
tion every merchant can use in promoting the 
sale of scales. Send out to your mailing list of 
customers a card on which is neatly printed 
the following table of weights that babes should 
weigh at certain ages. 

This card may be made the basis of a neat 
enclosure, having the merchant’s advertising 
and address, with the suggestion that he can 
furnish scales not only for babies, but for people 
of all ages and for every purpose. 

This is an idea that the live merchant will 
know how to follow up without further sug¬ 
gestion. 

Lots of people are putting up with old re¬ 
frigerators which are eating their heads off in 
the ice they use. A refrigerator demonstration 
will pay if yon actually demonstrate that gap¬ 
ing seams, leaky linings, and sagging doors are 
all a menace to pocket-book and health. 


AIN’T LIFE FINE TODAY! 

Sure this world is full of trouble; 

I ain’t said it ain’t. 

Lord! I've had enough and double 
Reason for complaint. 

Rain and storm have come to fret me; 

Skies were often gray; 

Thorns an’ branches have beset me 
On the road, but say! 

Ain’t it fine today? 

What’s the use of always weepin’, 
Makin’ trouble last? 

What’s the use of always keepin’ 
Thinkin’ of the past? 

Each must have his tribulation, 
Water with his wine. 

Life, it ain’t no celebration. 

Trouble! I’ve had mine; 

But today is fine! 

It’s today that I am livin’, 

Not a month ago ; 

Havin’, losin’, takin’, givin’, 

As time wills it so. 

Yesterday a cloud of sorrow 
Fell across the way; 

It may rain again tomorrow; 

It may rain—but say! 

Ain’t it fine today? 



WEIGHING THE BABY 


The new baby should be weighed once a week 
during the first two months, then every two 
weeks until one year of age, then once a month 
during the second year. 

Weight is an excellent indication of the 
baby’s state of nutrition. If it does not gain 
for several weeks, something is probably wrong. 
The baby is either not getting enough food, or 
not digesting its food properly, or is not sleeping 
enough, or getting enough fresh air. 

A baby should gain during the first four 
months, about half a pound a week, from four to 
six months about one-third a pound a week, and 
from six months to a year, abont a quarter of a 
pound a week. 

Here is an average schedule of weight devel¬ 
opment : 

Pounds 


7 days old .. 

2 weeks old. 

3 weeks old. 

4 weeks old. 

2 months old 

3 months old 

4 months old 

5 months old 

6 months old 

7 months old 

8 months old 

9 months old 

10 months old 

11 months old 

12 months old 


7 

6 % 

7% 

8 

9% 

11 

12 % 

14 

15 

16 

17 

18 

19 

20 
21 


The loss of a half-pound during the first week 
is explained by the fact that the mother’s milk 
does not come until the third day, and as it 
should, as a rule, have nothing but water until 
then, it loses about half a pound, but gains its 
first birth-weight back usually by the end of the 
second week, and if properly nourished gains 
steadily afterwards. 


MANAGES BRIER HILL SALES 
AT CHICAGO 

The Brier Hill bteel Co. announce that John D. 
Caldwell has been appointed district manager of sales 
in the Chicago territory. Mr. Caldwell is succeeding to 
the position vacated by their former district manager, 
Joseph A. Reed. Mr. Caldwell has been assistant to 
Mr. Keed for a number of years and is well known to 
the buyers throughout the Chicago territory. This 
promotion comes as a deserved recognition of his 
ability. _ 

Bluemle & Gibson, the enterprising hardware mer¬ 
chants of Huntington Park, California, have opened a 
branch store at Lynwood. 
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CONFESSIONS OF A SALESMAN—GETTING 
THE DEALER STARTED 


t When I first started to sell goods 
on the road I had the false impres¬ 
sion that to sell properly, I must keep 
up a rapid-fire line of conversation. 
I had heard people say, “He would 
make a good salesman, he can talk 
so long and well.” From this remark I gained 
the impression that a person to be a successful 
salesman should be persistent, talkative and 
aggressive. 

Today I know better, that is, I know all the 
qualities above must be possessed, but in mod¬ 
eration. The lesson was driven home by the 
following incident. 

I was selling a line of builders’ supplies, 
which were in strong demand; in fact, it took 
little salesmanship to sell the line, for the simple 
reason that the goods were well advertised in 
trade journals and in the limelight of publicity. 
I went merrily on my way selling almost every 
dealer until I formed the impression that deal¬ 
ers simply must have my goods. 

All went as merry as a wedding bell, until I 
struck a small town in Ohio, in which was lo¬ 
cated a dealer who had lately acquired the 
stock, fixtures and good will of a dealer who 
handled another line of hardware. 

Here, I thought, was my chance to show the 
newcomer how much at fault his predecessor 
was by not stocking up with my line of goods. 
When I called upon him I found him deep in an 
inventory. It seemed as if he wanted to know 
how much he had overpaid for the goods on 
hand. I did not trouble him at first, as I saw 
it would be useless. So with a polite word or 
two I left and called again the next day, only 
to find him still deeper in the work. 

On the occasion of my next call, however, I 
opened up my line of sales talk, but the mer¬ 
chant did not take kindly to my suggestions, 
but I kept on driving my pleas home. I said, 
“I simply want to get you started.” On this 
call I could not induce the man to “get start¬ 
ed/’ and I did not want to leave town without 
making another attempt to place my line before 
another salesman would come along and secure 
the account. Next day I was back again and 
spent a full half day trying to nail my man, 
but he kept putting me off no matter how many 
times I said, “I want to get you started.” 

About 5 P. M. I thought the merchant was 
weakening under my rapid-fire talk and that 
I had him, for he got down from a step ladder 
and said, “So all you want is to get me started, 
is it? You have spent two days trying to let 
me tell you you have at last succeeded. First, 
I am going to start with you. You get started 
at once to find the door, before I start, for if I 
start first you will not be able to start, and the 
next time you come into this store when I am 
busy, don’t start me again. Now start.” 


His method of “getting started” took my 
breath away, but I learned a valuable lesson 
and one which has caused me to be more careful 
in the future, not to be over insistent, cut out 
the rapid-fire talk and use better judgment 
when a man says he is busy. 


YOUR ABILITY IS YOUR CAPITAL 

To get a proper view of your salary is to 
compare it with the interest on money invested. 
If the average conservative investment be at 
5 per cent, then a man whose personal efforts 
warrant a salary of $3,000 a year has the same 
income he would have if he had $60,000 invested. 
If he gets an increase of $1000 a year, he has 
increased his capital 33 per cent and draws an 
income equal to an invested capital of $80,000. 

There is no question that ability without 
money-capital is better than money without 
ability. The progressive man is often able to 
increase his earning capacity more than the 
man of money without ability could hope to 
increase his capital in the same length of time. 

If a man getting $60 a week improves his 
ability so as to get $80 as the result of a year’s 
improvement, he has made a living and virtually 
cleared $20,000 to add to his capital. Some 
business enterprises with $60,000 invested 
would be considered prosperous if they could do 
as well. 

Opportunity for self-improvement is open to 
every man. The salaried man who has big ideas 
as to what he would do if he were at the head 
of a business of his own would do well to con¬ 
sider his ability as his business, with a capital 
of twenty times his annual salary, and so utilize 
all his good intentions in the effort to improve 
his talent by practicing on the business in which 
he is now engaged. 


CUTLERY EXPORTS ON BASIS OF 
$24,000,000 A YEAR 

During the month of March cutlery valued 
at $2,000,000 was exported and the total export 
value of cutlery for the first eight months of 
the U. S. fiscal year has already reached $8,675,- 
000, which is $3,620,000 over the figures of the 
same period of last year and nearly doubles the 
performance of the first eight months of the 
fiscal year 1918. The cutlery makers find it 
very difficult to fall in always with the demands 
of their foreign customers, as they have their 
hands full to satisfy the growing demands of 
the home market. Every effort is made to in¬ 
crease the volume of production until it is large 
enough to take care of the requirements of the 
domestic and the foreign markets. 


The most terrible death in the world is that 
caused by the disease called, “Dry Rot,” where 
men die standing up and continue to walk 
around. 
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60% to 80% Profit For 
the Dealer Who Handles 
This Perfect, Easy 
Working, Non-Sticky 
Wall Paper Cleaner. 


U.S 


NT h-e* 1,9 


VWyn^fS? %<+ 




The Largest Seller 
on the 

World’s Market 
Today 


tasom« 


cleans 

Wall paper 

AND 

Window shaoc 5 

jHr, D ^CADY MIXED 


Pnt Up in 14-os. Cans, 
Packed 3 Dozen Cans to 
Fiber Case. Also Packed 
in 20-oz. Cans and 10-lb. 
Pails. 


Can Be Ordered in 
Various 

Quantities to Suit 
Tour Needs 


The Fastest Selling Specialty for the Paint Dealer 

EACH CAN OF AB80RENE THAT LEAVES TOUB STOKE 
WILL maitf. THE BUYER HAPPY—AND HE’LL PURCHASE MOKE 

The dealer who handles ABSORENE has the support of an intensive na¬ 
tional advertising campaign to the consumer, educational in scope and 
continuous thruout 1919 and 1920. 

Our practical “dealer helps”—the sterling quality of the product—the 
convenient size of the package—the liberal profit, make ABSORENE the 
ideal seller for the paint man. 

LITHOGRAPHED SHOW CARDS PACKED IN EVERY CASE 

Write your jobber or direct to us for our liberal dealer proposition 

HRH, THE TWIN SISTER TO ABSORENE 

When you sell a cleaner that takes drudgery out of housework—that 
does work in half the time with half the effort, and does it better—in 
short, whenever yon sell HRH you gain a satisfied cnstomer and friend. 

HRH, like ABSORENE requires only introductory selling effort on 
your part. It is extensively advertised and is known everywhere as the 
most effective cleaner on the market today. Live dealers everywhere 
sell HRH because it is a real profit and trade builder. 

Packed in 10 and 15c cartons. Three dozen in a case. 

In bulk, 300-lb. barrels and 100-lb. drums. 

KEEPS ITS STRENGTH FOB YEARS 

Sold by Jobbers everywhere. Window Trims and other direct advertising for both on requa 
If your Jobber can’t supply you, we will, direct 

ABSORENE MFG. CO. 

ST. LOUIS, U. S. A. 
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General Manager Pitkin Tells One of 
A. Baldwin & Co.’s Secrets 


A MONG the great hardware institutions of 
the South and the Southwest none has 
been more important in 
the development of the trade 
and in the furtherance of the 
best business principles than 
A. Baldwin & Co., of New Or¬ 
leans, Louisiana. 

Established in 1822, A. 

Baldwin & Co. have years of 
experience and square dealing 
behind them so that the insti¬ 
tution is regarded as solid and 
exemplary not only by their 
customers, but by the entire 
trade of the United States. 

The Cut Keen trade mark of 
the A. Baldwin Co. has been 
established as one of those 
brands that stands for quality 
and honest performance wher¬ 
ever it appears. 

It is but natural that the 
character of any institution of 
the type of A. Baldwin & Co. 
should depend upon the in¬ 
dividuals high in its manage¬ 
ment. No matter what the 
size or the history of any 
organization it must depend 
upon the active men for its 
life and for its business policy. 

General Manager W. M. Pitkin of A. Bald¬ 
win & Co., is one of these individuals who is 
responsible for the continuance of its good name 
and fame. For thirty-three years Mr. Pitkin 
has contributed to the reputation of A. Baldwin 



w. M. PI T KIN 

General Manager of A. Baldwin A Company, 
New Orleans, Louisiana, and a prominent 
officer of the Southern Hardware Jobbers 
Association. Mr. Pitkin’s success has been 
founded on hard work, and he has favored 
us with a word of advice to young men just 
entering the hardware business. 


& Co., and necessarily he has come in contact 
with every phase of the business. As is the case 
of so many of the men who 
have arrived at the top in the 
hardware world, Mr. Pitkin 
began at the bottom. He has 
held practically every position 
in the institution and so knows 
the business, the internal 
workings, and the company’s 
trade thoroughly. 

From his wealth of experi¬ 
ence, and after these thirty- 
three years of hard work of 
conquering obstacles and of 
constant solving of problems, 
Mr. Pitkin’s summary of his 
experience will be most valu¬ 
able and interesting to every¬ 
one of our readers: 

“From the beginning to the 
moment in which this is writ¬ 
ten, the fact stands out as 
bright as a star that no in¬ 
formation worth while, no ad¬ 
vancement, nor education in 
business is accomplished with¬ 
out real hard work. Hard 
work is the greatest educator 
for one’s mental, moral and 
physical condition, and is 
worth more than all the text 
books in the world.” 

The secret of Mr. Pitkin’s success, the secret 
of the growth and standing of A. Baldwin & Co., 
the secret of any strength or growth in the busi¬ 
ness world is hard work, real hard work. 


CHARGES MISUSE OF NAME INDIA MAKES TEXAS CONNECTION 


The McElrath Tire & Rubber Co., a new tire con¬ 
cern located in Ravenna, Ohio, has been allowed a 
temporary injunction restraining The McElrath Build¬ 
ing Co., also of Ravenna, from using the word “ Mc¬ 
Elrath ’ ’ in connection with its business. 

In the application for injunction, the plaintiff al¬ 
leges that there is no person by the name of McElrath 
; connected with the defendant company and that the 
adoption of the name was “an artifice calculated to 
produce and to perpetuate a fraud both upon the public 
and plaintiff . 99 

Judge A. S. Cole granted the temporary injunction 
; under bond of $5,000. Milo E. Evans, secretary of the 
plaintiff company, swore to the petition. 

The McElrath Tire & Rubber Company is now 
erecting a large factory in Ravenna and it is expected 
that production of the McElrath tire will get under 
way within a few months. 


That the automobile accessory trade is becoming 
important in Alaska is evidenced Dy the fact that Paid 
Behrendt of Juneau is erecting new quarters to house 
his machine shop and automobile accessory establish¬ 
ment. 


Of interest to the tire trade is the announcement of 
a distributing connection recently established in Dallas, 
Texas, by The India Tire & Rubber Co., of Akron, 
Ohio. The new concern is known as The India Tire 
Co., of Texas, and its territorv embraces practically 
all of the Lone Star State. It is understood that this 
new distributing point immediately takes over more 
than a million dollars’ worth of the India produet. 
G. T. Lownsberry, widely known in the tire trade, is 
vice president and general manager of The India Tire 
Co., of Texas, with T. E. McLarty, a prominent Texas 
automobile man, as president of the organization. 
McLarty is in charge of the distribution of Nash cars 
throughout all of the Texas territory. 


A recent feature window display by the Baldwin 
Hardware Company at Klamath Falls, Oregon, showed 
a real honest-to-goodness working kitchen with flap 
jacks on the table, suds in the washing machine and a 
cook at the range. It is reported that the display not 
only sold hardware but contributed to the custom of 
local grocers and fuel merchants. 
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Silver Bond Silica 25% added to Pure White Lead and Pure Lineeed Oil increases the 
life of the paint and prevents chalking, peeling and blistering. 

33% Silver Bond Silica and 65% Pure White Lead thinned with Flatting Oil produces a beautiful 
soft tone, sanitary finish. Will stand severest washing test. 

SILVER BOND SILICA is as smooth and fine as white lead—and mixes easily on account of 
its extreme fineness. 

Prices F. O. B. Tamms, Ill. 

6 barrels—I ^c per lb. 1 barrel— 2%c per lb. New paper lined barrels extra. $1.25 each. 

350 pounds to the barrel. 

Vary Important —Write today for “Silica Catechism", it contains valuable formulas for mixing 
your own better paint at lower cost. 

Golden Yellow Ochre insures superior results because of its strong and clear tinting 
qualities. It is the Peer of all American Ochre and is very finely ground to a smooth, even texture. 

Prices F. O B. Tamms, Ill. 

6 barrels— 2%c per lb. 1 barrel—3c per lb. New paper lined barrels extra, $1.25 each. 

300 pounds to the barrel. 

Natural Gray Ochre is a natural, not a compounded co'or, producing beautiful fine 
gray tints of any shade desired. Very finely ground and strong in tinting qualities. 

Prices F. O. B. Tamms, 111. 

6 barrels—l^c per lb. I barrel—2J^c per lb. New paper lined barrels extra, $1.25 each. 

350 pounds to the barrel. 

Danish Gilders Whiting is superior to the English Cliff stone Whiting for Kalsomine, 

Fresco and Putty, because it is finer and more carefully prepared in grinding. 

Prices F. O. B. Tamms, Ill. 

6 barrels— 1 J^c per lb. 1 barrel—2J^c per lb. New paper lined barrels extra, $1.25 each. 

350 pounds to the barrel. 

Send us your next order—Buy direct. 

flocks of Silver Bond Silica carried in New York. Cleveland. Kansas City. Los Angeles. Chicago and Tamms 

Tamm/ Silica Co. 




STOCK EXCHANGE BLDG 

CHICAGO. IL L 

MINES 6 MILLS 
TAMMS,ILL 

IflHCAT. Ar»4U«:<?> 
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Demonstrating the AutoStrop 
Razor is ssrvic § to the customer 


One of the biggest secrets 

of retail success 

What the manager of a big retail organization discovered 
about the value of the <( little things” in building sales 


AutoStrop Rosen ull themselves 
when the salesmen knows hew to 
demonstsete them. Show the 
customer how the blade opens for 
cleaning like the leaf of a kook- 
how the same lever that releases 
the blade also adjusts it for close, 
medium or Ught shaving 


T HE head of a chain of 
eleven retail stores, who 
has increased his business 
in four years from $750,000 to 
over $4,000,000, sums up the 
secret of success in the following 
words: 

*‘ Store personality — that's 
the keynote of everything we've 
done. Whether it's ash trays 
placed in convenient spots about 
the store for the men, rest rooms 
for the women, or any other 
detail of service to customers, 
we have found it's always the 
‘little things' that count most. 
It's the ‘little things' on which 
customers judge the business as 
a whole." 

Attention to the various 
“little things" of a business 


is only another name for 
the biggest word in retail 
merchandising—SERVICE. 

It is service to the co mmunit y 
for a dealer to standardize and 
specialize on nationally 
advertised, fast-selling lines 
that mean rapid turnover and 
quick profits — to concentrate 
on those products that he 
himself believes in, is 
enthusiastic over, likes to stand 
back of, fight for if need be. 
When your store is “sold” on 
a product in this way, it is easy 
to sell it to others. 

It is this new kind of service 
that enabled a dealer out in 
Iowa to take in $6,000 in less 
than two years on sales o£ 
AutoStrop Razors. 



















] The selling power 
| of a real 
j demonstration 


These are practical business 
building ideas that have proved 
their worth with other dealers. 
Try them out. 

Watch the advertising 

Here is another way to give 
your store personality. Watch 
for the AutoStrop advertisements 
when they come out in Collier's 
Weekly, the American Magazine, 
Literary Digest, Red Book, Life, 
Cosmopolitan and American 
Legion Weekly. Cut them out— 
mount them on a card and display 
them with your AutoStrop trims. 
Besides serving as a good tie-up, 
these advertisements will show 
your customers that you are a 
live, up-to-the-minute dealer. 

Our advertising campaign this 
year is the strongest we have ever 
run. Ads like those on the right 
will appear in a total of 320 
newspapers, covering every trade 
center in the United States—in 
addition to the magazines listed 
above. The story of the 
AutoStrop Razor will reach a 
total of 45,000,000 people. We are 
pushing right ahead—will you be 
with usf 

Write for our merchandising 
plan and other dealer helps. We 
can help you to duplicate the 
success you have just read about. 

AUTOSTROP SAFETY RAZOR j 
CO. / 

New York 

Toronto London Paris / 


No matter what a man comes 
into this dealer's store to buy, the 
talk is led around to shaving 
economy and the AutoStrop Razor 
-—then for a real demonstration: 
The customer is shown just how 
the AutoStrop Razor strops itself 
*—just how it is adjusted instantly 
for a close, medium or light shave 
—how easy it is to insert a blade 
when a new one is desired. 

Then follows the most important 
part of the demonstration— the 
talesman gets the customer to handle 
the razor and strop it himself. Nine 
Cut of ten men are immediately 
interested. 

Other successes 

A dealer in New Jersey has 
made his store known for miles 
•round as “ Razor headquarters. , ' 
His plan is a simple one—offering 
•n AutoStrop Razor free to anyone 
who could make the stropping 
mechanism cut or injure the.strop 
while restoring the edge. 

A Pacific Coast dealer gives an 
AutoStrop Razor free to any Coast 
League baseball player hitting a 
home run at the local park. He 
has established himself as a “live 
wire” in the cutlery business, and 
his trade in all lines is increasing. 


/lutcrStrop 


sharpens itself 
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REACHING WOMEN THROUGH WINDOWS 
AND PRESS 

(By John Hardy, Honeyman Hardware Co.) 

It does not take a keen observer to note that 
the hardware store is essentially a “man's” 
store. There's a dearth of women's trade in 
the average hardware store that should not be. 

The lack of women shoppers is easily ex¬ 
plained when we consider that the department 
store is essentially a “woman's” store and no 
doubt it will largely continue to be so in the 
future. 

The hardware store is entitled to women's 
trade as well as the department store, at least 
in part, if the hardware dealer cares for their 
business. 

What Is the Remedy? 

The average hardware dealer is a mighty 
poor user of printers' ink. In other words, he 
does not do much newspaper advertising nor 
does he do much in the way of “cut” or special 
prices. 

Now, of all things, women like to read ads, 
especially if something is to be sold at a reduc¬ 
tion price. The department store offers these 
every day of the week, and furthermore offers 
the woman everything she needs from base¬ 
ment to garret, all under one roof, thus saving 
her much extra tramping to purchase the same 
goods at specialty stores. 

It is no easy task, therefore, to draw her 
away from the lure of the department store. 

Loam from the Department Store 

Without any doubt, department store meth¬ 
ods in newspapers and show window advertising 


capture a large proportion of a city's business. 
If the hardware dealer wishes to successfully 
compete he must adopt their methods even if it 
be in but a minor way. 

First, he must do more newspaper adver¬ 
tising, not by small inconspicuous advertise¬ 
ments but by ads large enough in size that they 
be not lost or buried in the avalanche of ads 
that appear each day in our daily papers. 

Don't presume from this that he is to adver¬ 
tise each day of the week. Experience has 
taught the writer that this cannot be done. 
But come through when you do with an adver¬ 
tisement that can be seen or you will waste 
your money. 

Sales Windows Draw Trade 

If newspaper advertising does not appeal to 
the hardware dealer, his only recourse then is 
through show window advertising. There is his 
only chance to secure a fair share of woman’s 
trade. 

No hit and miss plan of window displays 
will draw trade. Nothing but a straight-from- 
the-shoulder system of window display will 
land the business. Follow the department store 
methods in making up displays if necessary. 
Make your windows so attractive that the 
passer-by will be impelled to examine its con¬ 
tents carefully and in detail. 

Display goods from each department, such 
as tools, builders' hardware, stoves, kitchen¬ 
ware, sporting goods, etc., and make special and 
strong appeals on seasonable goods. 

Get the public to talking about your show 
windows and what you have for sale. Your 



Whatever John Hardy of the Honeyman Hardware Co., Portland, undertakes is always well done. 
Although a young man, Mr. Hardy has had the benefit of the most splendid training. His associates are 
men who believe thoroughly that 4 4 genius is the capacity for taking pains. ’ 1 That Mr. Hardy is a genius, 
anyone who has seen any of his window displays will admit. 

Here is another one of those high grade H. H. H. windows, which is, of course, Honeyman, Hardware, 
Hardy. There are ample goods in this window to illustrate variety of lines, yet it does not have that crowded 
appearance which is so fatal to a first class window. 
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1IE very newest of modern methods of maim- N 
^ ^ facture endow Higgins Quality Springs for 
Replacement with strength sufficient to meet 
the severest demands of modern day motor traffic. 

Especially designed machines have superseded 
the hammer and anvil manner of production—giving 
an accuracy of shaping and tempering impossible 
heretofore—and service strength never before attained. 

This increase of quality in quality that for years was 
as the highest attainable degree of merit—means increase 
for those who deal in Higgins Springs. 

Our policy of sales is unique. _ 

a service is given that is unquestionable in the merchand 
I —a cUan-cut and a square deal to all 
I advantageous points. This mean 
l service to the dealer and user. T1 
1 satisfied—a w r ell established and 
I and price. 

V Jobbers and Dealers who real 

I desire a connection whicn will_ 

I business should write us immediatelv 


RACINE, WTS 


South America 
Representative 


By distribution through Jobbers '% . 

-- -—Jising of accessories \r ^ 

Our Springs are stocked at the most 
stocks to draw from, with better 
io handle the Higgins line are always 
t of trade built upon service, quality 

ize the value of this method of merchandising—who 
enable them to create a permanent, ever growing 


C. J. P. LUCAS 
Galeria Guenes 
558-559 
Buenos Aires 


Be pure to a.«k 
for Booklet 
called “Why 
Higgins Qual¬ 
ity Sp r i n gs 
Are Better.” 
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display must be of the “ continuous perform¬ 
ance” order, not spasmodic. Let your prices 
compare favorably with the department store. 
A combination of high grade window displays, 
some newspaper advertising and a fair com¬ 
parison of prices will bring its reward in 
increased business. 

Mr. Hardware Dealer, it’s up to you to 
grow or stand still. “Take my advice, roll up 
your sleeves and go to it.” 


LANTERNS INCREASE EGG PRODUCTION 

A great stimulus to the sale of gasoline lanterns is 
the discovery that good artificial light in hen houses 
during the winter months increases egg production. 
This opinion is expressed by officials of the Coleman 
Lamp Company, which has its main offices and factory 
at Wichita, Kansas. 

It is stated that dealers all over the country have 
made many sales of gasoline lanterns to poultry raisers 
for the purpose of lengthening the hen's working day. 
Acting upon the success of the experiments conducted 
at Cornell and Purdue universities, and other institu¬ 
tions, poultry growers have tried artificial lighting of 
their hen houses during the winter months with gratify¬ 
ing results. Consequently, it is thought that the sale 
of gasoline lanterns to poultry farmers will be con¬ 
siderably increased during the coming autumn. 

Such eminent poultry authorities as James E. Rice, 
professor of poultry husbandry, Cornell University, and 
Prof. Luther Banta, of the poultry husbandry depart¬ 
ment, Massachusetts Agricultural College, attest the 
great value of artificial lights in the hennery. Leading 
poultry journals and farm papers have shown the 
methods and the results of such experiments, and 
many illustrated articles picture the Coleman Quick- 
Lite Lantern being used. A unique feature of the 
poultry show recently held in Wichita was a hen-house 
lighted with Coleman Quick-Lite Lanterns. 



The above window display of the Honeyman Hard¬ 
ware Company of Portland, Oregon, was made during 
the Shrine Convention, held there recently, and was a 
beautiful piece of work. The scimeter and crescent and 
the fixtures outside of the easel and letters were made 
entirely out of Spinner blades in the following colors: 
nickel, copper, brass, black and aluminum. Tne easel 
was six feet high. The trimmings were made with 
crepe tissue paper in the Shrine colors, viz: Red, yellow 
ana green. The lights corresponding in color. The effect 
at night time was very beautiful, owing to the reflection 
of the colored street lights. The display was installed 
by Adolph Woelm of the Sporting Goods Department. 



Here is a trade bringing window and it applies equally as well to getting the women's trade as it does 
the men's. It is one of these Stop, Look and Buy windows, for which the Honeyman Hardware window dis¬ 
plays have become known. Merchants elsewhere can well pattern after this window, which is featuring the 
Hardy Combination Running Board Box, of which John Hardy is the inventor, and which is having a large sale. 

Further particulars of this Hardy Combination Running Board Box is to be found elsewhere in this issue. 
Merchants are having a large sale on them. 

Pinitberi hvCjOOQlC_ 
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Protected Profits in Tire Merchandising 

The Tire Dealers 9 Side^of It — No, 3 


‘ O (JCCESS in quality tire merchandising 
^ depends largely on adequate protec- 
^ tion against ‘subway competition.’ 
The wise dealer secures this protection by 
getting exclusive distributing rights in his 
own district. ” 

Converse dealers have these exclusive Profit-Pro¬ 
tecting rights. • 

This is just one of the ten sound busi¬ 
ness planks in the Converse Dividends-for- 
Dealers Platform. To learn the other nine 
planks of this profit-getting platform, 
write for 

Dividends for dealers 

A Story with a Wallop 


22V 




Converse Rubber Shoe Company 

MALDEN, MASS. 

Service Branches : — 

300 Amsterdam Ave., N. Y. 618 W. Jackson Blvd., Cliicago 
801 Bolyston Street, Boston 

Exclusive Distributors: — 

The Potter Hoy Hardware Co. Stauffer, Eshleman & Co., 

Bellefonte, Pa. New Orleans, La. 

Nash Hardware Co. railing. Me Caiman Co. 

Fort Worth, Texas Portland, Ore. 

F. F. May Hardware Oo. Stowe-Shaw Rubber Co. 

Washington, D. 0. 1319 8. Figueroa it. 

McGowln-Lyons Hardware k Ij0# Angeles, Cal. 

Supply Co. Mobile, Ala. Charles A. 8haeffer 

Sloes k Brittain, 77 Beale 8U, 7 We#t ./L*. m a 

San Francisco, CaL Kansas City, Mo. 
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TAKE TIME TO KNOW YOUR MAN 

“Eat a peck of salt with a man before you trust him.** 

This is such a busy age that we Americans 
are inclined to take folks at their face value— 
to be too trusting. This gives the unprincipled 
person a chance to take advantage of us when 
perhaps we least expect it. 

We had an example of that very thing be¬ 
fore the war. Then we thought everybody was 
a good fellow and every nation a nice neighbor. 
One day we awoke to discover that we had been 
.terribly hoodwinked. It isn't a pleasant dis¬ 
covery at any time] 

A man who is going into business and medi¬ 
tating taking a partner, went to his lawyer to 
talk the matter over. The lawyer put to him 
a few terse, crisp questions and waited without 
making any remarks, for his client to give the 
answers. This was the type of questions which 
the man of law desired to be informed upon: 

How long have you known Jones? 

How did you meet him ? 

What has been your impression of his in¬ 
tegrity during this period of acquaintance ? 

What is your estimate of his business 
shrewdness ? 

Mention a few specific incidents upon which 
you base this estimate. 

What do you know of the previous record of 
Jones? 

Have you had the details of this record from 
anyone other than Jones himself? 

What, in your opinion, are Jones’ strong 
points ? 

Is he a promoter or a care-taker? 

Will you be two of a kind, or will each prove 
a complement to the other? 

Are you informed as to the expansiveness or 
frugality of Jones’ habits? 

Is he a good mixer? 

Does it cost him a lot to do this mixing ? 

Are you as well acquainted with Jones and 
his natural tendencies as you should be with 
those of the young woman you would be willing 
to marry? 

Are you positively informed of Jones’ finan¬ 
cial rating? 

How is he regarded by the business men who 
have dealt with him? 

Is he easy to get along with ? 

What are his personal habits? 

By the time the lawyer had put these and a 
few other questions, his client had made up his 
mind that he really knew mighty little about 
Jones. In fact, it dawned upon him that Jones 
had appeared in town a few months previously 
and had taken his place as a man of affairs, but 
no one knew much about him or his previous 
history. 

In the meantime, our friend decided to wait 
and to do a little quiet investigating. This 
didn’t seem to suit Jones, for he got someone 
elso to hook up with him in a business deal. 


Affairs went on swimmingly for this firm of 
Jones & Janes for some months, then the part¬ 
ners began to have trouble. The situation be¬ 
came tense and strained. At the end of two 
years, Janes found himself facing both a ner¬ 
vous and a financial breakdown, and after much 
difficulty and heavy loss, withdrew from his 
entanglement with Jones. He would have been 
better off if he had waited to eat a peck of salt 
with this man before he placed himself in his 
powder. 

It isn’t that we are to be suspicious of others, 
but here as elsewhere, it is wise to “Know—not 
guess,” for knowing is safety, and guessing is 
a gamble. 

As the old Hebrew was wont to say to his 
offspring, “My son, enter*thou into no hasty 
contracts.” This is good advice. It is the ad¬ 
vice which the lawyer gave our friend and 
which saved him much distress of mind, an 
unfortunate business association, and a heavy 
loss of money. A proposition or a person who 
will not stand looking up, had best be let alone. 

“OH DEATH, WHERE IS THY STING?” 

A Chicago banker recently wrote to a friend 
in reply to a letter asking how he, the banker, 
was getting along. The letter was as follows: 

“I have been held up, held down, sand¬ 
bagged, walked on, battened out and squeezed. 
First by the United States government for fed¬ 
eral war tax, the excess profit tax, liberty 
bonds, thrift stamps; for state, county and city 
taxes; the capital stock tax; merchants’ li¬ 
cense and auto tax, and every society and or¬ 
ganization, whatever I may or may not possess. 

“From the Society of St. John the Baptist, 
the Y. M. C. A., the Old Women’s Relief, the 
Navy League, the Red Cross, the Black Cross, 
the Double Cross, the Isolation Home, the Dor¬ 
cas Society, the Long Hair Relief, Belgian Hare 
Relief, etc., etc., ad infinitum. The government 
has so governed my business that I don’t know 
who owns it. 

“I am inspected, suspected, examined, and 
re-examined, informed, required, restrained and 
commanded, so that I don’t know who I am, 
where I am or why I am here. 

“All I know is that I am supposed to be an 
inexhaustible supply of money for human need, 
desire or hope of the human race, and because 
I will not sell all I have and go out and beg, 
borrow or steal money to give away I have been 
cussed, discussed, boycotted, talked to, talked 
about, lied to, lied about, held up, hung up, 
robbed and nearly drained; and the only reason 
I am clinging to life is to see what in hell is 
coming off next.” 


The Marine Hardware Company at San Pedro, Cal¬ 
ifornia, reports a flourishing trade, particularly along 
marine paint lines. The company is having particular 
success with Ot.ello paint, a new product that is said 
to take the place of oil paint at about half the cost. 
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TIRE/ 

mean tire insurance 

W HEN the chance comes to get 
through that opening—it is 
gas and tires that count 

The full-measured service of ground 
gripping HARTFORD TIRES has 
held the motorist’s confidence for 
y ears —he knows that he can depend 
upon HARTFORD TIRES for a 
lively “pickup”—that HARTFORD 
TIRES insure him against loss of 
traction, side slipping and high 
maintenance cost. 

Add your customers to the long list 
of satisfied Hartford users. 
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Hartford Rubber Work* Company 

1790 Broadway New York 
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t MAKES FRIENDS FOR KEYSTONE 
1 REAMERS 

l Geo. H. Wilkins, president of the Geo. H. 
\ Wilkins Company of Chicago, Illinois, took 
i advantage of the recent Automobile Accessory 
[ Convention at Del Monte for a general tour of 
jj the West and Northwest in the interest of the 
\ Keystone Reamer and Tool Company, of Mil- 
lersburg, Pennsylvania. 

The Geo. H. Wilkins Sales Company handle 
; the sales for Keystone reamers in the western 
half of the United States, and Mr. Wilkins 
f officially represented the company at the Del 
Monte convention. At the important points on 
- the Pacific Coast, Mr. Wilkins found a friend 
? and guide at every office of the Sprake Sales 

■ Company, for it is through the Sprake Sales 
( Company that the far western business on 
' Keystone reamers is handled. 

\ Mr. Wilkins is one of the most important 
j authorities on reamers in the United States, 
and has been connected with some of the largest 
.j reamer manufacturers during his many years 
> of study and experience. 

| Keystone reamers have become well and 
, favorably known to tool buyers and mechanics 
i in general in the West, especially since the sales 
; have been handled by the Sprake Sales Com- 
\ pany. However, the trade was especially glad 
: to meet the representative of the company and 
; we know that his experience in seeing western 
1i conditions first hand and familiarizing himself 
; with the western field will be mutually helpful 
I and beneficial to the Keystone Reamer and Tool 
•; Company, the Sprake Sales Company and the 
trade in general. 

The Chicago office of the Keystone Reamer 
■j and Tool Company, where Mr. Wilkins makes 
his headquarters, is at 180 North Market Street. 

i - 

TWO LIVELY PAINT SPECIALTIES 

In Absorene and its twin sister HRH, merchants 
have found two paint specialties that move fast, bring 
v repeat orders and satisfied customers, especially among 

• housewives, and show a generous turnover. Both of 
these cleaners are the product of the Absorene Mfg. 

f Company at St. Louis. 

Absorene has been so named because it absorbs dirt. 

: It is especially designed to clean wall paper and window 
shades, and as stated in the company’s announcement 
elsewhere in this issue, the dealer who handles this 

■ cleaner can show a 60% to 80% profit on the sales. 

: The manufacturers cooperate with the dealers with 

national advertising, dealer helps, displays, and a 
product-tnat attracts attention and especially appeals to 
the women customers. Absorene is conveniently packed 
( in 14-ounce cans, and is packed three dozen cans in a 
i fibre case. It may also be obtained in 20-ounce cans 
: or 10-pound pails. 

» Those who handle Absorene of course ought to know 
•' more about HRH, its twin sister. HRH is especially a 
paint cleaner and is packed in cartons to retail at ten 

• cents. Three dozen of these cartons come in each case. 

The two products of the Absorene Mfg. Company 
; are handled by jobbers almost universally, but the 
manufacturers will be glad to forward information 
1 direct upon application. Orders will, of course, be 
’ referred to territorial distributors where they exist. 



MEETING H. B. MATTHEWSON 

As the importance of the hardware trade in dis¬ 
tributing automobile accessories in the West is more 
and more felt, accessory buyers for the various western 
institutions assume more and more prominence in the 
field, and their abilities and influence are universally 
recognized. Among such departmental heads who know 
the field and are leading figures before the trade is 
H. B. Matthewson, in charge or the accessory depart¬ 
ment of Dunham, Carrigan & Hayden Company. 

Mr. Matthewson is no newcomer to the automobile 
accessory field. In fact he received his training with 
Chanslor & Lyon Company and this experience alone 
speaks for itself. Some months ago he took over the 
management of his present department and its steady 
increase in volume is testimony to his wise, alert 
guidance. Mr. Matthewson is a close student of the 
automobile accessory industry and he is closely in touch 
with new goods and the changing conditions of the 
market. 

Thousands of western merchants who have learned 
that when they do business with such a house as 
Dunham, Carrigan & Hayden Company their wants will 
be earnestly and carefully taken care of. They may 
know that in the accessory field their interests will be 
thoughtfully guarded by Mr. Matthewson at the head 
of his department. He will be pleased to offer special 
advice and suggestions to any merchant who is just 
putting in an accessory department and his experience 
along this line will make his counsel invaluable. 


A TIP TO AUTO ACCESSORIES DEALERS 

Do you know that the tar removers you 
sell to motorists with which to clean up their 
machines after a battle with newly tarred roads 
is also one of the best things obtainable for 
taking ordinary house paint off glass? Those 
who have cleaned the windows of a new house 
or a newly painted house will appreciate this. 

If accessories dealers will advertise their 
line of tar removers for this purpose, they will 
soon find themselves serving customers who do 
not own an automobile and never expect to 
own one. 


Listening often pays better than talking, 
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FENDERS 


For Ford Cars 


Peerless Fenders are built to 
fit all models of Ford Cars: 


No. 16 fits cars up to and in¬ 
cluding 1916 model Fords—No. 
17 fits 1917 and later models. 


Retail Price $30.00 

Per Set 


Dealers who have not shared in this 
wonderful replacement business, should in¬ 
vestigate it. It means a better business 
and more profits. Ask your jobber or 
write for complete catalogue on PEER¬ 
LESS PRODUCTS FOR FORD CARS. 
Address Department 14. 


THE CORCORAN MFC. CO. 

Manufacturers of 


Peerless Radiators, Tool Boxes and Commercial 
Fenders 


SECTION AVE. NORWOOD 
CINCINNATI 


The Peerless Fender is con¬ 
structed as an exact duplicate 
of the Ford Fender—they are 
stamped out of No. 20 heavy 
gauge full-finished steel, with 
full crown and reenforcing 
ridges. This not only adds to 
their beauty, but strengthens 
them to withstand severe road 
shocks and vibration—and will 
not permit them to sag. They 
have a lustrous black enamel 
finish—two coats baked on. 
Enamel baked on, withstands 
the weather much better than 
paint. 
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TRY THESE ADVERTISEMENTS 

Here are a few suggested local paper adver¬ 
tisements for the up-and-coming accessory de¬ 
partment. If that includes you, they may sug¬ 
gest a thought or two. Try them: 


PREVENT TIRE TROUBLE 

You can actually avoid a lot of your tire 
troubles. 

The surest way of doing it is to use - 

tires and tubes. 

Learn to depend on onr service of tire in¬ 
spection—it is a real service of prevention. It 
takes only a minute now and then, and it adds 
many miles to the life of a tire. 

Don’t forget the combination-tires 

and our service. You’ll get the highest mileage 
this way, and you*11 know what real tire satis¬ 
faction means. 

(Dealer’s Name Here) 

(Address and Telephone Number) 


SAVE MILES BY WATCHING TREAD-CUTS 

You tie up a cut finger to keep out the dirt 
and avoid serious trouble. For the same reason 
you should attend to cuts in your tires. 

But it is easier to overlook cut tires than cut 
fingers. 

Our quick, expert tire inspections at regular 
intervals wiU find the cuts for you as well as 
| other tire destroyers. This is part of our service, 
which is constantly winning more and stronger 
’ friends for us. 

' Another big feature of our service is the fact 

fr that we start vou out right by selling you- 

tires and tubes. 

f (Dealer’s Name Here) 

(Address and Telephone Number) 


TIRE REPAIRING BY EXPERTS 

Your worn or injured tire will receive skilled 
attention in our shop and its life will be length¬ 
ened. 

We will cure it according to the most efficient 
conserving methods. All material that we put 
into your tires will be the best. 

Bring in your worn casings. There may be 
mileage in them. If there is we will see that you 
get it. 

We do not accept your tires unless they can be 
repaired successfully. 

(Dealer’s Name Here) 

(Address and Telephone Number) 


FREE TIRE INSPECTION 

Give longer life to your tires and tubes—this 
is part of our service to car ownurs. 

Small tread cuts, fabric breaks, wheels out of 
line, brakes unequally adjusted—thes.e things and 
many others shorten the life of tires. 

Our service means among other things, regular 
inspection of your tires for the above destroyers 
of mileage. 

(Dealer’s Name Here) 

(Address and Telephone Number) 


AIR IS CHEAPER THAN TIRES 

Are you sure that you have enough air in your 
tires! An underinflated tire soon cracks at the 
shoulder. 

We can tell you in a minute whether your in¬ 
flation is right. And at the same time we can lo¬ 
cate any other cause of premature tire wear. Re¬ 
member—plenty of air prevents wear and tear. 

You will save money by our quick, expert 
service of inspection and real tire advice—let’s 
get acquainted right away. We’re anxious to be 

of service—that’s one reason why we sell- 

tires and tubes. 

(Dealer’8 Name Here) 

(Address and Telephone Number) 


ATKINS STEEL EXPERTS HELP AUTO 
RACERS 

Who said America could not compete with Europe 
in making steel and treating same! At the Indianapolis 
Motor Speedway racing cars from all over Europe 
recently raced several American cars. Who won the 
race! An American car made in Indianapolis, Indiana, 
the same city where Silver Steel Saws are made. 

The hardware trade will be especially interested to 
know that the E. C. Atkins laboratories contributed 
directly by putting various parts of the winning car 
through a tempering process such as was necessary to 
make them hold up under such a tremendous grind as 
the 500 mile race. 

Who would have thought that a saw manufacturer 
would have had anything to do with Gaston Chevrolet, 
driving a Monroe car, winning the 500-mile Interna¬ 
tional Sweepstake Race held at the Indianapolis Motor 
Speedwav on May 31st f 

The letter below from Louis Chevrolet gives a 
great deal of credit to E. C. Atkins & Company, manu¬ 
facturers of Atkins Silver Steel Saws, for winning 
the race. 

E. C. Atkins & Co., Inc., 

Indianapolis, U. 8. A. 

Gentlemen: 

One of the main factors contributing to the 
wonderful victory of the winning Monroe No. 4. 
driven by Gaston Chevrolet in the International 
Sweepstakes 500-mile race, was the co-operation 
given through your laboratories and facilities 
for steel treatment on gears, springs and other 
parts of the car. 

Your expert analysis cf the steels by W. R. 
Chapin, metallurgist, and the various heat treat¬ 
ments enabled this car to withstand every test of 
the most gruelling speed contest of modern times, 
and in acknowledging this service I wish to give 
my opinion that your concern represents the 
world *s leading specialists on steels and their 
treatment. 

Thanking you, I remain, 

Yours very truly, 

LOUIS CHEVROLET. 


NEW OFFICERS OF SARGENT & CO. 

At the annual meeting of the stockholders of Sar¬ 
gent & Company directors were elected as follows: H. 
B. Sargent, E. R. Sargent, J. D. Sargent, G. L. Sargent, 
John Sargent, Ziegler Sargent, Bruce Fenn, Wilfred 
JL»ewis, G. F. Wiepert. 

At the meeting of the directors, following the 
stockholders’ meeting, the following were elected as 
officers of the company: H. B. Sargent, president; 
G. L. Sargent, vice president; Bruce Fenn, vice presi¬ 
dent; Ziegler Sargent, treasurer; Murray Sargent, 
secretary; James J. Markham, auditor. 
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The queer object in the 
illustration is a rush light 
holder, a lighting device 
'even more primitive than the 
candle. It shows to what 
expedients our forefathers 
had to resort to get light. 

What a wonderful im- 

f trorement over its feeble 
lame is the brilliant light 
from splendid Hygrade 
lamps, always ready for ser¬ 
vice every hour of the day 
or night. 



Then fin 

and .-//J'l'. 
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When you come East you will see in the unequalled historical collection 
in the Essex Institute in Salem this ancient substitute for the candle and 
hundreds of other equally interesting objects. 

And in the Hygrade factory, a short distance from the Institute, the 
latest developments in modern lighting. 

You will appreciate the contrast between this ingenious but scarcely 
efficient method of lighting and the modern science, industry and skill 
which enables us to turn out every day 25,000 4 ‘persistently well made’ 4 
Hygrade lamps. 

We will welcome you to Salem and assure you that the time spent in 
our factory will mark one of the most interesting days of your vacation. 

" HYGRADE LAMP CO 


Genual Office 
and Factott 


Salem Mass 
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Trade Marked Goods Mean Big Sales 

ADVERTISING HBLPS WAGON HARDWARE WINDOW DISPLAYS 


BUR- 
N 0 R 
HINGES 
ICE PICKS 
SCREEN 
DOORCATCHES 
MEAT SAWS 
SCREW DRIVERS 
MEAT CLEAVERS 
B U R-N 0 R HATCHETS 

HARDWARE SPECIALTIES 


Side Board Washers 
Brake Lever Irons 
Steel Reach Boxes 
Seat Corner Irons 
Evener Irons 
Spring Bars 
Rub Irons 
Staples All 
Stamped 
Steel 


FORD 
HUBS 
CONES 
RETAINERS 
BALL RACES 
RADIUS RODS 
TOURISTS’ AXES 
BALL BEARINGS 
AUTOMOBILE WRIST PINS 


AUTOMOBILE ACCESSORIES 


SEND FOB CATALOG AND INFORMATION 

BURGESS-NORTON MANUFACTURING COMPANY 


1603 I*. 0. Smith Bldg. 
Seattle 


GENEVA, ILL. 

1430 Van Hess Are., San Francisco 


851 Pacific Bldg. 
San Franciaco 
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I FIVE BROTHERS BUILD AN INDUSTRY 

i No better illustration of the value of working to- 
I gether has come to our notice than in the organization 
. and development of Van Cleef Brothers, manufacturers 
' of automobile chemicals and rubber cements with their 
: main factory at Chicago, Illinois. This history of Van 
j Cleef Brothers proves the value of cooperation and 
• disproves the ola theory that too many cooks spoil the 
' broth and too many relatives injure an enterprise. 

Probably some divine guidance watched over the 
i destines of the Van Cleef Brothers. When we come to 
the good names, Noah and Paul, the principal moving 
spirits, we do not wonder that the company has seen 
the light and weathered the storms that always menace 
a growing industry, for Noah couid float any enterprise 
and Paul’s steps would never waver from the true path. 

Of 8tnrdy Belgian Stock 

Van Cleef Brothers were without capital when they 
began. The father was a native of Belgium and the 
boys’ main endowment was their hardy, thrifty blood 
and stock. Brother Eugene was a teacher in one of 
the universities. Brothers Maxime and Felix were linen 
salesmen. Brother Paul was a chemist and a good one. 

Through no fault of his, but as an accident of cir¬ 
cumstances, Paul lost his position. This change in his 
fortunes gave nim the chance he wanted to york on a 
rubber cement that had been an idle fancy of his for 
some time. So he proposed to his brothers Maxime and 
i Felix that they all combine in a modest way to put 
; this cement on the market. 


The enterprise was startea on $500.00 capital. Max¬ 
ime and Felix continued selling linen to support Paul 
during the chemical research. The result proved more 
and more valuable and the business grew of its own 
weight. There never was need of any more capital 
than that $500.00 at the start. After the business 
grew and the opportunity for them became m >re and 
more apparent, one by one the Van Cleef Brothers left 
their former work and entered the organization. 

At the present time Noah Van Cleef is the Executive 
Manager of the concern. It is Noah Van Cleef who 
represented the organization at the recent Automotive 
Convention at Del Monte. It is he who is in charge. 
Maxime and Felix handle the sales department, of 
course, and Paul Van Cleef is the chemical and techni¬ 
cal chief and is in charge of production. Another 
brother, Eugene, is assistant to Brother Noah. 

The business is at the present time eleven years old 
and has grown phenomenally. During the last few 
months an additional story has been added to the fac¬ 
tory building and this fall a very much larger building 
will be constructed to house the activities. 

The Van Cleef line has become nationally famous 
in several trades. It goes to the automobile industry, 
the bicycle industry, the shoe finding men and the 
millinery trade. The line includes all manner of rubber 
cements and compounds, automobile chemicals for valve 
grinding, radiator repair liquids, paints, enamels, lu¬ 
bricants, tape—a complete assortment and one that is 
known and accepted as standard in the trade. 
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The Valley Hardware Company at Grants Pass, 
Oregon, with W. D. Fry as sole proprietor, succeeds 
the Jewell Hardware Company, which formerly did 
] business at Grants Pass. 


Anderson, Bolick A Kavanaugh is a new hardware 
and implement firm at Lewiston, Idaho. The company 
has purchased a site and is erecting its own new 
building. 



; BLACK A DECKER SPECIAL MACHINES ON THE FIRING LINE 

The recent automobile races at Uniontown, Pennsylvania, well illustrated the uses Black A Decker drills, 
■ valve grinders and air compressors may be put to in connection with the automobile business. Here are three 
i views which show Black A Decker tools in actual use in connection with these races. At the left, the mechan- 
• ician for Eddy O’Donnell, driving a Duesenberg car in the race, is shown drilling a support for the radiator 
! screen with a Black A Decker % -in. drill. On tne bench can be seen a Black A Decker Electric Valve Grinder. 
- In the center is Neil Whalen, starter of the race, with his wife, shown inflating a tire with a Black & 

i Decker air compressor. On the right the Meteor is receiving finishing touches before the race with a B A D 
s drill. All the crews of these racing cars carry Black A Decker tools with them in a special box and would 
not be without them. 
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The Oath of Fidelity 


I N the days of Chief Keokuk’s braves, loyalty to the 
cause of fellow warriors was perpetuated by a sacred 
Oath of Fidelity. The treachery of hostile tribes bound 
inseparably together the interests of our first Americans. 

In this day of keenest competition, it is particularly 
advantageous to tie securely to a tire proposition worthy 
of your most sincere efforts. 

To this proposition f or distributors and dealers. Standard 
Four pledges its fidelity:—Exclusive territory. Permanent 
control of your own business without factory domination. 

Actual field sales help for distributors. Abundant adver¬ 
tising co-operation. A Quality Tire on a good-profit basis. 
Write for details of our plan. 

STANDARD FOUR TIRE COMPANY 

DepL T KEOKUK, IOWA 


Indianapolis, Ind. 
Los Angeles, CaL 
Atlanta, Ga 
Denver, Colo. 


245 N. Penn Street 
942 W. Pico Street 
2 Courtland Street 
1700 15th Street 


Standard Four Dies 

"Chief of the Tire Tttbe" 


_n !ri!ti7pH K\/- 
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ANALYZING LAWN MOWERS 

The following instructive article is reprinted 
by permission from ne of the Educational Bulle¬ 
tins of the Honeyman Hardware Company. It is 
the wise and progressive custom of the Company 
to publish from time tj time these interesting 
bulletins to aid their employees in knowing and 
therefore selling their goods. We believe that 
the entire trade will be interested and benefited. 

There are many different makes, sizes and 
styles of lawn mowers, each manufacturer 
claiming some advantage in point of construc¬ 
tion and quality. 

As to size and style they range from the 
small hand mower with 10 in. cut to the horse 
drawn and motor driven mowers, intended for 
golf links, cemeteries, parks and large estates. 
Some are specially designed for cutting high 
grass, others to shave the lawn closely. 

The construction of a lawn mower is an in¬ 
teresting study. Anybody can build one in 
any kind of a shop with scarcely a tool, but to 
build it right, requires machinery of special 
design and as accurate as it is possible for 
mechanical skill to devise. 

There are some hundreds of operations 
necessary in the construction of a good mower, 
yet every year, there are thousands of mowers 
sold, whose parts are assembled just as received 
from foundries and mills with scarcely an op¬ 
eration to insure exactness of fittings. Such 
mowers cannot possibly do good work, but will 
leave instead, an uneven lawn, and in addition, 
will quickly go to pieces the moment an adjust¬ 
ment is attempted. 

Frame 

A good lawn mower must have a strong 
frame if it is to withstand the hard wear and 
abuse to which it is subjected. 

The frames of some mowers are not made on 
correct principles, the joints are not fitted, they 
are held together by bolts inserted through slots 
in the castings and often the castings are hollow 
and filled with putty or cement. A frame of 
this kind cannot possibly remain in alignment. 
After a little use, it will twist out of the original 
position, the mower will get out of adjustment 
and refuse to cut, the operator will attempt a 
readjustment, and if a mechanic, he may finally 
get it in working condition—only to find, how¬ 
ever, that in a short while it is again out of 
alignment, and cannot be put in first-class con¬ 
dition because of the weakness in its con¬ 
struction. 

The frame should be machined together, 
every part fitted to the other in exact precision. 
The side plates, the cross rod, the cutter bar, 
should all dove-tail into each other so accurately 
and firmly that the screws and bolts may be re¬ 
moved and yet the frame remain together. A 
frame constructed in this manner will always 
remain in perfect alignment under all con¬ 
ditions. 

A lawn mower is subject to severe strain and 
shocks during its life. For instance, a rock, a 


piece of wood or a bone may be picked up on a 
lawn, while running at high speed. The mech¬ 
anism comes to an abrupt stop and the mower 
suffers a great shock, materially affecting the 
frame and twisting it out of alignment or ad¬ 
justment, unless it be solidly built. A lawn 
mower, therefore, must have good material and 
be of good construction. 

Adjustment 

The parts subject to wear, of course, are the 
parts that revolve. Provision, therefore, must 
be made for taking up the wear in the axles or 
journals of these revolving parts. 

The most approved and scientific bearing 
known, is the ball-bearing, not only because it 
runs easy, but because it reduces friction to a 
minimum, thereby preventing wear and con¬ 
sequently prolonging the life of the mower. 
There are many devices for adjusting ball¬ 
bearings, some of them simple and others very 
complicated. 

A perfectly adjusted lawn mower means a 
self-sharpening lawn mower. The self-sharp¬ 
ening is obtained through friction of the blades. 
That is, the edges of the upper or revolving 
blades wear away as they come in contact with 
the lower blade. Should looseness or wear 
occur in the ball-bearings of the revolving cyl¬ 
inder, then the pressure of the grass, when 
cutting, would separate the edges of these two 
blades and not allow them to come into contact 
or friction, therefore, the self-sharpening results 
would not be obtained. 

A well kept lawn necessarily demands a 
high grade lawn mower, for only with a high 
grade mower can one do good work. All ma¬ 
terial, therefore, should be of the very best and 
every detail of construction should be designed 
with care and thoroughness. The consumer 
usually gets no greater value than he pays for 
and by buying a high grade mower, he obtains, 
for probably a few cents more, an article that 
will give him a good many dollars’ worth of 
satisfaction and value. 


HAMP WILLIAMS COUPLES EDUCATION- 
AL WORK WITH ADVERTISING 

Hamp Williams, the always on the job hardware and 
implement merchant of Hot Springs, Arkansas, is ever 
seeking ways in which to benefit the people of his 
community, particularly to instruct the school children 
and assist the teachers in their work, recently pre¬ 
sented to each of the rural school districts adjacent to 
Hot Springs, some 40 or more, a six-page map of the 
world. 

Across the top it reads: (t Presented to the- 

District by the Hamp Williams Hardware Co., Hot 
Springs, Arkansas.” 

This map is prepared by the Geographical Publishing 
Co. of Chicago, and is what is known Spherical Pro¬ 
jection of the World. A number of interesting features 
have been incorporated in the map. The time of the 
world is shown in different longitudes, reference is 
made to recent Arctic and Anarctic expeditions and 
discoveries, a new survey map of the State is shown, 
the latest geographical boundries of various European 
countries are outlined, and much valuable information 
is given. 
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When You Sell Automobile Accessories 


PHIL B. BEKEART CO. 
Pacific Coast Representative 
San Prancisco, Cal. 


Suggest to the car owner that he needs the essential 
protection of a Colt Automatic Pistol or Colt 
Revolver for his trips at night. 

The prevalence of auto bandits would make it seem that there 
is great need for real resistance on the part of motorists. 

When you sell a man a Colt—you are 
giving him the best that money can buy. 


Business Better Than Usual 

That’s the slogan for 1920-21— 

Adopted by all representatives of 

“HEXALL” Socket Wrenches 


Tnfcavk ■«. U.». Pat. Off. 


“BABY” Hammerless Revolvers 


There are seven sets—a “HEXALL” for every need. 
“BABY”—only 4 inches over all; 6 oz. in weight; shoots 6, .22 
caliber, short, rimfire cartridges; hammerless ana flrei only when 
the trigger is pulled all the way back. 


R. F. SEDGLEY, Inc. E .v-.l§21 

2311-13-15 North 16th St., Philadelphia, Pa. 


Padflo Coast Representatives: McDonald & Linforth, San Francisco 


“Break Any Sedgley Wrench and We Repair It — No Charge 99 


■ Socket Wrenches or “BABY” Hammorless Revolvers. 
* Yon can bank on that! All indications point to a con¬ 
tinued, healthy increase. 

It's your game as well as ours! Do not be misled by the 
bleatings of calamity-howlers. Business is better than usual! 
Do your part! 

Be prepared with complete lines of the best socket wrenches 
in the world —“HEXALL”—and the greatest little revolver 
in all sportdom — (1 BABY. * 9 

“HEXALL”—known the world over—socket wrenches so de¬ 
pendable that this guarantee goes with every one: 


‘HEXALL’ Ratchet Socket Wrench No. 2. 
11 Pee. 


'HEXALL” Socket Wrench No. 5—8 Pcs. 
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ARTHUR E. MOHRIG, Vice-President W. S. GREENFIELD, President J. H. COLLINS, Secretory 


I ACCESSORY MANUFACTURERS’ AGENTS 
j ORGANIZE 

An important milestone on the road to progress of 
i the accessory industry of the West has been passed in 
\ the organization of an association among the manu¬ 
al facturers ’ representatives. As one of the members 
’j recently put it , i 1 all the kinks involved in organization 
J and start of such an association have been straightened 
•;! out.” Some of the largest factors in the distribution 
of automotive equipment in the West are members, 
and everything points to the solid and permanent 
-j success of the organization. 

si The constitution of the Association states: “The 
C objects of the Association are to promote the welfare of 
£ its members and to distribute amongst them the fullest 
' information obtainable in regard to all matters affect- 
ing the automotive accessories business; to better 
i business conditions; to promote good-will amongst the 
members thereof by the interchange of business ideas 
5? and by the development of a friendly relationship so 
far as business matters are concerned; to aid in bring- 
;■ ing about a better business relation between the mem- 
\ bers of the Association and the jobbers and retailers 
$ with whom they do business; to assist in standardizing 
\ and marketing high grade automotive accessories; to 
f improve the quality of automotive accessory goods 
■ marketed by American manufacturers and the service 
1 rendered by the various branches 01 the automotive 
\ industry; to stimulate sales of automotive equipment; 
j to correct and remedy any condition now existing or 
j that may later arise which has a tendency to cause ill 
| feelings, dissatisfaction, or as a result thereof, curtail- 
j ment of business; to standardize sales policies in a 
;jj manner which will be of mutual benefit, and by the 
• standardization of sales policies is meant that the sales 
: policies shall be so shaped as to conform to the highest 
! standard of business and trade ethics as defined from 
•j time to time by the members of the Association; to 
{ promote harmonious working arrangements between 
' factories and jobbers to the end that automotive acces¬ 
sories may be marketed through the regular recognized 
channels of trade. 

i The Association has been started with twelve 
. cnarter members, representing important factors in the 
, automotive equipment industry. The territory embraced 
by the Association in the twelve western states. Steps 
have already been taken to organize similar Associa- 
1 tions among sales representatives and agents in some of 


the eastern cities, notably Chicago, Cleveland and 
Chattanooga. 

It is not the intention of tne Association to remain 
a closed corporation by any manner of means, and any 
applicant who conforms to the objects of the Associa¬ 
tion as stated in the constitution may make application ' 
to the secretary, with the necessary initiation fee, and 
will be considered for membership. Direct factory : 
representatives of manufacturers are eligible for mem- ; 
bership, as well as sales agents and sales companies, \ 
Officers Typify Standard 

Five members elected by the Association compose 
a Board of Governors, and it is this body that carries j 
on the formal business of the Association. Informally, J 
however, and socially, one of the most important ac- j 
complishments is the weeklv luncheon of the Association | 
in San Francisco. It is already keenly anticipated by | 
all members, and is having its influence in promoting 
the interests of the accessory business. 

In its officers, the Association well illustrates the 
caliber of its membership. As president, W. S. Green- , 
field, former manager of the Johns-Manville San 
Francisco branch and now manager of Allied Industries, 
Inc., is one of the ablest and most popular men in the 
western accessory field. The vice-president is Arthur 
E. Mohrig, best known to the trade as western repre¬ 
sentative of such manufacturers as the Elite Mfg. 
Company, Ashland, Ohio; K-D Lamp Company, Cin¬ 
cinnati, Ohio: Kales Stamping Company, Detroit. 
Michigan, ana the Luthy Hydrometer Company of 
Detroit, Michigan. 

Secretary J. H. Collins is the western manager for 
Sanford Bros., national manufacturers’ agents, with 
offices at Chattanooga, Tenn; Cleveland, Ohio, and 
Chicago. Mr. Collins knows the hardware and. auto¬ 
mobile accessory business thoroughly, representing ^ 22 
important accounts, and he is thoroughly representative 
of the highest standards of manufacture and dis¬ 
tribution. 

These three officers, with Paul Gardiner of the 
Bailey Drake Company and C. W. Ellsworth of the 
Sprake Sales Company, form the board of governors 
of the Association. 

The charter members of the Association are as 
follows: Allied Industries, Inc., Bailey-Drake Co., 

Badger Sales Co., Norman Cowan Co., Graf Sales Co., 
Gilbert Sales Co., Thos. M. Gardiner, C. W. A F. W. 
Jonas, Arthur E. Mohrig, Sprake Sales Co., Sanford 
Bros., V. S. Walsh. 
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The Standard Sparky ( 


‘Plug of the IVor Id 


TITAN 


When Tommy Milton sped to seven new world’s 
records on Daytona Beach, driving in one trial 
five miles in two minutes, sixteen AC Spark 
Plugs fired the twin engines of his Duesenberg. 

His faith in them was more than justified by 
their unfailing reliability and absolute precision. 
In the mile trial, driven at the rate of 156.04 
miles an hour, the sixteen plugs delivered a total 
of 9,870 sparks in 23.07 seconds without a miss. 
Every second, 428 jets of flame converted 
gasoline into smashing power. What eloquent 
proof of AC superiority! Can you honestly 
tell your customers that you have a plug 
of any other make that’s “just as good”? 
Champion Ignition Company, FLINT, eJhfichigan 

U. S. Pat. No. 1,185.727, April 13.1915, U. S. Pat. No. 1,216,189, Feb. 13,1917. 

Other Patents Pending 
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BRING THE CAMP TO THE CITY AND ATTRACT THE PASSER-BY 

Here is another one of the remarkable show windows of the Ernst Hardware Company at Seattle, Wash¬ 
ington, thoroughly indicating how D. W. Stapp, display manager, believes in placing the goods in such a way 
that their use will be suggested and giving a setting that will bring out the full value of the goods displayed. 

The ideas of Display Manager Stapp were taken into consideration when the new show windows were 
built. The windows are down low so that the display is on a level with those passing by and so that from the 
store they open out as an anteroom. It is possible to take a customer right into the window to explain or dem¬ 
onstrate any goods displayed. 

It will also be noticed that there is no artificial background to these windows. The wall in the rear is 
perfectly plain, giving a harmonious effect and concentrating the attention on the display itself. 


THE NEW WINCHESTER LINES 

An analysis of many of the new Winchester products, 
breaking them down into their simple components, 
will show that a large proportion involve the same 
or similar manufacturing processes as component parts 
in guns. Only they are simpler than the corresponding 
gun process. 

Take the manufacture of flashlights as an example. 
A seamless, drawn zinc cup is the basis of the Win¬ 
chester Flashlight cell and an important secret of its 
great length of life. The drawing of these shells 
involves nothing new to Winchester. It has been 
drawing cartridge shells involving the same mechani¬ 
cal processes for decades. 

Then in the manufacture of knives. The key to a 
good knife is its blade. Its success or failure depend 
upon the blade. What is the first process this re¬ 
quires! Forging. The Winchester has been forging 
thin parts for half a century. Then comes the grind¬ 
ing. Here again is a process used every day in Win¬ 
chester manufacture. There is simply a difference in 
the shape but not in the principle or technique in¬ 
volved. 

Then a good blade must be hardened. Here is an¬ 
other process in which Winchester is expert through 
every day practice, going back almost beyond the 
memory of man. Hardening of steel had no terrors 
for the Winchester staff after the conquest of the 
British bayonet problem which it had to meet during 
the war, not to mention some thousands of other 
hardening problems met and solved in past years. 
And as to the polishing, that is another familiar opera¬ 
tion with which the organization has been on the 
closest terms since it turned out its first gun back 
in the sixties. 


An analysis of the knife shows that there is not 
a single basic operation with which the organization 
is not only familiar but in which it is highly expert. 
The matter of assembling is comparatively simple com¬ 
pared with the intricate work of assembling even the 
simplest type of guns. It is only necessary to change 
some of the details of* equipment and rearrange the 
sequence of operations to produce a knife of the 
quality for which Winchester guns have been famous. 

Selection of the Lines 

In the course of the selection of the specific items 
which were to be manufactured sporting goods of 
other lines than guns and ammunition were decided 
upon. Fishing tackle and skates were added to the 
Winchester lines. Tools of personal use, flashlights, 
distinctly a personal service article and cutlery were 
made part of the new program. 

In the line of cutlery the company will place on 
the market pocket knives, kitchen knives and tools 
of various kinds, scissors and shears from the em¬ 
broidery and pocket scissors to the big shears of tailors 
and paper-hangers, carving sets and various tool knives. 
All, however, follow the principles of selection already 
outlined. 

All these lines of cutlery, it will be noticed, repre¬ 
sent steel products. There is no silverware or plated- 
ware included. Winchester experience, experiments and 
practice have fitted it to produce steel articles. 


The Hollywood Hardware Company has changed 
hands and this enterprising institution at Hollywood, 
California, will now be under the direction of Elmer 
Wilshire, John Parish and R. M. Brin. Mr. Wilshire 
and Mr. Parrish are former emploves of the company. 
The former proprietor, M. C. Nason, will retire. 
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LOCKWOOD 
Tire Covers 


Fast sellers for thousands of dealers everywhere. 
Made up in DeLuxe styles and special colors. Protect 
spare tires at a minimum expense. 

Other popular Lockwood Accessories are: Seat 
Covers, Top Re-covers, Comfy Cushions, Side Cur¬ 
tains, etc. 

Send for the new Lockwood 
Catalog, addressing Dept. K 
of the Kansas City office. 


kaX&AS crfy: 


AUTO FA BRIC ACC E 8BOWH8 D IVISION 
BAKER & LOCKWOOD MFG CO. 




CORBIN DUPLEX 
COASTER BRAKE 

Brake equipment is one of the most vital 
features of a bicycle's endurance. 

Upon the brake's ability to stand up 
and serve without trouble for the life¬ 
time of the bicycle depends the degree 
of satisfaction enjoyed by your cus¬ 
tomers. 


The Efficiency Cotter 

This Is an Age of Specialists 



When sick, you consult that physician 
with special training on your particular 
ailment. He is a specialist. 

When you want a man to handle a new 
line, you choose carefully, and select one 
with more than ordinary knowledge of 
the merchandise. He is a specialist. 

When your Flivver refuses to go another 
foot you call up one of Mr. Ford's assist¬ 
ants. Another specialist. 


THE OHIO WIRE GOODS MFG. CO. 

AKRON* OHIO 


Specialists in the Manufacture of Cotters 


Western Representative 
J. M. JACKSON* 
320 Market Street, 
San Francisco, Cal. 


Other Branches: 
180 No. Market St* 
Chicago. 

29 Murray St^ N. T. 
Nashville, Tenn. 


The fact that the first coaster brake 
bore the name “Corbin," and that for 
nineteen years the Corbin has steadily 
grown in popular preference, tells 
every coaster brake and bicycle 
dealer, jobber, and distributor, and 
every bicycle manufacturer a story 
that mere unbacked claims could 
never substantiate. 

CORBIN SCREW CORPORATION 

American Hardware Corporation, Successor 
NEW BRITAIN, CONN. 

Branches: New York Chicago Philadelphia 

Mahers of Corbin Duplsx and Two-Speed Coaster Brakes, Corbin-Brown 
Automobile, Motor Truck and Motorcycle Speedometers, Corbin- 
Brown Tachometsrs, and Corbin Automatic 
Screw Machine Products 



Contributor to 
National Publicity 
Campaign 
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A GLIMPSE OP GOODYEAR'S NEW 
WESTERN JPLANT 

One of the busiest places in the west right now 
is Ascot Park at Los Angeles, California, where the 
big plant of the Goodyear Tire & Rubber Company is 
in the course of construction. As the gigantic shovels, 
derricks and other excavating machinery appear on the 
ground and ton after ton of concrete is poured into the 
massive building foundations, hundreds of men are 
getting ready to fit the big steel beams together. 

The unprecedented expansion of Goodyear 'b world 
wide trade caused the officials of the company early 
in 1919 to investigate possible sites for the establish¬ 
ment of a big Goodyear plant in the west, to supply 
the demand for the company's products in the west and 
the foreign countries across the Pacific. 

Ground for this great western enterprise was broken 
in July, 1919, by President F. A. Sieberling, of the 
Goodyear company, and immediately afterward the 
engineers and construction men set about to complete 
the building of the plant and turn it over ready for 
operation by June 1, 1920. 

The building scheme embraces the construction of 
three units—a tire manufacturing plant, a cotton fabric 
mill and a warehouse. Around these three miun build¬ 
ings will be grouped the various service buildings, such 
as the power house, machine shop, cement house, ad¬ 
ministration building, etc. In locating these various 
buildings due allowance has been made for the future 
growth of the company, so that any additions may be 
made as required. 

An idea of the magnitude of the building operations 
can be gained from the extensive outlay of construc¬ 
tion materials required. Among the important mate¬ 
rials which 1,800 men are fashioning together into a 
mammoth industrial enterprise, are 6,000 tons of struc¬ 
tural steel, 15,000 gallons of paint, 33,000 tons of sand, 
60,000 barrels of cement, 600,000 tons of crushed rock, 
4,000,000 feet of lumber and 10,000,000 brick. 

The tire manufacturing plant construction is of steel 
and concrete. The building is three stories high, 580 
feet long and 300 feet wide. The cotton mill which 
will be operated by the Goodyear Textile Mills Com- 

? any, is three stories high, of reinforced concrete, 580 
eet long and 134 feet wide. The warehouse is a three- 
story reinforced concrete building with mezzanine floor. 

The power plant, housed in a reinforced concrete 
building, embraces three 600 horsepower boilers of the 
oil burning type. A crude oil storage tank containing 
70,000 culnc feet of space is being built to take care 
of the fuel wants of the power plant. This tank is 
connected by direct pipe line with the source of fuel 
oil supply. It is expected that the boilers can be oper¬ 
ated at 200 per cent of their regular rating with the 
use of fuel oil. A massive smokestack is being erected 
of concrete. 


Water Supply Important 

One of the most important considerations in the 
establishment of a big manufacturing concern in any 
locality is the assurance of an ample water supply. And 
in the case of the Goodyear, this is doubly important, 
for in rubber manufacture a great deal of water is 
used, notably in the washing machines. Four wells are 
being constructed to a depth of 200 feet, each of which 
will have a pumping capacity of 1,200 gallons per min¬ 
ute. Two other wells driven on the tract some time 
ago for irrigation purposes, have also been acquired by 
the company and their output will bring the combined 
capacity of the six wells up to 7,200 gallons per minute. 
The pipe casing in these wells runs from 14 to 18 inches 
in diameter. Electric power will be used in pumping. 

The operation of the two manufacturing units, the 
tire plant and the cotton mill, will involve the employ¬ 
ment of about 9,000 workmen. The daily tire output 
will approximate 7,500, and the cotton mill will turn 
out weekly 75,000 pounds of cord fabric and 75,000 
pounds of woven fabric. 

Nearby Cotton To Bo Used 

The raw cotton from which this fabric is to be man¬ 
ufactured will come from the Goodyear plantations in 
the Salt River Valley in Arizona, and from the Im¬ 
perial Valley of southern California where the company 
has made arrangements with cotton growers for the 
cultivation of about 10,000 acres of long staple cotton 
in 1920. 

Tires are commonly thought of in terms of rubber. 
Yet cotton is one of the chief materials entering into 
tire construction. The carcass, or “body” of the tire, 
is built up by the tire maker of a number of “fric- 
tioned" cotton fabric. It is the cotton which resists 
the air pressure in the tube, with the rubber acting as a 
buffer between the cotton carcass and the road or 
street surface. 

A 28,000 acre tract in the Salt River Valley was 
acquired, agricultural experts having demonstrated con¬ 
clusively that the highest grade of Egyptian cotton 
could be successfully grown there. A large portion of 
this tract is now producing cotton of a fine silky tex¬ 
ture and great tensile strength, ideal for tire manu¬ 
facture. 

Upon the completion of the Goodyear Textile Mills 
in Los Angeles, the cotton from these plantations will 
be sent these mills to be converted into tire fabric. 
The product of about 10,000 acres in the Imperial Val¬ 
ley in southern California, which will be grown this 
year expressly for Goodyear, will also come to Los 
Angeles for conversion into fabric. 

Reed's Hardware & Cycle Company at Lewiston, 
Idaho, featured their moving to 212 Main street with 
a cleanup and a renewal of their stock last month. 
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RUSCO 

BRAKE LINING 


Why Rusco 

Because Rusco Brake Lin¬ 
ing and Clutch Facings will 
stand the severest tests of 
heat and road travel to 
which you can put them. 
And because in actual per¬ 
formance the car equipped 
with Rusco is a safe car to 
drive and to ride in. 

Grips Strongest 

—Wears Longest 



THE BUSSELL MANUFACTURING CO. 

519 BUSSELL AVENUE, MIDDLETOWN, CONNECTICUT 


Branch Offices 


NEW YORK: 849 Broadway 
ATLANTA: 60 8. Forsyth St. 


CHICAGO: 1488 Michigan Are. 

DETROIT: 226 Jefferson Ave., E. 


Western Representatives: John T. Bowntree, Inc., Los Angeles, Cal. 
San Francisco. Cal. Seattle, Wash. Salt Lake City, Utah 

Southwestern Representatives: Ware Sales Oo., Dallas, Texas 


Denver, Colo. 


RUSCO 
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CALIFORNIA COMES BACK 

In our last issue one of our subscribers, feel¬ 
ing in rather a joking mood, ventured to refer 
to the cosmopolitan character of California as 
to products which they do and do not produce. 

So our readers may thoroughly understand 
the matter, we are reproducing the item refer¬ 
red to. We were confident this would not 
pass unnoticed by some of our California sub¬ 
scribers, and as typical of the replies received 
we are* publishing the “comeback’’ of Harry N. 
Sweet of San Pedro, California. Thus far an 
unbiased jury would probably say that the 
honors are even. 

Missouri’s Comment 

A Missouri subscriber contributed this: 

The Californian gets up at the alarm of a 
Connecticut clock; buttons his Chicago sus¬ 
penders to Detroit overalls; washes his face 
with Cincinnati soap in a Pennsylvania basin; 
wipes on a Rhode Island towel; sits up to a 
Grand Rapids table; eats Kansas City meat and 
Minneapolis flour with Idaho potatoes cooked 
with Nebraska lard on a St. Louis stove, burn¬ 
ing Wyoming coal; puts a New York bridle on 
a Colorado broncho, fed with Iowa corn; plows 
ten acres of land (covered with Ohio mort¬ 
gages) with an eastern plow. When bedtime 
comes he reads a prayer written in Jerusalem; 
crawls under a blanket made in New Jersey, 
only to be kept awake by fleas—the product of 
his own state. 

A Native Son’s Answer 
Editor Hardware World : 

I have for the past year or so read your 
delightful magazine and, like all others who 
are in the game, find much that is helpful in 
your pages. However, I wish to take exception 
to our Missouri friend who, in the seclusion of 
the distant Ozarks, writes so sarcastically of 
California, my Golden State. 

The Californian does not arise to the clang¬ 
ing of any eastern alarm clock, he knows from 
experience that they are very unreliable. In¬ 
stead, he is awakened by the soft chirp of the 
California song birds. He does not wear any 
suspenders or other antiquated devices but 
dresses in a light suit of California long staple 
cotton cloth; washes his face in clear unfrozen 
water flowing free of charge from a California 
hot spring; sits up to a rustic table made from 
native California palm-wood; eats the largest 
and sweetest oranges in the world, followed by 
a dainty California tuna salad, and if he wishes 
he may have a bit of California venison served 
in a platter of native California silver; puts a 
couple of quarts of California oil and some 
California gasoline in a California built motor 
boat and takes his Missouri friends to Catalina 
Island, which is also in California. 

In the afternoon he opens his Missouri mail 
and takes out a few one dollar bills, made in 


the California mint, that was due on a Missouri 
farm loan. Then, in another letter, he incloses 
a California money order and urges his Missouri 
relatives to take the California Limited west 
and save the last remaining members of his 
family from extinction in a Missouri cyclone. 

I might add that this letter was written in 
California by a Californian on an eastern type¬ 
writer which must have come from Missouri 
’cause the darn thing “ain’t no good.” 

Yours for California, 

San Pedro, Cal. HARRY N. SWEET. 


A CORRECTION 

In our June issue mentioning the new plans 
of the Napier Saw Works, Inc., an incorrect 
statement was made. We wish to correct any 
erroneous impression that was given. 

The hack saw business of the Napier Saw 
Works will continue to be conducted by that 
company, with headquarters at Springfield, 
Mass., as in the past, instead of New York, as 
was stated. 

The Victor Saw Works will continue as 
formerly to manufacture their well known 
product. 

As stated in our July issue, the Metal Saw 
& Machine Company, Springfield, Mass, will 
manufacture the Napier metal cutting machine 
and band saws formerly manufactured by the 
Napier Saw Works, Inc. The latter company 
will now devote their entire energy to the manu¬ 
facture of quality and expert hack saws. 


If you can’t be busy, don’t be a busybddy. 



NEW STANLEY GARAGE DOOR HOLDER 

The Stanley Works of Nevr Britain, Conn., has 
recently pbt on the market a new Garage Door Holder, 
called No. 1773 Cushion Tyne, and illustrated herewith. 

This holder is very similar to the No. 1774 Garage 
Door Holder that has been so popular among the motor- 
ists, except that the 1773 is considerably heavier and 
is best used on extra heavy private garage doors or 
public garage doors. 

The principle of this new holder is that there are 
very heavy springs covered by a cylinder, protecting 
them from the weather, which act as a cushion—re¬ 
lieving any strain on the hinges when the door is 
opened. 

This new type of holder is applied and operates the 
same as the No. 1774, that is, by a slight pull on the 
chain. It also is reversible for right and left hand 
doors. 
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Service— 

that is what the user re- 
quires of an ignition 
battery — not only long 
Service but the right 
kind of service. High 
amperage is an important 
item of service — so is 
rapid recuperation after 
use and very slow de¬ 
terioration when idle. 

THAT IS WHAT YOU 
GET FROM THE 

Red Seal 
Dry Battery 

“THE GUARANTBB PROTECTS YOU” 
AGAINST YOUR NOT GETTING SERVICB 

Ask Your Dealer 

Maahattas Etectrical Supply C#. r tee. 

New York Chicago St. Louis 

17 Park Place 114 8. Wells St. 1100 Pine St, 

604 Mission St. San Francisco 
Factories: Jersey City, N. J.; Ravenna, Ohio; 
St. Louis, Mo. 




For Every 
Motor Necessity 

SEND FOR CATALOG NO. 250 

Walden -Worcester 

INCORPORATED 

WORCESTER, MASS. 
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LANE’S - 
Ratchet Socket Wrench Sets 
riNfOUK and “ SUPER-UNIQUE ” 


(Trade Marks Registered) 


D EALER S: NOTE THESE SELLING POINTS: 

Bound Sockets, Turned from Solid Steel Bar ' 
Broached Hexagon Openings. Guaranteed Against Wear and Spreading 


NO PROFITEERING IN OUR PRICES 

JOBBERS EVERY- ___ 


where carry LANE'S ^|NI OUl^ TOOLS 



Made only by 

Will B. Lane 
Unique Tool Co. 

180 N. Dearborn St. 
CHICAGO, ILL, 0. S. A 

W. H. WILBURN, 
Western Representative 
602 Williams Building, 
Mission and Third 8t#„ 
San Francisco, OaL 
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HOW DOES YOUR SALES FORCE TREAT 
THE CHRONIC KICKER? 

^ The man who is hard to please has to 

r buy goods somewhere. He may be a 
crank, and a grouch, but his money is as 
good at the bank as that of the good- 
natured customer. And the store that 
can land his trade will probably keep it 
for a life-time—just because his bad manners 
cause him to get such a hostile reception else¬ 
where. 

Bearing these facts in mind, the superinten¬ 
dent of a large hardware store decided to make 
a strong play for the “crank customer/’ and 
called his sales force together. 

“Anybody can hold the trade of a good- 
natured customer,” he told them. “It is the 
clerk who can please the cranks and chronic 
kickers who will get promotion here. The 
money of these customers is more difficult to 
get, but is is worth getting. Remember, you 
have to spend a certain amount of time on a 
crank customer anyway. If he goes away un¬ 
sold, that time is lost absolutely. It is better to 
spend a minute or two more and make a sale 
than to dispose of a disagreeable individual 
quickly and have nothing on your sales-book 
to show for it. 


* Criticisms Not Intended Personally 

j “All you’ve got to do is to remember that 
i you are working for the store and that cranky 
t customer’s criticisms and ill-humor are, after 
j all, directed at us and not at you personally. If 
{ you will keep that in mind, there is no reason 
j why you should go up in the air and lose your 
patience. 

j “From now on we are going to keep an eye 
\ on the clerk who waits on customers with a 
| smile. We are going to hold a ‘smile contest.’ 
j The salesclerk who is seen to smile oftenest dur- 
j ing the week will have his picture published in 
| our weekly house organ and will receive a cash 
t prize. 

j “We are going to hold another contest, too, 
\ in which all of you may compete. Each week 
! we shall print in our house organ a page de- 
| scribing the experiences of salesclerks with 
j crank customers. Twenty-five dollars will be 
i paid to the salesman turning in the best letter 
| showing how, by courtesy and tact, he con¬ 
verted a disgruntled customer into a satisfied 
patron of the store. All other letters worth 
printing will be paid for. They must all be true 
experiences.” 

This plan worked out so well that the em¬ 
ployes of this store are now looked upon by the 
public as being the most courteous and obliging 
lot of workers in the city. At the top of all 
J its newspaper advertising the store ran the 
display line: 

“The store where you are served with a 
' smile.” 

Moreover, each clerk has built up a per¬ 


sonal trade of crochety customers, who always 
ask for him by name when they come in to buy. 
They are apparently convinced that that par¬ 
ticular salesman is the only person in the entire 
world who really understands them. 

In hiring new employes, the superintendent 
of this store always looks for the smile first. 
If the applicant has a woe-begone expression or 
grouchy face he is not hired, no matter how ex¬ 
perienced or competent he may otherwise be. 
The salesclerk who can’t smile himself is hardly 
the kind to make grouchy customers smile. 

BUMPER CROPS IN MONTANA . 

Following is an extract from a recent letter from 
Sales Manager M. M. Geboski. of the A. M. Hotter 
Hdwe. Co., at Helena, Montana: 

“The outlook at the present time is most encourag¬ 
ing. Business conditions thu year will depend largely 
on crops, and at this time we see no reason to doubt 
that Montana is going to wallow in crop prosperity 
this year at least. While a normal crop has not been 
seeded, it is expected that the returns will be much 
higher per acre this year than in many years, owing to 
the abundance of moisture the past sixty days. 

“In spite of the late spring season and the uncer¬ 
tainty in obtaining certain lines of goods, our business 
has been exceptionally good.” 

PRESCOTT RINGS NEW CONNECTION 

Prescott Piston Bings will henceforth be represented 
in the West by Norman Cowan. This new appointment 
is a result of the visit to the West of G. H. Prescott, 
president of the Prescott Auto Parts Company oi 
Webster, Massachusetts. Mr. Prescott attended the 
Del Monte convention and made it his business to be¬ 
come thoroughly acquainted with Western trade con¬ 
ditions. As a result, he has selected Norman Cowan 
to represent the company before the Western buyers 
and handle the Prescott Piston Bings. Up to the pres¬ 
ent time Western sales have been handled by direct 
representatives of the company. 

MANUFACTURE ACCESSORY 
SPECIALTIES 

The MacKenzie-Waterhouse Company, Bellingham, 
Washington, is one of the progressive institutions of 
the Northwest in the accessory manufacturing busi¬ 
ness. The company makes McMillan auto beds and 
Simplex auto rims. They also hold manufacturers* 
rights for Silverine solder which they distribute. All 
of these products are original and native to Washing¬ 
ton. In fact the company has grown so fast 'hat it has 
found it necessary to remodel its building at 1115 
Bailroad avenue. 


NEW DISTRIBUTORS FOR “NEVERFAIL” 
CARBURETORS 


The Neverfail Carburetor Co., Long Island City, 
N. Y., announce the recent appointment of the follow¬ 
ing jobbers to distribute their new model “Neverfail * 9 
carburetor for Ford cars: 


F. Hersh Hardware Co.. Eastern Penna.: J. C. 
English Bubber Co., N. J.; Select Product Sales Cor- 

? oration, Long Island and Brooklyn; Monarch Sales 
o., Indianapolis; Bailey ft Co., North Carolina to 
Texas; Deckert Brothers, Western N. Y. and Penna.; 
E. A. Patterson ft Co., Kansas; The Mountain Tire ft 
Gas Co., Colorado. 

Frank M. Eldredge Co., of 403 Stevens building, 
Detroit, Michigan, are sales representatives for the 
United States. 
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The Sign of Growing Leadership 

A fact: Diamond has twice as many dealers han~ 
dling Diamond Tires now as in 1919 . 

Two reasons are responsible for this phenomenal 
growth: the ever increasing demand on the part 
of tire users for Diamond Tires, and the attrac¬ 
tive proposition which Diamond offers to dealers. 

Notwithstanding the fact that Diamond doubled 
the number of its dealers in a single year, the 
Diamond proposition is open to more dealers, 
because even now there are not enough Diamond 
Dealers to take care of the tremendous demand 
which tire users are making for Diamond Tires. 

Certainly, Diamond is the Dealer’s tire as well 
as the user’s tire. Write for full information 
concerning the Diamond Tire proposition. 

THE DIAMOND RUBBER COMPANY 

Incorporated 

Akron, Ohio 

Diamond 

TIRES 
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MEASURES THE WEIGHT OF TRUCKS 

Merchants in the larger communities who 
are interested in introducing special machinery 
lines will be especially interested in the new 
Black & Decker road type loadometer. The 
illustration herewith tells its own story and 
only suggests the possibilities in the machine. 
County commissioners for highways should be 
especially good prospects for selling loado- 
meters, for checking up the maximum load of 
trucks over highways, bridges and other 
restricted public routes. The problem of re¬ 
striction of loads that can be hauled over public 
highways so that the upkeep of highways may 
be practical is a very real one in every com¬ 
munity in the country. 



The new Black & Decker loadometer has 
been devised for this particular purpose. With 
it the rear wheels of the truck are jacked up 
and the maximum load per inch of tire width 
is easily determined. 


The **Paint Up and Glean Up” campaign had its 
effect in North Bend, Oregon, on the Hazer Hardware 
Company, when the firm painted its new building as 
an example to the community. It is reported that the 
example was heartily followed and profitably to these 
enterprising merchants of paint as well as hardware. 


MONTANA MERCHANTS BUSY 

The Montana Hardware Co., Butte, Montana, advise 
that crop conditions are in excellent shape ana unless 
something unforeseen happens in the way of shortage of 
labor, droughts, etc., they will have an excellent 
harvest. 

Their sale of paints and auto accessories has been 
exceptionally gooa, especially the accessory line which 
has increased far beyond their expectations. They are 
anticipating a good business in Montana for the balance 
of the year. 


PRESIDENT RABE OF 0. K. GIANT BAT¬ 
TERY CORPORATION PAYS $400,000 
CASH FOR EQUIPMENT TO 
INSURE DELIVERY 

In these days of industrial expansion many changes 
are taking place in the mai ner or doing business. * * To 
get machinery nowadays,' 1 says Paul Babe, president 
of the O. K. Giant Battery Corporation, Gary. Ind., “is 
harder work than to get the money to pay ior it. To 
be certain of getting equipment for our new buildings 
as rapidly as they are completed. I conceived the idea 
of establishing priority for deliveries by paying cash. 
We have in the course of construction special and 
standard machinery for the production oi the O. K. 
Giant Batteries representing a cash outlay of nearly 
a half million. 

‘ 1 To convey an idea of the scale on which our opera¬ 
tions are going forward, in unit No. 2 we have installed 
$72,000.00 worth of electrical charging boards of the 
most modem type. These boards have a charging 
capacity of 200,000 dry rechargable batteries of all 
types per day." 


The Valley Implement & Hardware Company has 
been established at Grandview, Washington, under the 
management of W. D. Gray. 

L. E. Barr has entered the automobile accessory 
business at Yuma, Arizona. Mr. Barr has been known 
to the high mountain trade as a member of the Yuma 
Auto and Tractor Company. 


The Odessa Hardware Company at Odessa, Wash¬ 
ington, has found it necessary to build a new garage 
to handle the automotive department of its business. 
Under the management of F. J. Guth, senior partner, the 
company has gone extensively into automobile and 
truck distributions. This department of the business 
has become such a healthy infant that a new cradle 
had to be provided. The Odessa company began In 
the hardware business 15 years ago. 
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SAVE YOUR FENDERS 


M«reliaiit’s Anti-Skid 
CHAIN TIGHTENER 

Loose chains 
slap against 
. fenders, m a r- 

\ ring and bend* 
ing them and 
\ creating an in- 
V fernal r a e ket. 
Merchant's pre* 
Went this by 
Vflk g r i p p ing the 
R chain at fire 

I Q points, giving 
J O an easy tension 
JIIjf^ki sU around. 
'/IB T8aves chains. 
//M / Saves tires. A 

wonderful little 
7 / accessory. Price 

k / per pair $1.00. 
yr N. H. isrchast Ctrp 

286*8 Emma St. 
Syracuse, N. Y. 



If you are selling, or intend to sell, AUTOMOBILE 
ACCESSORIES send for "The Little Salesman," our 
dealers' wholesale net price list—it’s the greatest auto 
supply catalog ever published, and free for the asking. 

NEW ENGLAND MILLS CO.. 1027 West Van Boren Street, Cfcfcstf# 


THE MMKTAmmrttt STATION 

Twice tha service in half the time 


Its Plain to 
be Seen- 


n h 


Air Pipe pulled down 
to inflate tire, will reach 
eitner wheel of any car 


i That the dealer who is spending more effort, 
to render more service to more motorists— 
will have more business and more profits. 
The Romort Air and Water Station not only 
renders more, but the best air and water 
service on the market. 

A Sales Builder 

Car owners go out of their way to use the 
Romort, for they know the air hose will be 
free from dirt and grime, for it never touches 
the ground, and water service will be avail¬ 
able at the curb without trouble and loss of 
time. 

Always on the Job 

24 hours a day this sturdy busi¬ 
ness builder is on the job, making 
y new customers and holding the 

\ old ones. 

It is by far the most effective, 
f| economical, and permanent ad- 

itlfi'ir \ vertising that you can buy. Built 

in two styles, with and without 

Write Today for Full Details 

Manufacturers 

THE BOMORT MFO. 00. 

Oakfield, Wis. 

Sales Dept. 

THE ZINKE 00. 

1323 Michigan Ave., Chicago, Illinois 
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EXCEPTIONAL PAINTINGS FEATURE 
TIRE CAMPAIGN 

Twenty-six original paintings, portraying Indian 
lore and legend in many of its most interesting 
phases^ form the basis of the current advertising 
campaign of The Standard Four Tire Co., of Keokuk, 
Iowa. Expert .critics have referred to the campaign 
as an excellent demonstration of the effectiveness of 
high class commercial art as applied to tire publicity. 

The series of twenty-six paintings is said to repre¬ 
sent months of research work by some of the leading 
commercial artists of the country, and the scenes cover 
a wide variety of subjects. These include: The Indian 
Runner; The Medicine Man; The Indian Oath of 
Fidelity; Archery; The Marriage Ceremony; The Qreat 
Spirit; The War Dance; The White Captive; Arrow 
Making; etc. 

So many requests have been received for originals 
and copies of the original paintings that J. B. Cabeline, 
President of the Company, has authorized the follow¬ 
ing statement concerning the company’s reason for 
such an extensive art program. 

‘ 4 Standard Four Tires are manufactured in the same 
locality where once lived one of the most unique 
characters among Indian chieftains. His name was 
Keokuk and Chief Keokuk was noted not so much for 
his warrior qualities as for his fidelity to a promise. 
Among all of those with whom he had dealings, the 
word of Chief Keokuk was indeed as good as a bond. 
He never broke a promise. 

“Thus, it occurred to officials of The Standard 
Four Tire Co. that the spirit and character of the old 
and respected chief might well represent the policy and 
aims ox the country. Hence, the adoption of a slogan 
that reads: ‘Chief of the Tire Tribe . f 

4 4 The facts are largely responsible for the portrayal 
of Indian scenes in connection with our advertising 
appeal. It so happens, however, that no subject has 
been more misrepresented pictorally than that pertain¬ 
ing to Indian life and customs. 


“Therefore, we resolved at the outset that no ex¬ 
pense should be spared in obtaining the right kind 
of art. Our agreements with the artists stipulated 
that the finished work must be accurate in all respects. 
As a result, the series cost us several thousands of 
dollars more than we anticipated. Nevertheless, the 
money was well spent. The satisfaction in knowing 
that our art compares most favorably with that of 
Remington—the greatest of Indian painters—amply 
repays us for all of our efforts. 

NEW HOWE SPOT LAMP 

• The Howe Lamp A Mann- 

A \ facturing Company, Chicago, 

announces new model No. 17, a 
light, single-shell spot lamp. 

C 5 l — The Howe Flexible Control. 

.. construction of the patented 

k ^ swivel-joints is such that they 

V- A i always remain flexible. The 

H / lamp is always easily movable, 

c U l ^ yet holds firmly in any posi- 

V ® tion * n which it may be placed, 

v '--gifcj The No. 17 Spot Lamp is 

made entirely of brass with the 
exception of the bracket and 
clamp. Its large convex lens 
its brilliant nickel trimmings 
and its richly enameled body all combine to produce 
an effect decidedly pleasing to the eye. The para¬ 
bolic reflector, the conduit cable and other fittings 
are finished in triple nickel plate. The focusing 
device permits the concentration of the light into a 
long, piercing ray for spotting objects far distant. 
Wires are protected by a water-proof conduit. The 
turn-button switch is also of waterproof construction. 
The 4-inch rear view mirror is optional Price, $10.00; 
with plate mirror, $11.50. 

The Norman Cowan Co. are western representatives 
for Howe lamps. 


SHOW THESE AND YOU SELL THEM 

A l I Hardy's Combination Running Board Box 

M \/ / Camp, Cook and Dining Tablo 

1\ M W — It Takes the Rough out of Camp Life 

As a running board box, it measures 10^4x10^x30 inches, and 
holds a complete Camp Cooking Outfit, a dining service and a gas 

HUH It is quickly convertible into a camp table, having two shelves 

It eliminates the open campfire for cooking purposes and en- 
BWrflj ables the person doing the cooking to stand upright and cook with 

UKlfl| ease, and when the meal is prepared to partake of the same, com- 

There’s no more stooping and squatting in awkward positions 
whilst cooking and eating and no more blinding smoke, dirt, flying 
sparks, blackened camp kettles or hunting for firewood if you use 

eS|h til Sporting Goods Stores and 

ESEsSPLSaI jobbebs and dealers 

johnThardy 

-S—»i ~ iS— PORTLAND, OREGON 


... -r. 









Tires & Tubes 


A distributor may not have been appointed in your community and we may need each other 


THE EMPIRE RUBBER & TIRE GO., Trenton, N. J 
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. FRED NOWOTNY, YOUNG ACCESSORY 
VETERAN 

Even though the automobile accessory business in 
the West and even throughout the United States is 
comparatively new, there are few men now active who 
were in the industry at the start. Automobiles were 
mighty few fifteen or twenty years ago, and auto¬ 
mobile accessories were almost unknown. The automo¬ 
tive equipment and accessory trade has recruited new 
members from many sources. 

Fine men and strong have come into the field in 
recent years. But there is no friend like an old friend, 
and the man who can claim connection with automobile 
accessories and equipment from the start is a power 
and influence and a valuable asset to any institution. 

Such a man is Fred Nowotny, Automobile Accessory 
Manager for Hughson & Merton, Inc. Mr. Nowotny 
was one of those at the birth of the automobile acces¬ 
sory business in the present West, and thus it is that 
his development, progress and career has been practi¬ 
cally that of the industry. Both have grown together. 

To go back to first causes, Mr. Nowotny received 
his start in London, for that is where he was born. At 
an early period of his development he discovered that 
the British Isles were not big enough for him, and 
moved half way across the globe to the “ wilds of 
Oregon” (as the uninformed would say), settling in 
Portland thirty-three years ago. 

As a young man his special love was in bicycle 
racing, and he naturally spent his working days in the 
bicycle repair business. 

In the early nineties he was connected with F. M. 
Jones, who was representative of the Racycle in the 
Northwest at that time. It was not long, however, 
before he became acquainted in his bicycle racing with 
C. F. Wright and his partner, young Ballou. These 
young adventurers had started into the bicycle repair 
business at Great Falls, Montana, and so encouraging 
had been their success there that they early moved to 
Portland. 

Branching out from bicycle repairing, soon they 
began to represent bicycle companies in the North¬ 
west. Very early Fred Nowotny cast his lot with 
Ballou & Wright and he has been with them ever 
since. When automobiles gradually took the place of 
bicycles, Automobile accessories took the place of 
bicycle sundries and supplies on their shelves, although 
the institution is still prepared to handle the bicycle 
business in the Northwest. 


Thus Mr. Nowotny has had valuable experience and 
a great opportunity to know the automobile accessory 
business as it is so admirably conducted in the North¬ 
west by his former employers. 

Recently this new opportunity presented itself to 
him in handling the entire Pacific Coast and Far West 
for Hughson & Merton, and his affiliation with the 
organization is certainly a doubly fortunate transaction, 
conferring benefit on both Mr. Nowotny and upon 
Hughson & Merton. His headquarters are at San Fran¬ 
cisco. 


EFFICIENT COOLING OF FORD ENGINES 

The Corcoran Manufac¬ 
turing Company of Cin¬ 
cinnati has filled a long- 
felt want in the Peerless 
Guaranteed Honeycomb 
Radiator for Ford cars. 

The demand for the Peer¬ 
less Radiator from all 
arts of the globe has 
een so great that The 
Corcoran Manufacturing 
Company has been forced 
to occupy a still larger 
factory, until now their 
new, modern plant is one 
of the largest in the country devoted exclusively to the 
manufacture of automobile accessories. 

The Honeycomb Radiator for Ford cars is the “pop¬ 
ular seller” of the Peerless line. This is manufactured 
in two models, one for cars of 1909 to 1916 make, and 
the other for cars of 1917 and later model Fords. The 
latter model is especially adaptable to Ford one-ton 
trucks. 

The success of the Peerless Radiator is due, among 
other things, to the scientific construction and effi¬ 
ciency of the Peerless Core. The Honeycomb type used 
is the same as is successfully employed on the highest 
class cars. The Peerless Honeycomb core has 4400 more 
square inches of cooling surface than the ordinary 
tubular type and its water capacity is four times as 
great as the tubular type. All parts coming in contact 
with water are of durable brass and the flexibility of 
the core construction allows ample expansion, permit¬ 
ting core to thaw, if frozen, without any strain or 
breakage. 

The unusual feature of the Peerless Guaranteed 
Radiator is that it costs no more than other radiators 
without these important advantages. 

The cut shows the Peerless No. 11 for 1917 and 
later model Fords. Dimensions are the same as regular 
Ford radiator, insuring easy and quick installation. 
Radiator shell or casing is regularly finished with two 
heavy coats of black japan; honeycomb 2^-inch brass 
core is gray. Nickel shell at small extra cost. An 
inquiry to Department A will bring detailed description 
of The Corcoran Manufacturing Company's Peerless 
Guaranteed Radiators, as well as their other meritorious 
products: hoods, radiator and hood combinations, 
fenders and tool boxes. 


The Autoparts Supply Company of Seattle, Wash¬ 
ington, is rapidly spreading throughout the Northwest. 
The company has just opened branches at Walla Walla, 
Washington, and Boise, Idaho, making eight separate 
branches in the Northwest. Others are at Portland, 
Tacoma, Spokane, Yakima and Bellingham.* 

E. L. Hawkes was the founder of the concern seven 
years ago, and he is the active and shrewd president 
and manager. 


The hardware and implement dealers of Sacramento. 
California, evidenced their cooperation and spirit of 
working together by agreeing to close at 1 o'clock on 
Saturdays during the montns of July and August. 
Eleven firms joined in the agreement. 
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The name of “BUTTERFIELD on any tool 

Is a Guarantee of Accuracy, Service and Long Life 


BUTTERFIELD & CO. 
AUTOMOBILE DERBY SCREW PLATE 
IA INCH STOCKHOLDING V 4 . 5 /<6 % 

26 INCH STOCK HOLDING fa 

WITH NO.IO TAP WRENCH || 



Automobile Screw Plate 
No. 102-A shown here¬ 
with, is one of the most 
popular sets on the market, 
and for this reason, one 
of the easiest to sell. 


NO. 102 A. 2 STOCKS l4IN.6c 26IN. LONG I 


Send for a copy of our new Catalogue No. 17, which shows the complete 
line of Butterfield Tools — Taps, Dies, Reamers, Reece’s and Derby Screw 
Plates —the finest and most profitable line any jobber could possibly handle. 

BUTTERFIELD & CO., Inc. 

DERBY LINE, VERMONT 


CHICAGO STORE, 

11 South Clinton Stroot. 


PACIFIC COAST REPRESENTATIVE, 

Mr. V. R Walsh, 560 Mission St., San Francisco, Cal. 
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Present Credit Conditions I 

(Address by John Perrin, Chairman of the Board of Directors and Federal Reserve Agent, Federal Reserve Bank \ 
of San Francisco, at Automotive Equipment Association Convention at Del Monte) ' 


an individual business concern lim- 
1 ifyr its its operations to a volume which it 
j can handle with its own capital and 

| surely available credit, it is obviously in a safe 
{ financial position. When the volume exceeds 
| this, it runs the risk of finding it difficult to 
j obtain additional credit which may be abso- 
( lutely essential to enable it to meet its matur- 
• ing obligations. If impossible to obtain the 
j additional credit, bankruptcy is faced. 

| A nation’s business is simply the aggrega- 
j tion of individual businesses. A nation’s credit 
i situation is over-extended when individual 
j businesses generally are over-extended. Under 
! such circumstances there must be an adjust- 
' ment of the volume of business to the available 
j supply of capital and credit. 

{ The credit situation of this country is now 
j over-expanded. Since 1914, loans of National 
t banks have grown approximately from $6,000,- 
000,000 to $12,000,000,000 and if investments in 
Liberty Bonds and other securities are included 
loans and investments have grown from about 
$8,500,000,000 to nearly $17,000,000,000. The 
increase in loans and investments of State banks 
| has been in approximately the same proportion. 

Since the armistice, the increase in bank 
l loans has been more rapid than during the war. 
| In* one year alone, from April 1, 1919, to April 
) 1, 1920, the increase was approximately 25 per 
j cent. In the face of this large increase in bank 
j loans during that one year there was an esti- 
, mated decrease in production of not less than 
) 10 per cent. 

■ Some of the causes contributing to the great 
increase of loans are the following: 

1. There are many thousands of blockaded 
I freight cars loaded with goods against which 
i loans have been made and the liquidation of 
i which depends upon the movement of the cars. 
; 2. Large quantities of commodities of var- 

i ious kinds against which loans have been made 
; are held for lack of cars and ships. 

\ 3. Banks have approximately $4,500,000,000 

of funds tied up in United States Government 
: obligations and loans against them. 

3 4. Huge sums have been loaned to indivi- 

> duals, firms and corporations for payment of 
i income and excess profits taxes. 

J Inadequate Transportation a Handicap 

> The attacks upon railroads and the failure 
f to grant advances in rates proportioned to in- 
I creased costs have resulted in so undermining 
f the credit of railroads that generally speaking 
} they have been unable to secure funds needed 
. for extensions and increase of equipment to the 
j extent necessary to take care of the growing 
: volume of our commerce. 


While the tonnage hauled has increased 47 [ 
per cent, equipment has increased only 1.9 per * 
cent. The obvious result of a failure to expand 1 
our transportation facilities in proportion to ; 
the growth of our commerce is that because of 
delay in transit a greater amount of credit is 
required for handling a given volume of com¬ 
modities from the point of production to the 
point of consumption. A partial blockade of . 
freight cars such as now exists is equivalent to 
a reduction in both our transportation facili¬ 
ties and our credit facilities. 

If, instead of $4,500,000,000 of bank credits 
being tied up in advances against Government 
obligations, this amount were freed for the use 
of industry and commerce, it would make pos¬ 
sible a vast increase in our output of com¬ 
modities and a corresponding addition to our 
national wealth. This amount thus advanced 
by the banks against Government obligations 
would, of course, be freed if savings were in¬ 
creased to that extent and invested in these 
Government bonds, which would thus be taken 
out of the banks and placed in safe deposit 
boxes. 

Earnings, which are the natural additions to 
national capital, are being absorbed in a large 
measure as income and excess profits taxes for * 
Government expenditures. The shortage of ; 
capital is very evident. The obvious remedy : 
would be to produce as much as possible and to j 
consume as little as possible since this would j 
most rapidly increase our capital and most ef- j 
fectively rectify the lack of capital and the \ 
present strained credit situation. It appears to jj 
be the fact, however, that our present course is j 
the opposite—declining production and unnec- ; 
essary consumption. 

A long time will undoubtedly be required in ' 
correcting some of these difficulties. Perhaps * 
the best that we can hope is that we may get , 
ourselves started in the right direction and 
ultimately work out good results. For instance, 
it will take a good while to correct the disad¬ 
vantages in our railroad situation. Also, we 
shall have a heavy burden of taxes for a long ( 
time and the investment of our savings will 
only slowly withdraw Government Bonds from 
bank loans. 

Credit Is Already Strained 

Besides these longer problems, however, - 
there is an immediate problem which calls for j 
the serious attention of all those engaged in * 
industry and commerce and their co-operation ? 
in working out the solution. Credit is already ' 
strained. This is clearly shown by the rate now r 
ruling, such as 6 to 6% per cent for loans of this 1 
Government, 7% per cent for the current loan i 
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If You Want^j 
the Best 


I P you want your cus¬ 
tomers to have the 
best that the market 
affords, you will be 
more than interested in 
the Auto - Kamp-Kook- 
Kit. 

It has so many features 
which are found in no 
other stove that it is 
really in a class by it¬ 
self. No other camp 
stove will be so well ad¬ 
vertised. Every promi¬ 
nent outdoor publica¬ 
tion will carry double 
spreads, color pages and 
full page ads through¬ 
out the season. 


All indications point to 
an exceptional season. 
The biggest advertising 
campaign ever launched 
for a camp stove is go¬ 
ing to bring customers 
into your store for this 
better stove. They sell 
quickly—profits are ex¬ 
ceptional. Do not fail 
to write or wire today 
for our special proposi¬ 
tion. 


Four Part Suit Case Outfit 


Prentiss-Wabers Stove Co. 


18 Spring Street 


Digitized I 


Grand Rapids, Wisconsin 

C.ooQie 

1HT 


Two Burner Kit Closed. All 
Equipment Packed Inside 


One Burner Kit Open 
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of the Dominion of Canada, 7 to IV 2 per cent for 
choicest railroad obligations and 7 to 8 per cent 
for mercantile and manufacturing loans. 

If the present volume of bank loans is con¬ 
tinued undiminished and if to this there is 
added the additional volume of loans required 
for the Fall crop movement, there cannot fail to 
be greatly increased strains with still higher 
rates. In such a competition for credit, which 
would drive rates still higher, it would ob¬ 
viously result that many would find it exceed¬ 
ingly difficult and perhaps even impossible to 
borrow. If it is avoidable, there seems no justi¬ 
fication for allowing ourselves to go forward 
into such a situation, which would hamper the 
conduct of our commerce and industry. 

What of the Federal Reserve System in such 
a situation and to what extent can it and will 
it help ? 

Many are perhaps inclined to regard the 
Federal Reserve System as being in principle 
the same as an ordinary bank but having huge 
size and unlimited resources. The Federal Re¬ 
serve System really is fundamentally a mechan¬ 
ism for holding the vault ca^h of member 
banks. The vault cash which member banks 
now carry added to the deposits which they 
carry with the Federal Reserve banks together 
constitute a smaller proportion of their deposits 
than was their vault cash alone just prior to 
the establishment of the Federal Reserve 
System. 

Lending operations of Federal Reserve 
banks naturally have for their purpose the 
maintenance of the stability of commerce and 
not its expansion. The expansion of industry 
and commerce would naturally have relation to 
the increase in capital of member banks and the 
increased savings of their depositors. Stating 
it in another way, Federal Reserve banks 
should not be constant large lenders nor should 
any member bank be constantly indebted to the 
Federal Reserve Bank. 

A member bank should call upon its Federal 
Reserve Bank only for occasional and unusual 
requirements. Following such a course, Federal 
Reserve banks would always be so strong that 
no question of their ability to meet any emerg¬ 
ency would ever arise. A member bank might 
lay its plans ever so prudently and a freight 
blockade might defer liquidation of loans so 
that it would inadvertently find itself over¬ 
loaned. 

That would be a most appropriate situation 
for rediscounting with the Federal Reserve 
Bank. A bank might make the usual prepara¬ 
tions to meet the requirements of its customers 
at crop moving time, but an unusually large 
crop might require a considerably greater 
amount of funds than had been anticipated. 
The Federal Reserve Bank could most properly 
be called upon to aid by assisting in carrying 
such a peak load. It appears to me that the 
soundest view is to regard Federal Reserve 


banks as the reserve of vault cash of member 
banks to be used sparingly and in emergencies. 

Reserve Banks and Tide-Over Credits 

I have mentioned the simple way in which 
an individual business, which had become over- 
expanded, could, if given reasonable time, effect 
partial liquidation by reducing its inventory 
and collecting more closely its outstanding ac¬ 
counts. The Federal Reserve System is the 
means by which partial liquidation of business 
over-extended throughout the country may be 
effected in orderly fashion. 

Banks which are over-loaned rediscount 
with the Federal Reserve banks and have a 
part of their loans thus carried while the 
process of partial liquidation by their customers 
is taking place and adjustment being made of 
the volume of industry and commerce to a 
proper relation with the available supply of 
capital and credit. It is in this way that the 
Federal Reserve System averts a panic by 
enabling the member banks to give to over-ex¬ 
panded business concerns time for gradual 
reduction in the volume of their operations. 

The Federal Reserve System is not intended, 
however, to make available a vast new supply of 
loanable funds. There is a great difference 
between providing a vast additional supply of 
funds for continuous use and providing the 
credits necessary for tiding over an emergency 
situation until partial liquidation can be ef¬ 
fected. 

During the war, Federal Reserve banks did 
everything within their legal power to facili¬ 
tate the financing of the war and for a long 
period after the signing of the armistice kept 
their discount rates exceptionally low so as to 
make it possible for those who had patriotically 
pledged their credit to buy Government Bonds 
to borrow against them without loss. In order 
to diminish the heavy demands for rediscounts, 
the Federal Reserve banks have applied the 
natural brake of advancing rediscount rates, 
until that of the Federal Reserve Bank of San 
Francisco is now 6 per cent. 

Member banks have also sought to co-opefate 
by exercising discrimination such that there 
would not be restriction in loans for the produc¬ 
tion of vital necessities, but so that loans should 
be made less freely for purposes not so essen¬ 
tial. The demand for rediscounts has, however, 
continued so insistently in spite of the applica¬ 
tion of these brakes that the reserves of Fed¬ 
eral Reserve banks now are reduced to only a 
little above the legal limit. The Federal Re¬ 
serve Board has authority to suspend the re¬ 
serve requirements, and if that were done Fed¬ 
eral Reserve banks could increase their advances 
to member banks still further. 

Wiser to Avoid an Emergency 

If necessity should arise, I have no question 
in believing that the Federal Reserve Board 
would suspend the reserve requirements and 
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(Trade Hark) 

Pacific Coast Distributors 

The Western Agencies Company 

285 Minim. Street, San Francisco, California 

Manufactured by 

GLASS FOUNDERS CORPORATION 

Milltown, New Jersey 


OIL RUINS TIRES” 

Motorists realise what a great menace oil 
is to inner tabes and, therefore, look for 
the place where they can fill tires with 

CURTIS AIR—FRU 
FROM OIL 


Fire different aisea of com¬ 
pressor, 125 different com¬ 
binations of outfits. In 
stock at most jobbers. 
Price is right. A result of 
25 years' experience in 
compressor manufacturing. 
Send for Bulletin C-5. 

Curtis Pass. Mchy. Co. 

1512 Kienlen At., St. Louis 

530-L Hudson Term., V. T. 


Your Guarantee Against Tube Leakage— 

Have DURAL TUBES in Your Tire* 

More flat tires come from leaky tubes than from punctures. 
Leaky valve joints, porous rubber, leaky splicing—all are 
common causes of defective tubes. 

But tube deflation disappears when you equip THE DURAL 
with Dural Tubes. They are guaranteed against it. GUARANTEE 

Laminated construction eliminates ordinary porosity. ^ oTcLur^any 
Hermetical sealing of the valve and a special reinforce- £ , i2k' n J 
ment of rubber-impregnated duck prevents valve base u t hc«pfice. kaJc- 
leakage. inr at uivc joint. 

The splice steam-cured—the expensive way but the dSI^*nt°i» t re^ 
sure way to prevent splice leakage. tamed to no one 

year from date of 

Read the guarantee and then prove it for your- * mrcbaK * 

self by buying Dural Tubes. You’ll get full- 
sized, extra thick tubes tha. give long life and thorough satis¬ 
faction. More—you’ll get a tuue with an extra overlap that 
is the best protection in the world against the most common 
cause of blow-outs—Pinching. 

—and yet They Cost No More Than Ordinary Tubes 
Let us put a Dural Tube on your car. 

W. E. & W. H. JACKSON 

Wholesale Dittributor s 

lAIIDAI n 865 Mission Street 

.IMHffMLy SAN FRANCISCO - CALIFORNIA 

A TIMM || HAMM 4f 
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also that the Federal Reserve Banks would 
courageously meet any emergency and thus 
prevent panic. If Federal Reserve banks had 
only the legal minimum reserves, 40 per cent 
against Federal reserve notes and 35 per cent 
against deposits, and if reserve requirements 
were suspended, they would still have large 
lending power. If such a situation should arise, 
however, it would be proper that rather drastic 
| procedure should be adopted. Discount rates 
j would naturally be advanced still more sharply 
! and banks would be called upon to curtail their 
rediscounts as rapidly as could conveniently 
be done, without undue disturbance of business, 
until legal reserves were restored. 

Instead, however, of relying upon the Fed- 
; eral Reserve System to meet an emergency, it 
seems far more prudent that corrective steps 
should be taken beforehand to avoid the emerg¬ 
ency. By that I mean that Federal Reserve 
banks, member banks and the customers of 
■ member banks should all co-operate to bring 
i about a moderate reduction of loans during the 
i next three or four months. 

| Loans for the production of necessary food, 
j fuel and clothing should obviously not be cur- 
| tailed since these products are fundamental 
| essentials of life, but all loans for purposes less 
{ essential than these should be moderately re¬ 
duced. If that is accomplished within the next 
three or four months, we shall meet the crop 
moving demand with an easier credit situation 
than we now have, and it is necessary that we 
should do so if we are to avoid a still more 
stringent situation this Fall. To attempt to 
j force the utmost speed in business at the present 
| time is to risk an interruption in our prosperity. 
| If we bring about a moderate curtailment in 
i the volume of our business during the next 
j three or four months and if we exercise modera- 
I tion for a period, both as to expansion of busi- 
j ness and as to personal consumption, there 
; seems every reason why we should enjoy un- 
j interrupted prosperity for a long period. 


j One of the largest and best appointed sporting 
goods stores in Colorado has been opened in Colorado 
| Springs, Colorado, by the Colorado Sporting Goods 
j Company. On moving into its new building, the Com- 
pany doubled its capacity. One of the features of the 
! new store is a shooting range in the basement for 
: rifle and revolver experts. Camping equipment will be 
! carried as well as sporting gooas. 

i - 

A new member of the automobile accessory industry 
;! at Helena, Montana, is the branch of the William E. 
Chase Company, just opened. Harold Dishon is the 
local manager and Walter L. Traub is the “ Chase- 
trained* 1 service man with five years* experience be- 
; hind him in this end of the company’s activities. A 
full stock including 10,000 individual parts has been 
installed and the trade in the territory tributary to 
, Helena will have the benefit of selection from another 
' of the large national automotive and electrical supply 
houses. 



DON S. STANBERY WITH ROWNTREE 
IN SEATTLE 

Don S. Stanbery (and that middle initial 
“S” stands for service), who has been con¬ 
nected with the John T. Rowntree organization 
at Los Angeles for some time, assumes his new 
duties with the Seattle office of this well known 
sales corporation August 1st, assisting Bruce 
Findlay, and traveling throughout the cities of 
the great northwest. 

The Hardware World wishes to introduce 
him to our readers in that section who may not 
have had the opportunity of meeting him 
personally. . 

Prior to becoming associated with the John 
T. Rowntree Co., Mr. Stanbery was sales mana¬ 
ger for the Union Hardware & Metal Co., Los 
Angeles, and was known as one of the live wires 
of that institution. Aside from his well known 
ability and knowledge of hardware and kindred 
lines, among his other qualities are his pleasing 
personality and his sincere and honest friend¬ 
ship for everyone connected with the trade. He 
will undoubtedly add to his already wide ac¬ 
quaintance in his new fields. 


SEELEY B. MOE AT LONG BEACH 

The hardware trade of Southern California will be 
interested to know that Seeley B. Moe has acquired an 
interest in the American Avenue Hardware Company 
at Long Beach, California. His partner in this enter¬ 
prise is John Haasis and he is sure to continue best 
traditions of the hardware trade in Southern and 
Central California just as he has in the past. 

Mr. Moe has been connected with the Union Hard¬ 
ware & Metal Company at Los Angeles for 16 years 
and for the last 10 years has been buyer and manager 
of the builders* hardware department. His faithful 
and careful service for the “Union** has made him 
many friends who will be gJad to know of his new 
enterprise and plans for the future. Mr. Moe will be 
glad to meet any of his friends of the trade at Long 
Beach, where he is now located. 
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THE COURAGE OF 
CONVICTION 

The conviction of the pioneer that he was a match 
for at least five Indians resulted in a courage 
that swept all before it on the route overland. 

There is not one “unique” construction method or deceiving 
special process used in the making of Overland tires. There 
are no radically different “features” for tire buyers to argue 
about with distributors and dealers. 

The Overland Tire & Rubber Company it convinced that 
aggressive distributors and dealers do not care to pioneer with 
an unusual tire or an unusual sales and advertising policy. 
Both Overland tires and Overland policy are standard. 

If you are interested in tires and tubes that follow the line of 
least sales resistance, today is none too soon to write or wire for 
further particulars. 

The Overland Tire & Rubber Co. 

Dept. A 

Omaha, Nebraska 
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IF SOME OF YOUR WAR TIME ORDERS 
WERE UNFILLED 

(Copyright by Elton J. Buckley) 

The interference‘which the war caused to 
contracts and orders made and given during 
that period is in a sense just beginning to be 
felt, particularly as to a class of business which 
was not killed entirely, but only suspended by 
government interference. The following letter 
shows the kind of case I refer to, and also shows 
that interesting litigation can and probably 
will come out of it. 

Brooklyn, N. Y. 

In 1916 we accepted an order from a Pennsylvania 
customer for about $1000 worth of our goods to be 
shipped promptly. Before the order could be filled the 
government took our plant over and we had to lie down 
on this order and a great many more. The order was 
given on our regular forms, and contained no conditions 
whatever. 

When the government took our plant over we con¬ 
sidered that the orders from private customers were 
dead and believed that our customers did also. Some 
of them, however, have started to notify us that they 
expect us to deliver now that the government is no 
longer using our plant. As a matter of fact, it is 
some time since the government ceased to use our plant, 
and some of the demands for the filling of these orders 
began shortly after it ceased. We told all these cus¬ 
tomers that we did not think they should expect to get 
the goods now, because the cost has advanced about 50 
per cent and we could not afford to fill the orders at 
the contract price. 

About 30 days ago we received a letter from the 
customer referred to above, who had placed the $1000 
order, demanding delivery bv May 1st. We replied 
the same as we had with the others, and an answer 
same that if delivery was not made by May 1st. suit 
would be begun against us. Of course we could not 
make delivery and we have been made defendant in a 
suit for the difference between the order price and the 
present market price, which is about $400. We are 
afraid that other customers may do likewise and involve 
us in a large sum. What we wish to know is, are we 
liable on the old orders, or did they go by the board 
when the government took over our plant? 

X. & CO. 

There were a great many of these orders, 
without doubt. Some provided for prompt ship¬ 
ment, some provided for shipment by a certain 
date, some provided for immediate shipment, 
some provided for shipment a.s soon as possible. 
One or another phase of the war interfered—the 
government took over plants or commandeered 
the goods, and shipment has never been made. 
So far as I have seen, and I have seen quite a 
number of these orders, none of them contained 
any clause cancelling them entirely if the gov¬ 
ernment should in any way prevent shipment 
according to terms. 

The question is, just as in the ca.se submitted, 
what became of this business? Did it die when 
the government stepped between the seller and 
the buyer, or was it merely suspended until the 
government stepped out again? 

If such an order was merely suspended, of 
course the seller would be under legal obliga¬ 
tion to fill it, no matter what the price, provided 
the buyer used due diligence in presenting his 


claim after the obstacle to filling the order dis¬ 
appeared. 

A great many of these unfilled orders are 
dead without a doubt, because of the buyer's 
failure to do anything about it; in other words, 
because of his apparent concurrence in the sell¬ 
er’s idea that they were dead. 

The law as to the status of these orders is 
this: Orders accepted and unfilled when the 
government’s interference made it impossible to 
fill them according to terms, are merely sus¬ 
pended, and not cancelled. After the govern¬ 
ment has handed the plant back, or has ceased 
to require the product, the old unfilled orders 
are restored, and the buyer can claim delivery. 
Whether he must actually demand delivery be¬ 
fore the seller needs to move, is an open ques¬ 
tion. It would be safer for the buyer to make 
demand, but it is not clear that his right is gone 
if he does not. 

The buyer, however, cannot sit silent and 
then when the market has reached its peak, 
suddenly demand delivery and collect damages, 
based on the then high market, if delivery is 
not made. If I were advising a buyer in such 
a case I should advise him to learn when the 
seller was free from government interference, 
and then make demand for delivery according 
to the original terms, as if the order had just 
been given. And to enforce that demand by 
suit if delivery was not made. 

The buyer who waits a year or two after the 
seller is free from government interference, and 
then for the first time asserts his claim, is in 
danger of being thrown out of court by his own 
neglect and delay. The bearing of the factor 
of delay on the case must of course be governed 
by the particular facts. This much is sure, how¬ 
ever, the business is alive after the obstacle has 
disappeared and can be realized upon by the 
buyer. 

One of these cases is just going through the 
courts now. It involves lumber. The original 
contract read “ship soon as possible," but the 
government stepped in and took the goods. The 
buyer, after the shipper was once more able to 
handle private business, made demand on the 
seller for delivery. By that time the market 
was $40,000 higher. The shipper refused to 
ship, arguing that the business was dead, but 
the buyer sued him, and I would wager every¬ 
thing I am worth he will get a verdict. In this 
case the buyer kept after the seller until it be¬ 
came clear that there would be no delivery, and 
then served notice that delivery must be made 
by a certain date or suit would be brought. De¬ 
livery was not made and suit followed. 


The fact that the Merges Hardware Company of 
Portland, Oregon, has increase^ its capital stock from 
$5000 to $10,000 is indicative of the fact that mer¬ 
chants in these times must have double the capital to 
do the same business that he was doing three or four 
years ago. To meet this raise, he must be sure that his 
turnover on his stock is in proportion. 
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Ehman Products 

Conservatively Guaranteed 

Generous Excess Mileage 
Assured 

Better Tires 

at 

Moderate Cost 

Applications invited from responsible 
Jobbers and Dealers desirous of featur¬ 
ing a special high grade product at a 
moderate price. 

Ehman Tire & Rubber Co. 

MAKER8 OF PNEUMATIC AUTOMOBILE TIBE8 
AND INNER TUBES 

General Offices: 

176 N. Michigan Ave., Chicago, Ill., U. S. A. 


THE ONLY VALVE GRINDER THAT ' 
DOES GRIND VALVES PROPERLY AND 
ON AN ABSOLUTELY CORRECT PRIN¬ 
CIPAL. 

PROPERLY BALANCED AND GEARED. W 
USER CANNOT RING VALVES OR WEAR 3 

STEMS. % 

_ '<1 

ITS BALL BEARING RELIEVES USER p 
OF ALL STRAINS. if 

EIGHT YEARS ON THE MARKET IS I 
PROOF OF ITS SUPERIORITY. sra|n 

UNIVERSAL EQUIPMENT & SUPPLY GO. syracuse,n.y. f M 


The Anckom Hardware Company at Palouse, Wash¬ 
ington, reports a specially active market for pipeless 
furnaces in their territory. Four furnaces were sold in 
one month for installation during the summer. 


The Oregon Hardware & Implement Company at 
La Grande, Oregon, is doing both a wholesale and retail 
business in the Inland Empire and has increased its 
capital stock from $100,000 to $200,000. 
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; STOP WASTING GASOLINE 

■ (Richard Spillane in the Philadelphia Public Ledger) 

• Some persons think that what they do with 
; their money or with what they purchase with 
■' their money is not any other person’s business. 
, They are mistaken. 

j A lot of persons are buying gasoline today 
:i and using it wastefully. In so doing they are 
penalizing all the people, and particularly all 
jj owners of automobiles. 

V There are 6,000,000 passenger cars in the 

■ United States. There is a shortage of gasoline. 
Through gross waste this shortage is made 
more acute than it should be. If it is not 

; checked the price of gasoline will be forced to 
: t a height that will compel many persons to lay 
up their cars. 

The automobile is of great utility. It gives 

■ opportunity to many millions of persons—men, 
; women and children—to get out into the 
5 country, to have recreation and pleasures that 

• otherwise would be difficult for them to ob- 

■ tain. It is a great agency in the promotion of 
{ good roads. It is a great agency, too, in the 
| promotion of good health. Anything that 
? restricts its use is of public concern. 

j Those who have studied the subject say 

• one-half a gallon of gasoline per car is wasted 
f today through carelessness, through overuse of 

■ cars and through useless mileage. This means 
[ 3,000,000 gallons a day. 

( This has to be stopped or the price of gaso- 
\ line will stop the use of tens and tens of thou- 
't sands of cars. It will stop if you recognize the 
l fact that any one who wastes gasoline is doing 
i an injury to you w T hether you own a car or do 
l not own one. 

; How does the waste of gasoline concern the 
jj person who does not own a car, might be asked. 
i Let us see. 

[ There are hundreds of thousands of motor 
| trucks. They do a great work in the transporta- 
j tion of various commodities. There are hun- 
i dreds of thousands of motor cars to be built 
[ this year. If the price of gasoline advances the 
! cost of transporting goods will be increased and 
\ you will have to pay it in the higher prices you 
| pay for eggs, for milk, for beef, for vegetables, 
! for moving your household goods, for anything 
j and everything you eat or use, for directly or 
: indirectly it will be in the bill the general public 
! has to pay. 

\ A waste of one-half gallon of gasoline per 
; passenger car per day means 1,095,000,000 gal- 
I Ions a year. Wow! 

; One gallon of gasoline will provide the 
: energy to move a one-ton truck 15 miles, or to 
| put it in another way, it will move 15 tons of 
j freight one mile. If the users of passenger cars 
! would save the one-half gallon a day they waste 

■ it would equal 16,425,000,000 ton miles of haul, 
j Economy in gasoline means more than the 

general public appreciates. More oil is being 


used today than is being produced. That means 
the reserve stocks are being drawn upon. Cur¬ 
tailment of waste is imperative. It rests with 
users of gasoline to do voluntarily what other¬ 
wise they inevitably will be forced to do. 

Save oil. 


SAFETY FIRST IN GLASS 

What should we do without glassf We regard it 
as one of the necessaries of civilized life; yet, under 
certain conditions, it can be almost as dangerous as a 
sharp knife in the hands of an irresponsible person. 

Glass is a most useful servant; a utility of greatest 
convenience when conditions are normal, but when 
accidents occur causing glass to break and slivers and 
splinters to fly through the air, human life is endan¬ 
gered. Many a death and many a serious wound has 
resulted from flying pieces of broken glass. 

Serious consequences are especially to be feared 
from the accidental breaking, in collision or otherwise, 
of automobile wind-shields, back and side curtain 
lights; street car doors and windows; railroad passen¬ 
ger car windows; locomotive cab windows; port hole 
and other window lights on ships; die cutting, grinding, 
polishing, loading and other types of machine guards; 
office and bank partitions; revolving doors; doors and 
windows generally in dwellings, stores, factories, etc. 

Science has come to the rescue with a laminated 
glass, consisting of two sheets of ordinary glass be¬ 
tween which is interposed a thin sheet or pyroxylin 
plastic. Hydraulic pressure and the application of the 
proper degree of heat welds the glass and pyroxylin 
sheet together into a solid unit. The pyroxylin binder 
prevents any scattering of fragments in the event of 
violent breakage. 

The transparency of the glass is reduced but to 
3 per cent by the insertion of the plastic sheet. This 
would never be noticed by the ordinary person not 
especially looking for a difference. 

If life and accident insurance statistics were con¬ 
sulted to get a record of the vast number of accidents 
in the aggregate resulting from broken glass, it could 
readily be shown that the increased first cost of lam¬ 
inated glass to be used in exposed places where experi¬ 
ence has proven accidents are most likely to happen, 
would be more than offset by savings in death and 
injury insurance payments, loss of wages due to lost 
time while recovering from wounds and damages to 
property. Then, too, the suffering and disfigurement 
caused by cuts should be considered. 

Laminated glass has its place in the world. As its 
virtues become known, it is undoubtedly going to be 
specified in many industries in which it is now un¬ 
known. 


TRITCH INVITES YOU TO DENVER 

1 ‘Come to Denver at our expense,” is the way the 
Tritch Hardware Company of Denver, Colorado, puts 
its invitation to the western trade for jobbers and 
manufacturers market week in Denver, August 16 to 
21, 1920. 

Geographically, Denver is in the center of the West, 
and the radiating lines drawn from Denver strike al¬ 
most equally at San Francisco. Los Angeles, El Paso, 
St. Louis, Minneapolis, Great Falls, Seattle and Port¬ 
land. President Frank Bare of the Tritch Hardware 
Company is most active in the Denver Wholesale Trade 
Extension Bureau, and any hardware merchant in the 
Rocky Mountain region or the territory tributary to 
Denver is sure of a warm welcome and a hearty good 
time enjoying the hospitality of the Tritch Hardware 
Company. Merchants in Texas, Oklahoma, New Mexico 
and Arizona are particularly fortunate in being tribu¬ 
tary to the Denver jobbing center. 
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K-9 Adjustable Wrench 


MOSSBERG 

ALL STEEL WRENCHES AND TOOLS 

A Business-Building Line 

1 HE dealer who sells Mossberg Tools not only makes 
a good profit—he gets a quick turnover on his stock 
and builds up his trade through satisfied customers. 

The completeness of the Mossberg line makes the possi¬ 
bility of a sale greater. There is a wrench or tool for 
every purpose. 

The garage man, the motorist, the expert 
mechanic, each with his individual re¬ 
quirements, may find the right wrench 
among your Mossberg stock. 

The Mossberg reputation for strength 
and service helps you to make your 
sales — it builds your business. 

Write for complete 1920 catalog. 

WALTER I. TUTTLE, 

President and General Manager 
FRANK T. CHASE, 

Treasurer and Sales Manager 
EVERETT L. FORD, 

Secretary and Superintendent. 



“600” Board, Assort¬ 
ment of Ford Necessities 



H” Board of All Steel 
Socket Wrenches 
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THE. PECK STOW & WILCOX COMPANY 
SouthingtonConn. Cleveland Ohio 
U.AA. 


PEXTO CATALOG No. 20, CENTENNIAL 
EDITION, A WONDERFUL BOOK 

In presenting to the hardware trade this centennial 
edition of the Pexto catalog covering the largest line 
of mechanics’ hand tools, builders’ and general hard¬ 
ware manufactured by any one company, no time, ef¬ 
fort, or expense has been spared to produce a complete 
book which would not only be a satisfactory repre¬ 
sentative of the Peck, Stow & Wilcox Company, cover¬ 
ing tools and hardware manufactured continuously 
from 1819, but also one which hardware buyers, sales¬ 
men and clerks may find an indispensable daily help 
in providing for their requirements covering the list 
of Pexto products. 

In producing this book they have followed closely 
the idea of concentrating illustrations and descrip¬ 
tions into a double column with the advantage of 
carrying quickly and concisely to the mind of the 
reader the essential details of goods catalogued. 

In this book you will find each kind of tools in a 
section by itself, as for instance; braces, chisels, 
pliers, wrenches, snips, pruning shears, etc., are con¬ 
sidered a section and are proceeded by colored illustra¬ 
tions and descriptions of displays and selling helps, 
and this page or pages is followed with a short de¬ 
scriptive talk for salesmen and clerks giving the merits 
of the line. 

Illustrations of the Cleveland, Ohio, and Southing¬ 
ton, Conn., plants appear in the front of the book. 
The feature of terms, guarantee, displays, uniform 
labels, text books for workmen, pruning shear books 
for the gardener, book of standard details for con¬ 
tractors and builders in connection with builders ’ hard¬ 
ware are all properly illustrated and described for the 
benefit of the hardware trade. 

A novel feature of this catalog is the “Rehard¬ 
ware” editorial giving thought and trade building 
features which will profitably and satisfactorily in¬ 
crease the builders’ hardware business of the mer¬ 


chants throughout the country. This book is not only 
a catalog, but in addition is the manufacturer’s silent 
salesman. Many other features are contained in this 
book of which a review will bring them forcibly to 
your attention, particularly the page showing the new 
standardized labels in orange, blue, white and black. 
Also the uniform color of packages and attractive and 
novel features. 

We might go on at some length relating the in¬ 
genuity built into this catalog, but must leave a lot 
of it for your surprise and attention on receiving a 
copy. 

The book is printed on an excellent quality of paper 
carrying the name of the company and trade mark on 
each page in color. The cover is handsomely designed 
and printed in the standard colors of the company, 
orange, blue, white and black. 

Ir your copy does not come along promptly, please 
address the company at Southington, Conn., attention 
of “Catalog Department” and your request for copy 
will be promptly granted. 


ALBERT LEA “UTILITY” LINE MOVING 

The Albert Lea Sprayer Company at Albert Lea, 
Minnesota, reports, along with other manufacturers, 
that their hands have been full and the organization 
rushed in supplying the demands of tae trade and in 
keeping things moving this spring. 

Their “Utility” line of sprayers, hose goods, poul¬ 
try feeders, and pumps of all sorts is known to the 
trade throughout the country. The United Sales Com¬ 
pany at Minneapolis, Minnesota, is the general sales 
agents for Albert Lea goods. 

“It pays to spray,” says dealers in Albert Lea 
sprayers to their customers, but when they are men¬ 
tioning the Albert Lea line, they say that “It pays to 
stay. ’ ’ 



KNOW WHAT IS OOMTNO BEHIND YOU AND 
BE SATE BY INSTALLING A 


“COP-SPOTTER” 

Bear View Mirror 

Made of finest quality plate glass with 
ground edges. Mounted in a finely finished 
nickel-plated frame. Can be attached and ad¬ 
justed on any open or closed car in a few minutes. 
Vibration proof. 

Price $4.00 

Jobbers and Dealers 

We have an interesting proposition for you. 
Manufactured by 

BERGER & COMPANY 

20S W. llth St., Lot Angelas 
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Ask your Jobber for BOYCO PRODUCTS. If he cannot 
supply you, mail us your order with his name and 
address. Service will be rendered 



Boyco Service Units 

Boyco Service Units for carrying extra gaso¬ 
line, oil and water on the running board fill an 
actual need. They are in demand every day of 
the year. A useful product that means desir¬ 
able business and increased sales. 



EZ Luggage Carriers 



Boyco Carryall 

The Boyco Car¬ 
ryall is the strong¬ 
est and most sub¬ 
stantial device of 
its kind on the 
market. It is 
adaptable on any 
car to the carry¬ 
ing of every des¬ 
cription of lug¬ 
gage and equip¬ 
ment. 



EZ Luggage Carriers fasten firmly and read¬ 
ily to any running board and provide dependable 
security. Easiest and most quickly adjusted lug¬ 
gage carrier made; occupies a minimum of space 
when not in use. You will find a wide demand 
for this product. 




Auto 

Canteen 

This Flat 
Bottom Auto 
Canteen comes 
in different 
sizes suitable 
to the require¬ 
ments of every 
motorist. Its 
outstandin g 
prac tic ability 
makes it a 
quick seller. 
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j HOW JOHN BROWNING WORKS 

There is a little room in the great Colt factory at 
I Hartford, Conn., occupied by a man of modest bearing, 

* from which evolved the plans by which were built the 

* great mass of automatic rifles and pistols that were 
the wonders of the world. This man is the great 
Browning, father of the automatic pistol and inventor 
of the world’s greatest automatic rifle and automatic 
machine gun—Colt’s. 

( Working at the Colt factories with a corps of capa¬ 
ble assistants, John M. Browning brought to realization 
the dream which Samuel Colt had of making the Colt 
factories at Hartford a complete arsenal—an adjunct 
to the government armories, where side arms and rifles 
of all kinds could be made in required quantities for 
the proper equipment of the United States troops. 

Many have been curious to know how Browning 
works. He has been conceived by some as a nervous, 
excitable individual, so buried in thought and work 
that it was dangerous to go near him; a man whose 
' very appearance suggested guns and warfare. But 
, the contrary is just the case. 

Two stories about Browning will illustrate the kind 
of man he is. One day there came a rush telegram from 
; headquarters that difficulty was being experienced with 
\ a small part of the mechanism of the Browning gun. 

* This was in the early stages of the development of this 
c wonderful weapon. And while the fault which this 

small mechanism showed seemed trivial, it was so 
j baffling that none of the mechanics or engineers could 
see how it could be remedied, and they hurried to 
Browning with their trouble. 

This was about five o’clock in the evening. Brown¬ 
ing cooly remarked that he would fix it for them in the 
morning, and he put on his hat and went home. 

It was so important that this be remedied at once 
that the officer who had come to get help was unable 
to sleep wondering how Browning would overcome the 
difficulty. When he went to Browning’s sleeping quar¬ 
ters in the morning about six o’clock, Browning was 
up and out. He hurried to the little room where Brown¬ 
ing worked and he was not there, nor could he find 
i him anywhere. 

About eight o ’clock Browning strolled in. The offi- 
•j cer excitedly asked when he was going to work out the 
I new plane. Browning said, “Why. that thing has all 
•[ been taken care of hours ago.” And he showed him 
j with a few strokes of his pencil just exactly how the 
| difficulty could be overcome. 

J It was so simple that the officer was amazed and 
! said, “Why, you knew all the time how you would do 
r! it.” Browning said, “I didn’t, I got up about four 
o’clock this morning and took a little stroll around 
; town. I like to do my thinking in the early morning 
while I stroll about town.” 

\ Worked Out In His Head 

? Browning works out every problem in his head, so 
; that ?ery rarely has anything to be changed from his 

S reliminary rough pencil sketchy from which the plan 
i eventually made. And there is never anything very 
; intricate in Browning’s plans. In fact, it is the beau- 
;■ tiful simplicity of the Colt automatic pistol, automatic 
• rifle and machine gun which makes them so efficient. 
f When the competitive tests of the various machine 
: guns were being made, one of Browning’s competitors 
} complained that he should be pewnitted to renew one 
i of tne small parts in his machine gun should it give 
l out during the test, because he supplied each one of 
( these guns of a quantity of these small parts which 
| took only a fraction of a minute to put in, and that the 
i soldiers even under fire could so renew the gun, and 
| that the test which the government was asking was un- 
[ necessarily severe on this small part. 

They came to Browning and told him that he could 
have the same privilege after acceding the allowance. 
Browning shrugged his shoulders and said he would 
not bother with a gun that had to be accompanied by 
a box full of parts in order to make it efficient. 


Nothing Stopped Gun’s Work 

The Browning gun was put into competitive tests 
without any extra parts, and the secret of its success 
lay in the fact that it would work no matter how 
rusty it got—and the government made it rusty on pur¬ 
pose because guns get rusty in warfare—no matter 
how much sand was thrown into it, and no matter how 
hard they tried to block its mechanism. 

On several occasions, when Browning was crowded 
with work of the kina that n.ost men would break 
under, he was stopped and explained, so that a child 
could understand all the workings of his guns to 
some interested visitor. 


WINCHESTER BUYS MACK AX PLANT 

The Winchester Company has purchased the Maek 
Ax Plant at Beaver Falls, Pa. The factory is well 
located, close to Pittsburgh, where steel and other raw 
material can be easily and Quickly secured. As a ship¬ 
ping point, Pittsburgh is said to be one of the best in 
the country. 

The Mack Ax Plant is well known to the trade. It 
was established by Joseph Graff at Beaver Falls, Pa., 
in 1871. Afterward the plant was sold to the Hub¬ 
bard Company, Pittsburg, in 1877. 

In 1890 it was consolidated with the American Ax 
and Tool Company and was operated as a unit of that 
firm until 1912, when it was sold to the Kelly Ax 
Manufacturing Company, of Charlestown, West Vir¬ 
ginia. Immediately after this purchase the plant was 
closed down and the machinery removed. The building 
and real estate were sold to John Mack, Sr., who im- 
mediatelv organized the Mack Ax Company, and began 
the manufacture of their well known make of axes. 
Mr. Mack began operations in May, 1913, employing 
135 people. The organization which he has built np 
will be largely retained by the Winchester Company. 


BRAENDER TIRE WESTERN OFFICES 

The Braender Tire A Rubber Company of Ruther¬ 
ford, .New Jersey, handles its western business and 
trade through a direct factory branch in San Francisco. 
E. F. Zuern is the branch manager for the company 
and is an experienced tire man and one thoroughly 
familiar with the Braender line. The Braender branch 
is at 131 Eighth street, San Francisco, and handles the 
entire western field. 


At the Ernst Hardware Store in Seattle, Washing¬ 
ton, is being displayed for a short time one of the most 
famous Moreau’s paintings, * 1 The Village Blacksmith , 9 9 
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It sells because it’s 
needed —repeats because 
it’s better. A good profit 
and a quick turnover. A 
splendid lubricant that 
will not gum. Stock now. 


WINCHESTER REPEATING ARMS CO. 

New Haven, Conn., U. S. A. 






SPARK PLUG 

Always on the j< 
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ECONOMY IN TIME AND SERVICE 

Regularity and order¬ 
liness are qualities in the 
hardware store which most 
customers appreciate. The 
hardware store which has 
more the appearance of a 
junk-shop will not secure 
recognition as an efficient 
distributor. Nails or bolts 
lying scattered all over the 
floor do not meet with the 
customer’s favor. When 
the purchaser has bought 
some nails or bolts, which, 
upon examination, prove 
to be a mixture of differ¬ 
ent sizes, it is to be ex¬ 
pected that his next need 
in hardware is not likely 
to be supplied by the hard¬ 
ware dealer from whom he 
purchased the assortment 
of nails or bolts. This is 
but one phase of haphaz¬ 
ard arrangement of small 
articles in a hardware 
store. There is also to be 
considered the deprecia¬ 
tion in the value of the 
stock if it is so placed 
that much of it is wasted 
or mixed. Bolts and nails 
should be kept in proper 
order. 

The Wellston Manufacturing Company, 203 East 
Second street, Wellston, Ohio, offers hardware dealers 
devices by means of which they can do away with waste 
and disorderliness in the stocking and selling of bolts, 
nails and similar articles. 

Illustrated herewith is the * 4 Eclipse** All-Steel Bolt 
Case made by this company. These cases are made in 
eight sizes, and in from three to ten sections. Each 
compartment revolves independently of the others on 
ball bearings. These cases are solidly built and will 
last a long time. The Wellston Manufacturing Com¬ 
pany, Drawer A A, Wellston, Ohio, will furnish detailed 
information concerning its products to retailers who 
write for it. 


A QUICK SELLING GARDEN TOOL 

The Alexander Mfg. Co., Ames, Iowa, make one of 
the best and most popular selling garden tools on the 
market. It is known as their No. 3X Garden Raiser. 

It is made of the best material, all the latest im¬ 
provements, is so constructed that no wrench or tool 
of any kind is needed to change the equipment. They 
give an extraordinary finish in grinding and polishing 
the tillage tools. Without doubt it is one of the best 
values in a garden tool that is on the market. 

They will be glad to give full information to any 
of our readers upon request, and are looking for desir¬ 
able representatives where thev are not already rep¬ 
resented. 


One of the most progressive of the Intermountain 
institutions is the Biggs-Kurtz Hardware & Implement 
Company at Montrose, Colorado. They are alive to 
their opportunities both in hardware and implement 
lines, and Manager G. H. Brosh is looked upon as one 
of the leaders of the trade in the Colorado territory. 
They report that business has been excellent and the 
prospects are far better. 


President Branson of the Branson-Griswold Hard¬ 
ware Company at Trinidad, Colorado, was among the 
western merchants who attended the recent conven¬ 
tion of Winchester dealers at New Haven, Connecticut. 
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A DRIVE ON BABY SCALES 


A new arrival has just been announced in the home 
of scales. It represents a new idea—that of utility 
blended with appealing grace. The scale on which this 
idea is being materialized is the new baby scale illus¬ 
trated above. 

It is a unique production. Its body is most attract¬ 
ively white and decorated with gilt bands. A white 
enamelled wicker basket tops the • scale. The most 
distinctive feature, however, lies in the face of the 
scale. It is the face that raises this scale above all 
others of its type; that will fascinate the mother or 
father buyer and will impell them to choose this scale 
from the widest selection possible. No one, who sees 
it can resist the dimpled, smiling cherubs that are rep¬ 
resented on the scale dial romping about its baby blue 
ground in realistic, mischevious positions. 

Supplementing the scale every purchaser is present¬ 
ed with an artistically produced booklet entitled €i Af¬ 
ter My Arrival,** with provisions made in its pages for 
the daily recording of baby’s advance in weight, as 
well as for other entries—of baby’s earliest adventures 
and experiences, giving it a permanent record of de¬ 
velopment. The booklet is attractively illustrated, 
bound in covers of quaint originality of design carried 
out in soft shades of blue, buff, green and black. The 
inside pages are generously adorned with character¬ 
istic poses of baby and its companions in its first days. 

Dealers will be supplied by the manufacturers, 
John Chatillon & Sons, with liberal quantities of these 
baby booklets, which may be effectively used for 
counter and window display. The attractiveness can¬ 
not fail to draw admiring attention from customers 
and visitors in their stores. Needless to say, this no¬ 
tice invariably turns unto a purchase, wherever a baby 
makes its entry into the household of one who has 
seen this display material. Thus this il thing off 
beauty is a joy forever” not only for the pleased 
mother, but for the dealer. 

These scales are manufactured in such large quanti¬ 
ties that the makers are able to offer them attractively 
finished as described and accompanied with the book¬ 
let at a price which is practically the same as other 
plain baby scales. This is unique in that it affords 
the dealer the opportunity to display unusually attract¬ 
ive merchandise and increase his sales without undue 
effort in arranging displays. 

The quality of these scales and the resale profit 
need scarcely be mentioned, as the established reputa¬ 
tion of this manufacturer is the best assurance to the 
retailer that this scale is no temporary novelty, but 
one of value and guaranteed quality. 


The Bledsoe Tire & Auto Company are among the 
principal dealers in automobile assessories at Ellens- 
burg, Washington. The company has just moved into 
a new two-story building with an elegant display room, 
as well as a large storage space. 
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WRENCHES 


The name Blackhawk on a wrench 
stamps that wrench as an accurate 
fitting, dependable tool—an ap¬ 
propriate wrench for expert ma¬ 
chinist or skilled mechanic. 

Sockets are machine turned from 
the solid steel bar and broached 
out. Every wrench is finished by 
the famous Parker rust - proof 
process. 

Individual wrenches, standard 
combination sets, attractive dis¬ 
play boards for dealers. 

Every Blackhawk Wrench is guar¬ 
anteed. 

Write for catalog and prices. 

Manufacturers: We make 
wrenches according to specifica¬ 
tions. 


American Grinder Mfg. Co 

MILWAUKEE, WIS. 
Represented by 

C. N. & F. W. JONAS 


OFFICES AT 

Transportation Bldg.Chicago 

Equitable Bldg.Los Angeles 

111 New Montgomery St., San Francisco 
616 Pioneer Bldg.Seattle 
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[ WINCHESTER DEALERS IN CONVENTION 

{ Thousands of Winchester dealers from all over the 
{ United States gathered at New Haven, Connecticut last 
month and received first hand knowledge of the Win¬ 
chester factory as well as a liberal infusion of the 
Winchester spirit. 

The National Association of Winchester Clubs was 
organized and among the officers elected the West 
was honored by the selection of J. M. Campbell, Bowl¬ 
ing Green, Mo., as vice-president, and W. E. Slogan of 
Logan, Utah, as secretary. The first president is C. T. 
Woodward of Carlinville, Illinois. In the past Mr. 
Woodward has served the National Association of 
Retail Hardware Dealers in various official capacities 
and he is widely known and respected by the trade. 
J. M. Campbell, retiring president of the National 
Retail Hardware Association, was made vice-president 

* of the National Winchester Clubs. 

j Other features of the convention were a complete 
\ inspection of the Winchester factories, addresses by 
! experts along the lines of salesmanship, store arrange- 
i ment, display of goods, sales promotion and general 

* hardware problems. The visiting dealers had the op- 
| portunity of becoming acquainted with the history of 

the Winchester Company, its prospects, its extent, and 
its various products in detail. 

During the convention the entertainment of the 
visiting dealers was never for a moment forgotten. 
There were musical programs, evening and afternoon 
outings on Long Island Sound and special entertain¬ 
ment of the wives of the merchants attending. The 
sessions closed with a banquet at the Yale University 
dining hall. 

Record breakers for distance among the merchants 
attending the recent Winchester convention at New 
Haven, Connecticut, were three far western hardware 
men. Daniel Kelty of Glendale, California, traveled 
3191 miles to attend. Nearly equaling this record were 
J. E. Serring of Redlands, California, who covered 3133 
miles, and W. N. Luby of Wapato, Washington, who 
came 3108 miles. 


TOWNLEY METAL & HARDWARE CO. 
DOUBLES PROPERTY 

When any institution finds it necessary to double 
its real estate holdings in a single transaction, the 
: trade will certainly understand something of the prog- 
i ress and condition of such a company. Such a record 
has recently been set by the Townley Metal & Hard¬ 
ware Co. of Kansas City. 

J Although the company already had property 142x180 
■ feet in the center of the city, their growing business 
ej and the demands of a constantly increasing stock made 
l it plain to the far sighted management that provision 
} would have to be made for a far larger building in 

* the future. 

Thus, within the last month four separate pieces of 
property adjacent to the present building have been 
bought by the company. The new property measures 
' 142x202 feet, and thus provides the company with 
; practically a square block of real estate, aggregating 
i 60,000 square feet. 

It is the plan of the company to erect immediately 

* a two-story building 80x142 feet on the new property. 
: This will give additional space in the present emer- 
\ gency. Next year more stories will be added and the 
r building extended to cover the entire new lot. A six- 
i story building is planned eventually. 


j HOW A LAWSON HINGE IS BUILT 

l Of particular interest to building hardware sales- 
■ men and buyers is the announcement of the Lawson 
■j Mfg. Company, printed elsewhere in this issue of the 
f Hardware World. In this announcement is illus- 
{ trated in detail the construction of the new spring 
; hinge. 


The body of the hinge is a single strip of solid 
metal. When punched and cut to the proper shape, the 
strip is Dent to form the spring barrels and center web. 
The two ends fold over, forming the double reinforced 
center web construction. The ends of the bent strip 
meet on a diagonal line across the center web. Now, 
in addition to the two layers of heavy metal, a rein¬ 
forcing metal plate is also riveted on, making a solid 
three-ply reinforcement. 

The manufacturers point with pride to the fact that 
the strength of the center web of the Lawson Nu Jamb 
Spring Hinge is one of the main reasons why it has 
met with such favor. 


J. H. WILLIAMS AND WHITMAN & BARNES 
COMBINE ON WRENCHES AND 
DROP-FORGINGS 


J. H. Williams & Co., at Brooklyn and Buffalo, New 
York, and the Whitman & Barnes Manufacturing Co., 
at Akron, Chicago and St. Catharines, Ontario, have 
consolidated their wrench and drop-forging plants and 
business. Whitman & Barnes retain their twist drill 
and reamer business and will continue, as an entirely 
separate organization and on an extended scale, the 
manufacture of these tools at Akron, Ohio. 

J. H. Williams & Co. have long been known as large 
manufacturers of drop-forged tools and drop-forgings, 
one of the first to enter this field commercially. The 
Brooklyn works employ about 750 persons. In 1914 the 
Buffalo works, an entirely new plant, began operation; 
they now employ over 1000 persons and comprise 47 
acres with about 233,000 square feet of floor space. 

The Whitman & Barnes Manufacturing Company 
was founded as a partnership in 1846 by Augustus 
Whitman and Alfred G. Page under the title, Page, 
Whitman & Co. The Chicago works now consist of 45 
acres of land with 320,000 square feet floor space and , 
are connected by private trackage with four railroads. , 
They employ about 800 people. The St. Catharines 
works are located on the Welland Canal and obtain { 
power therefrom. This business has the distinction of , 
having every jobbing house in the Dominion on its ■ 
books. About 200 persons are now employed. i 

Through this consolidation of the four wrench and 
drop-forging plants—Brooklyn, Buffalo, Chicago and ; 
St. Catharines—the geographical ideal for the service j 
of customers has been attained. The merger also I 
strengthens the leading position of the company in the j 
manufacture of drop-forgings and drop-forged tools. ! 

All W. & B. Energy on Drills and Reamers 1 

Whitman & Barnes will continue in the twist drill ] 
and reamer business, retaining for this purpose its , 
Akron, Ohio, factory, where twist drills and reamers i 
have been made in the past. The entire time and I 
energies of its organization in the future will be di¬ 
rected exclusively to the manufacture and sale of ■ 
twist drills and reamers. 

A new and enlarged plant will be constructed, the 
plans for which are rapidly developing. When com- 1 
pleted, the new factory will be the last word in equip- 1 
ment and facilities for producing twist drills and i 
reamers and will rank among the largest of its class in , 
the country. The present plant facilities are unable to 1 
supply the demand for W. & B. twist drills and reamers, ! 
and the company reports constantly increasing sales . 
over production. 

Officers from Both Companies 
The business will continue to be operated by those j 
who have been continuously identified heretofore with 
the business of J. H. Williams & Company and with the | 
Ch'icago and St. Catharines plants of the Whitman & 
Barnes Manufacturing Company, the organization being 
as follows: President and Managing Director, .T. Harvey ' 
Williams; Vice President, A. D. Armitage (President, 
Whitman & Barnes Mfg. Co.); Secretary and Treasurer, . 
W. A. Watson; Controller, R. S. Baldwin; General Sales ■ 
Manager, F. W. Trabold; Publicity Manager, Hugh 
Aikman. 
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COMPLETE CATALOG 
WILL BE 
MAILED UPON 
BEQUEST 


Here are several little accessories that add greatly to the 
comfort, convenience and satisfaction of the driver whose car 
is equipped with them. 

STANWOOD ADJUSTABLE ACCELERATOR FOOT 
REST sells at sight. The user receives lots of comfort from 
this device—relieves leg muscle tension, acting as a foot sup¬ 
port. It can be adjusted to the position of any driver. It is 
a reliable safety device, preventing unintentional accelera¬ 
tion over rough roads, crossings. Price, each, $1.60, List. 

STANWOOD SAFETY STEP PLATES are indispensable 
as safety devices—prevent slipping when entering and leaving 
the car. They also protect the covering on the running board. 

Step Plates are subjected to rough treatment and should 
be built to stand it. Stanwood Plates consist of rubber cov¬ 
ered sheet steel bases, from which solid rubber longitudinal 
ribs project. They always look well and do not discolor and 
mat down. They outlast any other step plate on the market. 

Stanwood Safety Step Plates are manufactured in a vari¬ 
ety of styles, and are priced to meet the requirements of any 
car owner. Type A, $3.70; B, $2.65; C, $1.60; Ford Type, 
$1.60, List. 

STANWOOD ACCELERATOR HEEL PLATE furnishes a 
stable position for the heel when operating the clutch and 
brake. It prevents wearing hole in floor covering of car. It 
is built like Stanwood Safety Step Plates. Price, each $.85, 
List. 

STANWOOD CONFORMABLE HAND PADS add a pleas¬ 
ing appearance to a car. They prevent finger marks and wear 
on finish of car. Made of leather in various grains. Price, 
each, $.90 to $1.80, List. 

STANWOOD EQUIPMENT COMPANY 

308 North Michigan BlvcL, Chicago, El. 
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A BIT OP WASHING MACHINE HISTORY 

Some 15 years ago an effort was made by a well 
known manufacturer to relieve the drudgery of wash¬ 
day by harnessing the city water power system to a 
washing machine. This was aone by the water motor 
designed especially for that purpose. A number of im¬ 
provements have been incorporated from time to time 
that have contributed to the increased efficiency of this 
labor saving device for the home. 

Like nearly every new article put on the market, 
there was to be found complications and sources of 
complaint that have been overcome by careful study 
and continuous experiments. There has been one pro¬ 
ducer of this type of washing machine that has given 
their entire time and energy to water motor washing 
machines. Nothing else has ever been built in their 
plant and by this concerted effort and close application 



Yost Gearless 

they have been able to satisfactorily serve many of the 
largest hardware and house furnishing stores through¬ 
out the country. 

The name of this manufacturer really needs no in¬ 
troduction to the trade. An illustration of the interior 
construction of their machine is shown herewith. With 
this machine, especially built for family use and with 
all of the old criticisms eliminated by improved fea¬ 
tures, the product is one which you can safely recom¬ 
mend to your most skeptical buyers. They can be sold 
to the user at a price that is witnin the reach of every 
one and still show the dealer an attractive margin of 
profit. 

Attractive advertising matter has always been fur¬ 
nished the dealer and newspaper service in the way of 
copy and matrixes will be extended to all dealers. Pic¬ 
ture show slides have also been furnished where dealers 
are using this medium, and the results have been very 
satisfactory. 

During all of the abnormal price period, the most 
careful attention has been given to the kind of service 
that dealers appreciate. Through increased production 
it has been possible to serve our dealers at a compara¬ 
tively slight advance over the prevailing prices of 
three or four years ago. It has never been the policy 
of the producer of this machine to see how cheap the 
machine can be built, but there has always been an 
earnest endeavor to use quality in materials throughout, 
and in every instance only the highest grades of ma¬ 
terial available have been used in the construction of 
this machine. 

As evidence of the satisfaction dealers and custom¬ 
ers are enjoying where this machine has been used, 
you will be interested to know that many .of our 
largest and best accounts have been selling Tost 
Washers since the first years of our existence. By 


close application and a constant endeavor, the Tost 
Washer nas become a synonomous term with Quality 
and Service. 

These machines are manufactured by The Tost 
Gearless Motor Company at Springfield, Ohio. 



SPECIAL GALVANIZED FLOWER VASES 

The alert merchant will realize the possibilities in 
pushing such a line as the galvanized flower vases of 
the Rochester Can Company of Rochester, New Tork. 
They can be sold individually to householders and in 
larger lots to florists, interior decorators, cemeteries, 
and in fact to any buyer who desires to preserve 
flowers in hardy permanent receptacles. 



Iron Horse Galvanized Flower Vases are made of 
heavy gauge metal with extra heavy, water-tight seams. 
They are hand soldered and the sides are tapered and 
the top reinforced with a heavy wire. A stripe of 
red around the top and bottom adds to the finish. At 
an additional cost of 10 per cent net, the entire outer 
surface will be painted either red or green. These 
flower vases come in heights from eight inches to 
18 inches and hold from eight to 16 quarts. 


ENGLISH CUTLERY MANUFACTURERS 
LOOKING FOR U. S. CONNECTIONS 

One of the leading manufacturers of cutlery and 
razors in England is looking for wholesale distributors 
or sales representatives to handle their product in the 
United States. 

The manufacturer will back up the efforts of 
whoever tney secure with proper amount of advertising. 

Further information can be obtained by addressing 
J. Roland Kay Co., Ill West Washington street, Chi¬ 
cago, Illinois. 


Vim Hardware & Tool Company, 103 Chambers 
street, New York City, manufacturers of pliers, 
pincers, chisels, hacksaw irames and blaaes, wrenches, 
screw drivers, auger bits, etc., have just published a 
new, illustrated booklet of interest to hardware and 
tool exporters. A copy of this booklet will be sent to 
anyone on request. 
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TAMMS’ RELIABLE FOUR PRODUCTS 

The Tamms Silica Company, with their mines and 
mills at Tamms, Illinois, and their main offices in the 
Stock Exchange Building at Chicago, Illinois, believe 
in confining themselves to a limited number of products 
and maintaining quality and production efficiency, 
gaining by specialization. The paint trade and the 
thousands of hardware dealers whose stock includes 
paint products have come to know the Tamms Silica 
Company in connection with their big four: Silver 
Bond Silica, Danish Gilders Whiting, Golden Yellow 
Ochre and Natural Gray Ochre. 

The merchant and dealer who handles Tamms Silica 
products is said to deal not only in barrels of dry 
paint, but also in barrels of quality, satisfaction and 
profit. 

Silver Bond Silica, in particular, is the pride of 
paint men everywhere. When 25 per cent is added to 
pure white lead and pure linseed oil, it increases the 
life of the paint and prevents chalking, peeling and 
blistering, adding a soft tone and a sanitary finish. 

The prices on all Tamms products are f. o. b. Tamms, 
Illinois, and the company urges the trade to send 
orders direct. As announced elsewhere in this issue, 
the Silica as well as the Gray Ochre and Danish Gilders 
Whiting are shipped 350 pounds to the barrel. Golden 
Yellow Ochre is shipped 300 pounds to the barrel. 
Stocks of Silver Bond Silica are carried in New York, 
Cleveland, Kansas City, Los Angeles, Chicago, and 
Tamms, Dlinois. 


DISTRIBUTING PERFECTION HEATERS 

The Cleveland Metal Products Company of Cleve¬ 
land, Ohio, now has in the far western field a complete 
sales organization to distribute its Perfection Heater. 
Included in the Perfection line are heaters, cook stoves, 
ovens and warming cabinets, and these are, of course, 
appropriately sold by the hardware merchant, the 
house furnishing merchant, the department store, as 
well as progressive plumbing houses. 

Branch offices of the Cleveland Metal Products 
Company are maintained at Oakland and Los Angeles, 
California; Seattle, Washington, and Denver, Colorado. 
From these offices salesmen call on the entire trade. 
R. S. Milligan is regional director with headquarters at 
Oakland, California. In charge of the Oakland district 
ia H. M. Shiry. Eight men cooperate with him in reach¬ 
ing the trade in Northern California. The Oakland 
organization is only typical of the extent and nature 
of the Cleveland Products Company’s sales plan. 

In charge of the San Francisco territory is one of 
the strongest boosters and ablest representatives of the 
Perfection line. He is N. P. White and, although he 
has quite recently joined the Cleveland ranks, his ex¬ 
perience along the lines of salesmanship in building 
materials and other lines ably fits him for the work 
that he is now so ably doing for the Cleveland Metal 
Products Company on the Perfection heaters. 


Sterling 

4* Tires 

ARE DEPENDABLE 

Sterling Tire Corporation Rutherford, New Jertey 


KNOWLSON SPRING SPREADERS 


No. 1 Nickel Plated 
and polished.. .$2.00 



Easy te operate. Pita any spring. All dealers, or seat prepaid 
Sprieg Leaf Lubricator Co„ 10OS Forest An m Am Arbor, Mleh. 


[An flnbreakable OilGauge 

yd r your Ford 



/ILLmetal gauge, cannot be 
** broken by a flying stone. 
Consists of a metal chamber 
containing a float to which is 
attached a rod with a white 
ball which indicates amount 
of oil in can. Easily installed. 
Sold by dealers everywhere, 
or prepaid on receipt of price 
Apco Mfg. Co. - Providence 


CHILD’S MODEL B 

CARBON TETRA CHLORIDE 

Fire Extinguisher 

1 Qt. Capacity 

APPROVED BY UNDERWRITERS 

Very effective on electrical and gasoline 
fires. Especially suitable for automobiles. 

A LINE WORTH HANDLING 

For Particulars Write to 

O. J. CHILDS CO. 

FIRE APPARATUS UTICA, N. Y. 


Osar 18* (86X) combination Ratchet Extension Tap Wrench doing marine engine and auto repair jobs in 15 

minutes which formerly took 8 to 10 hours. 

Mr. Dealer: 

Here Is a Big Money Maker!! 

A Line of Guaranteed Tools that has already been introduced direct. Nationally advertised. 
Millions of users waiting for them. Help us to reach this vast virgin field. 

Magnificent Display Boards, holding the Tools, are furnished free of charge. 
Order through your Jobber or Direct 
Write for Proposition 




ALERT TOOL 00. 


237-241 North 6th Street 
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l SIMPLEX SUNBOWL RADIATOR 

If you, as a merchant 
of electrical goods, want 
an item that will move all 
winter, that will give sat¬ 
isfaction to the buyer and 
happiness to the commun¬ 
ity, just think twice about 
the simplex Sunbowl Rad¬ 
iator. manufactured by the 
Simplex Electric Heating 
Company, Cambridge, 
Massachusetts, and illus¬ 
trated herewith. 

The Sunbowl can be at¬ 
tached to any lamp socket 
and as its name implies it 
is designed to bring the 
w a r m t h of summer-time 
t into the house in the cold 

winter months. The inverted cone-shaped electric 
heating element and its generous sized reflector make 
this radiator not only the hottest and most cheerful 
j but also the most economical of them all. It takes no 
j more current to operate than an electric iron or toaster. 

Children can use the Simplex Sunbowl Radiator with 
j absolute safety in the absence of * * grown-ups. ’’ Noth- 
} ing to smoke, smell, explode or catch fire. If tipped 
| over it will always turn face upwards and throw its 
| heat in the air, thereby avoiding danger of scorching 
| anything. 

‘ By corresponding with the Simplex Electric Heating 
) Company direct you can find out where the nearest 
| stock of Sunbowls is carried and who the distributor 
, is in your territory. The particular radiator illustrated 
j herewith is Type No. 99 ; 600 watts, 
j The dealer’s proposition on these radiators is most 
| interesting and the company is anxious to enroll 
] progressive dealers whose stock includes electrical sup- 
i plies and whose interest is in increasing their trade and 
1 their profits on this department of their business. 


J ACME PRY PANS TWENTY-FIVE 
:i YEARS OLD 

The fact that the New Tork Stamping Company of 
Brooklyn, New York, has been manufacturing Acme 
J frying pans exclusively for 25 years is guarantee 
•’ enough of the quality of the product and the stability 
*] of the manufacturer. 

% In fact the Acme steel frying pans have been so 
h popular with the trade and so thoroughly satisfactory 
< that competitors have paid them the tribute of imita- 
; tion almost from the start. It is for this reason that 
i every Acme frying pan is now stamped with the com- 
pany’s trade mark, ‘‘Acme, N. Y. S. Co.” This guar- 
c antee, equivalent to the word “Sterling” on silver, is 
r stamped on the handle of the pan. 

* * The pans are made in eight sizes and can be secured 
i in two finishes, either pcmshed or unpolished. The 
{ smallest pans are only six inches in diameter at the 

* top, whereas the Number 6 or largest size is 12 inches 
’ in diameter. One barrel of the No. 00 or smallest size 
i pan contains four gross and weighs approximately 225 
l pounds. A barrel of the Number 6, largest pans, eon- 
5 tains only eight dozen and weighs approximately the 
„ same. 

I A feature of the new Acme pan is the one-piece 
l cold handle. 

* The New York Stamping Company is represented in 
» the West bv the Wm. P. Horn Co., with offices in San 
) Francisco, Portland, Los Angeles and Seattle. 

i - 

l Probably the only hardware merchants in the United 
j States to do business on an island is the Catalina 
' Hardware Company at Avalon, California. One of the 
[ main features of their business is dealing in sporting 
goods, particularly fishing tackle. In addition to their 
regular line, they are authorized to sell fishing license* 



REMINGTON REORGANIZATION 
INCLUDES CUTLERY LINE 

Under the name of Remington Arms Company, Inc., 
application for charter has been made by the Reming¬ 
ton U. M. C. interests in reorganization. The new com- * 
pany will succeed the old in every respect taking over , 
the business of the present company, including the 
U. M. C. cartridge works at Bridgeport, Conn., and the 
Ilion Arms Works at Ilion, N. Y., retaining its general 
offices in the Woolworth Building, New York City. 
The authorized capital stock of the new company will 
consist of $10,000,000 seven per cent preferred stock 
and 1,000,000 shares of common stock of no par valne. 

In this change there will be no interruption in the 
company’8 business and no change will be made in its 
management or its well known policies. It will con¬ 
tinue the manufacture of Remington arms which have 
been continuously on the market for 104 years and 
are in use in every country on the globe and Reming¬ 
ton U. M. C. ammunition or all types including metallic 
cartridges, shotgun shells, etc., which have been manu¬ 
factured at Bridgeport for over half a century and 
likewise enjoy a world-wide market. In addition, the 
new company will continue the development and manu¬ 
facture, Degun about a year and a half ago, of Rem- '\ 
ington cutlery. These products will be marketed ex- > 
clusively through -jobbing channels in accordance with 
the company’s well known policy of distribution. 

The cutlery line was in contemplation and prepara¬ 
tions for its development were actually in progress in j 
1918 and immediately after the close of hostilities ae- J 
tive steps were taken for the establishment of a com¬ 
pletely new and modern cutlery manufacturing plant j 
to be located in the new buildings at the U. M. C. plant f 
in Bridgeport erected for war purposes. It is not con¬ 
templated that Remington Arms Company ; Inc., will 
take over any other companies as it is believed much 
better progress and a higher grade of product can be 
made by the use of entirely new and up-to-date equip¬ 
ment much of which has been and is still being built 
in the company’s machine shops and tool rooms in 
Bridgeport. As a matter of fact, active manufacture 
of pocket cutlery has been under way for several 
months and the quality, design and finish now actually 
being produced convinced the company of the wisdom 
of its manufacturing policy on this new product. 

From time to time the company may engage in the 
manufacture of other products and as far as may be 
consistent will confine its activities to lines of prod¬ 
uct suitable for distribution through the hardware and 
sporting goods jobbers. 

The company’s wartime activities made necessary 
very large expansions of both the U. M. C. Bridgeport 
and the Remington Hion Works and these two plants 
have therefore approximately 200 per cent more manu¬ 
facturing floor space than was tne case previous to 
the war and the buildings are most modern and sub¬ 
stantial and thoroughly up-to-date. There is avail¬ 
able at both plants immensely increased manufacturing 
facilities such as machines, machine tools, power, power 
transmission and other necessary equipment which will 
in future be devoted to the manufacture of the com¬ 
pany’s commercial product and with these additions 
to its former capacity the company is in a position to 
supply infinitely greater volume of production of sport¬ 
ing arms and ammunition than ever before. 

The official report of Assistant Secretary of War 
Crowell, director of munitions, gives this company 
credit for producing at its Hion arms plant more mili¬ 
tary rifles than any competitor now in existence and 
in addition likewise officially credits the company with 
a production of military rifle cartridges ana military 
pistol cartridges approximately eaual in volume to the 
combined total production of all other ammunition 
manufacturers in the country, thus apparently justify¬ 
ing the hi aim made by the companv in its advertise¬ 
ments to be the “largest manufacturers of firearms 
and ammunition in the world.” 
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Picnic Party 
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Parmer Coming to Town 


FOLDS UP-10*15* 




For Tourists 


|H||IDE in comfort. Don’t be cramped in 
1*31 the car. Have plenty of “leg room.” 
Get a 

Rust Standard Detachable 
Folding Parcel Carrier 

Strongest, most rigid carrier made. Ford 
touring car doors open above it. Does NOT 
clamp on with a small bite, at the edge 
of the running board, it’s ALL ABOVE 
the board. Lasts a lifetime, fine for 
farmers, tourists, city delivery cars, travel¬ 
ing salesmen, campers, picnickers, ANY¬ 
BODY. Put up in separate lock-end cartons. 
Folds up 10x15x2 inches, opens out 10x44; 
high grade of steel, baked japan to match 
fenders. Designed especially for the con¬ 
sumer who actually has use for a carrier. 

RETAIL PRICE $6.00 

Dealers and Jobbers: The big sales season is on. 
Are you well stocked t We guarantee delivery. 
Write us direct. 

* 3 ? % 

Rust Manufacturing Company 


Offices: 

MAR8HALLT0WH, IA. 
3rd Are. Smith 


Fietoiy: 

MINNEAPOLIS, MINN. 

1201 4th St. Smith 
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Side view of the new Voss Sea Wave Washer, cabinet door 
open. The complete accessibility and sturdy construction of the 
machine is well illustrated. This machine is painted a light 
blue green with dark £reen trimming in tune with its name and 
the field of its operation. 

NEW VOSS SEA WAVE WASHER 

The Voss Sea Wave Washer, an all-metal oscillating 
machine, which has been in the process of construction 
for the past two years, is now ready for the market 
and promises to open the eyes of the washer trade. 

Three years ago Voss Bros, spent some $15,000.00 
developing a cylinder machine. After making a com¬ 
plete survey of the washing macnine field, it was found 
that the trend of public opinion was not in favor of 
the cylinder as the ideal machine. Favor was gradu¬ 
ally turning towards the oscillating machine as a 
machine that would produce the best results with the 
least wear and tear on the clothing, and the most prac¬ 
tical machine. The company immediately discarded all 
the patterns and jigs that nad been made for the cylin¬ 
der machine, and commenced working on the present 
oscillating machine. 

This new machine has been thoroughly tested in 
different homes throughout the country. These have 
been out in some homes as long as six months, washing 
every week, and they are all giving splendid satisfac¬ 
tion. It has always been Voss Bros.' method to be 
absolutely sure what they have before placing it upon 
the market. 

Voss Bros, are calling this machine the Voss Sea 
Wave Washer, as the action of the water in the tub 
makes an actual figure eight when in operation. 

The tub on this machine is perfectly smooth on the 
inside. Instead of raised portions or pieces of metal in 
the bottom of the tub to produce the action, it has a 
curve at the top of the tub which produces the action 
desired. Thus the tub has nothing in it to wear or rub 
the clothing. 

In material and construction the tub is novel. A 
copper, tin-lined tub on the inside is the basis. Then 
there is an insulating jacket around this copper tub 
of two layers of fiber material. On top of this fiber 
material is another piece of heavy tin metal. This is 
said to be an absolutely new feature on any washing 
machine. 

Principle of Thermos Bottle 

Like a thermos bottle it keeps the water hot for at 
least five hours, sufficiently hot so that anyone can 
wash in the water at the end of five hours. Thus is 


overcome the common objection against the ordinary 
metal tub, in that it cools the water too fast. This is 
a feature which dealers who have seen the machine 
state is an excellent one, one which is bound to result 
in many sales for this machine. 

Another prominent feature on this machine is the 
absolute safety throughout. The door of the cabinet is 
hinged half-way down with a spring hinge. In case 
anyone gets their hands between the tub and the door 
the door will automatically open without damage to 
the operator. 

The open door in the illustration shows easy acces¬ 
sibility to every part of the machine. The mechanism 
is very simple, ana the strong two-inch angle iron frame 
and the supports throughout are typical of its solid, 
sturdy construction. 

The manufacturers claim for the new Voss Sea Wave 
Washer that it will wash clothes better than any other 
machine, that it is absolutely safe for anyone to operate 
—that it is convenient and easy to operate, and that it 
is a good-looking machine, but at the same time practi¬ 
cal, and not of the “Victrola type . 99 

This machine will be built in the new Voss factory 
which will be completed this Fall. Thus the company 
is sure of full production on this machine not later 
than November 1st, of this year. Voss Bros, are also 
erecting a new foundry. All of the material is on the 
ground, the cupola, etc., have all been set, ready 
for work. 


HOCHHEIMER & CO. SUFFER FIRE 

In a fire which destroyed two square blocks of the 
main business section of Willows, California, the hard¬ 
ware and implement business of Hochheimer & Com¬ 
pany was among those lost. Hochheimer & Company 
are among the largest and most influential merchants 
in Northern California and Manager G. A. Gutman of 
the hardware department is at the present time presi¬ 
dent of the northern division of the California Betail 
Hardware and Implement Association. 


HOWARD FURNACE CHIEF ON TOUR 

Donald B. Howard, president of the Donald B. 
Howard Heater Company of Des Moines, Iowa, is one 
of the manufacturing chiefs who took advantage of 
the early summer weather to visit his far western con¬ 
nections. During his visit in San Francisco he spent 
several days with his Pacific Coast representatives, The 
Joe Hays Company, making plans for more operations 
for the coming year. 

The Donald B. Howard Heater Company is known 
to the trade as among the largest manufacturers of 
wrought iron furnaces in America. Mr. Howard’s 
keen personality, his insight and knowledge of the 
furnace business and his organizing ability have built 
up a plant in six years which represents a half million 
dollar investment. Howard furnaces are now sold in 
twenty-six states and exported to foreign countries. 
Among the wrought iron furnaces manufactured by the 
company are the Life-Saver Pipeless Heater, their 
type “C” Ideal Wrot Iron Heater with a ten year 
guarantee, the Power-Plus furnace for churches and 
large installations and other heating devices of all 
sorts. In a word, the Donald B. Howard Heater Com¬ 
pany have a deserved reputation as live, wide-awake 
manufacturers, hot on the trail of business and prog¬ 
ress. 

Arrangements have been made with the Joe Hays 
Company of San Francisco to carry a complete stock 
at all times to supply the growing demand. 


The H. I. Company at LaCrosse, Washington, has 
found it necessary to add a new tile building 25x100 
feet to its present plant to provide a new display room. 
John Neiertz, the proprietor, is in charge of the new 
construction and is looking forward to the time when 
he will have sufficient room to display the stock which 
the company now carries. 
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A HARDY CAMPING OUTFIT 

John E. Hardy has made more than one contribu¬ 
tion to the progress of the western hardware trade. 
He has been especially notable for his masterful window 
trimming for the Honeyman Hardware Company, at 
Portland, Oregon. Now, however, Mr. Hardy assumes 
a new role as the inventor of a combination running 
board box, and we take this opportunity of calling the 
attention of the western trade to a full announcement 
of the Hardy Combination Box elsewhere in this issue. 

Not only are we interested ix. the item because it is 
a practical automobile necessity, because it is manu¬ 
factured in the West and because we have a weakness 
for camping and particularly for automobile camping 
ourselves. More than through any of these causes, we 
are interested in the item because it is the invention 
and product of John E. Hardy. Mr. Hardy is one of 
the most loyal men we know in connection with the 
hardware trade and at the same time one of the 
keenest students of the selling of hardware. 

Many merchants who handle automobile accessories 
will be glad to include in their line an honest, useful 
product, one that will appeal to the buyers and fill a 
genuine need and want. In doing business with Mr. 
Hardy, any member of the trade may be sure of the 
most honest, straightforward treatment and of per¬ 
sonal interest and cooperation. Even though the camp¬ 
ing season may be well along before this announcement 
appears before our readers, we cannot urge too strongly 
that they get in touch with Mr. Hardy regarding next 
year’s orders. 

When brains combine with hardware experience and 
when the combination is backed up by strength of 
character and the most upright business dealing, only 
satisfaction and progress can result. On these grounds 
we cannot recommend too strongly to the hardware 
and automobile accessory trade a further investigation 
of Hardy’s Combination Bunning Board Box as a 
specialty for next season. 


REPRESENTS CLARK EXPANSIVE BIT 

The Superior Mfg. Company of Gloucester, Massa¬ 
chusetts, announces to the trade that henceforth they 
will be represented in the western territory by A. C. 
Riddell, and we would venture it as our opinion that 
mutual congratulations are in order. 

The genuine Wm. A. Clark Expansive Bit is well 
known to the trade. It is. the claim of these manu¬ 
facturers that all other expansive bits are patterned 
after the old original Clark.. The bit comes in two 
sizes, the smaller one with two cutters boring from 
¥2 to 1*4-inch hole, while the larger one has two cutters 
boring from % to a 3-inch hole. 

The Superior Mfg. Company also makes a line of 
cutters for expansive bits fitted for boring holes from 
¥2 inch to 5 inches. 

A. C. Riddell may be reached at his office, 866 Hig- 

? ins Building, Los Angeles, the general headquarters 
or the western territory. In charge of sales in North¬ 
ern California and the Northwest will be Earl Jones, 
who is at the present time calling on the trade. 


The Gill Piston Ring Company of St. Louis has 
opened a direct factory branch at Helena, Montana, 
under the direction of D. P. Griff. From the Helena 
office will be handled the states of Montana, Wyoming 
and as far east in the Dakotas as Fargo. Helena, 
Montana, is becoming a great automobile accessory 
distributing point as well as a center for hardware 
distribution in the northern and intermountain sec¬ 
tions. Mr. Griff was originallv a native of Portland, 
Oregon, and has spent four years traveling for the 
Gill Piston Ring Company. The initial stock consists 
of 2,000 rings. 


The Lucas-Perley-Hanna Company at Tensed, Wash¬ 
ington, has purchased the store of Geo. Merriman at 
Tekoa. The stock will be merged with that of the 
buyer. 



NEW COLUMBIAN CORDAGE CATALOGUE 

A new catalogue which they believe to be better 
arranged and more convenient to use than any other 
cordage catalogue ever before published, is being sent 
out by the Columbian Rope Company of Auburn, N. Y. 

The rope and twine products are grouped according 
to a new plan, which places, so far as possible, all the 
products of a certain type in a section alone, no matter 
what fibre they are made of. In this catalogue will be 
found the answer to almost any question a customer 
may ask concerning rope or twine, from the raw fibres 
to the finished product. 

The Columbian Rope Company offers to send these 
instructive catalogues, free of charge, to all persons 
interested in cordage on receipt of request. 


LOWELL SPECIAL WRENCH LINE 

For dealers who want particular wrenches for par¬ 
ticular people and who supply machinists and technical 
artisans, an investigation of the wrench line of the 
Lowell Wrench Company will be well worth while. 
Located at Worcester, Massachusetts, this company is 
among manufacturers noted for their special line of 
wrenches. Thev largely sell special orders of specially 
designed wrenches to single customers. The company, 
however, does turn out a line of wrenches described in 
their catalog of reversible ratchet wrenches for bridge 
builders and for work with lag-screws, etc. Both the 
handle and adjustments in the head fit these wrenches 
for particularly difficult operation and special work. 
The company also manufactures ratchet drills, boiler 
ratchets, drilling posts and improved hand and jewelers’ 
pin vises. 


$100,000 ARIZONA ACCESSORY FIRM 


The Saufley Rubber and Accessory Company has 
been organized at Phoenix, Arizona, with a capital 
stock of $100,000. They do a state wide business in 
Arizona, particularly in the Salt River Valley. The 
company will handle the Mohawk Tire in particular 
but will also carry a full line of accessories including 
the Rirometer, Given beadless tire and a few other 
specialties. Service will also be made a feature of the 
business policy of the company. The officers are 
Henry J. Sullivan, president; A. John Frey, vice-presi¬ 
dent, and J. D. Sullivan, secretary and treasurer. 
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i{ ELLIS PARKER BUTLER WRITES OF 
! h r -; GARDEN HOSE 

. ‘iMillingham's Cat-Fooler'' is the title of a new 
little! story by Ellis Parker Butler. His fame was 
ma^e when he wrote that classic of humor, “Pigs Is 
Pigs.' ' Mr. Butler ’a new classic treats largely of 
garden hose. Because of the humor of the story and 
because of the fact that garden hose is so important 
in the telling, the Boston Woven Hose and Rubber 
Company of Cambridge, Massachusetts, has secured per¬ 
mission from Mr. Butler to reprint the story, ana it 
has been published in a most attractive booklet form 
by the company. 

Some of the truths that can be derived from the 
comical story illustrate the wisdom of republishing it. 

“Don't borrow garden hose of your neighbors; Duy 
a hose for yourself." “Don't try to deceive your 
friends; you will always get found out." “Don't 
make the mistake of thinking all garden hose is alike." 

Members of the trade will readily appreciate that 
these generalities, when applied particularly, may be 
made to refer to the various brands of hose, includ¬ 
ing “Bull Dog," “Milo" and “Good Luck," manufac¬ 
tured by the Boston Woven Hose and Rubber Company. 

Supplementing 1 * Millingham's Cat-Fooler," the com¬ 
pany has also published a little booklet entitled “The 
Truth About Garden Hose,'' in characteristically clever, 
Boston Woven Hose style. Any dealer's library ana 
home reading table will be enriched by either of these 
booklets and the company will be pleased to forward 
them on request. 

DEMAND CONSTANT FOR BASSICK 
CASTERS 

Among the great eastern manufacturers who are 
working overtime to keep up with their orders and 
making every effort to put their production on such a 
basis that they will be able to take care of the demand 
is the Bassick Company, with general offices at Bridge¬ 
port, Connecticut. 

In speaking of the demand for Universal Casters, 
Eugene C. Saul, western representative for the Bassick 
Company, points to the fact that although the Universal 
line had been reduced one-half as far as assortment 
goes, every other size having been eliminated during 
the war, still it is impossible to keep the production up 
to the demands of the trade. 

Although some orders are handled promptly and 
deliveries made within 30 to 90 days, in some cases 
orders for certain items have been many months in 
coming, due to crippled production conditions and the 
delays in transportation which all manufacturers, dis¬ 
tributors and merchants are subject to. 

With these facts in view, merchants will do well to 
anticipate caster requirements early for the coming 
year, just as a like policy in all ordering will assure 
a complete stock. 

NEW HIGH GRADE NIPPER LINE 

Those interested in a nipper line of the highest grade 
that modem inventive genius and manufacturing 
perfection can attain will be interested in the announce¬ 
ment of the new line of the United Die & Tool Company 
at Newark, New Jersey, for which W. H. Wilburn is 
western sales agent. 

These new nippers are for the most exacting and 
technical users. While they have only been on the 
market during the last year, they were perfected after 
two years of experiment and so are thoroughly tested 
and tried. They are made of 60 point carbon steel, 
highly polished, and designed for the most exacting 
requirements. There are about a dozen patterns in the 
complete line. 

Mr. Wilburn reports that it is possible to make 
delivery on these coeds at the present time. Those 
interested in high grade nippers should communicate 
with W. H. Wilburn, Williams Building, San Francisco. 



COLEMAN LAMP COMPANY USES 
AIR EXPRESS 

Neither highways nor railways are fast enough in 
transportation facilities to meet the needs of the Cole¬ 
man Lamp Company of Wichita, Kansas. Science, of 
course, tells us that light is one of the fastest travelers 
known to the human mind, and we suppose that those 
in the light or lamp business are exposed to the con¬ 
tagion of speed and are dissatisfied with ordinary 
means of travel. 

At any rate, recently the Coleman Lamp Company 
was threatened with a tie-up through a shortage of 
solder. A rush order was placed at Kansas City for 
100 pounds of solder. In order that no delay should 
occur, arrangements were immediately made to make 
the shipment by airplane. The shipment was packed 
in the passenger cockpit of the airplane, on the fusilage 
and wherever a few inches of space could be secured. 
Altogether the trip took about four and one-half hours 
and attracted great attention both in Kansas City and 
Wichita, being the first commercial airplane shipment 
ever made into Wichita. 

The incident is altogether typical of the enterprise 
and resourcefulness of the Coleman Lamp Company. 
Those merchants who handle Coleman lamps wul be 
proud to know that perhaps the solder used in the very 
manufacture of the lamp on the shelf was part of the 
shipment rushed by airplane to keep the trade supplied. 


“Standard of the World” 


NEEDLES 


of all kinds and sizes for all purposes 
and needs. 


SACK 

BAG 


SAIL 

BALING 


Packing Mattress Upholstery 
For 

Grain, Flour, Sugar, Cereals, 
Minerals, Cotton, Burlap, etc. 

EVERT NEEDLE WARRANTED 

BARR BROS. COMPANY 

Needles and Cutlery 
Since 1873 

Sales Division 

HUGHSON & MERTON, Inc. 

No. 9 Main St., San Francisco 
215 Fourth Avo., N. T. 

1449 So. Michigan Blvd., Chicago 






These Top Dressings and all our 
the market having a LIQUID R 


products offer you powerful selling points. They are t 
BBER base to Waterproof and Re-rubberize the Top 
y put back into the Top something which has gone o 


k&SS Top Drab T^« aC 

^AIR TOP ORESSff Dressing d Rab Lining W\ Lining Dressing 


Bi-— 

’Mf»- ‘VJ Pints 85c 1: * **• v 'J Quarts $2.50 | *o ^WuiTiiT ^» a Pints 75o 

Quarts $1.50 Quarts $1.35 




Re-dyes and refinishes inside top lin- For imitation of leather tops. Refin* 
Produces a black, silky and lasting fin- ings a fresh light color. Oovers all ishes a rich, glossy black; waterproofs 
ish. Leaves top soft and pliable. stains and discolorations. and re-rubbenzes. 


the Fabric Soft and Pliable. They put back into t 
tion, giving it that factory newness and durability. 


op something ’ 


i only Dressings on 
latenal. They leave 
; through deteriora- 


OTHER CAR ECONOMIES 


DUUr-IiA.0 TOP DBE88INO 
Puts on a Rich, Egg-shell Finish. 

RE-KNU UPHOLSTERY DRESS¬ 
ING 

Makes Old Uushions Look and 
Wear like New. Dries in 15 min¬ 
utes. 

BB-KNU BLACK LINING DYE 

Re-dyes, Covering all Stains and 
Discolorations. Concentrated. 

GLOSS BLACK ENAMEL 

An Elastic Enamel to re-finish the 
entire car. 


BURBANK OJ>. TOP DRESSING 

Re-dyes the Top a Light Drab 
Color — Waterproofs and Re-rub¬ 
berizes. 

RE-KNU RUBBER TIRE PAINT 

Protects and gives the Tire that 
new appearance. Does not wash 
off. 

STAY-ON AUTO TOP PATCHES 

Mends all Holes and Cuts. 

BEATS ALL TUBE PATCHES 

Fixes that Puncture Quickly. 


BEATSALL RADIATOR 
CEMENT 

A Liquid Cement — Stops all 
Leaks. 

BEATS-ALL SPRING LUBRI¬ 
CANT 

Stops that Squeak. It leaves a 
Graphite Deposit on Each Leaf. 

ENGINE ENAMEL 
Black and Grey. Stands a high 
Heat Test. 

FENDER ENAMEL 
For Retouching—Dries Quickly. 


If jour jobber cannot supply you, write 
direct to these representatives: 

CHARLES A DOWD SALES CO. 

820 Market Street, San Francisco, Oal. 
THE RUBBER SALES CO. 

63 West Jackson Blvd., Chicago, Ill. 
CURRIE BROTHERS 
611 Grand Building, Atlanta, Ga. 

For a Catalogue and Discounts 


Manufactured only by the 

Auto Specialties Mfg. Co. 

40 Elm Street, Buffalo, N. Y. 

Branch Factory, Fort Brio, Canada 


ext 











A FAIR AND HONEST DAY’S WORK 

Do you do a fair day’s work for what you 
receive? Would you be willing to pay someone 
else the same amount that you are receiving for 
the work you do? If so, then you can honestly 
answer the question. 

Your employer’s ability to pay you well de¬ 
pends upon your cooperation and willingness to 
increase your production so he will be justified 
in doing that. 

No matter how small your task, or how ap¬ 
parently insignificant it is, make the most of it, 
give it your best attention, bear in mind that it 
will not escape observation. 

Make a Pleasure of Tour Work 

If you treat it as a game and try to excel 
previous records, you are in a fair way to make 
a success. Check up yourself and ask if you are 
worth more to yourself and your employer than 
you were six months ago. 

If you are not you are cheating yourself and 
your family, even if you are not cheating the 
man you are working for. 

If you are not as productive as you should be 
find out the reason why. 

Do you admit that you have reached the 
limit of your productive capacity ? Is there not 
some way that you can produce more, be worth 
more and earn more? Feel free to make sug¬ 
gestions, any employer is glad to have the bene¬ 
fit of your suggestions, as to ways in which 
business can be made more productive, econ¬ 
omies effected, work made more satisfactory to 
everyone. 

Many times the heaviest part of our daily 
load is the imaginary ills and hardships which 
we are carrying. It is astonishing with what 
tenacity many people cling to possessions which 
have a negative value. 

Why is it that most people spend a good 
share of their lives getting together belongings 
which are only a burden after they have ac¬ 
quired them, and the initial cost of which would 
give them greater comfort and pleasure if it 
were invested at six per cent interest? 

“A short temper and a long head rarely 
go together.” 


FINANCIAL SUCCESS IS DANGEROUS 

(Copyright by Napoleon Hill) 

Financial success brings power, and power is 
a dangerous thing to those who have not learned 
how to use it justly and wisely! 

Great financial power has a decided tend¬ 
ency to develop intolerance and disregard for 
the rights of others. 

When you begin to succeed financially you 
will need to watch your step more closely than 
ever before. 

Financial success too often smothers the 
finer impulses of the human heart, and leads 
a person to the worship of the god of Mammon! 

It is the exception and not the rule when a 
man who accumulates great financial power 
without having tasted liberally of the dregs of 
poverty, uses that power wisely. 

Real success cannot be measured in dollars. 
It is something which can be measured only by 
the quantity and the quality of service which 
one renders for the good of others. 

If financial power takes away the desire to 
render useful service, then it may be properly 
interpreted as failure instead of success. 

We do not know for sure, but we strongly 
suspect that the only real success is that which 
brings happiness to oneself and to others. We 
also suspect that the only sure means of attain¬ 
ing happiness is through some sort of useful 
service which helps others to find happiness. 
Financial power doesn’t always do this. 

Watch your step as you begin to accumulate 
more money than you need for your daily use. 
Take care that it does not blind your eyes to the 
one sure pathway to real success, which is the 
performance of useful service for the good of 
humanity. 

If top-notch effort yields you no happiness, 
there’s something wrong either with you or 
your efforts. Sit down and do some analyzing. 

Don’t worry about how much ability you 
have, just get busy with the little you have and 
use it right. 


If the conduct of our neighbors or friends 
don’t suit, just remember—it’s none of our 
darned business anyhow. 
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The M. L. Kline Co. 

WHOLESALERS 

PLUMBING, HEATING. MILL 
and STEAM SUPPLIES 

EXCLUSIVE AGENTS FOB 

DURABLA PRODUCTS— 

Valve Discs 
Rod Packing 
Sheet Packing 
Union Gaskets 
High Pressure 
Gauge Glasses 

DURABLA denotes QUALITY 

SOLD ON A SERVICE BASIS 
84-86-87-89 Front St., Portland, Ore. 


Would you appreciate a dependable, 
positive and long-lived Forcing Pump ? 

E 
X 



No. 5001 

With Cleanable Valve 
Ask your Jobber or write us direct 

0. W. B. CORNELIUS CO., INC. 
Manufacturers of 
Plumbing Specialties 

209-211 Tehama St., San Francisco 


- TSwTRIMO 


Trlmo Pipe Wrench 
in steel or wood handle. 


Trimo Pipe Cutter 
one or three wheel 


WITH FLAT-LINK Oft CABLE CHAIN 

Trimo Chain Wrench 
Eight siaes, take pipe %" to 15" 



Trimo Nut Wrench 
steel handle only 


stands for good tools made by the Trimont 
Mfg. Co., which are the following: 

The Trimo Pipe Wrench 
The Trimo Chain Pipe Wrench 
The Trimo Monkey Wrench 
The Trimo Pipe Cutter (Hand) 

The four good points that make the 
Trimo Pipe Wrench superior are the 
Spiral Spring, always in place, the Steel 
Frame, that will not break, the Nut 
Guards that protect adjustment nut—and 
the Inserted Jaw in handle, that can be 
replaced when worn. Save time and 
money and buy Trimo tools, made by 

TRIMONT MFG . COMPANY 

ROXBURY (BOSTON), MASS. 
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^feyhickey 



“STICKS WHERE IT GRIPS’ 


Bends Pipe Quickly 


No Kinking 
No Breaking 
No Flattening 


Write for price* 


BULLEN & COMPANY 

Western Distributors 

1508 Claus Spreckels Bldg. 

San Francisco, California 


• 4 %»«.*. -W- • a.. i ■ 
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Babe Rotb and Pacific Plumbing Fixtures 

The first home run that Babe Ruth made didn’t 
cause a ripple in the athletic world. But when he got 
into the habit of pounding out a homer nearly every 
day it didn’t take long for him to become the hero of 
every baseball fan. 

The first advertisement of Pacific Plumbing Fix¬ 
tures didn’t ruffle the surface of the plumbing fixture 
field. Month after month and year after year of ad¬ 
vertising, however, brought Pacific Plumbing Fixtures 
to first place in the minds of hundreds of thousands of 
people on the Pacific Coast. 

PACIFIC mg 

PLUMBING FIXTURES '£=3? 

FOR SALE BY ALL JOBBERS 

Main Office*: 67 New Montgomery St., 8an Frandsoo, OaL 

Branches: Portland, Loe Angeles and Salt Lake City. 

Factories: Richmond and San Pablo, Oal. 


GENUINE 

ARMSTRONG STOCKS and DIES 


PIPE CUTTERS 
Malleable Iron Pipe Vises 

MANUFACTURED BY 

THE ARMSTRONG MFG. GO. 

276 Knowlton St. 

BRIDGEPORT, CONK. 

New York Office: 248 Canal St. 




WATER SYSTEMS 

FULLER 
AND 

JOHNSON 
ENGINES 
STAR 

WINDMILLS 
AND 

HOOSIER 
PUMPS 

PACIFIC PUMP A SUPPLY CO. 

853 Folsom Street 
San Francisco, California 

Sole Distributors 
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WOMEN DELEGATES FEATURE 
WASHINGTON PLUMBERS’ 
CONVENTION 

Perhaps the outstanding feature in connec¬ 
tion with the recent convention of the Associa¬ 
tion of Master Plumbers of the State of Wash¬ 
ington was the large attendance and active 
interest of the women. From this it might be 
inferred that women plumbers are becoming 
quite the rule in the State of Washington. Al¬ 
though their interest and their activity were 
manifest in every meeting of the convention, we 
believe we are safe in saying that their interest 
in plumbing affairs was for the sake of their 
husbands, brothers and sweethearts rather than 
as their own enterprise. 

A goodly attendance of delegates from all 
over the state were present and they showed 
their interest by attending all of the sessions of 
the convention. A special feature of the con¬ 
vention was the presence of Wm. J. Woolley, 
representing the Trade Extension Bureau of the 
Plumbers’ Association. 

One of the most interesting features of the 
convention was a lantern slide exhibit in con¬ 
nection with an address by A. M. Goddard, the 
treasurer. Mr. Goddard was one of the found¬ 
ers of the association. His address covered the 
various conventions for the past twenty-five 
years and the pictures were collected by him 
during his faithful attendance. Of course, 
many of those who were present were pictured 
in the snapshots of former conventions. 

The present officers were reelected for the 
ensuing term and are as follows: President, 
P. J. Lavan; vice-president, Geo. C. Clark; 
treasurer, A. M. Goddard; secretary, B. M. 
Richards. The executive committee consists of 
James Griggs, E. H. Norton, E. M. Mellen, G. H. 
Southerland, James Smyth, R. M. Westover and 
Jerry J. Ward. 



A 11 close up” of the Bremerton delegation indi¬ 
cates that pleasure was liberally mixed with business in 
the convention and that there was a genuine joy in 
meeting the fellow plumbers and fellow plumbers 7 
wives. In the center is a portrait of Mrs. A. B. Gehri, 
president of the Tacoma Ladies 7 Auxiliary, who was 
active at all sessions of the association and whose 
efforts and hard work greatly contributed to the suc¬ 
cess of the convention. 



An indoor view showing the refined atmosphere that was typical of the convention of the Washington 
Association of Masters Plumbers. Of course, this is only a portion of the delegates who attended the twenty- 
fifth annual convention and shows the earnestness as well as the homelike surroundings of the convention. 
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favorite Oval TTbrror 



MADE WHITE 
STAYS WHITE 

Years of actual service under all conditions, have established 
the reputation for permanent wearing quality of 

Genuine Pyralin Snow White 
Bath Room Fixtures 

All our products are made strong and durable and are 
covered with genuine Pyralin—a pure white substance ap¬ 
plied in sheet form with our patent process. Easily kept 
purely sanitary by the use of soap and water. 

In buying white bath room fixtures 
insist upon the genuine Pyralin. 

C. F. CHURCH MFG. CO. 

HOLYOKE, MASS. 

These goods can be obtained from the LEADING JOBBERS. 

INSIST ON THEM. If you cannot get them address for informa¬ 
tion, W. E. Gilchrist, Pacific Ooast Representative, Monadnock 
Building, San Francisco, Cal. Sold by Holbrook, Merrill A Stet¬ 
son, Crane Co., A. H. Busch Co., and leading jobbing houses. 


I Climax TTledicine Cabinet I 





. 





THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the best nnivermally 
used. It is the most satisfactory, most reliable plate made. 
All we ask is that yon try it once—then compare it to any 
other plate you’ve used. We’re sure you’ll agree with ns 
that this No. 10 is the winner. 

The Beaton & Cadwell Mfg. Co. 

NEW BRITAIN, CONN. 

New York Office and Store, 234 Water St. Pacific Ooast 
Representative, Wm. P. Horn A Company, Rialto Bldg., 
San Francisco; Dekum Bldg., Portland; Hollenbeck Bldg., 
Los Angeles. Middle Western Representative, Harry Yer- 
beck, 129 No. Clark 8t x Chicago, I1L Western Canadian 
Agents, A. E. Hinds A Oo„ Chamber of Commerce, Winni¬ 
peg, Manitoba, Southwestern Representative, J. R. Devereux, 
No. 858 Beaver Hall Square, Montreal, Quebec, Canada. 


TRY THE /fiAbi o/j 

TURNER hot blast g as 0 |j ne Furnace 



No. 36. $24.80 list. 


This is admitted by 
copper workers, plumb¬ 
ers, and electricians to 
be the best all-around 
furnace that can be ob¬ 
tained. It is well made 
of heavy gauge seamless 
drawn steel, copper 
plated inside and out 
and finished with blue 
enamel. A furnace which 
will withstand the acid 
used in connection with 
plumbing and electrical 
work. Our catalog is free. 

THETURNER BRASS WORKS 


SYCAMORE, ILLINOIS, U. S. A. 


. How Is Your Stock of C. & L. 
Fire Pots and Torches? 

™ It pays to be ready for every 

emergency and keep your stock 
well in hand. Bettor anticipate 
Jrj your wants now so that your or- 

V/ I ; n >- 1 ders may receive prompt and care- 
S i ful attention. It always pays to 

*££**~^^ buy the best. The C. & L. line has 
stood the test of time and today is 
No. 32 Torch used wherever gasoline and kero- 
List Price, sene can be obtained. Jobbers 
E *Ask *for°° «*PPly at factory price. Send for 
Discount catalog. 

CLAYTON & LAMBERT MfO. CO. Detroit. Mkh. II. S. K 
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WHAT VISION MEANS TO THE WORKER 
AND TO THE WORK 

The clearer and more direct we can make 
the connection between the energy expended 
by a worker and the results to be accomplished 
by his work the more interest will the worker 
take in what he is doing and the more satis¬ 
factory will be the quality and the quantity of 
his production, says a writer in Valve World. 

In one of the technical schools—an institu¬ 
tion of country-wide repute—we watched a lad 
of some eighteen years putting the finishing 
touches on a brass garden-hose nozzle. He had 
worked on it from the casting to the burnishing. 
We complimented him on his craftsmanship 
which was uncommonly good, and asked: 
“What is going to be done with that nozzle 
now that it is finished?” “Oh,” he answered, 
“I suppose it will be looked over by an in¬ 
structor, credited to me somewhere in a book, 
and then scrapped, melted over perhaps to 
make a casting of another nozzle.” 

All look of interest had gone from his eyes 
with the last word he spoke, and the pleased 
expression that followed our praise of his work 
was replaced by something that most plainly 
said: “What’s the use?” 

Have Ton Hot Seen This In Your Own Son? 

Within a few days we were in a school 
where a man with a vision of what might be 
done with boys and girls at an early age out¬ 
side of conventionally accepted lines of educa¬ 
tion, was making his vision apparent with a 
hundred odd subjects ranging from three to six¬ 
teen years of age. In the manual training room 
we watched a lad of about eight working most 
industriously on a little bench or stool. 

He paid not the least attention to anything 
but his own somewhat crude efforts at carpen¬ 
try, and we had to touch him on the shoulder to 
make him look up enough to answer our ques¬ 
tion. We said: “I suppose that when you get 
that nice little bench finished it will be all 
broken up so that the wood may be used to 
make something else?” 

His answer was emphatic and illuminating: 
“Well, I guess not. That is for my little sister 
to sit on up in kindergarten.” And he resumed 
his labors with new vim. 

Interest Lies in Imagination 

Interest in one’s work comes chiefly, in 
fact almost solely, through the imagination. In 
the first incident related there was no apparent 
connection between the amount of energy and 
skill devoted to the making of the nozzle and 
its ultimate purpose, or interest was wholly 
blocked by the reflection that the purpose was 
not at all adequate to the expenditure. If that 
youth had known that the nozzle was going to 
be put on the end of garden hose and that it 
was to be used in sprinkling water where many 
beautiful and useful things might grow, his in¬ 


terest would have been keen, his energy better 
directed and his skill more apparent. 

The lad who was making the bench knew 
not only what he was doing but he knew that 
his bench was going to serve a useful purpose. 
This knowledge appealed to his imagination. 
He could see his sister sitting on it, and affec¬ 
tion for her gave zest to his fancy as he let it 
play while the tools fashioned what might be 
called up to that time his masterpiece. The con¬ 
nection between his effort and its ultimate ob¬ 
ject was clear and distinct and unbroken. He 
was making a better bench and making it in 
shorter time than he would have done in almost 
any other circumstance. 

The End Crowns the Work 

We may apply our homely illustration to 
practically every phase of human endeavor, 
whether it be of brain or brawn. To get the 
best out of the worker we must enlist his in¬ 
terest, and to do this we must appeal to his 
vision, his imagination. Not only must he be 
able to see clearly and unbrokenly the connec¬ 
tion between his thought and his expenditure 
of energy and its ultimate purpose, but he must 
be enabled to see in his own effort simply a part 
of a larger effort. 

His own labor, no matter what he may be 
doing, is not something detached. It is a part 
of the labor of those about him, a part of the 
labor of every other person in the world. As 
part of a tremendous whole it never can be 
insignificant, never should be slighted, never 
should be done indifferently. 

The end crowns the work, said the ancient 
Latins, and one of our poets has put this 
thought in graceful words as he looked over 
the results of some of that ancient handicraft: 


In the elder days of art 

Builders wrought with greatest care 
Each minute and unseen part; 

For the gods see everywhere. 


Those artisans and artists of an older day 
had vision. If they could not work with a clear 
vision of the purpose to which their efforts 
were to be put ultimately, they worked with 
the belief that the eyes of the gods were upon 
them. They slighted nowhere any part of what 
they were doing; seen or unseen to mortal eye, 
it would be seen of the gods. 

Make Your Craft a Religion 
Why cannot we put some of that olden¬ 
time vision into our tasks of today? The 
ancient gods of Greece and Rome may have 
passed with the passing of the peoples who 
believed in them, but there still are gods and 
they still see everywhere. We have, for in¬ 
stance, the gods of Fancy, of Imagination, of 
Invention, of Satisfaction, of Excellence, of Co¬ 
operation and of Co-ordination. These, inso¬ 
far as we are concerned individually, see 
everywhere, and it is well worthy of our best 
efforts to win their approval. 
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Revolving Cabinets 

PLUMB EES, Hardware Dealers, Dealers in Auto 
Supplies, find our Cabinets invaluable. By using our 
Cabinets jour stock is kept in good shape, clean, and 
where you can place jour hand on anj article instantlj. 
Thej paj for their eost in saving of time. Made in 
various stjles and sises. Sold bj all jobbers. 

American Bolt & Screw Case Co. 

Dayton, Ohio 




Vo. 10 Steel to 4" 


Plates that Please 

ORDER NOW 

and be ready with a stock 
Increasing Demand for “B A 0” Styles 

Catalog on r•quest 

THE BEATON A CORBIN UFO. 00. 

Largest and Oldest Plate Company in the World. 

Paeifie Coast Representative 
W. ERWIN OXLOHRX8T 

«81 Market St. San Praneiseo. Oal. 


YOU GET T HE SIMPLEST AND BEST 
COOK EVER MADE when YOU SPECIFY 


Has Only One 
Packing Which 
Is Readily 
Removed 


a a HIGH PRESSURE BALL COCK 

They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 


_ either rough or nickel-plated nuts and 

L Jr> tails, also that the tail piece can be had 

* / for lead pipe or threaded with any 

hi thread desired. 

^All sizes up to and including 4-inoh 

carried in stock. 

Vo Bpeeial Paoking Required. Ground 
£ Joint Coupling, whioh in always tight. 

W Vo hammering. Renewable Seat of Steam 
Metal. Vo Binging or Whistling. Roller 
Bearing Raver on Cam, Reducing frio- 
tion to lowest amount. 

BOSTON BRASS COMPANY 

^ Bacon and Plimpton St., Waltham, Mass. 


Bold by Jobbers of Plumbing Sup¬ 
plies Everywhere 


OVER 1200 PHILADELPHIA PLUMBERS 

ARB USING AND SPECIFYING 

SAVILL’S SWAN-NECK FAUCET 

Full-stream flow in a fraction of a minute. 

Gentle half-turn either way operates. 

Protective Stop on handle. Saves pinching. 

Best red brass, 85% copper. Saves replacing. 

Long nozzle-outlet Saves splashing. 

THOMAS SAVILL’S SONS, Wallace and Watts St*, Philadelphia, Pa. 

Send postal card for catalogue showing 23 styles. 
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To dig a ditch, while the God of Fancy lays 
a pipe in it and runs something through it, 
while the God of Imagination watches that 
something ministering to the comfort or profit 
or happiness of others, while, perhaps, the God 
of Invention is busy devising some improve¬ 
ment either in method or application, is to raise 
ditch-digging to the dignity of an art, and to 
make of the ditch-digger one worthy to sit in 
the councils of those who plan and who make 
the most intricate and most useful things that 
men fashion or need or desire. 

No Man Works to Himself Alone 

That is an impossibility. No matter what 
he may be doing his thought and his effort 
have some effect on others. His own effort not 
only is dependent on the efforts of others, but 
others are dependent on his. One in a compara¬ 
tively insignificant place, may hold back the 
efforts of hundreds of his fellows, or he may 
advance their efforts. And the more vision he 
has, the more opportunities given to him for 
seeing the connection between his own expendi¬ 
ture of energy and skill and the whole result 
of his efforts the greater will be his vision, the 
better the quality of his labor and the greater 
his individual output. 

How to Get the Vision 

This greatly to be desired combination of 
work and vision is not difficult to secure. It 
requires simply thoughtfulness, sympathy, co¬ 
ordination—planning for united effort—and 
co-operation — putting united effort into its 
most effectual play. 

Those who lay out work for others can take 
those others into their confidence, tell them 
something about the work to be done and the 
results to be accomplished by it. And those who 
do the work, knowing something of the ultimate 
results of their labor, will find vision inciting 
interest and interest spurring to better and 
greater effort. 

When you give a man a job, tell him all you 
can about it, especially about the importance of 
his individual effort to the whole transaction. 
Give him a chance to picture where his work is 
going and what it is going to do after it has 
left his own hands. Never by any chance let 
him get the impression that his work is unim¬ 
portant. 

Try to make him feel that no one but himself 
could do that particular bit of work as well 
as he, and that if he does not put his best into 
it, the result of his slighting or indifference will 
be seen all along the line and the ultimate re¬ 
sult will be less satisfactory than if he had kept 
in mind the thought that the gods see every¬ 
where—his gods, the gods of Imagination and 
of Satisfaction and of Co-operation. 

Responsibility for the awakening of this 
much needed vision, this combination of imagin¬ 
ation and effort, lies first of all with those 
who plan work for others, and our appeal is 
made chiefly to them. We never yet have found 


a worker, no matter how apparently humble his 
labor, whose interest could not be enlisted and 
whose effort could not be increased through the 
awakening of interest. 

We sincerely believe that the response to the 
effort necessary to invite interest and to bring 
vision into play would be prompt and filled 
with abundant promise. We believe that 
friendly, instructive, inviting, encouraging co¬ 
operation between those who plan the work and 
those who do it would result in making of the 
industry of this country the most harmonious 
and the most effective the world ever has seen, 
and that both the quality and the quantity of 
our production would be measurably enhanced 
and increased. At least the probable outcome 
would more than repay the necessary effort. 



Two views that are typical of the growth of the 
Washington Association of Master Plumbers and show 
the record of twenty-five years. Above is shown the 
delegates who attended the first convention at Tacoma 
in 1895. Below is shown a group of delegates to the con¬ 
vention held in Seattle in 1910. This shows the growth 
of the association in fifteen years. These two views are 
selected from the many views which were given in Mr. 
Goddard’s illustrated address at the convention. 


The Veterans 9 Plumbing Company at 528 Bastion 
Square, Victoria, B. C., has been organized by C. Ballam 
who has been a leading* plumber in Victoria, B. C., for 
many years. Mr. Ballam entered the war along with 
the other patriotic members of his community and the 
name of his new institution is somewhat reminescent of 
his war experiences. 


E. W. Phillips has established a plumbing shop at 
3724 Stephenson Avenue, Los Angeles. Mr. Phillips is 
an experienced plumber and should surely find success 
in his new venture. 
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SCAIFE “Copper-Brazed” Garden Hose Valves 


TANKS 

For Air, Gas and Liquids 


Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 


SEND FOB CATALOGUES 

WM. B. SCAIFE AND SONS CO. 

PITTSBURGH, PA. 

38 South Dearborn St. Chicago, HL 


Recognized Quality 

Which command repeat orders for yon 



Sizes W to 2%" inclusive. Both bent 
and straight Hose Spout. 

HAYS MFG. CO., Erie, Pa. 

W. Erwin Otlohrlft 
Pacific Coast Representative 
681 Market Street, San Francisco. 



Nye the Die Man 
Pipe Die Maker to Those Who 
Know. 


The Big Dam in the Mississippi 
at Keokuk, Iowa 

isn’t big enough to express a man’s thoughts when he has to 
work with a bum die. 

The whole darned American Railway Express couldn’t ex¬ 
press his feelings. 

The Nye Die was not invented to prevent profanity—but it 
does. 

We don’t say profanity is wicked—it is just unnecessary. 

THE NYE DIE 

works so well, cuts so easy, lasts so long, that some of the best cussers 
in America have forgot how. 

—Cuts pipe like scissors cut paper—quick, clean and without waste. 

—Made of the finest tool steel, with all the special features found only 
in Nye dies. 

You’ve bothered with the other kind long enough—get a Nye die. For 
sale by all leading jobbers. 

The Nye Tool & Machine Works 

108-128 North Jefferson St., Chicago, Ill. 

P. S.—Don’t forget the Nye thin blade 
cutter wheel—made to fit all pipe cutters. 
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W. P. COLLINS TOOK GREELY’S ADVICE 

It is not often that we are able to introduce to our 
readers manufacturers of hardware in the West. The 
rule of growth and development in the hardware busi¬ 
ness has been that the producing was done on the 
eastern seaboard or round about the Great Lakes, 
whereas the Western half of the United States and 
particularly the Pacific Coast, has been a distributors ’ 
territory, where the product is sold and where little 
manufacturing takes place. 

Ohio Developed Him 

W. P. Collins, President and Manager of The West¬ 
ern Brass Company at San Francisco is one of the very 
few hardware manufacturers west of the Rocky Moun¬ 
tains. Yet the far West can not claim complete credit 
for Mr. Collins. He is a native of Ohio and moved out 
into the West some 15 years ago when he had finished 
his schooling and was ready to enter the business 
world. 

Gravitating to San Francisco soon after the fire of 
1906, his first connection with Western manufacturing 
was in a plating works. Rapidly working into the 
business and the company, after four years he found 
himself manager and established the Western Brass 
Company. At first, the main business was in brass 
casting and general foundry work, but in the 10 years 
of the company’s life an extensive line of brass hard¬ 
ware and plumbing fixtures have been developed. 

Among the hardware specialties are spring hinges, 
casement fasteners, and a special line of door handles. 
All of these items are specially manufactured from the 
company’s own dies and designs and are becoming well 
known to the Western trade. Among the items m the 
plumbing line are standards for marble partitions, and 
ball cocks. 

The Western Brass Company line is carried to the 
Western trade through D. Edwin Harris, traveling 
representative. It is the policy of the company to 
sell through the jobbing trade, and situated on the 
Pacific Coast they are able to make prompt shipment 
by either rail or water. Aside from its standard lines, 
the company is ready, at any time to turn out special 
work in castings, plating and general brass foundry 
work. In recent years a considerable business in manu¬ 
facturing automobile accessories has been developed and 
the plant is ready to handle all orders for specialty 
manufacturers along this line. 

The company will be pleased to forward full infor¬ 


mation, together with prices, on inquiry to its main 
offices at 217 Tehama Street, San Francisco. 


PASADENA PLUMBERS ON OUTING 

Two hundred master and journeyman plumbers of 
Pasadena took advantage of the natural blessings of 
Southern California to hold their annual reunion at 
Redondo Beach last month. The day was spent in 
sports and picnicking on the beach and in social visits 
by the plumbers and their families. 

The officers of the Master Plumbers Association of 
Pasadena are as follows: Wm. F. Creller, president; 
A. R. Benedict, vice-president, and George Richardson, 
secretary. 


NEW BUFFALO FORGE LITERATURE 

The advertising department of the Buffalo Forge 
Company of Buffalo, New York, have certainly set a 
record for production. In the last month or so they 
have issued to the trade two catalogues and a bulletin, 
each of which would do credit to an advertising depart¬ 
ment of any manufacturing institution. 

A general heating and ventilating catalogue of 116 
pages covers the Buffalo line completely and brings 
the models and specifications right up to date. Supple¬ 
menting this is tne Conoidal Fan catalogue of 64 pages. 
Special bulletin No. 721 is devoted to dye house and 
bleachery ventilation, and while going to a special field 
will be all the more valuable for its completeness. One 
feature of the bulletin is the publication of photo¬ 
graphs of actual installations of Buffalo equipment in 
aye houses, together with a list of the cotton, wool and 
silk dye houses and bleachery now using Buffalo equip¬ 
ment. There are now twenty-six such factories listed 
as thoroughly equipped with Buffalo apparatus. 


PORTLAND STOVE WORKS REBUILT 

It took Portland Stove Works at Portland, Oregon, 
just three months to entirely recover from the fire that 
recently destroyed its old plant. As a result, a modern 
factory has been erected and all of the patterns and 
equipment necessary for making the company’s line 
have been fully restored. The new works also include 
a complete enameling plant. 


A. J. Eberhart, the enterprising plumber at North 
Bend, Oregon, is showing his community that he ia 
right up to the minute in business methods by carrying 
his plumbing shop on wheels. He has purchased a new 
car, and thus has his complete equipment with him to 
carry to any part of his large field of activity. 


Spiersch Bros, are proprietors of a new plumbing 
and sheet metal shop at Richmond, California. 


Increase Your Bank Balance 



Patented 

No. 71 Quart Torch 


by using the most econom¬ 
ical, serviceable, and durable 
torches and furnaces on the 
market. With such tools 
your men can do quicker and 
better work in less time and 
at least expense to you. Just 
think it over carefully and 
you will surely acknowledge 
that our remarks are correct. 
The “Always Reliable’* line 
is constructed so as to use 
the least amount of fuel per 
hour. It is substantially 
made by skilled workmen, 
therefore, each article is 
guaranteed. You cannot go 
wrong by adopting this line 
as your standard. 

OTTO BERNZ CO., Rnrtrk, I. J. 
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COAL WILL BE SCARCE THIS WINTER 

Write Us for Prices and Discounts on 

GLEEWOOD GAS HEATERS 

You can sell our 3, 4 and 6 BURNER 
HEATERS profitably 

In our FLOOR FURNACE you will find 
a Friend-maker 

Stocks Complete Quick Deliveries 

FOSS & JONES, Manufacturers - - . PASADENA, CALIFORNIA 


MEYER S. RUBENS OPENS PLATING 
WORKS 

Meyer S. Rubens, who has long been known through¬ 
out the Northwest and the West for his stove and 
furnace repair service at Spokane, Washington, has 
added complete equipment for gold, silver, copper, 
nickel, bronze and brass plating. With his new plant, 
he is also equipped to do galvanizing and tinning. 

This announcement will of course be most welcome 
to the trade, for it will mean the saving of time as 
well as money to have facilities for plating, polishing, 
alvanizing and retinning n n ar at hand. Tne possi- 
ilities and scope of work to be done at the new plant 
are almost unlimited. Whole hardware stocks, electrical 
fixtures, silverware and the like can be made over new. 
Tin goods can be retinned either for customers - or 
direct from stock, when tarnished or damaged. 

Any polished metal surface can be renewed in con¬ 
nection with the automobile accessory trade. Along 
the lines of silver and gold, plating, all manner of 
instruments for professional men, all sorts of silver¬ 
ware, such items as band instruments, etc., can be 
replated and be made as good as new. In fact, the 
five generators and dynamos which are now installed 
in the Meyer S. Rubens ’ plant are equipped to put a 
new finish on any manner of metal part or instrument. 

With manufacturers behind in their orders, with the 
cost of manufacture and foundry work as high as it is, 
with transportation facilities to the eastern manufac¬ 
turers tied up, the trade of the West will indeed be 
glad to know that they can secure this service near at 
home. We look to see genuine interest and well 
merited activity, centering in the Meyer S. Rubens* 
metal renovatory at Spokane, Washington. 


Varney Brothers at Mill Valley, California, will 
combine the plumbing trade of Antone Varney and the 
hardware experience of John Varney. 


STOVE & FURNACE REPAIRS 

Welding for All Makes Repairs and Wicks for New Perfection and Puritan Oil Stoves and Heaters 

»»■■»» MYER S. RUBENS WHOLESALERS 

DI ATCDC Gtold, Silrer, Nickel, Bronze, Copper, ni ATCDC 
fLAl Ll\ J Braes, Bine and Ghm Metal Oxidizing lLAl LIxD 

GALVANIZING RESILVERING RETINNING 

Demountable Rims, Etc. Head and Spot Lights Milk and Ice Cream Cans, Etc. 

Silver Ware Refinished 

1009 W. FIRST AVE. Also Rented for Weddings, Banquets, Etc. SPOKANE, WASH 



No. 1 Firs Pot List Price, Ecoh, $37.30 
Ask for Discount 

Which Shall It Be? 

C. & L. Fire Pots and Torches with a backing 
of the guarantee of a maker with more than 
thirty years experience, or some other makef Try 
the C. & L. Tools and you will find you have the 
best that experience and the best materials can 
produce. They have stood the test of time and 
today are used wherever gasoline and kerosene 
can be obtained. Jobbers supply at factory 
price. Send for catalog. 

CLAYTON & LAMBERT MFO. 00. 

Detroit, Mich., U. & A. 
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DEALERS!! 


“Lifetime” 
Trade Mark 
the Guarantee 
of Quality 



Manufactured 

at 

Oakland 


ALUMINUM PRODUCTS CO. wmnMeM OAKLAND, CALIFORNIA 


Spokane Stove & Furnace Repair Works 


INCORPORATED 


SPOKANE, WASHINGTON 


Jobbers and Wholesalers 

OF 

Stove Repairs 


MANUFACTURERS OF 


ORIGINAL DIAMOND 

STOVE BREAKOFF 

REPAIRS BACKS 

Efficient Service : Superior Quality : We Solicit Your Inquiries 

“The Largest Stove Repair House in the Northvoest” 
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Retail Selling Prices 

The following are the present market retail selling prices of merchants in some of the large cities. At the 
request of many merchants in smaller towns and cities who do not have the opportunity of checking up their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be aaded. As the overhead expense of a retail business in any part of the United 8tates 
ranges from 20% to 25%, many merchants use these prices to save time in figuring their own. We will be glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION—Cartridges—Metallic 

Box. 

Semi-Smkls 

Blank Rim Fire Lesa Bmk Smkls 
23 Short.$ .20 $ ... 


82 Short . 

.40 


Blank Center Fire— 



82 S A W. 

.65 


88 S A W . 

.80 


88 Long Colt. 

1.85 


44 W 0 F. 

1.66 


Shot Rim Fire— 



22 Long . 

.60 

.70 

82 Long . 

1.20 


Shot Center Fire— 



32 SAW.... 

1.10 


32 W C F. 

1.45 


88 8 A W. 

1.80 


38 W C F. 

1.65 


44 W C F. 

1.65 

1.30 

44 X L. 

1.80 

2.05 

44 Game Getter. 

1.65 

1.30 

Rim Fire, Ball— 



BB Cap#. 

. . . 

.40 

CB Cap# . 

. . . 

.50 

22 Short . 

.80 

.85 

22 Short H P. 

.35 

.40 

22 Long . 

.40 

.45 

22 Long H P. 

.45 

.55 

22 Long Rifle . 

.40 

.50 

22 Long Rifle H P. 

.45 

.55 

22 W R F. 

.60 

.65 

22 W R F, H P. ...... . 

.65 

.70 

22 Win Auto . 


.65 

22 Win Auto, H P. 

. . . 

.70 

25 Short Steven#. 

.70 


25 Steven# . 

.30 


32 Short . 

.70 


82 Long . 

.80 


38 Short. 

1.10 


38 Ix>ng. 

1.15 


41 Short . 

1.10 


Center Fire Pistol— 



22 Win SS. 

1.45 

1.65 

25 Colts Auto . 


1.60 

25-20 Single Shot. 

1.75 

2.05 

25-20 Win . 

1.55 

1.80 

25-20 Win HV. 

. . . 

2.00 

7.63 MM-Mauser. 

.. . 

2.40 

7 65 MM-Mauser . 


2.40 

3 MM-Luger . 

. . . 

2.60 

82 Colts Auto. 


1.70 

82 Colts Short. 

l’.io 

1.20 

82 Colts Long . 

1.25 

1.85 

82 Colt# Police Positive. 

1.25 

1.85 

82 S A W. 

1.10 

1.30 

82 8 A W Long. 

1.25 

1.85 

82-20 Marlin. 

1.55 

1.30 

82 Winchester . 

1.55 

1.30 

82-20 Win HV. 

. .. 

3.00 

85 8 A W Auto. 

.. . 

1.75 

88 Colt# Auto . 

... 

3.50 

88 Colt# Short. 

1.86 

1.50 


88 Colts Long . 1.40 1.60 

88 Colts Police Positive. 1.85 1.50 

38 8 A W. 1.85 1.50 

88 8 A W Special. 1.60 1.75 

88 Winchester . 1.85 2.80 

41 Colts Short DA. 1.45 1.65 

41 Colts Long DA. 1.75 1.00 

44 Bull Dog. 1.50 

44 S A W Amer. 1.00 2.15 

44 8 A W Bus. 1.00 2.15 

44 S A W Special. 2.15 2.80 

44 Wehley . 1.65 

44 Winchester . 1.85 2.80 

45 Colts .. 2.15 2.85 

45 Colts Auto. 2.85 

Center Fire Military and Sporting— 

22 Savage . 1.60 

250-3000 Savage. 1.75 

25-21 Stevens . 2.80 

25 25 Stevens . 1.00 2.85 

25-85 Winchester. 1.40 

25-85 Short Range. 1.40 

25-86 Marlin. 1.40 

25 Remington Rimless. 1.40 

6 MM U 8 N. 2.10 

7 MM Spanish Manser. . . . 2.10 

7.655 MM Bel Mauser. . . . 2.10 

8 MM Mauser. 2.10 

0 MM Mauser. 2.80 

80-80 Winchester. 1.60 

80 Remington Rimless. 1.60 

80 Oovernment Rimless. . . . 2.80 

303 Savage. 1.60 

32 Remington Rimless. 1.60 

82-40 Winchester. 1.20 1.85 

32-40 Winchester H V. 1.60 

82 Winchester Slf l.dg. 2.80 

82 Winchester Special. 1.60 

88 Winchester . 2.10 

85 Remington Rimless. 1.75 

85 Winchester . 2.80 

85 Winchester Slf Ldr. 2.20 

351 Winchester Slf Ldg. ... 8.80 

38-55 Winchester Lead. . 1.45 1.75 

38-55 Winchester HV. 1.35 

38-56 Winchester . 1.45 1.75 

40-60 Marlin . 1.50 ... 

40-60 Winchester . 1.50 

40-65 Winchester . 1.50 1.75 

40-70 Winchester . 1.55 

40-72 Winchester . 1.55 1.80 

40-82 Winchester . 1.55 1.80 

401 Winchester Auto. 1.70 

405 Winchester. 3.50 

45-60 Winchester. 1.55 

45-70-405 Oovernment... 1.55 1.80 

45-75 Winchester .1.55 

45-30 Winchester. 1.66 1.80 


SHELLS, LOADED- 
MEDIUM GRADE. 

BULK—SMOKELESS. 

12 8 drs. x 1 os.« 24 grt. x 1 


ox., drop shot.$1.25 

8 drs. x 1 V4 ox., 24 grs. x 

1 V4 os. drop shot. 1.36 

8 V4 drs. x 1 Vi ox- 36 grs. 

x lVi os., drop snot.1.26 

8 V4 drs. x 1 Vi os., BB shot, 

drop shot . 1.85 

8V4 drs. x Buck shot, drop 

shot . 1.85 

16 2V4 drs. x % ox., 22 grs. x 

% os., drop shot. 1.15 

2 Vi drs. x % os., BB shot, 

drop shot . 1.20 

20 2 Vi drs. x Vi os., 18 grs., x 

Vi os., drop shot. 1.16 

HIGH GRADE SMOKELESS— 

12 8 Vi drs. x lVi os- 26 grs. x 

lVi os., chilled snot. 1.40 

8Vi drs. x lVi os„ 28 grs. x 

lVi os., chilled shot. 1.45 

16 2 Vi drs. x % os., 22 grs. x 

% os., chilled shot. 1.80 

20 2 Vi drs. x Vi os„ chilled 

shot . 1.35 


2 Vi drs. x % os„ chilled shot 1.85 
Trap Loads— 

12 8 drs. x lVi os., 7Vi chilled 1.86 
8Vi drs. x lVi os., 7Vi chilled 1.40 
Black Powder—Loads— 

12 8 Vi drs. x lVi os., drop shot 1.06 


Caps and Primers— 

Percussion .20 .... 

Musket Caps.25 .... 

Primers, 100 in box... .85 .... 

Primers, 250 in box... .80 .... 

Empty Paper Shells—Black pow.— 
12, 16, 20, Ga. per 100. ... 1.50 

10 Oa. per 100. 1.65 

MEDIUM GRADE SMOKELESS— 
12, 16, 20, 28 Ga. per 

100 . 1.80 

10 Ga. per 100. ... 2.10 

HIGH GRADE SMOKELESS— 

12, 16, 20, 28 Ga. 3.80 

10 Ga. per 100. 3.40 

Empty Brass Shell*— 

Best qual. 12, 16, 20 

28, Box 26. 3.76 

2nd Qual. 12, 16, 20 

28, box 25. 3.10 

Wads— 

Cardboard, box 250. .30 

Black Edge, Reg., box 

250 .50 

Black Edge, Vi in., 125 

in box. .40 

Black Edge, Vi in., 250 

in box . .80 


ADZES—All makes of Lipped Ship Adzes, 4 to 6, $.5.50; 
larger, $6.00. 

Lippincotts—House, $3.50; Ship, $4.00. 

Whites or Bartons—House, $5.00. 

Ship Axes and Slicks—All makes Ship Axes, $5.50; all 
makes Slicks, 3 to 3Vi, $5.00; Standard Slicks, $4.75. 


ALUMINUM WARE. 

CAST— 



Bottles. Hot Water— 

Size 7. 

. 9.50 

Universal. 

... 8.50 

Size 8. 

.10.00 

Griddle#— 


Pans, Lipped Sauce— 

Size 7 . 

_ 4.25 

2 quarts. 

. 6.00 

Size 8 . 

... 4.85 

3 quarts. 

. 6.75 

Size 9 . 

. . . 5.60 

4 quarts. 

. 7.25 

Size 10 . 

... 5.00 

Skillets— 


Size 12 . 

. . . 6.00 

Size 6. 

. 4.50 

Kettles. Berlin— 

- 

Size 7. 

. 4.75 

2 Vz quarts. 

... 7.00 

Size 8. 

. 5.15 

4 quarts. 

. . . 8.25 

Size 9 . 

. 6.00 

5 quarts. 

. . .10.00 

Spoons, Basting— 



. . .11.00 

15-inch . 

. .30 

. 

Kettles, Maslin— 


Spoons, Mixing— 


4 quarts. 

... 6.50 

18-inch, Slotted. 

. .80 

6 quarts. 

. . . 7.00 

Waffle Moulds— 


8 quarts. 

. . . 9.75 

Size 7, Low. 

. 6.00 

12 quarts. 

. . .13.25 

Size 8, Low. 

. . 6.50 

Kettles, Tea— 


Size 7, Deep. 

. 6.50 

Size 6. 

_ 8.50 

Size 8, Deep. 

. 7.25 


ANCHORS—Screws per 100, 816. $4.15; Vi. $6.25. 

Sebco, 8-16x Vi l* ** in. *1 in., $1.75 per hundred net; 
VixVi in. - Vi i* * ' per hundred net. 


ANVILS—Vulcan No. 2, 20-lb., $8.50; No. 8, 80 lb., $3.50; 
No. 4, 40-lb., $11.50; No. 5, 50-lb., $18.00.. No. 6, 60-lb., 
$14.50; No. 7, 70-lb., $16.00; No. 8, 80*lb., $17.50. Tren¬ 
ton or Columbian—80 to 425 lbs., 85c per lb.; 70 to 70 lb#., 
85Vic per lb.; 60 to 63 lb#., 86c lb.; 60 to 53 lbs., $7e lb. 
With Clip Horn 2c per lb. extra. 

ANTIMONY—Slab, 25c lb. 

APRONS— Carpenters—California Leg, $3.25; No. 13 Long 
Brown. $1.75; No. 2 Short Brown, 76c. 



ASBESTOS— _ ^ ^ 

Mill board, 80c lb.: Out, 85c lb. 
Paper, 80c lb.; Cut, 86e lb. 
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RETAIL SELLING PRICES—Continued. 


Ii * 8 BNAMKLBD WARE 


Biggins, Coffee 

0 ... 1.20 

10 M.80 1 

Kettles, Tea 

80 . 115 

31 50 

Pitchers, Molasses 

601 .85 

Pitchers, Water 

11 .85 


01 . 1.80 

25 .30 

40 . l 85 


c 00 . 1.40 

40 .45 

50 . 1.50 


010 . 1.60 

120 .60 

60 . 1.65 

35 ... 90 


020 . 1.76 

Cups and Saucers 

2 o .60 

100 . 60 

70 . 1.85 



080 .. 1.90 

040 . 2.10 

050 . 2.40 

Boilers, Coffee 

60 . 1.65 

80 . 2.15 

90 . 2.50 

Pans, Milk 

00 .80 

Pistes, Deep Pie 

89 . .. 40 

Cuspidors 

10 . 70 

Ladles, Deep 

100 .40 

40 . 45 

11 . 36 

Plates, Shallow Pie 

27 .80 


110 . 45 


70 . 1.85 

•in 2 00 

120 .50 

20 45 

28 .85 

80 . 2.25 

inn i ft *4 

lol .40 

HO 50 

29 .40 

90 . 2.75 


111 .45 


30 . 45 

100 . 3.75 


121 .50 

50 70 

Plates, Dinner 

1 » .40 

Boilers, Rice 

14 . 1.85 

arm . i 65 

Measures 

01 .40 

02 .45 

03. 55 

60 . 60 

Dippers, Cup 

10 .45 

80 ... 06 

20 . 45 

16 . 1.50 

18 . 1.75 

100 . 1.05 

120 . 1.15 

Pots, Firelesa Cooker 
1450 . 2.26 

20 . 2.00 

Dippers, Windsor 

110 .50 

04. 76 

Pans, Convex Sauee 

02 .80 

1650 . 8 00 

22 . 2.25 

05 1 no 

1850 . 2 26 

24 2 50 

06 . 1.40 

11 Graduated ... .75 

Pails, Chamber 

1 . 2.00 

Pots, Coffee 

2 *k .70 

3 .75 

6 .85 

26 . 8.00 

28 . 8.75 

86 . 4.50 

Bowls, Wash 

20 .... 55 

112 .65 

114 .60 

oippers. Suds 

2 .60 

03 .95 

04 . 1.10 

05 . 1.25 

2 . 125 


15 . 1.00 

4 .80 

8 . 2.50 

oin 2 00 

25 . 1 . 1.6 

28 .60 

Dishes, Soap 

50 . AK 

4 . 8.00 


85 . 1.25 

80 .. r .70 

Pails, Water 

Pant, Combination 
Sauce 

1 n 2 25 

45 . 1.85 

82 .80 

6 o .;; 45 

55 . 1.50 

84 .95 

Fillers, Fruit Jar 

20 ... 40 

112 . 2 00 

Pots, Tee 

00 .75 

86 . 1.05 

114 . 2.25 

1 n T 8 25 

Buekets, Covered 

21 .60 

31% .jo 

82 .76 

Flasks, Coffee 

10 . 75 

Pans, Bed 

1 . 4.50 

Pans, Douche 

2 . 8.00 

Pans, Bread 

11 50 

Pans, Lipped Sauce 

10 .40 

01 .85 

0 . J9 5 

Funnels, Pieced 

01 . 45 

12 .45 

20 . 1.15 


14 .50 

16 ...55 

30 . 1.25 

84 . 1.05 

0 2 .50 

40 . 1.45 

26 . 1.25 

08 . 55 

18 ............ .60 

Pots, Straight Sauee 

28 .... 1.60 

04.60 

12 .65 

20 .70 

22 .80 

80 . 1.85 

«5 .80 

18 .80 

020 . 1 26 

82 . 8.25 

06 . 1.00 

Pans, Cake 

0 40 

24 .90 

26 . 1.00 

28 . 1.15 

20 1 

022 1 

150 .76 

Kettles, Convex 

02 .80 

024 . 1.85 

260 .85 

JO 46 

026 . 2.25 

850 . 1.00 

03 .25 

AO 40 

Pane, Straight Sauce 
150 .70 

028 . 8.00 

450 . 1.15 

04 . 1.10 

70 46 

080 . 8.25 

850 . 1.50 

05 . 1 25 

onn 66 

082 . 8 75 

1150 . 1.85 

06 . . . 1 86 

juu • • • • .. 

Pans, Corn Oske 

706 , fiO 

250 .85 

Pots, Soup Stock 

818 . 18.00 

1050 . 

1260 . 8.60 

Buckets, Dinner 
no .. 2.60 

08 .. 1.65 

010 . 2.00 

012 . 2.85 

212 . 1.50 

350 . 1.00 

450 . 1.15 

650 . 1.50 

Pans, Stew 

8 .45 

709 . 1.10 

712 . 1.25 

Pans, Muffin 

4Ad 7 ft 

824 . 16.75 

886 . 18.00 

212 . A 60 

111 . 8.60 

214 . 1.85 

216 . 2.15 

218 . 8.75 

112 . 8.75 

11 $ .. T .. 8.15 

409 .95 

4 . 65 

224 . 11.00 

286 . . 18 OO 

218 . 2.50 

5 .. .60 

XA4 2 00 

220 . 8.00 

412 ..... 1.10 

Pans, Deep Pudding 

KA Oft 

6 .70 

Roasters 

508 . 2.25 

222 . 8.65 

16 .55 

Chambers 

i .78 

Kettles, Lipped Preserv- 

OU . .00 

100 .40 

150 .45 

18 .60 

20 .70 

22 .80 

180 . 4.75 

Skimmers, Flat 

1 n m 

i li 05 

700 60 

2 l 10 

16 .55 

300 66 

24 .90 

ip in 

5 . . 1.26 

18 .60 

400 .. 60 

Pans, Oblong Stove 

04 .55 

100 .65 

Spoons, Beating 

10 ...25 

12 . so 

Chamber Covers 

20 .70 

22 .80 

500 .70 

600 .80 

10 .40 

i#°. il 

24 .90 

26 . 1.00 

28 . 1.15 

30 . 1.86 

32 . 1.50 

36 . 2.00 

800 .95 

1000 . 1.05 

200 .70 

800 . 1.00 

325 . 1.10 

350 . 1.25 

400 . 1.85 

14.80 

16.85 

80 .55 

Colanders 

1 .76 

Pans, Dish 

15 . 2.25 

80 . 1.85 

18.40 

Steamers 

7 . 1 75 

1 nn 1 60 

425 . 1.50 

8 . 1.90 

Steepsra. Tea 

2 .70 

8 .80 

Tabs, Oval Foot 

ft 1 Vk 

2 .85 

40 . 8.00 

1 in 1 76 

475 . 1.65 

8 . 1.10 

50 . 4.60 

1 7n q nn 

550 . 2.10 

104.75 

Kettles, Milk 

71 76 

91 n 9. 26 

Pans, Square Stove 

110 .95 

111 . 1 00 

205 .85 

300 8 60 

806 . 1.00 

72 .96 

400 .'. 5.25 

407 . 1-85 

78 . 1.10 

Pans, Rinsing 

08 . 1.25 

112 . T . 110 

1 O AA 

Cups 

8 (Mug).80 

74 . 1.35 

113 . 1.25 

2 2 50 

Kettles, Tea 

71 .75 

010 . 1.85 

114 . 1.50 

R 8 f)f) 

6 .50 

014 . 1.66 

115 . 1 66 

A 8 75 

8 . .25 

72 .95 

017 . 1.85 

116 . 1 85 

Turners, Cake 

1 * 9 * 

9 .80 

73 . 1.10 

Pans, Lipped Fry 

80 .45 

118 . 2 00 

10 .80 

74 . 1.35 

120 . 2.25 

14.30 


Wicking, V4*lb. balls, 70c each. 

Wicking, 1-lb. lots, $1.35. 

Cement, per sack. $7.25: per lb. 10c. 

AXES—Plumbs' Hunter's handled, 12 oz., $1.85; 1 lb. $1.85; 
ltt lb., $1.85. 

Boy Scout—Handled with sheath, $2.25; without sheath, 
$1.76; sheaths, 75c. 

Double Bit—Handled, $8.75; unhandled, $8.00. 

Single Bit—Handled, warranted, $3.50; second grade, 
$8.25. 

BAGS—WATER— 

H gallon.100 Faucet, 8ft gallon.... 8.50 

1 gallon. 1.5C Faucet, 5 gallon.4.25 

2H gallon.2.00 Filter, 6 gallon-:. 5.25 

5 gallon. 8.75 

BABBIT—Frictionless, 45c lb.; Magnolia, 50c lb.; No. 4, 
18c lb.; No. 2, 28c lb.; No. 1, 27c lb.; No. A (genuine), 


$1.20 per lb.; Challenge, $1.10 lb.; Special Motor, 90o lb.; 
Excelsior, 85c lb.; Acme, 85c lb.; XXXX Nickeled, $1.20 lb. 
BARS—Crow. Pinch Point No. 10, 18c lb.; Wedge No. 15. 
18c lb.; Lining No. 80, 18c lb.; Digging No. 580, 27e lb.; 
Tamping No. 25, 16c lb.; Claw No. 20, 18c lb. Ripping or 
Wrecking, Goose Neck No. 8657—% x 18, 56c each; Gooee 
Neck No. 3650, % x 84, 85c each: Gooee Neck No. 8662, 
%x24, $1.00 each; Straight Chisel No. 14, %xl5, 95c. 
BATTERIES DRY CELL—Columbia, No. 6. 60c each; No. 6-8 
50c each; No. 16, $1.40 each. Red Devil or Red Label, No. 
6-D, 50c each. Hot Shot Multiple, No. 1562, $3.55 each; 
No. 1662, $4.25 each. Ever Ready, same price as Columbia. 
Red Seal same price as Columbia and Ever Ready. 

BELLS—Alarm—Houee, 90c each. C$11, steel, iron base, 80c 
each; Call, bell metal, bronze base, $1.40; Gong, gold bronzed 
steel, 90c; Gong, polished bell metal, 5-inch, $2.85 each; 
6-inch, $8.25; 7-ineb, $4.75; 8-ineh, $6.85; 10-ineh, $11.60. 
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HARDWARE WORLD 


RETAIL 8ELLINO PRICES—Continued. 


BELLS—Continued— 

12-inch, $21.00. Rotary door, bronze, 85c each; steal, 85o; 
iron, 85c; copper, 85c. 

BELLS—Farm—(100 lb.), $18.00. 

BELLS—Kentucky Cow—No. 0, $1.50; 1, $1.35; 2, $1.10; 
3, 85c; 4, 65c; 5, 60c; 6, 40c. 

BELLS—Electric—2 Vi‘inch. Eclipse Iron Box, 90c each; 8-ln. 

Nonpareil, $1.00. 
dut r flTPAPQ— 

Cow—lVi lb., $1.00; lVi lb., $1.15; 1% lb., $1.35. 


BEVELS—Sliding T—No. 18, 6-in., $1.10; 8-in„ $1.35; 10-in., 
$1.00. No. 25: 6-in., 75c: 8-in., 85c; 10-in., 90c; 12-in., 
$ 1.00. No. 1—Odd Jobs, $1.10. 


[BBS—Compression— 


H-in. 

%-in. 

Vin. 

1-ln. 

Pluin—Rough 

brass 


1.50 

1.95 

2.60 

.... 

Finished brass. 

1.70 

2.15 

2.85 

5.20 

Nickel 

plated 


2.00 

2.45 

3.20 

5.65 

Hose—Rough 

brass . 


1.70 

2.15 

2.85 

9.90 

Finished brass 


1.95 

2.40 

3.10 

5.75 

Nickel plated 


2.25 

2.70 

3.45 


UTS—Auger— 
16ths 

R. J. 

Irwin 

Irwin Car Common 

3. 

.$ 

.90 

$ .60 

$1.25 

$ .30 

4. 


.75 

.55 


1.25 

.30 

5. 


.75 

.55 


1.25 

.30 

6. 


.75 

.55 


1.25 

.35 

7. 


.75 

.60 


1.25 

.35 

8. 


.75 

.60 


1.25 

.35 

9. 


.90 

.65 


1.35 

.40 

10. 


.90 

.70 


1.50 

.40 

11. 


1.10 

.75 


1.65 

.45 

12. 


1.10 

.75 


1.85 

.45 

13. 


1.25 

.85 


2.00 

.55 

14. 


1.25 

.90 


2.10 

.55 

15. 


1.40 

1.00 


2.25 

.65 

16. 


1.40 

1.00 


2.50 

.70 

17. 


1.75 

1.25 


.«. . 

.75 

18. 


1.75 

1.20 



.80 

20. 


2.00 

1.40 



.85 

22. 


2.25 

1.60 



.95 

24. 


2.50 

1.80 



1.10 


Bits in Sets—Common, 6 bits, $4.00; 8 bits, $5.00; 

13 bits, $7.50. R. J., 13 bits, $10.50. Irwin, 13 bits, $8.50; 
8 bits, $5.50. 

Ship Auger Car Bits same prices as Ship Augers. 
Expansive—Clarks’ small, $2.50; large, $3.50; Steers, 
amnll, $3.75; large, $4.75. 

Expansive Bit Cutters—Clark’s No. 1, 45c; No. 2, 55c; 
No. 3, 75c; No. 4, 85c. Steers, No. 1, 75c; No.2, 80c; No. 
8, 85c; No. 4, 90c; No. 5, $1.25. 


BIT HOLDERS—Extension— 


Millers Falls, 
12 . 

15 . 

No. 

3— 

.. 2.00 
.. 2 15 

18 . 

21 . 

. 1.90 

. 2.00 

18 . 


.. 2 25 

24 . 

. 2.35 

21 . 

• • • 

.. 2.35 

Stanley, No. 1— 


Q4 . 


. . 2.50 

12 . 

. 2.00 

Millers Falls, 

No.* 

5-— 

16 .. 

. 2.15 

12 . 


.. 1.75 

18 . 

. 2.25 

15 . 

" * ’ * 

.. 1.75 

24 . 

. 2.35 


BLOCKS—Wood Tackle— 


Luuiva—wood lacxie— 
Com 

Com 

Com 

Pat 

Pat 

Pat 


Sngl. 

Dbl. 

Triple 

Sgl. 

Dbl. 

Triple 

3. 

. 1.00 

1.80 

2.50 

1.40 

2.60 

3.35 

4. 

. 1.20 

2.15 

3.00 

1.55 

2.95 

3.80 

5. 

. 1.25 

2.30 

3.15 

1.65 

3.00 

4.05 

6. 

. 1.50 

2.75 

3.85 

1.95 

3.75 

5.10 

7. 

. 1.80 

3.30 

4.70 

2.25 

4.35 

5.80 

8. 


3.85 

5.80 

2.95 

5.35 

6.95 

10. 

. 3.85 

5.90 

8.25 

4.50 

7.75 

9.80 

12. 

. 6.00 



6.90 

12.QO 

15.20 


Steel Tackle— Tackle—Dbl. Galv.—176 


Size 

Single 

Dbl. 

Triple 

%. 

... .20 

fl . 

95 

1.75 

2.15 

1 . 

... .20 

4. . 

... 1.15 

2.45 

lVi. 

... .25 

5. . 

1.35 

2.35 

2.55 

IV*. 

... .35 

6, . 

1.50 

2.75 

3.35 

1%. 

... .60 

7 . 

1 50 

2.75 

4.00 

2 . 

... .65 

8. . 

2.75 

4.50 

5.10 

2 V*. 

... .85 

10. . 
Wood 

. .. 4.25 

Snatch— 

7.00 

7.50 No. 200 Buffalo— 

12" Complete. 

. . 44.00 

6. . 



4.50 

14" Complete. 

. . 50.00 

8. . 



6.50 No. 700 Climax— 


10. . 
12. . 


.. . . 

9.00 

11.00 

12" Complete. 

.. 28.00 


BLOWERS— 

No. 400 Champion, without Tyere Irons, $37.50; No. 400 
Champion, complete, $40.00. 

No. 40 Lancaster, complete, $27.50. 

Royal H. without Tyere Irons, $41.50; complete, $44.00. 
No. 200 Buffalo, Complete—12-in„ $44.00; 14-in., $50.00. 
No. 700 Climax—12-in. complete, $28.00. 

BOARDS. IRONING— 

With Table—No. S, Plain, S2.60 each; No. 10 Springer. 
60x15 in., no sleeve board, $5.00; No. 20 Springer, 54x13 
in., no sleeve board, $4.75; No. 40 Springer 50x12, in., no 
sleeve board. $4.50. 

Without Table (skirt Boards)—4-foot, $1.00 each; 5-foot, 
$1.35; 5 V*-foot, $1.50; 6-foot, $1.75. 


BOARDS, WASH—Brass, $1.25 each; Toy, Zinc, 25c; Single 
Zinc, 85c; Double Zinc, $1.15; Glass, $1.10; Blue Enamel, 
$1.75; Single Zinc, 95c. 

BOLTS—Common Carriage— 


Size 3 

16" 

& Vi " 

5 

16" 

% 

" 

7 

-16' 

• 

V* 

" 


Doz 

. 100 

Doz. 100 

Doz. 

100 

Doz. 100 

Doz. 

100 

IV* 

.25 

1.55 

.30 

2.15 

.45 

2.95 

.55 

3. 

65 

.65 

4.45 

2 

.25 

1.70 

.35 

2.35 

.50 

3.20 

.60 

8. 

95 

.75 

4.95 

2 V* 

.25 

1.85 

.40 

2.55 

.50 

3.45 

.65 

4. 

30 

.80 

5.35 

3 

.30 

2.00 

.40 

2.75 

.55 

3.70 

.70 

4. 

65 

.90 

5.80 

3 V* 

.30 

2.15 

.45 

2.95 

.60 

3.90 

.75 

4. 

95 

.95 

6.25 

4 

.35 

2.30 

.45 

3.10 

.65 

4.20 

.80 

5. 

30 

1.00 

6.75 

4 V* 

.40 

2.50 

.50 

3.30 

.65 

4.45 

.85 

5. 

60 

1.10 

7.25 

5 

.40 

2.65 

.50 

3.45 

.70 

4.70 

.90 

5. 

95 

1.15 

7.65 

5V* 

.45 

2.80 

.55 

3.65 

.75 

4.95 

.95 

6. 

30 

1.20 

8.10 

6 

.45 

2.95 

.60 

3.85 

.80 

5.15 

1.00 

6. 

60 

1.30 

8.60 

6V* 

.50 

3.30 

.65 

4.30 

.85 

5.75 

1.05 

6. 

95 

1.35 

9.10 

7 

.55 

3.45 

.70 

4.45 

.90 

6.00 

1.10 

7. 

25 

1.45 

9.55 

8 

.60 

3.80 

.75 

4.85 

1.00 

6.60 

1.20 

7. 

95 

1.55 

10.40 

9 



.80 

5.30 

1.05 

7.10 

1.30 

8. 

60 

1.70 

LI.40 

10 



.85 

5.50 

1.15 

7.60 

1.40 

9. 

25 

1.85 

12.25 

11 





1.20 

8.10 

1.50 

9. 

90 

2.00 

13.20 

12 





1.30 

8.65 

1.60 

10. 

55 

2.10 

14.10 

14 










2.40 

16.00 

16 










2.65 

17.80 

18 










2.95 

19.70 

20 









. . 

3.25 : 

21.55 

BOLTS—Expansion— 

(See 

SHIELDS) 






BOLTS—Stovs— 


5/82" 

8/16" 

Vi" 

6/16" 

Size— 



Dos. 100 

Dos. 

100 

[)os 

100 Dos 

100 





.10 

.50 

.10 

.50 





V*" 




.10 

.50 

.10 

.50 

.10 

.75 



%” 




.10 

.50 

.10 

.50 

.10 

.75 







.10 

.50 

.10 

.50 

.10 

.76 

.15 

1.00 

K 




.10 

.55 

.10 

.55 

.10 

.80 

.15 

1.19 

i - 




.10 

.55 

.10 

.55 

.10 

.80 

.16 

1.15 

lVi" 




.10 

.60 

.10 

.60 

.15 

.85 

.15 

1.20 

m* 




.10 

.65 

.10 

.65 

.15 

.90 

.15 

1.25 

1%" 




.10 

.70 

.10 

.70 

.15 

.95 

.20 

1.80 

2 " 




.10 

.75 

.10 

.75 

.16 

1.00 

.20 

1.40 

2 Vi" 






.10 

.80 

.15 

1.08 

.20 

1.45 

2*4* 






.15 

.85 

.15 

1.10 

.25 

1.50 

8 " 






.15 

.90 

.20 

1.20 

.25 

1.00 

8V4" 






.15 1.00 

.20 

1.80 

.90 

1.90 

4 * 






.15 1.15 

.25 

1.45 

.80 

2.00 

BOLTS—Machine 

, Square 

Head 

and Nut— 







V4 



5-16" 



* 


7-16" 


Size 

Doz. 

100 

Doz. 

100 

Doz. 

100 

Doz. 

100 

1-1V* 

$0.35 

$2.45 

$0.45 

$2.85 

$0.50 

$3.45 

$0.65 

$4.20 

2 

.35 

2.55 

.45 

3.00 

.55 

3.65 

.70 

4.50 

2V* 

.40 

2.65 

.50 

3.20 

.60 

3.90 

.75 

4.80 

3 

.40 

2.75 

.50 

3.35 

.60 

4.10 

.75 

5.10 

3V* 

.45 

2.90 

.55 

3.55 

.65 

4.35 

.80 

5.40 

4 

.45 

3.00 

.55 

3.70 

.70 

4.55 

.85 

5.70 

4 V* 

.50 

3.30 

.60 

4.10 

.75 

5.05 

.90 

6.00 

5 

.50 

3.40 

.65 

4.25 

.80 

5.30 

.95 

6.30 

*v* 

.55 

3.50 

.65 

4.45 

.85 

5.50 

1.00 

6.00 

6 

.55 

3.65 

.70 

4.65 

.85 

5.75 

1.05 

6.90 

6 V* 

.55 

3.75 

.75 

4.80 

.90 

6.00 

1.10 

7.20 

7 



.75 

5.00 

.95 

6.25 

1.15 

7.50 

8 



.80 

5.35 

1.00 

6.75 

1.20 

8.10 

9 



.85 

5.75 

1.10 

7.20 

1.30 

8.70 

10 



.90 

6.05 

1.15 

7.70 

1.40 

9.30 

11 



.95 

6.45 

1.20 

8.15 

1.50 

9.90 

12 



1.00 

6.75 

1.30 

8.60 

1.60 

10.50 


V* 

" 

% 

99 

% 

99 

% 



Doz. 

100 

Doz. 

100 

Doz. 

100 

Doz. 

100 

1-1V* 

$0.80 

$5.10 

$1.20 

$7.80 

$1.70 $11.65 



2 

.85 

5.75 

1.25 

8.40 

1.85 

12.35 

2.50 

16.80 

2 V* 

.95 

6.35 

1.35 

8.90 

2.00 

13.20 

2.65 

17.85 

3 

1.00 

6.60 

1.45 

9.50 

2.10 

14.00 

2.85 

18.90 

3 V* 

1.05 

6.95 

1.50 

10.10 

2.25 

14.85 

3.00 

19.95 

4 

1.10 

7.35 

1.60 

10.65 

2.35 

15.70 

3.15 

21.00 

4 V* 

1.15 

7.70 

1.70 

11.25 

2.50 

16.60 

3.30 

22.05 

5 

1.20 

8.10 

1.75 

11.75 

2.60 

17.35 

3.45 

23.10 

5V* 

1.30 

8.55 

1.85 

12.35 

2.70 

18.15 

3.60 

24.15 

6 

1.35 

8.90 

1.95 

12.90 

2.85 

19.00 

8.80 

25.20 

6 V* 

1.40 

9.30 

2.05 

13.50 

3.00 

19.80 

3.95 

26.25 

7 

1.45 

9.65 

2.10 

14.10 

3.10 

20.65 

4.10 

27.30 

8 

1.60 

10.50 

2.30 

15.20 

3.35 

22.25 

4.40 

29.40 

9 

1.70 

11.25 

2.45 

16.35 

3.60 

23.75 

4.75 

31.50 

10 

1.80 

12.00 

2.65 

17.50 

3.85 

25.55 

5.05 

33.60 

11 

1.90 

12.75 

2.85 

18.65 

4.10 

27.25 

5.35 

35.70 

12 

2.05 

13.50 

2.95 

19.75 

4.35 

28.90 

5.65 

37.80 

13 

2 15 

14.40 

3.15 

20.90 

4.60 

30.50 

6.00 

39.90 

14 

2.25 

15.15 

3.30 

22.05 

4.85 

32.20 

6.30 

42.00 

15 

2.40 

15.95 

3.50 

23.20 

5.10 

33.80 

6.60 

44.10 

16 

2.50 

16.75 

3.65 

24.45 

5.35 

35.50 

6.90 

46.20 

17 

2.65 

17.50 

3.85 

25.50 

5.55 

37.15 

7.25 

48.30 

18 

2.75 

18.25 

4.00 

26.60 

5.80 

38.75 

7.55 

50.40 

19 

2.85 

19.00 

4.15 

27.75 

6.05 

40.40 

7.90 

52.50 

20 

3.00 

19.85 

4.35 

28.90 

6.30 

42.10 

8.20 

54.60 

21 

3.10 

20.60 

4.50 

30.00 

6.55 

43.75 

8.50 

56.70 

22 

3.20 

21.40 

4.70 

31.20 

6.80 

45.40 

8.85 

58.80 

23 

3.35 

22.20 

4.85 

32.30 

7.05 

47.00 

9.15 

60.90 

24 

3.45 

23.00 

5.00 

33.45 

7.30 

48.70 

9.45 

63.00 

25 

3.55 

23.75 

5.20 

34.55 

7.55 

50.30 

9.75 

65.10 

26 

3.70 

24.50 

5.35 

35.75 

7.80 

52.00 

10.05 

67.20 

27 

3.80 

25.30 

5.55 

36.90 

8.05 

53.60 

10.40 

69.30 

28 

3 90 

26.10 

5.70 

38.00 

8.30 

55.26 

10.70 

71.40 

29 

3.95 

26.85 

5.85 

89.15 

8.55 

57.00 

11.00 

73.50 

30 

4.00 

27.65 

6.00 

40.30 

8.80 

58.50 

11.35 

75.60 
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HARDWARE WORLD 

RETAIL BELLING PEICE8—Continued. 


BOLTS —Barrel— 

Extra Heavy Wrought 
Steel, Japanned— 


4- inch .20 

5- inch .25 

0-inch .30 

8-inch .60 

Cast Iron, Japanned— 
8-inch .15 

4- incU .15 

5- inch .20 

6- inch .25 

8-inch .40 

CHAIN— 

Cast Iron, Japanned— 

6-inch .50 

8-inch .60 

10-inch .85 

Cast Iron, Amber or 
Bronzed— 

4-inch .45 

6-inch .60 

8-inch .75 

Cast Iron, Ant. Copper 
or Dull Brass— 

4-inch .75 

6-inch . 1.00 

8-inch . 1.25 

CUPBOARD, Japanned— 

3-inch .55 

6-inch .75 

10-inch . 1.75 

Cupboard, Other Finishes— 

8-inch .75 

6-inch . 1.00 


FLUSH, Augle—All Finishes, 


Cast Bronze— 

2- inch .40 

31-inch .50 

4- inch .55 

6-inch .70 

LEVER—Cast Bronze, All 

Finishes— 

3 % -inch . 1.10 

5- inch . 1.25 

T-HEAD—Wrought Bronze, 

All Finishes— 

3- inch .85 

4- inch .40 

5- inch .45 

6- inch .50 

Cast Bronze, All Finishes— 

3- inch .50 

4- inch .55 

5- inch .70 

FOOT— 

Cast Iron, Japanned— 

6-inch .45 

8-inch .55 

10-inch .85 

Amber or Bronzed— 

6 inch .55 

8-inch .75 

Other Finishes— 

4-inch .75 

6- inch .95 

8 inch . 1.10 

Foot Wrought Steel—Cup- 
hoard, Japanned— 

3-inch .65 

6-inch . 1.00 

10-inch . 2.25 


BOLTS—Toggle—(See Toggle Bolts). 

BOILERS—Range- 

Standard. 


30 gallon . 14.30 

40 gallon . 19.50 

52 gallon . 36.40 

66 gallon . 54.50 

82 gallon . 65.00 

100 gallon . 95.00 

BOTTLES—Vacuum- 


Extra 

Heavy. 

18.85 

26.00 

39.65 

64.25 

78.00 

111.00 


Thermoa 

10 . 

10Q. 

11 . 

nQ . 

14 . 

14Q . 

15 % .... 

16 . 

16Q . 

6 . 

«Q . 


FILLERS—Thermos and Uni- 


Universal— 


21 

22 

61 


2.35 

versal — 


8.75 

% Pint . 

... 1.75 

3.00 

1 Pint . 

... 2.00 

5.00 

1 Quart. 

. . . 3.25 

3.50 LUNCH KITS— 


5.50 

Thermos— 


3.75 

392 and 396. 

... 4.00 

4.00 

393 and 397. 

... 4.25 

6.00 

394 and 398. 

... 5.00 

4.50 

Universal — 


6.60 

810 . 

. .. 4.00 


410 . 

... 4.85 


420 . 

... 4.85 


320 . 

. . . 4.50 

2.75 

4070 . 

... 5.75 

4.50 

o en 

3070 . 

... 8.75 


71 

72 

91 

92 
81 
82 
692 


4.00 

8.50 
5.00 
4.00 
6.00 

4.50 

6.50 
7.25 


Ferrostat— 

504R.11.00 . 

505R 2-qt.16.00 

505N .16.50 

BOXES—Mitre— 

Goodell— Each 


265 26x4. 

_24.00 

885 25x5 . 

_ 25.50 

806 80x5 . 

_27.00 

Stanley— 

50% . 

.12.70 

246 . 

.25.50 

358 . 

.28.75 

460 . 

.35.00 

Acme — 

72 . 



Thermos—Food Jars. Fillers 

600 . 4.25 2.25 

601 . 5.75 2.50 

602 . 7.50 3.75 

Thermos— Jugs. Fillers 

556 . 8.25 8.60 

557 . 8.50 4.75 

Thermos—Cases— 

104 .6.50 

104Q . 9.50 

114 .10.00 

114Q . 15.00 

180 . 10.00 

130Q . 15.00 


78 . 21.50 

74 . 26.00 

T6 . 24.00 

New Langdon Imp— 

72 23.00 

78 . 24.00 

74 . 25.50 

75 . 27.00 

Steam's Perfection— 

20 . 4.75 


BRACES— 

P. S. k W., No. 508, $1.35 each; 510, $1.40; 3308, $2 50; 
3310, $2.75; 3708, $3.75; 3710, $3.85; 3712, $4 00- 

4608, $4.50; 4610, $4.75; 4612, $5.00; 5008, $5 25; 5010, 
$5.75; 5012, $6.00; 5014, $6.25; 7008, $5.75; 7010, $6 00- 
7012, $6.25; 8208, $7.75; 8210, $8.00, 8212, $8.25. 

Stanley Ratchet, No. 921, 8-inch, $6.25; 10-inch, $6.50; 12- 
inch, $6.75; 14-inch. $7.00 


Stanley Comer, No. 992, 8-inch, $9.00: 10-inch, $10.00. 
No. 982, $5,75. 

BOXES—Mail—Apartment— Standard style, $5.00 each; with 
mouthpiece and electric push button, $5.25. 

House—Oast Iron. 6x12, $1.25; Steel, 12x5 %x2 in., 

$2.75; Copper Finished, 10x5x2 in., $4.00: Sheet Metal, 
1x4x10 in., 30c; Sheet Steel. 11x5x2 in., $2.25. 

Rural Delivery—Standardized, 18%x6%x7% in., $2.10; 
Standardized, 23%xllxl4 in., $4.25. 


BRACKETS—Shelf— 


Japanned— 

8x 4 . 

Pair 
... .25 

Copper, Brass, Nickel- 
8x 4 . 

-Pair 
.40 
, 50 

4x 5 . 

. . t ,80 

4x 5 . 

5x 7 . 

... .40 

5x 7 . 

170 

.90 

.95 

1.00 

1.80 

6x 8 . 

. . . .45 

fix ft . 

7x 9 . 

... .50 

7x 9 . 

8x10 . 

.. • .60 

ftxlO . 

10x12 . 

... .75 

10x12 . 

12x14 . 

... 1.25 

12x14 . 

1.40 


BRADS—Wire— Bulk per lb. %-lb. pkgs. %-lb. pkgs. 

% and %-ineh.30 .25 .16 

% to 1 % -inch.25 .20 .15 

lit to 2-inch.20 .20 .15 


BRASS—Sheet—Soft, per lb., 75c; Half Hard, 80c; Sign, 80c; 
Spring, $1.05. 

BREAD AND CAKE MAKERS—Universal—No. 2, $2.75 each; 
No. 4, $3.50 each; No. 8, $4.00 each; No. 44, $3.25 each. 

BRIGHT WIRE GOODS— See Hooks and Eyes. 

BROOMS—House or Parlor— 

Finest selected, 16-15 in., $1.50 each; second grade, 14% 
in., $1.35; third grade, 14 in.. $1.10; common, 85c; Ware 
house, $1.25; Railroad or Smelter, $1.25; 8witeh, small 65c. 


large, 90c; Toy or Hearth, 1 
Push or 

Bassine, 14-in. 1.75 

Bassine, 16-in. 2.00 

Steel Wire, 12-in.1.00 

Steel Wire, 18-in.1.60 

BRUSHES— 

CASTING— 

Round .80 

Oblong.60 

Counter— 

Dusting, com.90 

Extra quality. 1.20 

White bristles. 1.75 

FLOOR— 

Fibre, 12-inch. 1.50 

Fibre, 16-inch. 1.90 

Hair, 12-inch . 2.10 

Hair, 16-inch . 2.65 

Mixed, 12-inch . 1.75 

Mixed, 16-inch . 2.00 

Bristles, 14-inch. 5.00 

Bristles, 18-inch. 6.25 

Garage— 

Fibre, 16-inch.9.00 

Fibre, 18-inch.2.25 

Fibre, 20-inoh.2.50 


sew, 80c; 2 sew, 40c. 


Street 


Rattan, 6 rows, 12-in. 

1.50 

Rattan, 6 rows, 14 in. 

1.60 

Rattan, 6 rows, 16 in. 

1.75 

Rattan, 8 rows, 14 in. 

1.25 

Fibre, 24-inch. 

8.25 

Gear— 

Handles. 

.65 

Hand or Nail. 

.10 

Horse— 

Rice Root, 12 % lb . . 

.75 

Rice Root, 13 lb. . . . 

1.25 

Palmyra Fibre, 12% 

lb . 

.55 

Palmyra Fibre, 13 lb. 

.95 

Mixed Fibre, i3 lb.. . . 

.90 

Ox Fibre, 3 % x9 in.. 

.75 

Ox Fibre, 4%xll% in. 

.85 

Kalsomine— 

7-in., single. 

2.40 

8x7% in blocks. 

6.75 

Marking—(Round)— 

White bristles— 

%-% in. 

.10 

1-1% in. 

.15 


Paint—(Chinese bristles) — 


Grade. 1 2 8 4 5 

2 % ‘inch.30 ... .65 

3 inch .40 .55 .85 1.60 

3%-inch.55 .75 1.05 2.25 *.75 

4-inch.70 1.00 1.65 2.75 8.50 

4 %-inch. 1.50 .... 8.50 4.00 


Roofing—Knotted— 


8 knots 14-lb. 

2.00 

4 knots, 18 lb. 

2.50 

Sash—Chisel Point— 


%xl %-in. 

.20 

%xl%-in.. 

.25 

%x2-in. 

.80 

1x2 %-in. 

.40 

Scrub— 


Grav Tampico, 10". . 

. .40 

Gray Tampico, 12". . 

. .50 

Ox Fibre, 7". 

. .40 

Ox Fibre, 10". 

. .50 

Ox Fibre, 12". 

. .55 

White Tampico, 8".. 

. .35 

White Tampico, 11". 

. .50 

White Tampico, 12". 

. .70 

Shoe— 


Dauber, wood. 

.20 

Dauber, iron. 

.80 

Brush only, %-in... 

.85 


Brash only 1%-in... .75 

Combination. 35 

Extra bristle#.5<» 

Best lfc-in. bristles .85 
Sink- 

Ox Fibre.15 

Split Bamboo.05 

Shaving— Rubber Set— 

Ebonized handle.55 

Boxwood, small .... l.oo 
Boxwood, medium. . . l.lo 

Boxwood, large.1.35 

White Bone, small. . . 1 00 
White Bone, medium 1.25 

Octagon Bone . *.oo 

Octag. Bone, polished 4.00 
Stencil— 

1 %-in., 2%-lb.25 

1%-in., 8%-lb.H5 

1%-in., 5-lb.45 

1 % -in., 6-lb.55 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


Squeegee, 10-la.80 

Squeegee, 12-la..85 

Squeeges, 14-in..40 

Squeegea, 16-in.60 


BRUSHES—Continued— 

Window— 

Onj fibre.75 

Black horsehair.00 

Pope’s Eye. 1.15 

BUCKETS—(See Galv. Wars)— 

BURNERS—Lamp—%-inch wick, 10c each; 1-inch, 15c; 1H- 
inch, 30c. 

Lantern—For Cold Blast, %-inch wick, 10c each: 1-inch, 
15c; For Kerosene, %-inch, 10c: 1-inch, 15c; Lard, Sperm 
and Sig. Oil, % -inch, 10c; 1-inch, 15c. 

Rubbish—No. 1, 20-inch Steel, $9.00 each; No. 8, 80- 
inch Steel, 815.00. 

BUTTS—(See Hinges) — 

CALKS—Boot—Screw, all sises, box of 50, 75c; Drive, all 
Bisea, box of 100, 85o; Tote, blunt, side, heel or eountry 
pattern, 15c lb. 

CANT HOOKS— Maple Hdl. Hickory Hdl. 

2Hx4H . 3.00 8.65 

2)4x4* . 8.25 8.75 

CAPS—Roofing. Per lb„ 20c. 

CARBORUNDUM—Grain, per lb., bulk, 50e. 

CARRIERS—Timber—No. 425, 4-ft. maple, $8.75. 

CARRIERS—Hay—Using Manila rope for steel, wood, cable 
track, $12-00 each; using wire cable or manila rope for steel, 
wood, cable track, 815.75; Sling, $22.00; Steel Hay Carrier 
Track, 85c foot; Steel Hay Carrier Hanging Hooks, 26c 
each; Rafter Brackets, 15c. 

CATCHERS—GRASS—No. 9, all duck, $2.25; 10G, Galv. Bot¬ 
tom, $2.35; 11 all duck, $2.75: 12G Galr. Bottom, $2.75; 
RR1, $1.00; Eureka, 85c; 16G, $1.50; 5G, $1.85. 
CK8SPOOL8—BELL— Hinge. Loose. 

2-inch 6x6 Bell. 1-40 1.15 

8-inch 9x9 Bell.8.00 1.80 

4-inch 18x18 Bell. 4.75 8.75 

CHAINS—Tire. 

Sise Pair 

Tire—Weeds 4*x83 . 7.25 

8 x80 . 4.50 4)4x34 7.50 

8)4x30 5.00 4 V4x35 8.00 

8)4x32 . 5.50 4)4x36 8.00 

4 x31 . 6.00 4)4x37 . 8.75 

4 x32 6.00 5 x35 9.00 

4 x33 6.50 5 x36 9.00 

4 x34 7.00 5 x37 9.75 

4 x35 . 7.50 5)4x36 12.00 

4 x36 7.50 5)4x37 13.00 

4)4x32 . 7.00 5)4x38 14.00 

Dosen pair lots, 10% off. 

CHAIN—New German Straight Link (Coil) — 

6-0, 15c ft.; 5-0, 14c; 4-0, *3c; 3-0, 11c; 2-0, 11c; 0, 10c; 

Norway Straight Link (coll)—)4, 85c lb.; H, 85c lb.; %, 
80c lb. 

Passing Link (eoil)—4-0. 18c ft.; 8-0, 11c ft.; 2-0, 10c ft. 
Proof Straight Link (coil)—8-16 black, 80o lb.; H, 85c lb.; 
5-16, 22c lb.; %, 20c lb.; 7-16, 20c lb.; H, 18c lb.; %, 
18c lb.; 18c lb. 

Proof Twisted Link (coil)—8-16 black, 88c lb.; H. 28c 
lb.: 5-16, 24c lb.; %, 28c lb.; 7-16, 22c lb. 

B. B. fcroof Straight Link (coil)—5-16, 25c lb.; H, 88e 
lb.; )4, 20c lb.; %. 20c lb.; %, 20e lb. 

Twisted Machine Coppered (coil)—4-0, 20c ft.; 8-0, 18c 
ft.; 2-0, 17c ft.; 0, 16c ft. 

Jack: Iron—No. 20, 7*c yd.; No. 18. 7)4c; No. 16, 7He; 
No. 14, 7)4c; No. 12, 10c; No. 10, 10c; No. 8, 12)§c; 
No 6, 18c. 

Jack: Brass—No. 120, 10c yd.; No. 118, 10c; No. 116, 
12He; No. 114, 20c; No. 118, 25c; No. 112, 80c; No. 
110, 40c. 

Safety Brass and Nickel Plated—00 and N00, 20c yd.; 0-N0, 
20c yd.; 1-N1, 25c yd.; 8-N8, 85c yd.: 8, 40c yd. 

Sash—01 Copper Plated. 5c ft.; 02 Copper Plated, 4c ft; 
XXXX Copper Plated, 20c ft.; 02P Steel Plain, 8Ho ft; 
10 Cable. 26c ft.; 56 Universal, 7c ft. 

Sash Chain Fasteners—12, 16c set; 100, 45o set. 

CHALK—Carpenters’ White, Blue, Red, 80c do*.. Railroad, 
80c do*. School, 5c do*. Lumber—Dixon's Black, 75c do*.; 
All colors, $1.20. Metal Workers’—Solid Soapstone, 25c 
do*.; Solid Soapstone. Chisel Point, 40c. Oil Checking— 
5-in. Black, red and blue, 45c do*.; 6-in., 50c. 

CHECKS—Door—All makes. Liquid Checks—A-ll, $7.00; 
B-12, $9.50; 0-13, $10.75; D-14, $12.75; E-15, $16.85; 6, 
extra large, $22.50. For hold open arm, add $1.25 each. 
Screen Door Check—No. 01, $3.85. 

CH0PPER8—Meat and Food— Universal 

Enterprise 0.2.50 

5.4.50 1.3.00 

10 . 7.00 2 . 3.50 

12 . 6.50 3 . 4.75 

22 .11.00 304 .11.00 

32 .14.00 Russwin 

OR.2.75 

501 . 2.75 1 R.3.25 

602 . 3.25 2 R.4.00 

703 . 4.50 3 R.5.50 


CHISELS— 


H. 

H- 

%. 

H- 

%- 

%. 
1 . 
1H. 
1H- 
1%. 
2 . 


1 

1H 

1H 

1H 

1H 

l* 

2 


Sookst 



Inside «r 

Firmer 

Whites 

Pocket 

Outside 

Bev. Edge 

No. 2 

Bev. Edge 

Bevel 

.. .95 

1.30 

1.20 

1.85 

.. 1.00 

1.35 

1.25 

1.35 

.. 1.05 

1.40 

1.30 

1.35 

.. 1.10 

1.45 

1.35 

1.40 

.. 1.25 

1.50 

1.40 

1.50 

.. 1.30 

1.55 

1.45 

1.65 

.. 1.35 

1.65 

1.55 

1.75 

. . 1.40 

1.75 

1.60 

1.85 

.. 1.60 

1.90 

1.75 

2.00 

.. 1.75 

2.00 

1.85 

2.25 

. . 2.00 

2.15 

1.95 

2.50 

. . 2.25 

2.30 

2.10 

2.75 



Blacksmiths' 


Bucks No 

4 Cold or Hot Eye 


... .90 


.75 


1.45 


1.50 

2.00 

2.25 


.86 

1.00 

1.26 

1.60 

2.60 

8.00 


H... 

5-16 

H-. 


Cold 

Com. 

Cold 

Special 

Cape 

Round 

Nose 

Diamond 

Point 

.20 

.35 

.55 

.50 

.50 

.20 

.35 

.60 

.50 

.55 

.20 

.40 

.65 

.55 

.60 

.25 

.45 

.75 

.65 

.75 

.35 

.55 

.85 

.70 

.85 

.50 

.65 

.90 

.90 

1.00 

.65 

.90 


.. . 

1.25 

.85 

1.00 


.. . 

1.50 

1—No. 

0, $9.25 

each; 1, 

$10.50; 2, 

, $11.50; 


8. $13.00; 4, $16.75; 5, $19.50. 

Improved Cylinder—No. 1» $6.00; 2, $6.00; 8 t $7.00; A 

$ 8 . 00 . 

Sturges Steel—No. 1, $9.00; 2, $11.00;; 8, $1*50- 
Glass Family—Universal, No. 15, $2-J5; 125, $8^5; 185, 
$4.00; 145, $4.50. Dasey, No. 10, $1.75; 20, $2.25; 80, 
$2.75; 40. $3.50. Extra Jars, Dasey, No. 10, 55c each; 20, 
90c; 80, $1.25; 40, $1.50. . 

Dazey—Tin, without Dasher—2 gal., $1.55; 3 gal., $1.60; 

4 gal., $1.75; 5 gal., $2.00. 

Dashers Only—No. 40, each 25c. 

CLAMPS—Steam’s Special Joiners’—Opens 1 ft, pair $6.50; 
1H ft., $7.00; 2 ft., $7.25. , 

Carpenters’--— Opens 3 ft., pair, $10.35; 4 ft., $11.50; 

5 ft., $13.00; 6 ft., $22.00; 8 ft., $28.50. 

Carriage Makers—Common. 2)4-inch. 75c each; 8-incn, 
85c; 4-inch, $1.25; 5-inch, $1.75; 6-inch, $2.00; 8-mch, 
$3.00; 10-inch, $4.00; 12-inch, $5.00. 

Quilt Frame—No. 1, 10c each; 3, 20c; 82, 15c; 83, 20c. 

CLEANERS—Window— _ . 

Rubber— Wood Floor— 

10-inch.40 16-inch.60 14-inoh.60 

12-inch.50 18-ineh.70 16-ineh.76 

14-inch.55 

CLEVISES—Malleable, 25c lb. Steel, 4”, 25c; 5", 25c; 6", 
80c; 7", 80c; 8”, 85c. 

CLIPS—Wire Rope ' ’Bulldog”— 8-16 to %inc„ each, 15c; 
H. 20c; %, 25c; H. 85c; %. 50c; 1-ln., 55c; lH*in n 60a. 


OLIPP ER8—Bolt— 
New Easy— 


Extra Cuttei 


No 0 . 7 . 7 . . 4.25 No. 0 2.25 

No. 1. &.50 No. 1 2.75 

No. 2. 7.75 No. 2 8.75 

No. 8. 10.00 No. 8 4.75 

loSnch .2-26 14-lnch .6.00 

CLOCK8—(Alarm)—Ace, $8.75^each: America, $2.10; Auto¬ 
matic, $6.00; Bingo, $4.00; Brownie, $4.50; Circle, $3.25, 
Columbia, $3.75; Ideal, $3.00; Indian, $2.10; Iron Clad, 
$3.25; Lookout, $2.50: Prompter, $3.25; Simplex, $6.00; 
Sleepmeter 2, $4.00; Sleepmeter 8, $8.25; Startle, $8.50; 
Tattoo Jr., $4.25; Tattoo Ini, $4.25. 


NOTE—A Gover nm ent War Tax N 5 p« btf 
levied on all retail salsa qf clocks. The retail *•£•**» 
quired to keep a r ecord of all sales and pay the tax Into the 
Collector's oflioe each mon t h. 

CLOTH—Emery, Nes. 00 to 2H, 10c •treigtat; Nos. 1 to 8, 
15e. Carborundum or Aloxite—Nos. FF-90, 15c straight. 

CLOTH, WIRE— 

Hardware Galvanised 
Mesh. Sq. ft- 

1 inch.18 

% inch.14 

% inch.14 

2 mesh.10 

3 mesh.10 

4 mesh.10 

6 mesh.13 

8 mesh.14 


Screen Sq. ft. 

12 M—Blsck.04 H 

14 M—Black.05 

16 M—Black.06 

14 M—Bronze.16 

14 M—Galvanized .. .05 H 

16 M—Galvanized . . .06)4 

14 M—Opal or Galv. .06 
16 M—Opal or Galv. .06 H 
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HARDWARE WORLD 

RETAIL 8ELEINO PRICES—Continued. 


No. 

Each 

No. 


Each 

Ball 660— %-inch. 

. 1.60 

Floats 

395—5-inch. 

. . .55 

%-inch. 

. 1.85 


6-inch. 

. . .85 

% -inch. 

. 2.35 


7-inch. 

. . 1.50 

1 -inch. 

. 4.25 


8-inch. 

. . 2.35 

1 %-inch. 

. 6.75 


10-inch. 

.. 4.25 

185 % -inch. , 

. 2.65 

Gas Hose—%-inch. 

. . .55 

% -inch. . 

. 2.85 


%-inch. 

. . .60 

%-inch., 

. 3.65 


%-inch. 

. . .80 

1 -inch. . 

. 6.65 




1 %-inch. . 

.10.25 





Tea Kettles. 

8% inch. 8.50 

9% inch. 8.75 

10 % inch. 4.25 

Coffee Pots. 

8 pints . 2.25 

4 pints . 2.50 


5 pints . 2.75 

6 pints . 3.00 

Tea Pots. 

2 pints . 2.00 

8 pints . 2.25 

4 pints . 2.50 

5 pints . 2.75 


COPPERS. SOLDERING—Family— 

1 ... 1.65 

* ... 1.50 

Tinners— 

% pounld, per pair. .25 

1 pound, par pair.40 

1% pound, par pair.60 

2 pound, par pair.80 

8 to 14 pounds.75 

CORD—Sash, Common—Per Hank: No. 6, $2.15; 8, $8.10; 
10, $4.75; 12, $5.95. 

Silver Lake—Per Hank: No. 6, $8.10; 8, $8.95; 10, $6.05; 
12, $8.75. 

OORD, TINNED PICTURE— 

No. 0,10e pkf.; 1, I5e; 3, 15a; 8, 20a; 4, 25a. 

ORATON—Lumbar, 10c; Soapstone, 5c. 

CULTIVATORS— 

Norcross, 1 GC-5, each, $1.25; 5N, $1.50; 8N, $1.25; 
Midget, 60c. 

Pul l Easy, PEC, each, $1.86; PE5, $1.50; PEW2, $5.00. 
OUTTER8—Pipe—Barnes, No. 1, $4.00 each; 2, $5.25; 8, 
$8.60; 4, $16.75; 5; $26.50. 

Saunders—No. 1, $4.75 each; 2, $6.50; 8, $11.25. 

Trimo—No. 1, $4.00 each; 2, $5.25; 8, $8.60. 

DAMPERS—Stove Pipe—No. 8, 20c each; 4, 20c; 5, 25c; 

6, 25c; 7, 40c; 8, 60c; 9, 80c; 10. 95e. 

DIVIDERS—Wine. No. 1. 85 A 50, 6-in., 85c pr.; 7-In., 90c; 
8-in., $1.00; 10-in., $1.85. No. 85, 6-inch, 75c pair; 7-inch, 
85c; 8-inch, $1.00; 10-inch, $1.25; 12-inch, $1.85; 14-ineh, 
$2.50. 

Excelaior—6-inch, 90e; 8-inch, $1.25; 10-inch, $1.65. 
DOLLIES—Timber— 

No. 649, 6-inch.$9.00 No. 650, 8-inch.$12.50 

DOORS—Ash Pit— 

8x8 .2.00 10x12 . 2.75 

8x10 . 2.25 12x15 . 5.50 

ASH TRAP8—Common, 7x9, 80c; Adams Double, 90o. 

DOORS—Screen— 

241 Common Varn., %-in.—2-6x6-6, $3.75; 2-8x6-8, $3.90; 
2-10x6-10, $4.25; 8x7. $4.50. 

311 Black 1%-in.—2-6x6-6, $4.25; 2-8, $4.50; 2-10, $4.75; 
8x7, $5.00. 

391 Galv —2-8x6 8, $5.25; 2-10x6-10, $5.50; 3x7, $5.75; 
3x6-8, $6.00. 

525 Galv.—2-8, $6.50; 2-10, $6.75; 8x7, $7.00; 8x6-8, 
$7.25. 

100 Galv.—2-6x6-6, $8.25; 2-8x6-8, $3.75; 2-10x6-10 
$4.00; 8x7, $4.25. 

200 Galv.—2 6x6-6, $3.75; 2-6x6-8, $4.25; 2-10x6-10, 
$4.50; 3x7, $4.75. 

400 Galv. —2-6x6-8, $5.00; 2-10x6-10, $6.00; 8x7, $6.50. 
241 Common Varn.—2-6x6-6, $3.75; 2-8x6-8, $3.90; 

2-10x6-10, $4.25; 3x7, $4.50. 

276 Black 1%-in.—2-6, $4.00; 2-8, $4.40; 2-10, $4.65. 
311 Black 1 %-in.—2-6x6-6, $4.75; 2-8, $5.00; 2-10, $5.25; 
3x7, $5.50. 

391 Galv. —2-8x6-8, $6.00; 2-10x6-10, $6.25; 3x7, $6.50; 
3x6-8, $6.75. 

525 Black—2-8, $7.25; 2-10, $7.50; 3x7, $7.75; 8x6-8, 

$ 8 . 00 . 


DRILLS— 

Goodell-Pratt Bench Drills— 

No. Each No. 

8. 7.3* 87 

8%. 9.50 97 

9% .18.35 118 

10% .38.60 

490%.17.80 Yankee 

1003 . 18.00 1 

1005 . 31.50 2 

11 . 33.00 2B 

Goodell-Pratt Breast Drills— 8A 


-Millars Falls, Hand— 

. 3.50 

. 5.25 

. 4.75 

. 4.00 


Service, Standard—Square or Flat Head— 

%** %” %" I* 1%” 1%" 3" 

Each.75 .80 .90 1.00 1.75 2.60 8.75 6.50 

COOKERS—Fireless—Duplex—No. 25, $20.00 each: No. 30„ 
$33.50; 35, $22.25; 50, $33.75; 55, $36.00; 60, $40.00; 
70, $56.00. 

Legs—Set, $5.00. 

Soapstone Discs—Each, $1.50. 

COOLERS—Water—Galvanized lined—2-gal. with push faucet, 
$5.75 each; 8-gal.. $7.00; 4-gal., $8.75; 6-gal., $10.50; 8- 
gal., $13.00; 10-gal., $15.00; 14-gal., $20.00. 

COPPER—Sheet, 60c lb.; Bars, round, 70c lb.; Tubing, 75c lb. 
COPPER WARE—Roma Nickel Plated— 


6 . 


5 

07 . 


98 

245 . 


105 

279 . 


806 

illers Falls 

(Breast)— 

343 

12. 


1980 

12A . 




Drill Presses- 

30 . 11.00 

31 . 15.00 


No. 

4 ... 
4% . 
5% . 
5%B 
49 ... 
52 ... 
58 ... 
54 ... 
154 ... 
359 ... 
839 ... 
885 ... 


5.00 

Hand Drilli 
Each. 

. 8.10 

. 3.55 

. 5.00 I 

. 5.00 I 

. 3.00 

. 3.75 V 

. 8.80 1^ 

. 8.85 1^ 

. 5.00 II 

. 8.00 II 

. 8.10 II 

. 7.35 11 


-Millers Falls 

38 . 

310 . 


550 .10.50 

555 13.75 

1480 . 8.75 

1445 . 7.00 

1455 .. 8.00 

1530 6.25 

1540 . 8.50 

1545 12.00 

1550 ......10.50 


• ... 

Chain Drills—Goodell-Pratt 

. . . • AO. 1 9 

807 . .. , 



818 . 

_6.60 

816 .... 



1500 . 

... . 4.56 

817 ... 







Yankee Automatic 


41 T . „ . 


...... 8.00 

44 .. 

_8.75 

42 _ 



50 .. 

_4.75 


Yankee Chucks 

and Drill Points 


No. 


Sat. 

No. 

Set. 

300 T . T . 


.. 1.15 

305 . 

.55 

801 ... 


.. 1.15 





Yankee Drill Points 


Set of 8, 

$1.00; 

each 15c. 




Bits, Wood (Syracuse Pattern) 


Thirtyseeonds— 

Ea 

12 . 

Ea 

2 .. 


.85 

... 50 

a .. 


.85 

18 . 

.. . .55 

4 . 


.25 

14 . 

... .60 

5 


.35 

15 . 

... .65 

6 .. 


.85 

16 . 

... .70 

7 . i 


.80 

17 . 

... .75 

8 .. 


.85 

18 . 

... .85 

9 .. 


.40 

19 . 

... .90 

10 . . 


.45 

20 . 

.. . .95 

11 _ 


46 

24 . 

... 1.25 

Bit Stock Twist 

Drills for metal or wood— 


1-16 . 



15-83. 

... .SO 

3-33 . 



% . 

... .90 

% 


. .88 

17-83. 

... 1.00 

$-83 . 



9-16. 

... 1.10 

8-16 . 


.80 

19-82. 

.. . 1.20 

7-83 . 



% . 

... 1.80 

% .. 



11-16. 

.. . 1.40 

9-33 . 



% . 

... 1.90 

5-16 . 


.55 

18-16. 

.. . 1.80 

11-83 


.60 

% . 

.. . 3.00 

% .. 



15-16. 

... 3.20 

18-83 


.70 

1 . 

.. . 3.40 

7-16 . 





Straight Shank Oarbon steel. 

Short Sat— 


1-32 


.15 

7-82. 

.. . .35 

3-64 . 



15-64. 

... .25 

1-16 . 


.. . . 15 

U . 

... .80 

5-64 . 


.15 

9-82. 

... .35 

3 32 . 


.15 

5-16. 

... .40 

7-64 


.15 

11-82. 

.. . .45 

% .. 



% . 

... .50 

9-64 . 



18-32. 

... .60 

5 82 . 



7-16. 

... .70 

11-64 


.20 

15-32. 

... 85 

8-16 . 



% . 

... 1.00 


13-64.20 

Straight Shank, Wire Gauge Carbon Steel— 


1 to 5.25 

6 to 10.22 

11 to 15.20 

16 to 20.20 

21 to 25.20 

26 to 30.18 

81 to 35.16 


88 to 40.... 
41 to 45.... 
48 to 50.... 
51 to 55.... 
58 to 80.... 
61 to 80,... 
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HARDWARE WORLD 

RETAIL BELLING} PRICES—Continued. 


■LECTRICAL APPLIANCES— 


Universal Goods— 


Dishes, Chafinr— 


E9437 . 

. 18.50 

E921 . 

.15.75 

E9439 . 

. .20.00 

E940 .. 

.25.00 

E9635 . 

. .15.00 

E9850 . 

,22.50 

E9637 . 

. .16.00 

Grills— 


E9639 . 

. .17.50 

E982 . 

,12.50 

E9646 . 

. .21.00 

E984 . 

.15.00 

E9649 . 

. .23.50 

Heaters, Immersion 

— 

E9676 . 

. .12.00 

E970 ... 

. 7.00 

Ranges, Table— 


Irons, Curling— 


E9841 . 

. .24.00 

E9901 . 

. 7.25 

Stoves — 


E99011 . 

. 8.00 

E993 . 

. .11.00 

Irons, Pressing— 


E1997 . 

. .11.00 

E901 . 

. 9.00 

E9960 . 

. .10.00 

E902 . 

. 8.00 

Toasters— 


E905 . 

. 8.00 

E945 . 

. . 9.00 

E9023 . 

. 7.25 

E946 . 

. . 8.00 

E9035 . 

. 8.00 

Urns, Coffee— 


E9051 . 

. 9.00 

E916 . 

. .21.00 

E9081 . 

, 8.50 

E919 . 

. .22.50 

Irons, Waffle — 


E9136 . 

. .18.00 

E930 . % . 

.20.00 

E9146 . 

. .23.50 

Pads, Heating— 


E9149 . 

. .26.50 

E9940 . 

.18.50 

E9166 . 

. .28.50 

Percolators — 


E9169 . 

. .31.00 

E9025 . 

.18.50 

E9176 . 

. .19.50 

E9027 . 

. 14.00 

E9179 . 

. .21.00 

E9029 . 

.16.00 

E9166044 . 

. .52.25 

E9435 . 

.17.00 

E9169044 . 

. .54.75 


Hot Point Goods— 

Chafing Dishes—No. 20501, $12.00 each; 20502, $19.00; 
20503, $22.00. 

Ooffee Percolators—No. 20610. $11.00 each; 20611, 
$11.00; 20620, $18.50; 20621, $13.75; 20622, $18.75; 
20650, $18.75; 20651, $25.00; 20652, $28.50. 

Grills—20101, $11.50 each; 20103, $15.00; 20104, 

$11.50. 

Percolator Bets—41484, $48.75; 41486, $38.95; 41585, 
$46 75. 

Curling Irons—112L1, $7.50; 112L2, $6.25. 

Heaters—No. 80501, $21.00; 80502, $28.50; 80508, 
$88.50; 80603, $80.00; 30604, $42.00. 

Heating Pads—50142, $8.00; 50151, $9.75: 

Immersion Heaters—50201, $6.25; 50202, $7.50; 50203, 
$8.50. 

Irons—No. 11203, $6.25; 11205, $7.25; 11206, $7.25; 
11807, $9.50; 11808, $9.50; 11810, $11.00; 11812, $16.00; 
11315, $17.50. 

Ovenette—No. 40701, $8.50. 

Stoves—No. 20301, $7.00; 20302, $7.00; 40101, $9.00; 
40102, $10.25; 40103, $14.25; 40104, $16.50; 40105, 
$19.50; 40106, $7.50. 

Toaster—No. 114T5, $8.25; 114T5H, $7.50; 115T1, 
$8.25. 

Vacuum Cleaners—No. 60102, $87.50 each; 60108, $42.00. 
Attachments, $10.00. 


KLEOTRICAL SUNDRIES— Each 

Attachment Plugs, No. 908, Benjamin.80 

No. 500, Bryant.20 

Bells, 2to*incn Eclipse, Iron Box... .85 

8-inch Eclipse, Iron Box..85 

Busier*. Iron Box. .75 

Watch Case .75 

Pair 

Cleats, 2 and 8 wire, unglased..06 

Each 

Clusters, No. 92, Benjamin, 2-light. 1.15 

No. 98, Benjamin, 8-light. 1.75 

No. 94, Benjamin, 4-light. 1.75 

Porcelain Rings for Clusters.10 

Foot 

Cord, No. 18, Green and Tellow Twisted Lamp.06 

No. 18, Heater, Twisted.10 

Each 

Fuses, 6, 10. 15, 20, 25, 80 amp.10 

Globes. 6x8 to, R. I. Ball.60 

8x8 to or 4, Ball. 1.25 

Knobs. No. 5to, solid.03to 

No. 5to, split.05 

Lamp Guards, Style A—16 O. P.80 

8tyle H—16 0. P.35 

Style H—32 C. P.45 

Loxon, 40 watt (guard only).65 

Loxon, 60 watt (guard only).70 

Key for Loxon Guards.10 

Foot 

Loom, 7-82 (250 feet in coil).10 

to (250 feet in coil).11 

Each 

Receptacles, No. 226, Porcelain Cleat.25 

No. 195, Freeman Key, brass.65 

No. 188. Freeman Key, brass.75 

Rosettes, No. 819, Cleat.15 

No. 838, Concealed...25 

Switches. No. 400, Common Snap.50 

No. 403. Indicating Snap... .50 


No. 459, 8-way 8nap . 

No. 4401, Single Pole Push. 

No. 4408, 8-way Push . 

No. 707, Single Pole, 1-way Baby Knife 
No. 708, Single Pole, 2-way Baby Knife 
No. 709, Double Pole, 1-way Baby Knife. 
No. 710, Double Pole, 2-way Baby Knife. 
Sockets, to’inoh and Pendant Cap Key BB.. 

Pull Chain . 

Shades, 8-inch Tin Cone. 

10-inch Tin Cone. 

8*inch Flat Tin . 

10-inch Flat Tin.. 

Shade Holders, 2 to’inch P. A A„ BB. 

8 to inch P. A A., BB. 

Tubes, Porcelain, 5-16x8 . 

5-16x4 . 

5-16x5 . 

5-16x6 . 

Tape, Durafix Friction, to’lb. rolls. 

Sticktite Friction, to-lb. rolls. 

Paraweld Rubber, to’lb. rolls. 

Wire, No. 10, 8 . B. Solid R. C . 

No. 12, S. B„ Solid R. 0. 

No. 14, S. B., Solid R. C...... 

No. 18, Single Bell. 

No. 20, Twisted Bell. 

No. 18, Black R. C. Fixture. 

EMERY—Per lb„ 25c. 

Stones—See Stones. 

Cloth—See Cloth. 

Wheels—See Wheels. 


.85 

.60 

.75 

.40 

.60 

.65 

.85 

.45 

.85 

.55 


.75 

.15 

.25 


.02 to 

04to 


.06 


.07 


Lb. 

.85 
.85 
.85 
Foot 
.05 to 

.04 


Lb. 

. .90 

. .90 

100 Feel 
.. 1.40 


FA8TENERS—-Casement, common brass plated, 80e; Sash, 
common brass plated, 15e, two for 26c. 

FAUCETS—Cork Lined— 8-ineh, each.$ .20 

7-inch each.....$.15 9-inch, each......25 

FIBRE WARE—Funnels—1-qt., $1.50; 2-qt., $2.25. 

Lunch Boxes—25c to 40c. 

Measures—i-pint, $2.25; 1-qt., $2.50; to-gal, $8.00; 1- 

K&I.j $3.75. 

Pails—12-quart, $2.00. 

Spittoons—4x9-in., $2.50; 5xll-in., $2.75; 6xl3-in., $8.50. 
Tubs, Oval—18-inch, $5.00; 23-inch, $8.00. 

FIGURES AND LETTERS (STEEL) — 


Figures, 
to inch... 

Set 
.. 1.25 

Eaeh 

.20 



Letters 

Set 

8-16 

inch.. 

.. 1.50 

.26 

to 

inch 


to 

inch.. 

.. 2.00 

JO 

8-16 

inch 


6-16 

inch.. 

. . 2.50 

.40 

to 

inch 


to 

inch.. 

.. 3.00 

.60 

5-16 

inch 


to 

inch.. 

.. 4.50 

.85 

to 

inch 


to 

inch.. 

..19.25 

• • e 

to 

inch 


to 

inch. . 

. .29.00 

• a • 





Each 

.20 

.25 

.80 

.40 

.60 

.85 


FILES—Band Saw, slim, 4 inches long, 20c each; 5 inches, 
25c; 6 inches, 30c; 8 inches, 40c; 10 inches, 65c. Knife, 
Bastard, 4 inches, 40c; 5 inches, 45c; 6 inches 50o; 8 
inches, 60c; 10 inches 70c. Regular Taper, 8-3 to inches, 
15c; 4 inches, 15c; 4 to inches, 15c; 5 inches 20c; 5 to 
inches 20c; 6 inches, 25c; 8 inches, 40c; 10 inches 60c. 
Slim Taper, 3-3 to inches, 15c; 4 inches, 15c; 4to inches, 
15c; 5 inches, 20c; 5 to inches, 20c; 6inches, 25c; 8 inches, 
35c; 10 inches, 45c. Warding, Bastard, 4 inches, 30c; 5 
inches, 35c; 6 inches, 40c; 8 inches. 45c. Flat Bastard, 8, 
4 inches, 25c; 5 inches 25c; 6 inches, 30c; 8 inches, 40c; 10 
inches, 50c; 12 inches, 70c, 14 inches, 95c; 16 inches, $1.25. 
Half Round Bastard, 8, 4 inches, 35c; 5 inches, 40c; 6 
inches, 45c; 8 inches 55c; 10 inches, 65c; 12 inches, 85c; 
14 inches, $1.10; 16 inches $1.45. Mill Bastard, 8, 4 inches, 
20c; 5 inches 25c; 6 inches, 25c; 8 inches, 30c; 10 inches, 
40c; 12 inches, 55c; 14 inches, 80c; 16 inches $1.10. Round 
Bastard, 3, 4 inches, 20c; 5 inches, 25c; 6 inches, 25c; 
8 inches, 30c; 10 inches, 40c; 12 inches, 55c; 14 inches, 80c; 
16 inches, $1.10. Square Bastard, 3, 4 inches, 30c; 5 inches, 
30c; 6 inches, 85c; 8 inches, 40c; 10 inches, 55c; 12 inches, 
75c; 14 inches, $1.00; 16 inches, $1.35. 

FIXTURES—Grindstone—Auto—01, $2.00; 02, $2.50; 15. 

$1.25; 17, $1.85; 19, $1.50; 21, $1.75. Am. Heavy: 17, 

S I.00. Extra Shafts, 15-ineh, 50e; 17-inch, 50e. Extra 
ranks, 25c. 


FLASHLIGHTS—Eveready Dayl«s— 

Tubular Nos. ...2602 2604 2612 2616 2619 2627 2628 

Complete ea-$1.85 $1.70 $2.00 $2.00 $2.25 $1.85 $1.10 

Case A Bulb, ea. 1.15 1.85 1.50 1.65 1.75 .85 .75 

Tubular Nos_2680 2681 2632 2633 2684 2688 2659 

Complete, ea-$1.55 $1.85 $2.25 $2.75 $2.35 $8.10 $8.25 

Case A Bulb, ea. 1.05 1.50 1.75 2.25 2.00 2.75 2.75 

Pocket Nos. 6954 6961 6962 6971 6972 6991 6992 

Complete, ea....$1.25 $1.00 $1.25 $1.00 $1.25 $1.25 $1.50 


Case A Bulb, ea. .95 .70 .85 .70 .85 .95 1.10 

Tubular Battery Nos. 705 706 790 791 

Battery only, each.$ .50 $ .25 $ .85 $ .30 

Pocket Battery Nos... 700 708 750 751 792 793 

Battery only, each. . . .$ .80 $ .40 $ .80 $ .40 * .80 $ .45 
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HARDWARE WORLD 

BETATL 8ELLDTO PBI0E8—Continued. 


FLASHLIGHTS—Continued— 

Kwiklites 


Tubular Nos...5220 6221 5228 5229 5331 6240 6240B 

Complete, ea...$1.35 $1.70 $2.00 $2.00 $2.25 $1.55 $1.70 

Case A Bulb ea. 1.15 1.35 1.50 1.65 1.75 1.25 1.40 


Tubular Nos.. .6241 6241B 6249 6249B 6343 6848B 6351 

Complete, ea_$1.85 $2.00 $2.35 $2.55 $2.25 $2.45 $2.75 

Case A Bulb, ea. 1.60 1.65 2.00 2.20 1.76 1.96 2.26 

Pocket Nos...2472 2578 8475 8475B 3577 8577B 3579 
Complete, ea.... 1.00 1.25 1.25 1.35 1.50 1.65 1.90 

Case A Bulb, ea. .7u .85 .95 1.05 1.10 1.25 1.50 

Watch Chain Nos. 6289 6289B Watch Chain Bat'y No. 1204 

Complete, each_$1.00 $1.10 Battery only, each..$ .25 

Case and Bulb, each .75 .85 

Battery only. 

Nos. ..1202 1208 1206 1207 1271 1801 1808 1809 

Bach .$0.80 $0.85 $0.80 $0.80 $0.80 $0.50 $0.40 $0.40 

FLATTERS—Blacksmith—2-in., $1.25; 2 ft-in., $1.65; 8-in., 
$2.00; 8 K ‘in., $8.00. 

FORGE8—No. 150 Chicago, $15.00; No. 151 Chicago. $17.50 
Buffalo—No. 810 Steel Ball Bearing Rivet, $88.00; No. 722, 
$88.00; No. 742H, 840.00. 

FORKS—Hay—Nellis, 94 single harpoon, $6.25; 95 double 
harpoon, $3.85; 96 double harpoon, $7.75; 97 double harpoon, 
$4.25; 98 double harpoon, $7.85. Grapple, No. 99 (4 tines), 
$15.50; No. 100 (6 tines), $18.00. Jackson Patterns, 4 ft., 
$19.00; 4K ft., $19.75; 5 ft., $28.00. 


r&KEZBRS—Arctic 


Qts. 

i . 


Each. 

4.00 

4.60 

6.66 

6.80 

2 . . 


. 5.66 

% . 


t .. 



8 . 


4 . . 



A . 


6 .. 



A . 


6.60 

.11.10 

• .. 





10 .. 



Taw T ' ’ 


4.00 

IS .. 




15 • • 


.S6.60 

1 ,f 


A 86 

SO .. 



FROE8 — 8i 
$2.50. ( 

$2.00. 

jecial—Each, 12-in., 
Common—Each, 12-in. 

$2.00; 

, $1.75; 

14-in., 

! 14-in., 

$2.25; 16-in., 
$1.85; 16-in., 

GARBAGE CANS—(See Cans)- 




GATES—Molasses and Oil— 

Perfection—H-inch. 95c each; %-inch, $1.15; 1-ineh, $1.85; 
1 % -inch, 81.50; lKinch, $1.85; 2-inch, $2.50. 

Stebbin's Pattern—1-inch, 85c each; lK*inch, 40c; IK-inch, 
45c; 1%-inch. 50c; 1 18-16 inch. 60c. 

Lock Fast— K-inch, $1.15 each; %-inch, $1.86; 1-inch, 
$1.50; 1K-inch, $1.85; lft-inch, $2.25. 


GAUGES—BUTT—Stanley- 


No. 

Each 

93 . 

1.85 

94 . 

2.15 

95 . 

2.00 

95% . 

1.65 

Marking—Stanley— 

.26 

64 . 

.60 

65 . 

1.00 


No. 

77 . 

Each 

.. 1.65 

71 . 

. 1.16 

90 . 

.85 

91 . 

. 1.65 

92 . 


97 . 


98 . 



Enterprise, Self Measuring—No. 61, Fanout, $6.00; 87, 
Pump, $14.50. 

Altitude Gauges, 86.35. 

Steam Gauges, 4%-in. face I O, $5.85. 

Thermometer, Straight, $1.60. 

Thermometer, Angle, $1.75. 


GLASS—Window— 
8B Grade- 
Single Strength . 


Large Lots Small Lots 

.70% 70% 


Double Strength. 

Extras for Putting In Glass- 

First 3 Brackets. 

Second 8 Brackets. 

Third 3 Brackets. 

Larger Lights. 

GLASSES— 


76% «6<fc 


Per light 

. .50 

. .75 

. 1.00 


$1.00 per hour, per 


Ground Lots! — Proved Level— 


1% . 

2 . 

.80 

1% 
2 . 



.15 

.16 

8K. 


2K 



.16 

8. 

.70 

8 . 



.20 

8K. 


8% 



.20 

GLASSES, GAUGE—Standard— 






% K*K 


K 

KAK 

% 

6 . 

.25 





8 . 

.25 





10 . 

.25 .26 


.80 

.66 

.75 

12 . 

.25 .80 


.85 

.60 

.90 

14 . 

. .85 


.46 

.70 

1.06 

16 . 

. .40 


.60 

.86 

1M 

18 . 

. .45 


.56 

.96 

1J85 

20 . 

• • • • ... .66 


.80 


.• • • 

22 . 

. .70 


.90 

• e • 

.... 

24 . 

•.. • ... .60 


LOO 

.. . 

.. . . 


GLOBES—Lantern—Cold Blast—Plain, 25c each; Bullseye, 
40c; 2 Plain, 25c; 2 Bullseye, 40c; 2 Ruby, 55c. 

Railroad—Clear, 20e each; Green or Red, 80c. 

Tubular—Clear, 10c each: Plain, 25c; 8-0 Ruby, 50c; 4-0 
Bullseye, 40c; 5-0 Wizard, 25c; 6-0, 25c each. 

GLUB—Dry- 


No. or Brand Lh. 

AAA .60 

B .70 

OX.45 

D .35 

GX .50 

LXX .45 

Imperial Liquid- 


List, Do*- 1.06 1.80 2.80 4.50 7.00 11.25 54.00 

Sug. Ret. Ea.. .20 .80 .80 .50 .85 1.50 4.50 

Le Page's Liquid— 


Size . 1 Os. 2 Os. K Pt. K Pt. K Pt. 1 Pt. 1 OL 

List, do*.1.60 1.65 1.80 2.80 4.50 7.00 11.25 

Sug. Ret. Ea... .20 .20 .80 .80 .50 .85 1.50 


GOUGES—Bucks, Firmer— 


Size, inches... 

K 

% 

List, Do*. ..., 

7.76 

8.25 

Sug. Ret., Ea. 

1.00 

1.10 

Size, inches . . 


1 

List, Dos. . . . 


. 11.66 

Sug. Ret., Ea. 
Bucks, Turninj 

g— 

1.60 

Size, inches. .. 

K 

K 

List, Dos. . .. , 

. . 4.45 

4.80 

Sug. Ret., Ea.. 

.60 

.66 

Sise, inches . 


1 

List, Dos. ... 


. 8.06 

Sug. Ret., Ba. 


. 1.16 

P. S. A W. 

Firmer— 

160—K inch. 


1.50 

K inch. 


1.60 

K inch. 


1.66 

K inch. 


1.70 

% inch. 


1.80 

% inch. 


2.00 


K 

K 

K 

K 

8.75 

9.80 

10.10 

ILIO 

1.20 

1.26 

1.85 

1.50 

1* 

IK 

IK 

2 

18.06 

14.50 

16.QO 

17.96 

1.75 

2.00 

2J5 

2.60 

% 

K 

K 

K 

5.80 

5.65 

6.45 

7.2® 

.75 

.80 

.90 

1.00 

IK 

IK 

IK 

2 

10.16 

12.95 

15.05 

18.26 

1.40 

1.75 

2.00 

2.60 

1 

inch., 


2.10 

IK 

inch.. 


2.26 

IK 

inch.. 


2.60 

IK 

inch.< 


2.76 

2 

inch.. 


U6 


Boilers, Coffee 


1 K quarts.90 

2 quarts. 1.10 

8 quarts. 1.85 

4 quarts. 1.90 

6 quarts. 2.15 

8 quarts. 2.60 

10 quarts. 8.00 

12 quarts.8.40 

Boilers, Wash 
18 2.75 

21 .3.25 

22 .8.50 


Bowls. Wash 

11 inch dlam... .80 
18-inch diam... .40 

Buckets, Fire 

12 quarts.90 

14 quarts. 1.00 

14 quarts. 1.25 

Buckets, Well 

10 quarts.90 

12 quarts.1.00 

14 quarts. 1.10 


GALVANIZED WARE 


Cans, Ash 

10 gals. 4.80 

16 gals. 5.75 

20 gals. 6.75 

23 gals. 7.75 

Cans, Garbage 
5% dis. in lots 8 do*. 
Smooth, Pail Handle 
2 gals. 1.15 

5 gals. 1.50 

6 gals. 1.85 

8 gals. 2.00 

10 gals. 2.50 

16 gals. 8.00 

Corrugated, 

Side Handles 

15 gals. 6.25 

16 gals. 6.75 

21 sals. 7.25 

Gasoline Cans 

(1 P A B. 1) 

6 gals. 8.00 

1 gal.85 

(Side faucet) 

5 gals.2.50 


(Top faucet) 


5 gals.*.. 

2.50 

Oil Cans 


1 gal . 

.70 

2 gals. 

1.15 

5 gals. 

2.50 


(Double seamed) 


5 gals.2.00 

(Side faucet) 

5 gals.2.50 

Dippers 

1 quart .80 

Coal Hods 

16 inch. 1.00 

17 inch . 1.20 


Camp Kettles 

1 gal.40 

IK gels.65 

2 gals.70 

8 gals.....90 

4 gals. 1.05 

Cement Pails 
14 quarts.2.75 


(Puritan) 

14 quarts.8.00 

Chamber Pails 


10 quarts. 1.35 

12 quarts.1.40 

Stock Pails 

14 quarts.1.25 

16 quarts. 1.35 

18 quarts. 1.55 

20 quarts. 1.75 

Water Pails 

8 quarts.65 

10 quarts.75 

12 quarts.80 

14 quarts.90 

16 quarts.1,10 

(Extra quality) 

12 quarts. 1.25 

Refrigerator Pans 

12-inch .80 

14-inch .95 

16-inch . __ 1.15 


Digitized by 


Google 


Water Pots or 
Sprinklers 

4 quarts.1.10 

6 quarts. 1.85 

8 quarts.1.50 

10 quarts. 1.75 

12 quarts.2.00 

16 quarts.2.50 

Foot Tubs (oval) 


16-inch .. 

.95 

17-inch .. 

- 1.00 

18-inch .. 

- 1.20 

20-inch .. 


21-inch .. 

- 1.75 

Wash 

Tubs 

18-inch .. 


20-inch .. 

_ 2.00 

22-inch .. 

_2.25 

24-inch . . 

_ 2.75 


(Extra heavy) 

20-inch. 3.25 

22-inch. 8.35 

24-inch. 8.60 
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GRAPHITE—Flake, per lb., 80c. 

GREASE—AXLE—1 lb. cans, 15c each; 8 lb. cans. 40c; 5 lb 
cans, 65c; 10 lb. pails, $1.35; 25 lb. pails, $3.00. 

Cup Grease—5 lb. cans, $1.00 each: 10 lb. cans, $1.75; 
25 lb. cans, $3.75. 


Transmission—5 lb. cans, 


GRINDSTONES— 

Loose— Cwt. 

15 to 40 lbs. 6.50 

40 to 200 lbs. 6.50 

Over 200 lbs. 7.00 

Fixtures and Axle— 

15 inch . 1.25 

17 inch . 1.40 


Pedal Mounts—Prices range 
to material and quality. 
HACKSAWS— 


20c each. 


19 inch. 

. 1.50 

Mounted—Hand— 

7 inch.. 

. 3.00 

8 inch.. 

. 3.25 

10 inch. 

. 4.00 

12 inch.. 

. 4.50 


from $9.75 to $20.25, according 


Lenox, Power 


Lgth. 

Wdth. 

Lt. 

Heavy. 

8" 

9-16. . . 

. .90 


10" 

%. 

. 1.15 


10" 

% . 

. 1.35 

1.95 

10" 

1. 


2.45 

12" 

%. 

. 1.35 


12" 

Vi. 

. 1.60 

2.35 

12" 

1. 

. 2.30 

2.95 

14" 

Vi. 

. 1.70 


14" 

Vi. 

. 1.90 

2.75 

14" 

1. 

. 2.65 

3.50 

16" 

Vi. 

. 2.15 

3.15 

16" 

1. 

. 3.05 

3.90 

LACK 

SAW FRAMES—M. F.- 

15, $2.75; 77. 

$1.00; 

78, $; 


17" %.2.30 

17" 1. 3.25 

Hand, Lenox— 
Length. Each 

8- inch.10 

9- inch.10 

10- inch.10 

11- inch.10 

12- inch.15 

Hand, Victor— 

8- inch.10 

9- inch.10 

10-inch.15 

12-inch ..15 


69B, $2.65; 14, $3.50; 4 Milford Adj., $3.75;’7 Milford Adj. 
$1.65; 36 Vi Disston, $1.50; 40 Extension, 75c. 

HAMMERS—V & B Vanadium, No. 41 Vi, $2.75 each; Nail 
Hammers, No. 11 Vi. $2.25; Ball Pein, No. 2, $2.00. 
HAMMERS—Maydole Carpenter's Nail—No. 1, $2 25 each* 
1%, $2.10; 2, $2.00; 11, $2.25; llVi, $2.10; 12, $2.00; 
12 Vi, $1.85; 13. $1.75; 14, $1.65; 200, $3.00, 611 Vi, $3.15; 
710, $2.75; 711, $2.25; 711 Vi, $2.10; 712, $2.00; 8llVi, 
$2.35. ' 

Maydole Chipping—No. 100, $1.90 each; 101, $1.75* 

102, $1.55; 103, $1.40. Maydole Cross Pein—No. 174. $ 1 . 50 *. 

Maydole Machinist Ball Pein—375, $2.50; 376, $2 40- 377 
$2.25; 378, $2.15; 379, $2.10; 770, $3.35; 770Vi, $2.85; 
771. $2.65; 772, $2.40; 773, $2.15; 774, $2.00: 775, $1.85; 
776, $1.75; 777, $1.65; 778, $1.50. 

HAMMERS— 


Plumb's Carpenter's Nail— 

K1 . 1.25 

TO 1 Vi. 1.25 

A 11 . 1.20 

A llVi. 1.15 

A 12 . 1.10 

C 11 Vi . 1.50 

O 12 . 1.45 

P 80 . 2.25 

P 81 .2.15 

P 82 . 2.00 

P 83 . 1.90 

P 84 . 1.80 

P 85 . 2.25 

P 86 . 2.15 

P 87 . 2.00 

Plumb's Engineer's— 

361 . 2.00 

262 . 2.10 

263 . 2.25 

364 . 2.40 

Plumb's Machinist's Ball 

Pein— 

18 .60 

1370 1.25 


1871 1.25 

1372 1.25 

1373 1.40 

1374 1.50 

1375 1.60 

1376 1.75 

1377 2.00 

1379 2.25 

Plumb’s Riveting— 

220 . 1.25 

221 . 1.25 

222 . 1.85 

223 . 1.50 

251 . 1.40 

252 1.50 

253 . 1.60 

254 . 1.70 

Plumb's Brick— 

461 2.00 

462 . 1.75 

8154 1.15 

8155 1.35 

Plumb's Prospector's Pick 

470 . 2.75 

471 .2.85 


HANDLES—Adze, extra select, $1.00; second growth, $1.00. 
Axe—Single or double bit, h >4* No. 1, 60c; Boys’ extra 
select, 60c; Turned No. 1, 60c; extra select hickory, 85c; 
second growth, $1.00. 

Chisel—Hickory, ipe; Leather Tip, 15c. 

Hammer and Hatchet—Second growth hickory, 12 inch, 29c; 
14 inch, 25c; 18 inch, 80c. 


Peavey Handles— 

Hickory. Maple. Hickory. Maple. 

2V4x 4 . 1.60 1.15 2 Vi x4 Vi. 2.15 150 

2 Vi x4 Vi - 1.80 1.25 2 Vi x5 . 2.35 1.70 

2 Vi x4 Vi - 1.85 1.35 2%x5Vi _2.25 1.75 

2 Vi xo . 2.10 1.40 3 x5 . 2.75 1.90 

2 Vi x5 Vi. 1.85 1.35 

Pick—36-inch Drift, Select, 50c; Extra Select, 60c; Rail¬ 
road No. 1, 50c; No. 2, 60c; Select, 70c; Extra 8elect, 90c. 
Sledge—36-inch, Select, 60c; Second Growth, 75c. 

Saw. Hand—Disston, No. 7, 50c; No. D8, 85c; No. 12. $1.26 
Crosscut, Disston, No. 112, $1.00; No. 113, $1.25; No. 114, 
$1.50. Simonds Reversible Guard, per Dair. $1.60, Simonds 
No. 6, 1.60; Atkins No. 24, $1.60. One Man Cross Cut, 
No. 218. 45c: Supplementary. 30c Aurer M. F No 1 
$1.00: No. 2, $1.25; No. 3, $1.75; No. 4, $4.75; No. 6 Com’ 
15c; Pecks Adj., 50c; Pratts Ratchet, $4.75. 


HANGERS, BARN 
Flat Track— 

DOORr— 

43—Richards . 

1.85 

No and Brand. 

Pair. 

248—Richards . 

1.90 

3—Myers . 

-2.75 

Round Track— 

4—Myers . 

_2.25 

5—Wilbern . 

2.75 

25—Lanes .... 

- 1.25 

462-2—Richards .... 

1.90 

34—Richards . . 

_ 1.90 

Trolley Trask— 

37-1—Richards 

- 1.80 

20—Richards . 

8.40 

38-1—Richards 

- 1.80 

20 Vi B—Richards_ 

4.60 

38-2—Richards 

-2.10 

24-2—Richards . 

8.75 

42-3—Richards 

- 1.80 

27 Vi B 1—Richards.. 

6.25 

42-4—Richards 

_2.10 

120—Richards . 

8.50 

42-5—Richards 

-3.15 

150—Richards . 

9.75 

42-6—Richards 

-4.10 

HANGER8, HOU8E 
No. or Brand 

DOOR— 

Set. 

No. or Brand. 

Set. 

01—Johns . 

.... 3.35 

15—Frisco 

6 50 

1—Johns . 

.... 6.60 

0105—Lanes. 

4!85 

5 S—Prouty . . . 

_4.85 

0105 A—Lanes . 

4.65 

5 D—Prouty . . . 

_ 9.75 

0105 NT—Lanes_ 

3.75 

Oil—Richards . 

.... 2.75 

105 A—Lanes. 

9.45 

11—Richards. 

_7.50 

105—Lanes. 

9.75 

012—Richards . 

.... 3.75 

105 NT—Lanes . 

7.75 

12—Richards . 

_13.50 

140-1—Richards, pair. 

8.50 

015—Frisco ... 

.... 3.35 


HASPS—Common— 


Size 20, 

5-in., each, 10c; 

6-in., 10c; 7-in, 

10c 

; 8-in., 

15c; 

10-in., loc. Size 30, 5-ii 

i., 10c; 6-in., 

10c; 

7-in., 

10c; 

10-in., 30c 

850, 8-in„ each. 15c. 




10-in., 30c 

850, 8-in., doz 

COA; each. 15c. 



Hin^e— 

912, 3-in., each. 

15c; 4Vi-in., 

loc; 

6-in., 

20c; 

8-in., 25c; 

10-in., 40c; 12 

■in., 55c. 



S. C. 9 

12—-3-in., each, 

20c; 4 Vi-in., 

25c; 

6-in., 

30c; 

8-in., 40c; 

10-in., 55c. 




1308 Vi- 

-3-in., each, 25c; 

; 4 Vi-in., 35c; 

6-in., 

40c. 


Lock—2 

7 Prouty, each, 

60c; 28 Proutj 

r , eacl 

i, 70c, 


Safety— 

-915, 3-in., doz., 

20c; 4 Vi-in., 

each, 

25c; 

6-in., 

each, 40c. 





S. C. 915—3-in., each, 25c; 4Vi-in., 30c; 6-in., 45c. 

S. C. 917—3-in., each, 25c; 4 Vi-in., 30c; 6-in., 45c. 

925—Each, 40c. 

925Z—Each, 65c. 

S. C. 1310—3-in., each, 55c; 4Vi-in., 65c; 6-in.. 95c 
941—Each, 65c. 

941J—Each, 70c. 

HATCHETS—Underhill Star, No. 10, Chicago Pat., $8.10* 
No. 5, Boston Pat.. $3.00; No. 15 St. Paul Pat., $3.25. 
Sayre— Boston, No. 30, $8.00; Chicago No. 40, $8.25. 
Flooring—1 Plumb, $3.00; White, $3.00. 

Broad—1 Plumb, $2.50; 2, $2.75; 8, $8.00; 4. $3.25: 
5, $3.50; 6, $4.00. 

Bench—(single or double bevel)—8 White. $2.75: 7 
$2.85; 6 , $3.00; 5, $3.10; 4, $3.50. 

Claw—1 Plumb, $2.00; 2, $2.25; 8, $2.50. 

Shingling—1 Plumb or equal, $2.00; 2, $2.25; 3, $2.35. 
Half—1 Plumb or equal, $2.00. 

Barrel or Fruit Box—Sayre 400, $8.00; Sayre 401, $2.75. 

HEADS— MOP —Cotton—No. 9, 50c each, No. 12, 70c; No. 15, 
85c; No. 18, $1.00. Linen, No. 012, 90c each; No 015 
$1.15; No. 018, $1.35; No. 020, $1.50. 

HINGES— 

Wrought Brass—No. 75, 35c pair; No. 76, 30c pair. 
Wrought Steel—No. 1420, 2 Vi-in., 30c pair; No. 1421. 
Vi -in., 30c; 3 in., $1.35. 

Screen—No. 5908, %-in., 45c; No. 5906, lVi*in., 55c; 
No. 5008, blued, %-in., 40c. 

Counter Flap—No. 9001, $1.65. 

Light Tee Hinges—No. 904. 3-in., 20c; 6-in., 35c. 

Extra Heavy Tee Hinges—No. 908, 4-in., 35c; 6-in., 55c; 
8-in., 85c; 10-in., $1.20; 12-in., $1.65; 14-in., $1.90. 

Light Strap Hinges—No. 900, 3-in., 20c; 6-in., 40c; 

Heavy, No. 902, 4-in., 30c; 6-in., 50c; 8-in., 75c; 10-in, 
$1.15; 12-in., $1.60; 14-in., $1.85. 

Heavy Galv. Strap—No. 1302 Vi, 6-in. t $1.00; 10-in., 

$2.00; 12-in., $2.75. 

Gate Hinges—No. 124, 80c; 234-254, $1.00; 274, $1.25. 
Gate Latches—No. 7, 35c; 9, 40c; 14, 40c. 

Hook and Eye Hinges— Vi-inch, 75c; %-in., $1.00; 

V4 -inch, $1.50. 

Wrought Hook and Eye Strap Hinges—No. 10, 95c; 
12, $1.10; 14, $1.25. 

Chicago Floor Hinges—DB6281, lVixlVi, $6.00; lVix2, 
$9.50; 1 % x2 %, $12.50. 

BUTTS— 

Ball Bearing Butts—BB241F, 3Vix3Vi, $1.75; 4x4, $1.85; 
5x5. $2.25; BB241SF2, $1.75; $2.00; $2.25; BB241H, 

$1.75; $2.00; $2.25. 

Wrought Steel Butts—241D2-F, 2x2, 40c; 3x3, 50c; 
4x4, 65c; 5x5. $1.20. 241SF2, 2x2, 45c; 3x3, 55c; 4x4, 

70c; 5x5. $1.25. 241H, 2x2, 45c; 3x3, 55c; 4x4, 70c; 5x5, 

$1.30. 241N, 3x3, 55c; 4x4, 75c. 731 Vi, 2x2, 40c; 3x3, 

40c; 4x4. 60c; 5x5, $1.00. 733, 3x3, 50c; 4x4, 65e; 

5\5 $ 1 25 

Plain Bevel Edge Surface Butts—165D2-F, 2 Vi in., 50c; 

3- in., 65c; 4-in., 80c. 165SF2, 2Vi-in., 55c; 3-in., 65c; 

4- in,, 85c. 

Eight Loose Pin Butts—289D2&F, 2x2, 30c; 3x3, 50c; 
289SF2, 30c; 45c; 289N, 50c; 65c. 
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RETAIL SELLING PRICES—Continued. 


BUTTS—Continued — 

Wrought Steel Plated Butts—286D2&F, 2-in.. 30c; 
2%-in. 35c; 3-in., 40c. 286H, 35c; 40c; 45c. 286N, 40c; 

45c; 50c. 

Wrought Steel Butts—No. 804; 3x3, 30c; 4x4, 50c; 

5x5, 00c. 

Sherradized Butts—SC804Z&ZZ, 2%-in., 50c; 3-in., 60c; 
4-in., $1.10; 5-in., $1.80. 

Galvanized Butts—No. 1334, 2%-in., 60c; 3-in., 70c; 

4-in., $1.25; 5-in., $2.45. 

Wrought Steel Butts—No. 838, 1%-in., 10c; 2-in., 15c; 

3- in., 20c. No. 840, 10c; 15c; 25c. 

Wrought Plated Butts—291D2&F, 2%-in., 40c; 3-in., 45c; 
3 % -in., 55c. 201SF2&I1, 2% in., 40c; 3-in., 45c; 3%-in., 

50c. 291N\ 2 % in., 45c; 3-in., 50c*; 3%*in., 55c. 

Plain Steel Butts—No. 808, 2 % x2 %-in., 20c; 3-in. f 25c; 

4- in., 45c. 

Chicago Butts, Single Acting—2002 Jap., 3-in., $2.00; 
4-in., $2.40; 5-in„ $2.75; 6-in., $3.45. 2282DDB and 

2172AC, 3 in., $2.60; 4-in„ $3.25; 5-in., $3.75; 6-in., $4.75. 
2112NP, 3-in., $3.50; 4-in., $4.10; 5-in., $5.00. 

Double Acting—2001J, $3.30; $3.85; $4.50; $5.60; $7.15; 
$10.30; $14.25. 2171AC and 2281AB, $4.30; $5.10; $6.00; 

$7.60; $10.00; $14.00; $19.25. 


HOSE FIXTURES—Hose Washers—%-inch, doz., 5c; bulk. 

45c lb. 

Hose Couplings—Cast Brass, Common—Vi-inch, 30c each; 
%-inch, 30c; 1-inch, 45c.. Heavy Brass, Clincher, % -inch, 

35c; %-inch, 35c. 

Brass Hose Clamps—%-inch, 5c each! %-inch, 5c; 1- 
inch, 15c; 114-inch, 20c; 1 %-inch, 30c; 2-inch, 35c. 

Galvanized Steel Hose Clamps—%-inch, 5c each; % -inch, 
5c; 1-inch, 5c; 1%-inch, 15c; 1%-inch, 20c; 2-inch, 25c. 

Hose Menders—Clincher, %-inch, 10c each; %-inch, 10c. 
Sherman Seamless Brass, %-inch, 10c; %-inch, 10c. Wood, 
%-inch, 2%c; %-inch, 2 Vic. Caldwell Hose Straps, Vi-inch, 
2 Vic; %-inch, 2 Vic. Caldwell Hose Strap Pliers, No. 1 
for Vi or Vi-inch Hose Bands, 20c each. 

Hose Nozzles—Boston, Vi -inch, 90c each. Magic, %-inch, 
$1.25. Oakland Pattern, %-inch 65c. 

HOSE, GARDEN—Coupled in 50 ft. lengths—5 ply, %-in., 22c 
per ft; 5 ply, Vi-in., 27c; 6 ply, Vi in., 27c; 6 ply, %-in., 
33c; 7 ply, Vi-in.. 30c; 7 ply %-in., 87c; Tested, 5 ply, 
Vi-in., 24c; Tested, 5 ply, Vi-in., 30c. 

Reel, not coupled—Goodrich Ribbed, Vi-in., 35c per ft.; 
Vi-in., 45c; Second quality, Vi*in., 32c; Vi-in., 42c; Third 
quality, Vi in., 26c; Vi-in., 32c. 


HOLLOW WARE—STEEL—Bailed Griddles, Cooking surface 
12 inches, $1.95 each; 13 inches, $2.30; 14 inches, $2.50. 

Handled Griddles— Cooking surface 9 inches, $1.30; 10 
inches, $1.50; 11 inches, $1.65. 

Spiders—Diameter, bottom, 8 inches. $1.10; 9 inches, 

$1.20; 10 inches, $1.50; 11 inches, $1.75; 12 inches, $2.00. 


HOLLOW WARE—CAST—Bailed Griddles—Diameter, top 

11% inches, $2.40; 13% inches, $3.15; 15% inches, $3.75. 

Handled Griddles—Diameter, top, 8 Vi inches, $1.25; 9 Vi 
inches, $1.35; 10% inches, $1.75; 11 Vi inches, $2.10. 

Spiders—Diameter, bottom 8 Vi inches, $1.50; 8% inches, 
$1.60; 9% inches, $1.95; 10 Vi inches, $2.40; 10% inches, 
$3.00; 11% inches, $3.60. 

Long Griddles—7%xl6% inches, $2.30; 8%xl9 inches, 
$2.85; 9%x21 inches, $3.75; 12%x24% inches, $5.40; 

13%x25 inches, $7.50. 

Dutch Ovens, without legs—Capacity 5 qts., $4.60 each; 
6 qts., $5.25; 8 qts., $6.30; 12 qts., $7.75. 

Flat Bottom Kettles—Capacity 6 qts., $3.50; 7 qts., $4.10; 
0 qts., $5.00. 

Regular Kettles—6 qts., $3.60; 8 qts., $4.10; 10 qts., 
$5.00. 

Scotch Bowls—3 qts., $2.20; 4 qts., $2.65; 5 qts., $3.00; 
6 qts., $3.65. 

Yankee Bowls— 4 qts., $2.85; 6 qts., $3.00; 7 qts., $3.60; 
9 qts., $4.00. 

Ham Boilers—No. 8, $7.15 each: No. 9, $7.75. 

Waffle Irons, regular style, $2.75. 

No. 40. steel... .20 .25 .30 .40 .45 .50 .95 

HOOKS AND EYES—(Price per dozen) — 

Screw Hooks Screw Eyes 

Steel Brass Steel Brass 


0 85 

1 .75 

2 .60 

3 .50 

4 or 104.40 

5 or 105.35 

6 or 106.25 

7 or 107.20 

8 or 108.15 

9 or 109.15 

10 or 110.10 

11 or 111.10 

12 or 112.10 

13 or 113.10 

14 or 114..10 

Gate Hooks and Eyes— 

Size 1% 2 

No. 40, steel... .30 .25 

No. 1040, brass . . . .85 .90 

Gross lota, 85% off list. 
Ceiling— Ea. 

2 %-inch cast iron.45 

2%-inch cast iron.... 1.50 
2%-inch, other finishes 1.60 

Cast, coppered.40 

Wire, coppered.30 

Wire, Japanned.30 

Wire, tinned.35 

Wire, nickel plated... .45 

Wire, brass plated.45 

Coat and Hat— Ea. 
Double, cast, heavy... .60 

Single, cast.40 

Medium, cast.90 

Heavy, cast. 1.25 

Cast, nickel plated. . . 1.25 
Oast, copper finish... .95 
Cast, brass finish. ... 1.00 
Cast bronze, all fin... 4.75 

Porcelain, solid.3.00 

Wire, Japanned.20 



.65 



.50 



.45 



.35 



.30 



.25 

.75 

1.25 

.20 

.60 

.60 

.15 

.45 

.75 

.10 

.40 

.60 

.10 

.35 

.50 

.10 

.30 

.40 

.10 

.25 

.30 

.10 

.20 

.25 

.10 

.15 

.20 

.10 

.10 

2% 3 8% 4 


.30 .40 .45 .50 

.90 

1.50 1.50 1.75 2.00 

4.40 

Wire, tinned . 


.25 

Wire, nickel plated... 

.85 

Clothes Line 

— 

Ea. 

Malleable iron 

Jap... 

.10 

Malleable iron 

Galv. . 

15 

Grass— 


Ea. 

14-in., 16-in., 

18-in... 

.05 

Bronzed . . . . 


.65 

12-in. enameled, green 

.60 

12-in, enameled, black 

.75 

Finest quality 

steel. . 

90 

Forged tool steel. 

.60 

Hammock— 


Ea. 

To screw . . .. 


.15 

With plate . . 


.15 

Hay Fork— 


Ea. 

%-inch pi. wr’ght steel 

.30 

%-inch pi. wr’ 

ght steel 

.45 

%-inch galvanized ... 

.15 

%-inch galvanized ... 

.15 

7-16-inch galvanized.. 

.20 

%-inch galvanized ... 

.25 


IRON—Bars, 8xnall Lots (Cutting Extra). 


Common Bar. 08 lb. Bsm 

Angle Iron, %-lnch.10 

Angle Iron, 3 16-inch.08 

Angle Iron, %-inch and heavier.07% 

Rd., sq. and sq. twisted— 

%-inch and amaller . 7.50 Base 

5-16 inch . 7.00 

% to 2 % -inch . 6.50 

3-inch and larger. 7.50 

Flata, all sizes. 6.50 


I RONS— 

Plane, Stanley or Bailey— 


1 %-inch—Block.55 

1 %-inch Single.80 

2-inch Single.85 

2 %-inch Single.90 

2%-inch Single. 1.00 


2 %-inch Single. 1.05 

1 %-inch Double. 1.25 

2-inch Double. 1.45 

2%-inch Double. 1.55 

2%-inch Double. 1.65 

2%-inoh Double. 1.70 


IRONS—Sad. Common, 25c lb. 

Mrs. Potts—No. 50, $3.00 set; 

70, $4.25; G. Pressing, 15c lb.; T Tailors* Goose, 15c 
lb.; N Gasoline, $5.25 each. 


KITS—Lunch- 

Thermos—391-895, $3.75; 392-396, $4.00* 393-397. $4.25; 

394-398, $5.00. 

Universal—310, $4.25; 410, $4.50; 510, $5.00; 320, 

$4.75; 4070, $6.00; 3070, $4.00. 

KNIFE—Corn— 

Corn King, 60c; No. 12 Handy, 65c. 

KNIVES AND FORKS— 

Iron handled, set, $1.75. 


KNIVES—Hay- 

Lightning, $2.25; Iwan Sickle, $3.25; Iwan Serrated, 
$3.25; Heaths Upright, $2.75. 


KNOBS— 

Maple base, each, 5c; doz., 35c. 


LACING—Belt- 

Rawhide, Cat 


Size %, per ft.04 

Size 5-16, per ft.04% 

Size %, per ft..05 

Size %, per ft.07% 

Size %, per ft.09 

Size %, per ft.10% 

Wire 

0 and 1, coil.60 


2, coil.70 

8, coil.80 

O M, 1 M. 2 M. 8 M, spl .80 

Hooka Dob. 

10 .05 

8, 9, 10.05 

6, 7.10 


LADDERS—Extension, No. 1, 45c foot. 8tep, Climax, 70e 
foot; Special, Orescent, 55c foot; Standard, 40c foot. 

LAMPS—Coleman Quick-Lite No. CQ329, $9.50; Quick-Lite 
No. LQ327, $8.50. 


LANTERNS—Dietz Tabular. 

Hot Blast Lanterns 
Little Star Tin Lanterns .90 
Hpr-Lo Tin Lanterns.. .90 
Victor Tin Lanterns. . .95 

Monarch Tin Lanterns .95 
O. K. Tin Lanterns.. .100 
No. 2 Royal Tin Lsnts. 1.10 
Cold Blast Lanterns 
Junior Tin Lanterns.. 1.00 
Junior Brass Lanterns 1.75 
Junior Brass Nickel- 
plated Lanterns.... 2.00 
No. 2 Crescent Tin Lan¬ 
terns . 1.35 

No. 3 Blizzard Tin Lan¬ 
terns . 1.45 


Same, Brass Fount and 

Top . 3.00 

No. 3 Large Fount Biis- 

zard Lanterns. 1.65 

Little Wizard Tin Lan¬ 
terns ... 1.10 

No. 3 Wizard Tin Lan¬ 
terns . 1.45 

Same, Brass Fount and 

Top . 3.00 

No. 3 Large Fount Wiz¬ 
ard Lanterns. 1.65 

Same, Brass Fount and 

Top .2.10 

Dash and Wagon Lanterns 
Buckeye Dash Lant'na 1.25 
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Junior Wagon Lent’ns 1.76 
Roadster Wagon Lan¬ 
terns . X.75 

Driving Lanterns 
Baraka Driving, plain 

lens . 2.00 

Same, with optieal lens 6.86 
Octo Driving, pl'n lens 4.00 
Same, optical lens... 4.76 
Union Driving, plain 

0 lew . 4.60 

Same, with optieal lens 6.00 
Mill Lanterns 
Watchman's Mill Lan¬ 
terns, enamel, fin... 2.26 
Underwriter’s Mill Lan¬ 
terns . 2.60 

No. 2 Blizsard Mill Lan¬ 
terns . 8.60 

Fire Dept. Lanterns 
King Fire Dept. Tin 

enamel finish.4.76 

Same, Nickel-plated on 

„ Tin . 5.26 

Same, all Brass.6.00 

Same, Nickel-plated on 

No?5*Wiiini Firi Dipt.*"* 0 
Brass Founts with 

enamel finish .6.00 

Same, all Brass.6.60 


Same, Brass, Nickel- 

plated .7.00 

Wall Lanterns 

No. 16 Wall Lanterns 2.60 
No. 25 Wall Lanterns 2.76 
No. 80 Beacon Wall 

Lanterns . 2.75 

No. 60 Beacon Wall 

Lanterns . 8.75 

Street and Hanging Lanterns 
Pioneer Street Lan¬ 
terns, Tin .7.25 

Same, Brass Founts.. 0.25 

Same, all Brass.12.00 

Pioneer Hanging Lan¬ 
terns, tin. 7.75 

8ame, Brass Founts. . 10.75 
Platform Lanterns 
Imperial Platform Lan¬ 
terns .12.50 

No. 1 Climax Platform 

Lanterns . 6.00 

No. 2 Climax Platform 

Lanterns . 6.26 

Nos. 1 and 2 Climax 

Nested .10.50 

Unclassified Lanterns 
Police Flash Lanterns 1.50 
Traffic Signal Lant'ns 4.00 
No. 12 Display Stand 
and Assortment ..$24.50 


18-inch, 

18-inch, 


$4.00; 

65.25; 


24-inch, 

24-inch, 


LEVEL8—No. 86, 12-inch, $8.85; 

$4.75. No. 87, 12-inch, $4.50; 

$6.25. 

_ Aluminum—W-inch, $8.75; 18-inch, $4.50; 24-inch, 

5.50 J 28, $6.25. 

No 95, 24-inch, $8.00; 26-Inch, $8.25; 28-lnch, $8.50; 
30-mch, $9.00. No. 96, 24-inch, $10.00; 28-inch, $10.50: 
30-inch, $11.00. 

Special Nos—No. 0, $2.00: 15, 24 and 26-inch, $4.75; 15, 
28 and 30-mch, $5.00; 25, $5.50. 84, $1.85; 4524, $5.00 

4424, $6.50; 45%, $5.25; 90, $8.75; 93; $5.00; 103, $1.00. 

LEVERS—Ice Box—Brass, 4%-inch, $1.35 each; 6-inch, $2.25; 
9-inch, $4.25. Galvanized, 4%-inch, 50c; 6-inch, $1.25; 9- 
inch, $2.00. Tinned, 8 %-inch, $1.65; 11-inch, $2.65; 14- 
inch, $4.00; 16-inch, $5.75. 

LIFTERS-—Hot Pan—25c each. Stove Cover, wire circular 
hanlde, 15c; straight wire handle, 10c. 

Transom, Coppered—%x3-in., 45c each; %x4, 50c.; 5-16 
x4, 80c; 5-16x5, 90c. 

^NES, CLOTHES—Cotton, Braided—No. 850, 66e each; No. 
450, 45c each. 

Cotton. Twisted—No. 140, 50e eaeh; 150, 55e. 

Wire Twisted—50 foot 20 gauge, 40c; 75 foot 20 gauge, 55c; 
100 foot 20 gauge, 65c; 50 foot 18 gauge, 60c; 75 foot. 18 
gauge, 75c; 100 foot 18 gauge, 90c. 

Wire, Solid—100 foot, 9 gauge, 80c eaeh. 

LOOK8—Rim—Steel, 75c set; Cast, 60c set. 

MANILA ROPE—8-16-inch to %-ineh, 50c per lb; %-inch 
and larger, 45e. 

Plbr *» P *“C, 14x24, $2.00; 16x27, $2.26; 

18x30, |2.75, 

Cocoa Fibre, Medium—16x27. $8.25; 18x80, $4.25; 20x88. 
$5.00; 22x86, $6.25. 

,i50i i8xso - » ,o ° : 

Steel Matting in Rolls—Per sq. ft., 65c. 

MATTOCKS— E . ch 

Short Cutter, Standard, 6% lbs. 1.75 

Long Cutter, Standard, 6 lbs. 1*75 

Pick, Standard, 6 lb... .. 1*75 

Handled, D E 8. .... m . 1 00 

Handled. C E 3%. .1 65 

Handled S Q 8%.1.25 

MAULS—Post—10-lb., $1.50 each; 13-lb., $2.00; 16-lb., $2 25; 
18-lb., $2.75; 20-lb., $8.00. 

Ship or Top—35c lb. 

Wood Choppers'—Adze or Round Eye, 80c lb, 

MILLS—Cider — 

Junior.42.00 

Medium.48.00 

MOPS—Handled— 

Brown Ddlsy 0-Cedar 

6 . 1.00 4 .. 

8 1.15 8 .. 

7BD. 1.25 10B 

9BD.1.60 11B 


8enior.65.00 

Force Feed.80.00 


1.00 

1.60 

1.25 

1.25 


120 

140 

180 

220 


Cotton 


.90 

1.00 

1.25 


MOP STICKS—No. 2, 25c eaeh: No. 7, 86o each; No. 18, 86c 
each; No. 70 or Janitor's, 75c each. 


MOWERS—Lawn 

Great American— 


Common— 



14-inch. 

, „ 9 50 


16-inch .. 

. . 10 00 

24.00 

26.00 

Pennsylvania— 
14-inch. 

. 22 00 

29.00 

16-inch. 

. 25.00 

32.00 

17-inch. 

. 36.00 


19-inch. 

. 40.00 

9.00 

21-inch. 

. 44.00 


NETTING POULTRY—Hexagon, Galvanized after Weaving— 
2-inch, 20-gauge— List roll, 12 in., $2.14; 18 in 13 08^ 
24 in., $3.92; 30 in., $4.68; 36 in., $5.35; 48 in ’ $7 18 * 
60 in., $8.91; 72 in., $10.69. m *' * 718 ’ 

® el1 £? 2 « Ro l I r “. 12 in - $ 2 - 4 °; 18 in., $3.45; 24 in., $4 40- 30 
in.,’ $12.06 36 m ’* $6 *° 0: 48 in *» 18 00; 60 ln - 610.00;’ 72 

SeU Cut (lin ft.)—12 in., 2c; 18 in., 3c; 24 in., 4c- 80 in 
5c; 36 in., 6c; 48 in.; 7%c; 60 in., 9c; 72 in., io%c. ’ 


1 % -inch, 20-gaugi 

24 in,- -- * 

60 in, 


'* in -. c r\?°* gau ? 0 — List RoM. 12 in., $3.15; 18 in 24 58- 

::: Ifi fi; ?2VVilV 6 87 - 88; 48 


- m -- , 5 - 55: --*■ in - » 5io: 

72 in., $16.75. 


m - 37 J3j 86 in -. $8.85; 48 In*, $11.8() W ;’ ij^’*$l2]75; 


Sell Cut (lin. ft.)—12 in., 8c; 18 in 4V4c- 24 in a*. 
30 in., 7c; 36 in., 8c; 48 in., 10%c; 60 in., 13c; 72 & 16c. 

i-inch, 20-gauge—List Roll, 12 in., $4 95- 
24 in., $9.08; 30 in., $10.83; 36 in„ $12 38*' 

60 m., $20.64; 72 in., $24.75. * ’ 


18 in., $7.12; 
48 in., $16.60; 


LE j£ D r _ ?~ r ’,u 25c r,l b » Calkin * (100 lbs.), 17c lb.; Pig (100 
lbs.), 17c lb.; Sheet (full), 25c lb.; Wool, 35c lb. 


?« U . Pu I 1 ,R?!|-l 12 95.55; 18 in., $8.00; 24 in. $10 20- 

72 in.; $ $27 85 ; . 86 iD *’ fl3 * 90; 48 in * ; 918.55; 60 Ln* $23.25’; 

Sj 11 Ooj Oin. ft.)—12 in., 5c; 18 in., 7c; 24 in.. 9c- 80 in 
11c; 36 in., 12c; 48 in., 16%c; 60 in., 21c; 72 in., ’25c. * ** 
%-inch.. 20-gauge—List Roll,12 in., $8.55, 18 In.. $12 30- 

It ’in.’. SsMi ; 8 78ViiVis 86 ^ ^ 48 ^ 

Sell Full Roll—12 in., $9.60; 18 in., $18.85* 24 in 117 A*. 

72 in’ $48.°lo! 86 in ” 124 00 ’’ 48 in - $82 0 °i 60 in-I 940.101 

Sell Cut (lin. ft.)—12 in., 8%e; 18 in.. 12%c* 24 In m«. 
80 in., 19c; 36 in., 21c; 48 in., 29c; 60 in., 36c; 72 in!, 48c! 


NIPPERS, CUTTING— 
Kraeuter's— 

fjnch . 1.35 

®*? nck . 1.50 

7- Jnch . 1.85 

8- inch . 2.15 

Nettleton’e— 

6-inch . 2 00 

• 8-inch . 2.25 

10-inch . . 2!50 


12-inch . 2.75 

14-inch . 8!85 

Utica— 

Compound, 5%-inch.. 2.65 
Compound, 7%-inch.. 8.15 

Compound, 9-inch_8.75 

Common, 5-inch. 1.50 

Common, 6-inch. 1 75 

Jeweler’s, 3%-inch... 1.90 
Jeweler’s, 4%-inch... 2.10 

NIPPLES—Bee Pipe Fittings— 

NUTS—Cold Punched U. S. S. Hexagon Tanned_Sis* U K 

”■ S.i^eieh 3 IV; .V# % 

l*in., 2 for 25c. In quantity sell at cost, plus bo per cent 
.Wing. Tapped, U. 8. b.—3-16, 25c doz ; % 80c- 5-lfi’ 

40c; %, 50c; 7-16, 70c; %, 80c; %, $1.75. * ' 5 16f 

° A 8 I 5 ?nr- PllImhen ' 2 ° C lb,; NftV7 ’ 80c lb * ; Bett Unspun, 

OIL—3-in-l, 1-oz. bottle, 25c each; 8-os., 85o; 8-oz 65c- 8U. 

S: ^ H ° UMh0ld Lubric “* ^ 


OILERS— 

Oopperised Steel— 
14 

14B . 

15A . 

16 . 

Cannon Pump—Brass 

11 . 

12 . 

18.. 

Cannon Pump—Tin— 


.40 

.45 

.55 

.60 

.65 


Felloe 


2 % 


2.75 
8.00 
8.50 

1.75 

2.00 

2.25 


8 

8 

4 

5 

6 

Zinc, Chase’i 

00 . 

0. 

1. 

2 . 

8 . 

4 . 

5 . 

6 . 


2.25 

1.75 

1.85 

2.00 

2.15 


.15 

.15 

.20 

.25 

.80 

.85 

.40 

.45 


OPENER8 (CAN)— 
No. 

4 . 

16 . 

100 . 


Bach. 
. .10 
. .15 

. .80 


No. 

140 

840 


Eaeh. 

. .15 

. .80 
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OVENS, PORTABLE—Boss— 

No. Each. No. 

013.5.35 550 

055 . 5.75 700 

0200 . 5.25 750 

450 . 5.50 755 

Perfection— 17 

121 G . 6.25 122 

Pinney A Boyle— 33 

13 3.25 37 

17 4.00 37 


Each. 

. 5.50 

. 5.50 

. 6.50 

. 6.75 

G. 3.75 

G. 7.50 

. 3.50 

. 4.15 

G . 4.25 


Rubber—Standard I C., 35c lb.; Rainbow, 


No. 

1903 

9902 


PACKING—Sheet 
90c. 

Italian Hemp — Coraomn, 75c lb. 

Square Flux, braided, $1.50. 

Piston Spiral—Steam, high pressure, 
water, low pressure, $1.75. 

PADS—Sweat—No. 63 N12, Red Edge, 
Blue and White striped, $1.75. 
PADLOCKS— Corbin — 

No. Each. 

958 ....*.35 

2802% . 45 

2822 % . 65 

2869 . 1 25 

2879 . 2.10 

2880 . 2.35 

2881 . 3.00 

2883 . 4.50 

Miller— 

1 . 

016 . 

18 . 

18 li . 

19 . 

21 . 

75 . 

76 . 

78 . 

96 . 

960 . 

121 . 

5441 . 

Slaymaker— 

1902 .. 

PAINT 8UNDRIES— 

Alcohol—(Denatured)— 

1 g»JJ on .HS 

5 gallon. 1.80 

Alum— 

Pwd, leu than 100 
lbs, lb. 

Benzine— 

New cans, caad, gal 
Old cans, uncsd, gal. 


$2.50; Bteam or 


$1.25; No. 146 A 12, 


Each. 


.60 

.85 


1.85 
.35 
.40 
.40 
.40 
.50 
.55 
.85 
1.00 
.55 
. 75 
.55 
1.15 

.75 


9902 N 0.75 

21090 . 1.00 

Yale- 

223 . 100 

225 . 1.40 

453 J .45 

453 X.45 

563 . 1 85 

565 . 2.25 

585 . 2.50 

635 . 2.25 

645 J .80 

803 . 2.50 

805 . 2.50 

805% 3.00 

813 . 2.75 

815 . 2.50 

823 . 3.00 

833 . 3.50 

843 . 4.00 

853 . 4.50 

8454 . 3.50 

Lard. No. 1. 1.80 

Lin-O-Oil.90 

Neatsfoot No. 1... 2.40 

Neutral .60 

Paraffine.70 


.17 


.60 

.40 


Coal Tar— 

5 Gal. 

1-Gal . 

Gal. 

Gal. 

.50 

.65 

Creosote— 

Qil . 


.85 

Distillate— 

Light, gal ... 


.40 

Glue- 

No. 2 Gelatine 
Chicago White 

.... 

Lb. 

.50 

.50 

Kalsomine, White— 

nkla 9HO lha__ 

.08 

Kegs, 100 lba. 

vL-iil 

.09 

no 


25 lbs., ^ulk. .09% 

Less 25 lbs.11 

100 lbs. 5-lb. pkfs .10 
Less 100 lbs. pkgs .11 
Lamp Black—Bear Brand— 

1-S, lb. pkg.45 

.30 

Linseed Oil, Boiled— 

5’s.Gal. 2.25 

1-s.Gal. 2.50 

%’s .%-Gal. 1.35 

%’s .Qt. .75 

Vs .Pt. .40 

Raw Linaeed Oil, 2c less 
tbsn price of boiled. Point¬ 
ing contractors' price on 
Linseed Oil, 5c above ooet, 
according to quantity. 

Oil— Gal- 

Floor .75 

Gloss . 1.50 


Paint, Dry Colors— 

Umber.11 

Chrome Green, Med .20 

Graphite.06 

Princess Metallic.. .06 

Sienna.II 

Venetian Red.05 

Yellow Ochre.05 

Painters' Petroleum— 
1-Gal.Gal. .40 

Paints, Ready Mixed—1 at 
grade, white— 

Gals.GsL 4.40 

%-gals. ...%-Gsl. 2.30 

Quarts.Qt. 1.25 

Pints .Pt. .70 

%-pints-%-Pt. .40 

1st Grade, Colo 

Gals.Osl. 

% -gals. ...%-Gal. 

Quarts.Qt. 

Pints .Pt. 

%-pints ....%-Pt. .85 

2d Grade, White or 

Colors— 


Gals. ... 

.Gal. 

2.90 

% -gals. . 

...% Gal. 

1.60 

Quarts . 

.Qt. 

.95 

Inside 

Floor— 


Gals. . . . 

.Gal. 

2.90 

% -gals. . 

....%-Gal. 

1.60 

Quarts . 


.95 

Porch- 

— 


Gals. . . 

.Gal. 

4.25 

% gals. 

...%-Gal. 

2.25 

Quarts . 

.Qt. 

1.20 


Plastpr Paris— 

Less sack, lb. 

Putty, Bladder— 

Less than 100 lbs. 
Putty, Bulk— 

1-lb. Cans . 


2-lb. Cans.12% 

8-lb. Cans.09% 

5 lb. Cans.09 

10-lb. Cans.08% 

25-lb. Cans.08 

85 lb. Csns.06% 

Rosin— 

Lb. 

Tints, Kalsomine— 

Barrels, 280 lbs... 


.14 

Lb. 

.09 


Kegs, 100 lbs.10 


100-lb. bulk 
25-lb. bulk.. 
Less 25 lbs.. 


.11 

. 10 % 

.12 


100 lbs. 5-lb. pkgs. .09% 
Less 100 lbs. 5-lb. 
pkgs.10 

Turpentine— 

5’s.Gal. 2 35 

l's.Gal. 2.50 

%’s .%-Gal. 1.35 

%’S Qt. .75 

%’S Pt. .40 

Painting contractors' price 
on turpentine: 5 gals, or 
more, 2c above coat; less 

5 gals., 5c above coat. 


No. 4, each.50 

No. 5, each.60 

No. 6, each.75 

No. 7, each.85 


PAN8—Acme Frying— 

No. 00, each.20 

No. 0, each.80 

No. 1, each.85 

No. 2, each.40 

No. 3, each..,.45 

PAPER—ASBESTOS—1-16 and under, full roll, per lb., 18c; 
cut, per lb., 25c: over 1*16, full roll per lb„ 14c, cut, per lb. 
25c; Asbestos Millboard, 80c psr lb. 


P AB 


P A B 


Imitation 

3.25 

6.25 

4.25 
8.35 
6.80 

13.40 

25-lb., $2.35; 


BUILDING— 

No. 1—500. 4.25 

No. 1-1000. 8.00 

No. 2-500. 6.25 

No. 2-1000. 12.00 

No. 3-500. 9.00 

No. 3-1000. 16.50 

Red Resin—17-lb., $1.60; 20-lb., $1.85; 

30-lb., $2.75. 

Black Glazed—No. 1, 500 sq. ft. roll, $1.75; 1000 sq. ft. roll 
$3.00; No. 2, 500 sq. ft. roll, $2.50; 1000 sq. ft. roll, $4.50; 
No. 3, 500 sq. ft. roll, $3.25; 1000 sq. ft. roll, $6.00 

FELT—Asphalt saturated, per roll, $3.50; Deadening, per 

lb. 09. 

INSULATING—No. 8, per roll, $2.25; No. 10, per roll, $3.50. 
ROOFING— 


2 ply 

3 ply 


W.U 


Rooing— 



3 ply. 

. 5.75 

e 

Malthoid Junior. 

. 4.00 

3.00 

Roofing Cement— 


3.75 

Preservative 


4.50 

Bbls., per gal. 

.90 

d 

5 Gal., per gal. 

. 1.25 


1 Gal., per gal. 

1.35 

3.75 

4.75 

Pint . 

.30 


1 ply 

2 ply 


SAND AND EMERY—(Per quire of sheets)- 


Carborundum 
B. A A. 


Aloxite 


SHEATHING —Red 


0 

% 

1 

1% 

2 

2 % 

8 

.80 

.95 

1.10 

1.80 

1.50 

1.76 

%• 

.45 

.50 

.55 

.60 

.75 

.85 

.95 

.40 

.45 

.50 

.60 

.70 

.75 

.90 

.80 

.85 

.90 

1.00 

1.10 

1.20 

1.46 

or gray— 

20-lb., 

$1.85 

per 

roll; 

25-lb.. 


PEA VIES— 


Socket. 

Maple. Hickory. 


Socket. 

Maple. Hickory. 


4.25 

2%x4. 

. 8.40 

4.75 

2%x4%... 

.. 8.85 

4.60 

2.25 

2%x4% ... 

. 3.65 

4.85 

2%x5 ... 

.. 4.00 

4.65 

1.20 

.65 

2%x4% ... 
2 %x5. 

. 3.75 
. 8.85 

5.00 

5.00 

8 x5 . . . 

.. 4.25 

5.25 


PERCOLATORS, COFFEE—Univeraal- 


44 . 

46 . 

4R . . 

.5.50 

. 6.00 

. 6.50 

74 . 

76 . 

79 . 

•. 6* t ^ 

..._ 7.50 

52 . 

. 5.50 

714 . 

. 9.00 

54. 

. 6 00 

464 . 

. 7.00 

5fi 

. 6 50 

466 . 


58 . 

. 7.25 

469 . 

....... 8.oO 

fi4 . 

. 6.25 

474 . 

.. 7.50 

fifi . 

.7.00 

476 . 

. 8.25 

69 . 

614 . 

Percolator Tops, 

. 7.75 

. 8.50 

10c each. 

479 . 

. 9.00 


.03 

.07% 

Lb. 

.15 


PICKS—Drifting, 3-lb. $1.35 each; 4, $1.50; 4%, $1.65; 5. 
$1.75; 5%, $1.85; 6, $2.00. 

Railroad—5 lb., $1.50 each; 6, $1.65; 6%, $1.65; 7-8, *1.75 
Contractors—8-9 lbs., $2.25. 

PINS—Clothes—C—Common, 5e do*.; US—Spring, 15c; H— 
Hoyt's Spring, loc. 


Digitized by 


Google 
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PIPE— 


% -inch. . 
%-inch.. 
%-inch.. 
% -inch.. 
%-inch.. 
1 -inch.. 
1 % -inch. . 

1 %-inch.. 

2 -inch. . 


Standard Black Galvanized 
Cut Pull Out Full 
Length Length Length Length 
Pr. Ft. Pr. 100 Pr. Ft. Pr. 100 


.06 

.07 

.07 

.00 

.11 

.16 

.22 

.27 

.35 


5.25 

5.70 

5.70 

7.50 

9.75 

14.20 

19.20 
23.00 
30.80 


.08 

.00 

.09 

.11 

.14 

.20 

.27 

.35 

.45 


HARDWARE WORLD 

RETAIL HETJ.mo PBICE8—Continued. 

Oattinf tnd PISTOLS—Autom.tie—Oolu'. .95 0»L, $99.00 ««ch; J 5 

82700: 88 ^ 

$9?'Sof.3*o W $ e 28 0 00 _ ' 35 C *'- ,81 ' 50; 88 C**-. 

PITCH—Navy Caulking—5-lb. 

♦2.50; 50-lb. t $4.50; %-bbl.. 

PLAN ES—Block-Bailey—No. 

|3.50; 16, $3.65; 17, 4.15; 

Block, Stanley—No. 60, 


7.75 

8.50 

8.50 

10.00 

12.50 

18.75 

25.20 

30.00 

40.40 


Threading 
Cuts Threads 
Each Each 


.03 % 
.03% 
.03% 
.03 % 
.03% 
.03% 
.04% 
.06 
.08% 


.072 

.072 

.072 

.072 

.072 

.072 

.09% 

.12 

.16% 


pi PE—Gas and Water (black)—% inch, 6c foot; % inch, 7c"; 
% inch, 7c; % inch, 9c; % inch, lie; 1 inch. 16c: 1% 
inch, 22c; 1% inch, 27c; 2 inch, 35c. * 

Galvanised—% inch, 8c foot; % inch, 0c; % inch, 9e: 
H ineh. lie; % inch, 14e; l inch. 90e; H4 Inch/ 97e; 
1% inch, 85c; 2 inch, 45c. 

PIp E, —Nested, Pull Joints—8-inch, 40c joint; 4-inch 

40c; 5-inch, 40c; 6-inch, 45c: 7-inch, 45c; 8-inch, Japan. 
40c; 4-inch, Japan, 45c; 5-inch, Japan, 45c: 8-inch, GaSva- 

6-inci,^Gai.anUed’ 60^'^ 45Ci 5i " eh ’ S5c * 

Half Joints—5-inch. 20c joint; 6-inch, 25c. 

Taper Joints—6-inch to 5-inch, 45c joint; 7-inch to 6-inch. 
45c. * 


Bushings . 

Caps . 

Couplings . 

Crosses . 

Elbows, 90 degree. 
Elbows, 45 degree. 
Elbows, Reducing.. 
Elbows, Street .... 
Floor Flanges .... 

Lock Nuts . 

Plugs . 

* Reducers . 

Return Bends Close 

Tees . 

Unions . 


Bushings .... 

Caps . 

Couplings .. 

Crosses.55 

Elbows, 90 degree. 
Elbows, 45 degree. 
Elbows, Reducing . 
Elbows, Street .... 

Floor Flanges. 

Lock Nuts . 

Plugs . 

•Reducers . 

Return Bends Close .55 

Tees . 

Unions .. 

NIPPLES— 

Close .. 

Long. 


Blk 

.V 

% 

Blk. Gal. 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

.10 

.15 

.15 

.20 

.15 

.20 

.10 

.15 

.10 

.15 

.10 

.10 

.10 

.10 

.15 

.20 

.15 

.20 

.10 

.15 

.10 

.15 

.20 

.40 

.20 

.40 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.20 

.30 

.20 

.30 

.15 

.20 

.15 

.20 

.25 

.35 

.25 

.35 


1 

1 

% 

Blk 

.Gal. 

Blk 

.GaL 

.10 

.15 

.10 

.20 

.20 

.25 

.25 

.40 

.20 

.30 

.25 

.40 

.55 

.85 

.60 

1.00 

.20 

.80 

.80 

.45 

.25 

.40 

.50 

.75 

.25 

.35 

.85 

.60 

.25 

.40 

.35 

.60 

.30 

.55 

.85 

.70 

.15 

.25 

.25 

.35 

.10 

.10 

.10 

.15 

.25 

.35 

.25 

.45 

.55 

.85 

.75 

1.25 

.20 

.35 

.35 

.60 

.40 

.55 

.50 

.80 



4 

% 

Blk. 

. Gal. 

Blk. Gal. 

.10 

.10 

.10 

.15 

.10 

.10 

.15 

.20 

.10 

.15 

.15 

.20 

.25 

.40 

.35 

.55 

.10 

.15 

.10 

.15 

.10 

.15 

.15 

.25 

.15 

.20 

.20 

.30 

.15 

.20 

.25 

.85 

.25 

.50 

.25 

.50 

.10 

.15 

.15 

.20 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.25 

.25 

.35 

.30 

.45 

.15 

.25 

.15 

.25 

.25 

.40 

.80 

.45 

1% 

S 

1 

Blk. 

Gal. 

Blk. Gal. 

.15 

.25 

.20 

.40 

.30 

.45 

.45 

.75 

.30 

.50 

.45 

.60 

.75 

1.35 

1.20 

2.10 

.85 

.60 

.60 

1.00 

.55 

.80 

.80 

1.20 

.45 

.70 

.80 

1.30 

.40 

.70 

.80 

1.30 

.40 

.85 

.60 

1.25 

.25 

.35 

.30 

.55 

.10 

.20 

.15 

.25 


.30 .50 .55 .90 

.95 1.50 1.35 2.40 
.50 .80 .80 1.40 


.65 1.00 


5- inch Long. . . 

6- inch Long . . 

Close . 

Long. 

4-inch Long .. 

6-inch Long . . 

6-inch Long ... 

FITTINGS—From 2% to 4-inch—Black only. 


% 


% 


% 

Blk. 

Gal. 

Blk. Gal. 

Blk. Gal. 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

.10 

.15 

.10 

.20 

.10 

.15 

.10 

.15 

.10 

.20 

.10 

.10 

.10 

.15 

.10 

.20 

.10 

.15 

.15 

.25 

.20 

.30 

.10 

.15 

.15 

.20 

.20 

.35 

.12 

.25 

.20 

.30 

.20 

.35 

.15 

.25 

.20 

.35 

.25 

.45 


.85 1.30 

% 

Blk. Gal. 
.10 .10 


.10 

.10 

.10 

.10 

.15 

.30 

.25 

.25 

.35 


.15 

.15 

.20 

.20 

.25 

.45 

.45 

.45 

.50 


2 % 


Bushings .30‘ 

.65 

Couplings.60 

Crosses . 1.90 

Elbows, 90 degree. 1.05 

Elbows, 45 degree.1.10 

Plugs .25 

•Reducers .85 

Tees . 1.25 

Unions . 1 75 

NIPPLES— 2% 

Close .35 

5- inch Long.50 

6- inch Long.60 

8-inch Long.80 

10-inch Long. .’75 

•Reducers 1-inch and larger _* vw 

nr?T^ a, I e r r rr^T?J?« e 50 Per CeDt 0V ® r P r *Ce8 Shown. 

PIPE FITTINGS (STOVE)—Caps, No. O 15, 60c each; C-16, 
60c each. ’ 

Dampers—No. 3, 4, 20c each; 5, 6, 25c; 7, 40c 
Elbows—No. 3 Corg., 25c each; 4, 30c; 5, 35c; 6, 40c; 
7* Ad *- 4 Pc * 35c * 4 * 40c » 5 . 40c; 6, 45c. 3- 

inch Adj. Galv., 40c; 4-inch, 45c; 5-inch, 50c; 6-inch, 55c. 
No. 3 Corg. Jap., 40c; 4, 45c. 

]_ ot8 12 dozen, 5 per cent discount from above. 

« «* and 20c each; 8, 20c each; 30, 20c 
3 ’ 8 Ai ( i n 85 ‘«> : 4 > 5 ’ 85c i 6 * 7 * 85c ? 10. 35c. 

2®';; d 8addlaa . Nos. 15, l4 (Side). 90c each; 50, 
60 (Ridge), 75c each. 


8 
.40 
.95 
.90 
8.15 
1.60 
1.50 
.85 
1.25 
1.95 
2.35 
3 
.40 
.60 
.70 
1.00 
1.20 

reducing 


3% 

.55 

1.15 

1.20 

3.45 

2.10 

2.10 

.50 


2.50 

4.10 

3% 

.60 

.90 

.90 


to % -inch 


4 

.70 

1.60 

1.50 

6.00 

8.40 

8.00 

.55 

2.10 

3.95 

4.90 

4 

.75 

1.00 

1.00 

1.40 
1.70 
and 


can, 75c; 10-lb., $1.25; 25-lb. t 
, $9.00; bbl., $18,50. 

9%, $3.25; 9%, $4.00; 15, 

18, $4.00; 19, 4.15. 

$3.65 each; 60%, $8.85; 61. 
$8.25; 65, $4.25; 100, 80c; 101, 65c; 102, $1.25; 108 

♦ziogi 990, Vif40 : . la °’ 8285: 180, 8840! m * 88 86! 808 * 

Iron, Bailey—No. 2, $5.85 each; 3, $5.60; 4, $6.15; 4% 
HI; 00 *}* 5 V* 7,< i? ; 6 *’ ♦ 8 0 °i «. $9.10: 7. $10.50, 8. $12.50; 
JC, $5.75; 80, $6.00; 40, $6.65; 4^(3, 7.65; 5(5, $7.65; 
5%0, $8.60; 60, $9.75; 7$, $11.25; 8C, $18.25. ' 

.. I o r ? n ’-® tanle /r- No - 602 ' * 615 * ach ; ®°3, $6.65; 604, 
$7.25; 604%, $8.40; 605, $8.40; 605%, $9.00; 606, $10.50* 
607, $12.00; 608. $14.25; 6020, $5.60; 6030, $7.00; 6040 
$7.75; 604%0, $9.00; 6050, $9.00; 605%0, $9.75; 606<i 
$11.50; 6070, $18.00; 6080, $15.75. ^ 

No - 3W * tl-10; 15W, $1.25; 21W, 
$2.25; 27W, $2.50; 029W, $2.65. Razee, No. 5W. $2 25 • 
17W, $1.50; 28W, $2.65; $9W, $8.00 # * ' 

Wood Bottom, Bailey—No. 22, $4.00 each; 28, $4.00: 
24, $4.25; 26, $4.50; 27, $5.00; 28, $5.65; 29, $tf.65; 80. 
$6.15; 81, $6.15; 82, $6.15; 85, $5.00; 86, $5.60. 

Rabbet—No. 10, $9.00 each; 10%, $7.50; 75, $1.10; 78. 
$4.65; 90, $5.50; 92, $5.50; 98, $6.65; 98, $2.65; 99, $2.66; 
140, $4.15; 190, $4.15; 191. $4.00; 192, 8 65. 

PLATES—GAS, HOT— 

Griswold—No. 601. $8.50 each; 602, $6.00; 603. $9 76: 702 
$8.00; 702N, $9.75; 703, $11.75; 703N, $18.75; 722, $9 50: 

$l^oolV$l 2 ob 91S - 75; 728N> 81475:1001 - 81 86:1008 ' 
•?;00; S' 7t fl * 50; *’ UM; ® 8 **-00. 

PLUGS—Spark—$1.00 each. 

PLUMBS AND LEVELS—Metallic, 8tan*y—No. 86, 6-inch. 
$2.75 each; 9-inch, $8.25; 12-inch, $8.75: 18-inch, $4.75; 
24-inch, $5.50; No. 87, 18-inch, $6.25; 24-inch, $7.25; 87G, 
9-inch, $4.50: 12-inch, $5.25: 18-inch. $6.25; 24-inch, $7.85; 
No. 38%, 95c; No. 89%, $1.25; No. 84V, 6-inch? $2.26 
8-inch, $2.75. 

Wood, Stanley or Disston—No. 00. $1.75; 0, $2.00: 2. 
82.65; 8, $8.56; 18, $4.25; 25, $i.25: 80 ± $A60; 85. 
$3.75; 45%, $5.75; 90. $5.00; 98, $6.5$; 9$, $8.76; 9$, 
$4.50; 101, $3.25; loi, $1.00: 104, $1.25; 012, $2.25; 
6018, $8.00; 6024, $8.60; 6&12, $2.26; 6618; $2.86; 
6524, $3.25. 

Pocket, Stanley—No. 81, 2%-inch, 60c each; 8-inch, 65c; 
8%-inch 85c; 4-inch, $1.05; 40, 60e; 41, 25c; 44, 25c: 
600, $1.50. 

Extra Level Glasses—No. 1, 1% to 2-inch, 15c each; 2%. 
inch, 15c; 8-inch, 15c; 8%-inch, 20c; No. 6L, 80c; 6P, 50c; 
7L, $1,35; 7P, $1.85. 

POKERS STOV E 

No. 120, Straight, 20-inch, 16c each; 126, Straight, 26-inch 
20c; 200. Be nt, 2 0-inch, 15c; 250, Bent, 26-inch, 20e. 
POINTS A&D CHUCKS— 

For 30 and $1.$ .76 

For 85.50 

Nos. 11 and 15, 2-in.. .55 

3- inch .60 

4- inch .66 

5- inch .76 

6- inch .86 

POLISH (AUTO) —Pu rolac. 1 pt„ 60c; 1 qt., $1.00. 

POLISH (FURNITURE)—Durolao, 1 pt., 60e; 1 qt„ 

Calol, % pt. 80c each; 1 pint, 45c; 1 quart, 65c; % 

$1.15; 1 gallon, $2.00; 5 gallons, $7.50. 

Liquid Veneer, 4 ounce, 80c each; 12 ounce, 60e; 1 ouart, 
$1.25. 

O-Cedar—4 ounce, 30c each; 12 ounce, 60c; quart, $1.26: 
% gallon. $2.00; gallon, $8.75. 

Johnson's Prepared Wax, 5 ounce, 45c each; 1 pound, 85c; 
2 pounds, $1.70; 5 pounds, $3.00. 

METAL—NonOlio, % pint, 50c each; 1 pint, 75c; 1 quart, 
$1.25. 

8HOE—Shuwhite, 15c each; Midnight OIL 26c; Royal, 16c; 
Jet-Oil, 15c; 4 C 8 Shoe Satin, 10c; 9 0 8 Shoe Satin, 16c; 

1 C Satinola, 10c; 2 C Satinola, 15e; 5 P S Shoe Satin, 10c; 
10 P 8 Shoe 8atin, 15c; 5 P Satinola, 10c; 10 P, Satinola, 
15c. 

8TOVE—Liquid, No. 6 Black Silk, 20o each; 8, Black Silk, 
25c; 2, Black Eagle, 25c; 10 E, Enameline, 15c. 

Paste, No. 5, Black Silk, 15c each; 10, Black Silk, 20c; 
20, Black Silk. $1.50; 01, Black Eagle, 45c; 95 Black Eagle, 
$1.75; 4 E, Enameline, 10c; 6 E, Enameline, 15c; 75 Black 
Jack, 20c; 1, Rising Sun, 15. 

POTS—Fire. 

OIL. 


8-inch .96 

10-ineh . 1.10 

No. 76. 8.26 

No. 60. 1.00 

No. 80.85 

No. 81.95 


$ 1 . 00 . 

fuUoa. 


1 . 


8 Quart . 
10 Quart . 


... 1.50 

5 . 



... 1.75 

21 . 

_... .19.25 

12 Quart . 
16 Quart . 
Tin— 


... 1.90 

71 . 

72 . 



... 2.26 

221 . 


4 Quart . 
6 Quart ., 


_ .85 

^Watering Galvanized 


... 1.00 


4 Quart. 1.10 

6 Quart. 1.25 


8 Quart 
10 Quart 

Digitized by 


1.25 

1.60 
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HARDWARE WORLD 


RETAIL grrr.T.rwa PRICES—Continued. 


PULLER8—Nail—Rex, $2.00 each; Rex. Jr., $1.75; Red Devil, 
$2.75; Morrill’s, $2.75; Little Giant, $2.75. 

PULLEYS—Brass Screw, No. 350, ft inch, 20c each; ft, 25c; 
ft, 25c; 1, 30c; lft, 40c; lft, 65c. No. 370, % inch, 40c 

^Brass Side—No. 1150, ft Inch, 25c each; ft, 80c. No. 
1170, ft inch, 40c each; ft, 45c. 

Brass Upright—No. 500, 35c each. 

Clothes Line—No. 610, 2 inch, 20c each; 2 ft, 25c. No. 
660, 20c; 670, 20c; 1610, 2 inch, 25c; 2ft, 35c; 1660, 25c; 
1670, 30c; 6350G, 35c; 6500G, 55c. 

Hay Fork, No. 1267, 60c each; 692, 60c; 796, 75c; 46, $1; 
1651, $1.75. 

PULLEYS—Frame—No. 4, Ottumwa, per dot., 90c; No. 5, 
$1,00; No. 9, 95c; No. 105, 90c; No. 109, 90c. 

PUMPS—P. S.—1, $4.75; 2, $5.25; 8, $6.00; 4, $7.50. 
PUTTY—Per lb., 15c. 

RAKES—GARDEN—Malleable. 12-tooth, 70c each; 14-tooth. 
80c. Steel Straight, 12-tooth, $1.10; 14-tooth, $1.25. Steel 
Row, 11 and 12-tooth, $1.35; 18 and 14-tooth, $1.45; 15 
and 16-tooth, $1.60. Lawn. 85c. 

RAIL (HOUSE DOOR)—Prouty— , 4 

Richarda-Wileox 

9 ..foot, $ .15 16, 019.foot, $ .45 

132, 0182 .60 150 .18 

RASPS—Plain Horse Rasps—14-in., each $1.00; 16-in., $1.25; 

Flanged Horse Rasps—14-in., each $1.25; 16-in., $1.50; 

Haff Round Cabinet—10-in., each $1.25; 12-in., $1.60; 
14-in.,. $2.00; 16-in., $2.50; 18-in., $3.00. 

Half Round Wood—10-in., each $1.00; 12-in., $1.25; 

14-in., $1.65; 16-in., $2.25; 18-in., $2.90. 

Flat Wood—10-in., each 95c; 12-in., $1.25; 14-in., $1.50; 
16-in., $2.00; 18-in., $2.60. 


RAZORS (SAFETY)— Eveready 

No. No. 

700, each .$1.00 706 B, Blades, Pkg- .40 

2, each .. 8.00 

Gem 

800, eaoh .. 1.00 800 B, Blades, Pkg.... .50 

Enders 

900, each .. 1.00 900 B, Blades, Pkg.... .35 

Durham Domino 

1000, each. 1.00 1000 B', Blades, Pkg.. .50 

Gillette 

00, each . 7.50 480, each ..5.00 

460, each . 5.00 500, each .5.00 

460 B, each. 5.00 500 B, each. 6.00 


00, each . 7.50 480, each . 5.00 

460, each . 5.00 500, each .5.00 

460 B, each. 5.00 500 B, each. 6.00 

470, each . 5.00 501, each ......... 5.00 

501 B, each. 6.00 6 X B Blades, pkg. .50 

12 X B Blades, pkg 1.00 

Auto Strop 

1, set. 5.00 2541, set ....... ?.?0 

15, set. 6.00 600 B Blades, pkg. 1.00 

25, set. 6.50 600ft B Blades, pkg. .50 

251, set. 5.00 

REELS—Hose—No. 1 Wire, $1.65 each; No. 60, Wood, $2.25. 

REVOLVERS— 

Colts, Model Each. 

Police Positive. 84.00 804 B .17.25 

Police Positive Special 86.50 828 B ..17.00 

Police Positive Target 86.00 324 .17.00 

Army Special . 88.00 824 B ..17.25 

New Service. 89.00 ® 48 * 868 •••.™ 

Single Action. 86.75 848 B, 858 B.18.00 

Harrington A Richardson £44, 854 ...18.00 


203, 223 .11.50 

203 B, 228 B.12.00 

204, 224 .12.00 

204 B, 224 B.12.50 

263, 273 .12.50 

263 B, 273 B.12.75 

264, 274 .12.75 

264 B, 274 B.18.00 

Iver Johnson— 

800, 303, 323.16.50 

800 B, 803 B.16.75 

804 .16.75 

RIFLES—No. and Model- 
Daisy Air— Each 

25 . 5.25 

40 . 5.25 

8 . 8.00 

80 . 2.85 

11 . 2.35 

12 . 2.00 

King Air— 

4 . 2.25 

5 . 2.65 

21 . 1.85 

22 . 1.50 


TD—Octagon Brl.27.50 

14 A TD—Standard. .56.00 
TD—Carbine ..... 56.00 

16 A TD—Standard..42.50 
Savage— 

1899 250-3000 . 61.50 

1899 TD, Feath'wt. . 56.50 

1899 SF . 46.00 

1904 TD, 8ingle shot 9.75 
1914 TD, Hammerless 28.50 
Stevens— 

Little Scout . 5.75 

Crack 8hot. 7.25 

Marksman ..9.50 

Favorite .11.00 

70 TD, .22.17.25 

1919, .22 ....23.50 

Winchester— 


TD—Round Brl 56.75 
1890 TD—Oct. Fancy 57.50 
TD—Oct. Plain. 80.00 
1892 SF—Round BrL 87.50 
SF—Oct. Brl... 88.50 
TD—Oct. Brl.. 45.75 
SF—Carbine . . 82.00 

1894 SF—Round Brl. 85.00 
SF—Oct. Brl.. 42.00 
SF—Carbine .. 85.50 
TD—Oct. Brl.. 54.50 

1895 SF . 47.00 

1895—Govt. Model.. 50.50 

1895 TD . 59.25 

1902 TD—.22 . 10.00 

1908 TD—Plain .... 42.50 

TD—Fancy .... 69.00 
1904—TD—.22 . 10.00 

1906 TD ..27.50 

1907 TD . 58.00 

id Steel—No. 9. 15c box; 9S, 


1886 8F—Round Brl. 48.00 1907 TD . 

RIVETS—Slotted Clinch, Coppered Steel—No. 9, 15c box 
10c box. 

Copper—With Burrs— . 

Size. ft Lbs. Lbs. Rise. ft-Lbs. 


Burrs— 
ft Lbs. 

Lbs. 

Sise. 

ft-Lbs. 

Lbs 

B .50 

.75 

7—Asst.... 

... .45 

.80 

.50 

.80 

8 " ... 

... .45 

.80 

.50 

.80 • 

9 " ... 

... .50 

.85 

.50 

.85 

10 " ... 

... .50 

.90 

.50 

.90 

12 " ... 

... .50 

.95 


Copper Iron, with Burrs—08 Asst., 25c ft*lb. box; 010, 80e. 

RIVETS—Tinners—Black, all sixes (in kegs), 20c lb. Tinned. 
3, 8ft (in kegs), 80c lb.; 4, 5, 80c; 6. 7, 8, 85c; 10. 85c. 

ROOFING—(See Paper)— 

ROPE—Cotton, Thread—8-16, $1.10; ft to 5-16, $1.10 lb.; 
ft to ft, $1.10; % to 1. $1.15. 

Manila—Base, 40c lb. 

Sisal—Base, 80c lb. 

RULES, Boxwood—Lufkin-Stanley—No. 171(86), 60c each; 
872 (86ft), 85c; 878 (3), $1.50; 886 (82), 90c; 388 
(32ft), $1.30; 488 (57), 80c; 651 (68), 85c; 702 (18), 
55c; 751 (61), 40c; 752 (70), 50c; 761 (68), 50c; 762B 
(7), $1.40; 771 (84), 85c; 780 (62ft), $1.00; 781 (62), 
$1.00; 861A (58ft), $1.00; 8620 (88ft) $1.50; 871 (52), 
95c; 881 (54), $1.15; 981 (60), $1.40; 8851 (66ft), 80c; 
8851Y (66), 80c; 8861 (66ft), 90c: 8881 (66%), $2.00 
Rules, Steel—B 85, Blacksmith's, $1.00 each: 1085, Black¬ 
smith's, 85c; 041 Pocket, 20c; 4141, 4641, Zig-Zag, $1-15; 
4142, 4642, Zig-Zag, $1.85; 4143, 4648, Zig-Zag, $2.75; 
4144, 4644, Zig-Zag, $3.75. 

RULES, ZIG ZAG—Lufkin—Stanley—No. 804 F, 50e each; 
No. 806 F, 70c; 8518 (03), 40c; 8514 (04) 55c; 8^5 
(05), 65c; 8516 (06), 75c; 8518 (08). $1.00; 8528 (403 F). 
40c; 8524 (404 F), 50c; 8525 (405 F), 65c; 8526 (406 F), 
75c; 8618 (108), 45c; 8615 <105) 70c; 8616 (106), 85e; 
8624 (854 F), 60o; 8626 (856 F), 85c. 

Aluminoid, fcig Zag—4 ft., $1.75; 5 ft., $2.00; 6 ft„ $2.25. 

SAWS—One Man—Cross-cut— _ _ . 

Disston Chinook Chinook 

8 ft. 4.00 5ft ft. 7.70 - 

8ft ft. 4.60 6 ft. 8.65 12.80 

4 ft. 5.26 Oft ft.10.75 14.40 

4ft ft. 5.75 7 ft.10.90 16.00 

5 ft. 6.50 7ft ft.12.00 17.60 

Simonds Falling same price as Royal Chinook Cross Out. 

SAWS—Hand- 


Each. 

804 B .17.25 

828 B .17.00 

824 .17.00 

324 B .17.25 

843, 853 .17.75 

848 B, 858 B.18.00 

344, 854 .18.00 

344 B, 854 B.18.50 

864 B.19.25 

865 B.19.50 


Smith A Wesson— 

1905 Military. Police. .84.50 
Regulation Police .... 82.50 
1903 Hand Elector... 80.50 
88 S. A W. Perfected 80.50 

1908 Military. 85.00 

1911 Target . 35.00 

New Departure 88.... 80.50 

Marlin- 

20 TD—Octagon Brl.. 18.50 
27 TD—Round Brl... 21.80 
TD—Octagon Barrel. 24.55 
29 TD—Round Brl.. 15.60 
1897 TD—Round Brl. 22.75 
TD—Octagon Barrel. 24.80 
Remington— 

4 TD—Octagon Brl... 15.00 
6 TD—Round Brl.... 10.00 
8 A TD Round Brl.. .81.25 
12 TD—Round Brl... 19.40 


12 Disston or 69 Atkins. 

20 inch. 4.15 

22 inch. 4.65 

24 inch. 5.00 

26 inch. 5.25 

28 inch. .... 5.75 

30 inch. 6.00 

D8 Disston, or 61 Atkins 

18 inch. 8.00 

20 inch.. • 8.25 

22 inch. 8.65 

24 inch. 8.85 

26 inch. 4.00 

28 inch.4.65 

80 inch. 5-00 


Simonds Hand and Cross-cut Sr 


No. 7 Disston 

18 inch. 2.50 

20 inch. 2.65 

22 inch. 2.85 

24 inch. 8.10 

26 inch. 8.20 

28 inch. 8.75 

No. 120 Disston 

26 Inch. 5.75 

28 inch. 6.00 

No. 112 Disston— 

26 inch. 4.15 

28 inch. 4.50 

D100 or D20 Disston— 

26 inch. 4.00 

28 inch. 4.40 

Saws—Prices on Application. 


“ Back™ 

3,50 

Compass No. 2 
12-inch . 

. .85 


. 2 86 

14-inch . 

. .90 


8 25 

16-inch . 

. .95 

22 inch . 

. 4i00 

Kitchen No. 2 


24 inch . 

. 4.25 

12-inch . 

. .65 

26-inch .. 

. 4.76 

14-inch ............ 

. .70 

2R>ineh ... 

. 6.50 

1 A.ln#tfi ............ 

. .75 

Butcher No. 10 


Mitre 

. 5 25 

16-inch . 

1.80 

24-inch . 

18-inch . 

1.90 

26-inch . 

. 5.75 

20-inch . 

2.00 

28-inch . 

. 6.50 


22-inch ..2.15 


Digitized by 


Google 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


SAWS—MISCELLANEOUS—Continued— 


No. 50 California, 14-in. 1.40 
No. 51 California, 12-in. 1.80 
No. 51 California, 14-in. 1.90 
Disston, No. 9, 14-inch. 8.00 
Disaton, No. 10, 14-ineh 8.25 


Noat, Comploto 

No. 8.2.50 

Pruning 

No. 50 California, 12 in. 1.85 
Buck— 

Com Sgl Brace V tooth.$1.75 

Com Dbl Brace Tuttle tooth.2.50 

Com. Dbl Brace V tooth...2.75 

No. 150 Special . 1.05 

SAW CLAMPS—No. 8, $2.00; 0, $1.85. Perfection. No. 1W, 
$2.25; No. 3W, $2.75; No. 2W, $8.25. No. 11, with Guide, 
$3.25; Bishop'* No. 750, 85c; Stearns' No. 105, $2.75; No. 
200, $1.75; N83, $2.25; No. 8, Disston, $4.50. 


8AW SETS— 

201 G. A P. 1.05 

Spec. Morrill .2.00 

105 Morrill.60 

1 Morrill.1.85 

10.1.20 

77 . 1.00 

8AW TOOLS— 

Clipper Outfit.80 

Morrill’s Raker Gauge— 

No. 1.1.50 

No. 6.2.25 

No. 9.2.50 

Atkins Raker Swage.. .40 

5-M Tooth Gauge.25 

Jointers Pikes Perf... .75 

Jointers No. 7 Stems .70 

Morin No. 2.4.00 

8CALE8—Family, testing without scoop, $8.50; with scoop, 
$4.25; Peddlers' glass sash, $6.00; glass sash with chains, 
$6.50; brass dial, $7.25; brass dial with chains, $7.50. 
Spring Balance, No. 50, 80c each; 51, 55c; family, $5.75; 
No. 202, $6.50. 

SCISSORS—Cast—No. 10, 60c each; No. 44, 7% inch; 60c; 
8H inch, 65c; 240, 4 inch, 25c; 4ft inch, 80c; 255, 4 inch, 
80c; 4% inch, 85c; 5 inch, 85c; 5% inch, 40c; 6 inch, 45c; 
320, 85c; 350, 75c. 

Wiss—No. 14 B H, $1.85; 54%, $1.20; 65, $1.25; 55%, 
$1.80; 56, $1.40: 56%, $1.50; 57, $1.60; 154%, $1.46; 
155, $1.50; 155%, $1.55; 156, $1.60; 156%, $1.70: 167, 
$1.85; 864, $1.55; 864%, $1.60; 865, $1.65; 366, $1.85; 
463, $1.40; 468%, 81.45; 464, $1.50; 578, $1.85; 578%, 
$2.10; 574%, $2.80: 668, $1.85; 668%, $2.10; 664, $2.80; 
763, $1.80; 768%, $1.40; 764, $1.45; 764%, $1.60: 765, 
$1.55; 765%, $1.60; 766, $1.75; 778, $1.45; 778%, $1.50; 
774, $1.55; 814, $1.55; 814%, 81.60; 815, $1.65; 816%, 
$1.70; 816, $1.85. 

SCOOPS—Common Hollow Back—No. 2, $2.40 each; 3, $2.50; 
4, $2.60; 5, $2.75; 6, $2.85; 7, $2.90; 8, $3.00; 9, $3.10; 
10, $3.25. 

SCREENS—Adjustable—Window—Wabash, Wood Frame, 15* 
83, 80c; 18x88, 90c; 24x88, $1.15; 80x88, $1.45; 24x87, 
$1 25* 28x37 $1 50 

Sherwood, Steei Frame—18x88, $1.10; 24x38, $1.25; 24x 
37, $1.35; 30x87, $1.65. 

SCREWS—Cap and Set- 

Machine—Brass, Flat or Round Head— 

Prices shown are for full gross packages. For prioe of 


X Cut— 

Morrill No. 8. 1.85 

Baker No. 8.2.85 

Colonial . 1.85 

7 Taintor . 1.75 

28 Triumph. 1.65 

Hammer .85 

Lever. .26 

Morin No. 2%.4.60 

Morin No. 3.2.00 

Setting Tool Disston— 

No. 100.80 

No. 4 Setting Blocks— 
No. 4 Blocks, Morin.. 2.00 
Swages No. 0 Disst... 4.75 
Swages, Whitings.... 1.00 

Atkins, Rex . 1.00 

Atkins, Bxeelsior.85 


one dozen. 

use one-tenth of the' full 

package price shown. 

Size. 

%*in. 

%-in. 

%-in. 

%-in. 

1-in. 

2 . 

. 80 

.35 

.40 

.45 


4 . 

. 35 

.40 

.45 

.50 

.60 

6 . 

. 45 

.50 

.55 

.60 

.75 

8 . 

.... .65 

.75 

.85 

.90 

1.10 

10 . 

. 90 

1.05 

1.20 

1.40 

1.70 

12 . 

- 1.20 

1.40 

1.55 

1.70 

2.00 

14 . 

_ 1.50 

1.75 

2.00 

2.30 

2.75 

16 . 

- 2.40 

2.65 

2.90 

3.15 

8.65 

18 . 

- 8.00 

8.40 

8.70 

4.00 

4.75 

20 . 

.... 8.80 

4.15 

4.55 

5.00 

5.75 

Size. 


1%-in. 

1%-in. 

1%-in. 

2-in 

4 . 

. 

. . .75 

.90 

1 . 1 « 

1.40 

6 . 


.. 1.00 

1.25 

1.55 

1.90 

8 . 


.. 1.35 

1.55 

1.90 

2.25 

10 . 


. . 2.00 

2.20 

2.50 

2.85 

12 . 


. . 2.35 

2.70 

8.10 

8.50 

14 . 


.. 3.10 

3.45 

3.85 

4.25 

16 . 


.. 4.00 

4.55 

5.15 

5.75 

18 . 


. . 5.20 

5.70 

6.35 

7.10 

20 . 


. . 6.60 

7.45 

8.25 

9.00 

Iron, Flat or Round 

Head— 




Size. 

%-in. 

%-in. 

%-in. 

%-in. 

1-in. 

2 . 

. 25 

.30 

.30 

.35 

... 

4 _... 

. 25 

.30 

.30 

.35 

.40 

6 . 

. 30 

.30 

.35 

.40 

.45 

8 . 

. 35 

.40 

.40 

.45 

.55 

10 . 

. 55 

.55 

.60 

.65 

.75 

12 . 

. 60 

.65 

.70 

.75 

.80 

14 . 

. 75 

.75 

.80 

.85 

1.00 

16 . 


.95 

1.00 

1.05 

1.20 

18 . 


• • • 

1.35 

1.45 

1.60 

20 . 


. .. 


1.75 

1.95 


Size 


1%-in. 

1%-in. 

1%-in. 

2-in. 

4 . 


.55 

.55 

.65 

.80 

6 . 


.55 

.60 

.75 

.95 

8 . 


.60 

.70 

.80 

1.00 

10 . 


.90 

1.05 

1.20 

1.35 

12 . 


.95 

1.15 

1.30 

1.45 

14. 


1.15 

1.35 

1.50 

1.75 

18. 


1.40 

1.70 

2.00 

2.35 

18 . 


1.95 

2.25 

2.55 

2.90 

«an . __ 


2 25 

2.55 

2.90 

8.20 

Cap Screws— 

Prices shown are for dozen lots. For the price 
only, use one-tenth of the dozen price shown. 

U. 8. S. Thread, Iron— 

on one 

Lgth. .ins.) 

% . 

%-in. 

.55 

.55 

5-16-in. 

.60 

.60 

%-in. 

.65 

.65 

7-16-in. 

.80 

.80 

%-in. 

1.05 

1.05 

1 . 

.60 

.65 

.75 

.90 

1.10 

1% . 

1% . 

1% . 

2 . 

.65 

.70 

.75 

.75 

.65 

.75 

.80 

.85 

.75 

.80 

.85 

.95 

.95 

1.05 

1.10 

1.20 

1.20 

1.30 

1.40 

1.50 

2% . 

2% . 

3 . 

3% . 

4 . 

.85 

.95 

1.10 

.95 

1.05 

1.15 

1.00 

1.10 

1.25 

1.30 

1.35 

1.50 

1.75 

1.60 

1.70 

1.80 

2.15 

2.50 

Lgth. (ins.) 

l . 


%-in. 

. 1.65 

%-in. 

2.25 

%-in. 

3.30 

1-in. 

1% . 

1% . 

1% . 


. 1.70 
. 1.80 

1.85 

2.25 

2.45 

2.60 

8.30 

3.30 
3.50 

4.10 

2 . 


. 2.10 

2.80 

8.80 

4.50 

2 % . 


. 2.25 

8.00 

4.10 

4.90 

2 % . 


2.45 

8.15 

4.25 

5.30 

a " . 


2.70 

8.65 

4.70 

6.10 

3% . 

A _ 


. 8.05 

3.60 

4.25 

4.85 

5.40 

6.00 

6.95 

7.75 

S. A. E. Thread, Steel- 
Leth. (in.) %-in. 

% .60 

%.65 

1 .70 

1%.75 

1% .80 

1%.85 

2 .90 

2% . 1-05 

2% . 1.20 

2% . 1.30 

3 1.40 

3% . 1.60 

4 1.75 

Lgth. (ins.) 

5-16-in. 

.75 

.80 

.80 

.85 

.90 

.95 

1.10 

1.20 

1.30 

1.40 

1.55 

1.75 

2.00 

9- 

%-in. 

.85 

.90 

.90 

.95 

1.00 

1.10 

1.20 

1.25 

1.35 

1.50 

1.60 

1.90 

2.15 

16-in. 

2.15 

7-16-in. 

1.20 

1.20 

1.25 

1.30 

1.45 

1.55 

1.65 

1.80 

1.90 

2.00 

2.15 

2.50 

2.80 

%-in. 

%-in. 

1.25 
1.30 
1.35 

1.45 
1.60 

1.75 
1.90 
2.00 
2.15 

2.25 

2.45 

2.75 
8.10 

%-in. 

% . 

1 . 



2.15 

2.15 



114 . 



2.15 


. • • 

1ft . 



2.25 

2.65 

4:45 




2.40 

2.85 

4.45 

. 

2 . 



2.60 

3.05 

4.70 

2 % . 



2.80 

3.25 

5.05 

2% . 



3.05 

8.50 

5.85 

2% . 

8 . 



8.25 

8.45 

3.80 

8.95 

5.60 

5.95 

3% . 

4 . 



3.85 

4.50 

4.60 

5.25 

6.75 

7.55 


Prices shown are for dozen lots. For price of one only, 
use one-tenth of the dozen price shown. 


Square Head, V or U. _S.J3. Thread— 

Lgth. 

ft 

% 

% 

1 

1 % 

1 % 

1 % 

2 

2 % 

2 % 

8 

8 % 

Lgth. 

% 

1 

1 % 

1 % 

1 % 

2 

2 % 

2 % 

8 

8 % 

4 

Prices shown are for full gross packages. For price of 
one dozen, use one-tenth of the full package price shown 
Brass. Flat or Round Head— 


. (ins) 

%-in. 

5-16-in. 

%-in. 

7-16-in. 

%-in. 


. .25 

.80 

.35 

.40 

.50 


. .30 

.35 

.40 

.45 

.55 


. .30 

.35 

.40 

.45 

.55 


. .30 

.35 

.40 

.50 

.60 


. .85 

.40 

.45 

.55 

.65 


. .40 

.40 

.50 

.65 

.75 


. .45 

.45 

.55 

.70 

.85 


. .50 

.55 

.65 

.80 

.95 



.65 

,70 

.90 

1.05 



.70 

.80 

1.00 

1.15 





1.40 

. (ins.) 


%-in. 

%-in. 

%-in. 

1.65 

1-in. 


. .90 



.... 



. .90 



.... 



. 1.00 

*1.70 

2.40 

.... 



. 1.10 

1.85 

2.50 

8.40 



. 1.25 

2.00 

2.70 

8.75 



. 1.35 

2.10 

2.95 

4.00 



. 1.45 

2.25 

3.20 

4.35 



. 1.65 

2.40 

8.40 

4.65 



. 1.85 

2.65 

8.90 

5.25 



. 2.10 

8.00 

4.85 

5.90 



. 2.35 

8.40 

4.80 

6.50 
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WOOD SCREWS—Oontinned— 
Size. % in. %-in. %-in 


9. 

10 . 

11 . 

12 . 

IS. 

14 . 

15 . 

IS. 


%-in. 

%-in. 

%-in. 

%-in. 

.60 

.60 

.65 


.60 

.60 

.65 


.60 

.65 

.65 


.65 

.70 

.70 

.75 

.70 

.75 

.75 

.80 

.75 

.80 

.85 

.90 

.. . 

.85 

.90 

1.00 

.. . 

.95 

1.00 

1.10 

.. . 

1.05 

1.15 

1.80 


Size. 

1 % -in. 

1%-in 

6... 

. . 1.65 


7... 

.. 1.78 

2.25 

8... 

.. 2.00 

2.80 

9... 

. . 2.25 

2.55 

10... 

. . 2.45 

8.00 

11... 

. . 2.90 

8.25 

12. . . 

. . 8.25 

8.75 

18.. . 

. . 8.75 

4.15 

14... 

. . 4.10 

4.65 

15... 

. . 4.60 

5.85 

16... 

.. 5.05 

5.86 

17... 

• • • • • 

6.40 

18... 

• • • 

7.60 

Flat 

Head, Bri| 

rht— 

Size. 

%-in. 

%-in. 

0 to 

2.. .85 

.85 

8... 

.. .85 

.85 

4... 

.. .85 

.85 

5... 


.85 

6... 

. 

.40 

7... 

. 

.40 

8... 

. 

.45 

9... 


.45 


2-in. 8% 


in. 8 %-in. 


10 . 

11 . 

12 . 

18. 

14 . 

15 . 

16 . 

17 . 

18 . 

20 .__ 

8ize. 

8 . 


1%-in. 

1%-in. 

1%- 

.45 

.50 

.50 

.55 

; y 

.50 

.55 

*65 

.55 

.60 

.70 

.55 

.60 

.75 

.60 

.65 

.75 

.60 

.70 

.80 

.65 

.70 

.80 

.70 

.75 

.85 

.80 

.85 

.90 

.85 

.90 

1.00 

.95 

1.00 

1.15 

1.10 

1.20 

1.30 

1.25 

1.40 

1.45 

1.40 

1.60 

1.75 

1.65 

1.90 

2.00 

2.00 

2.15 

2.25 


... 

.85 

.85 

1.00 

. .. 

.90 

1.00 

1.25 

... 

... 

«.. 

1.85 

. .. 

... 

. .. 

1.40 



. .. 

1.75 

2-in. 

2 %-in. 

3 %-in. 

8-in. 

.75 

*80 

.95 

... 

.75 

.80 

1.00 

l!50 

.80 

.85 

1.05 

1.50 

.80 

.90 

1.10 

1.55 

.85 

.95 

1.15 

1.55 

.90 

1.00 

1,20 

1.60 

.95 

1.05 

1.25 

1.60 

1.00 

1.10 

1.80 

1.65 

1.10 

1.20 

1.85 

1.70 

1.25 

1.35 

1.45 

1.75 

1.40 

1.55 

1.65 

1.90 

1.55 

1.75 

1.85 

2.10 

1.85 

1.95 

2.10 

2.40 

2.10 

2.80 

2.35 

2.75 

2.40 

2.65 

2.90 

8.26 


Round Head, Blued—-Sell at 10 per eent advance 
prices shown for Flat Head, Bright. 

SAFETY 8ET—Briato)— 

H-inch, any length, 10c each; 5-16, 10c; %, 12e; 7-16, 
%• 18c; %, 25c; %, 80c; %, 85c; 1-inch, 40c. 

SCREWS—Lag—Gimlet Point, 8qnare Head—80% below 



%, 5-16-in. 

%-in. 

% 

in. 

%-in. 

%-ia 


Doz. 100 

Doz 

100 

Doz 

100 

Dos. 

100 

Dos. 

100 

1 

. .40 

2.50 









1% 

. .40 

2.50 









1% 

. .40 

2.50 

.45 

3.00 







1% 

. .45 

2.75 

.50 

3.30 







2 

. .45 

2.75 

.50 

3.30 

.70 

4.60 





2% 

. .50 

3.00 

.55 

3.60 

.75 

5.00 

1.10 

7.30 



3 

. .50 

3.20 

.60 

3.95 

.80 

5.45 

1.20 

7.85 

1.65 

11.15 

8% 

. .50 

3.40 

.65 

4.20 

.85 

5.85 

1.25 

8.45 

1.80 

12.00 

4 

. .55 

3.65 

.70 

4.50 

.95 

6.25 

1.35 

9.00 

1.90 

12.10 

4% 

. .60 

3.85 

.75 

4.80 

1.00 

6.65 

1.45 

9.55 

2.05 

13.50 

5 

. .60 

4.10 

.75 

5.10 

1.05 

7.00 

1.50 

10.10 

2.15 

14.30 

5% 

. .65 

4.30 

.80 

5.40 

1.15 

7.50 

1.60 

10.70 

2.25 

15.10 

6 

. .70 

4.50 

.85 

5.65 

1.20 

7.85 

1.70 

11.25 

2.35 

15.85 

6% 



.90 

5.95 

1.25 

8.25 

1.75 

11.75 

2.50 

16.65 

7 



.95 

6.20 

1.30 

8.65 

1.85 

12.40 

2.60 

17.45 

7% 



1.00 

6.55 

1.35 

9.05 

1.95 

12.95 

2.75 

18.25 

8 



1.05 

6.85 

1.45 

9.50 

2.05 

13.50 

2.85 

19.00 

9 





1.55 

10.25 

2.20 

14.65 

3.10 

20.60 

10 




. .. 

1.65 

11.10 

2.35 

15.75 

3.30 

22.10 

12 







2.70 

18.00 

3.75 

25.30 

SCREW DRIVERS—Machinists 

’, No. 51, 50c each; 

51%, 

75c; 


52, 85c; 52%, $1.10; 58, $1.15; 58%, $1.40; 54. $2.65: 
210, $1.90; 215, $2.25; 218, $2.75. * W * 

Yankee Ratchet—No. 11, 2-inch, 70c each; 8, 86c; 4, 
95c; 5, fi; 6 , $1.15; 8, $1.85; 10, $1.65; 12. $1.00; 

15, 2 inch, 75c; 8, 80c; 4, 85c; 5, 90c. No. 80. $8.00, 81. 
$4.00; 85, $2.25; 60, $1.00; 180, $8.75. * ^ 

8CREW DRIVERS—G. A P.—867—1%. 85c; 8. 40c; 4. 45e. 
8CYTHES—Bush— Grass— 

No. Each. No. Each 

400 . 2.50 200 2.50 

450 . 2.85 250 2.35 

Weed— 100 . 2.50 

300 . 2.50 150 2.85 

850 . 2.85 


SHEETS—IRON—Galranized—10 to 16, 11 %c; 18 to 24, 
12c; 26 to 27, 12%c; 28, 18c; 80, 14c. Black, 12 to 16. 
10c lb.; 18 to 28, 11c. Add 10 per cent for cutting. Cor¬ 
rugated, Ptd., 28 Ga., $8.25; Galv„ 26, $12.00; 28. $10.50 
Rockface Siding, $11.50. 

8HEETS—STEEL—Black, soft, 18-20, 22-24, 26, 27, 28, 30 
gauge, 20c cut; 14c full sheet. 

Galvanized Flat, 12-14, 16, 18-20, 22-24, 26, 27, 28, 80 
gauge, cut 22c; 16c full sheet. 

SHIELDS—Expansion—Sebco^Per hundred list. 

3-16 inch.13.00 % .38.00 


% 15.00 

516 .18.00 

% 25.00 

7-16 .32.00 


-Per hundred list. 

% 38.00 

% 45.00 

% 65.00 

% 95.00 

1 . 110.00 


SHINGLES—Tin, 5x7, $3.00; 7x10, $6.00. 

SHOT—Air Rifle, No. 25 (bulk), 80c lb.; No. 125 (1-lb. baga), 
80c lb.; No. 525 (tubes), 10c pkg. Balls, Nos. 0, 00, 900, 
20c lb. Buck, Nos. 1, 2, 8, 80c lb. Drop, Nos. 1 to 12, 80c 
lb.; B, BB, BBB, 25c lb. 

SHOVELS—D Handle, Round Point, No. 102, $2.50 each; 201 
$2.85; 401, $2.00; 1008, $2.25; 1004, $2.85: 1005, $2.5®. 

D Handle, Square Point—No. 104, $2.50 each; 208, $2.85; 
807, $3.00; 408, $2.00; 404B, $2.00; 1009, $2.66; 1010. 
$2.50; 1111, $2.25; 1112, $2.85. 

Long Handle, Round Point—200, $2.35; 800. $2.50: 
400, $1.90: 400A, $2.15; 700, $2.50; 701, $2.50; 800, $2.50; 
801, $2.65; 1000, $2.25; 1001, $2.85; 1002, $2.50. 

Long Handle, 8quare Point—No. 108, $2.50 each; 202, 
$2.35; 304. $2.50; 402, $2.00; 702, $2.50; 1006, $2.25; 
1007, $2.85; 1008, $2.50. 

8LEDS—Hand and Coaster— Jr. Racer . 4.25 

Flexible Flyer— Racer . 5.00 

No. 1.8.00 Tux. Racer. 7.50 

No. 2.8.50 Fire Fly- 

No. 8.4.50 No. 9. 1.75 

No. 4.5.50 No. 10. 2.25 

No. 5.7.50 No. 11. 2.75 

No. 6.15.00 No. 12. 8.25 

SMOOTH-ON—50c lb. 

SOLDER—% and %, 80c lb.; No. 1, 90-100, 65c; wiping, 
40-60, 70c; Wire, 50-50, 85c; Electrical Wire 40-60, 55c. 


8PORTING GOODS— 

Each 

Official Baseballs .... 2.50 
Second Grade Baseb’ls 2.00 
Playground B. B., Out 
or Plain Seam— 

14-inch . 8.00 

12-inch .2.75 

Baseball Bats, league.. 1.75 
Baseball Masks, r * 10.00 

Chest Protectors.8.50 

Official- 

Rugby Footballs... 10.00 
Soccer Footballs.... 12.00 

Basketballs .15.00 

Volley Balls.6.00 


Handballs.85 

Boxing Gloves, 6-os... 18.50 

Striking Bags . 9.00 

Championship Tennis 

Balls .55 

Best Grade Rackets, 

Sutton .12.00 

Cotton Gym Shirts.... 75 

White Running Pants. 1.00 

Bike Jockey 8trap.75 

Rubber Soled Tennis 

Grm 8hoes. 1.95 

Rubber Soled Tennis 

or Gvm High.2.25 

Basketball Shoes .... 5.00 


SPRAYERS—Myers* Bucket Pump, 8 lbs., $9.50 each; 6 
lbs., $7.00. Hand—Faultless, 70c each; Misty, 60c. Knap¬ 
sack—Kant Klog, $7.50; Perfection, $9.00; Utility, $7.25. 
SPRAY PUMPS—Faultless Tin, 75c eaoh; Barnes No. 254 
$6.55; Barnes, 276, $9.50; Little Giant, 827%, $5.75; Arne 
Pressure 345. $8.50; Defiance, No. 824. $8.50. 

SPRINGS, DOOR—Colled 16-inch, Japanned Spring, %-inch, 
10c; 9-82, 10c; 11-32, 10c; 13-82, 10c; %, 15c. Faultless. 
Tight No. 12 8teel Wire, 16-inch, 45c each. Victor, Adjust¬ 
able Tension, 9-inch, 20c each; 10-inch, 25c; 11-inch, 30c; 
12-inch, 40c. Reliance, Extra Heavy Ratchet Tension. 10- 
inch, 55c each. Warner’s Coppered Steel Wire for screen 
doors, each, 15c. Torrey Screen Door, 39 in steel rod. 50c. 
8PRINKLERS, LAWN— 

Perforated Tube, Dew Drop, 7 feet long, brass, $8.00 each; 
8 feet, $3.25; 8 feet, galvanized, $2.50. 

Pluvius—Revolving Brass Spon, $1.15 each; * Revolving 
Arms. 6-inch, $1.35; Revolving Arms, 11-inch. $2.25. 

Ring— 5 % -inch diameter, 75c each; 8 %-inch, $1.00. 

Rose—8-inch perforated oblong plate spray. 75c each. 
Ross—Perforated oblong plate spray, 75c each. 

Thompson’s—Twin, 40c each; Fountain, 50c; Fan, 25c; 
Simplex Circle, 40c; Shower, 50c; Peerless, 55c. 

Will’s Galvanized Pipe—6 feet, $2.25 each; 7 feet, $2.50; 
8 feet, $8.00. 
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RETAIL 8ELLINO PRICES—Continued. 


STAPLES—Feneo Wire—Polished, 8e lb.; itlnoiied, Oo 
Poultry Wire—%-Inch, 15« lb. 

8TABRETTS TOOLS—Add to Catalogue— 

Micrometers, 50% 

Thickness Ganges, 50% End Mess. Rods, 50% 

Or. 71st Stock. 50% Caliper Gauges, 50% 

Handy Equiv. Table, 60% Micrometer Cases, 50% 
Balance of Book (not itemised) add to list 40%. 

STEEL—Mild—See—Iron. Tool, 22c; Drill, Co., 20c. 


8TONE8—Carborundum—No. 76, 50e; 107, $2.00; 108, $2.25; 

100, $1.76; 110, $2.00; 111, $1.85; 112, $1.00; 118, $1.00; 

115, $1.75; 118, $1.75; 117, $1.75; 118, $1.50; 119, $1.50; 

120, $1.50; 121, $1.25; 122, $1.25; 123, $1.25; 124, $1.00; 

180, 75c; 181, 75c; 142, 75e; 148, 75c; 144, 75c; 145, 50c; 
146, 50c; 147, 50e. 


Pike’s Oil and Water—No. 18, 60e each; 14, 60c; 16, 10s; 
20, 40c; 22, $1.00; 26, 15c; 87, 25e; 40, 25e; 42, 86e; 
48. 50c; 51, $1.00; 52, $1.25; 58, $1.50; 54, $1.00; 66, 
$1.25; 56, $1.60; 50, 15c; 60, $1.75; 62, $2.25; 66, $2.75; 
68. $3.75; 78, 50e; 80, 60c; 86, 75e; 88, $1.00; 92. 50e; 
04, 60c. 


Pike's Seytho—No. 89, 15c each; 40, 15c; 41, 15e; 42, 20e. 


STOP AND WASTE— 

y% . 1.60 1 . 3.75 

% . 2.25 lbi . 5.75 

% ..*. 2.75 


STRIP—Weather—Rubber, %-inch, 5c ft.; %-inch, 7e ft. 
Felt, %-inch, 5e ft.; %-inch, 7e ft. 


8UPPORTS—Wagon Tongue— 
Lindquist's— 


1 .2.00 

2 . 2.50 

8 . 8.25 


Haggard Spiral— 

0 . 

1 . 

2 . 

8 . 


1.85 

1.75 

1.90 

2.15 


SWEEPERS, CARPET—Bissel’s American Queen, $7.50; Club, 
$14.00; Elite, $8.75; Gold Medal, $7.00; Grand Rapids 
(Nic), $7.50; Grand Rapids (Jap), $6.25; Grand (Jap), 
$8.00; Parlor Queen, $7.75; Princess, $7.25; Prize, $7.00; 
Universal (Nic), $7.00; Universal (Jap), $6.00. 

Vacuum—Sunerba, $13.00; Grand Rapids, $11.00; House¬ 
hold, $9.00. On account of the freight, retail prices 50 
cents higher prevail in the following Western and Southern 
states: Colo., New Mex., Wyo., Mont., Ore., Utah, Aris^ 
Nev., Ida., Wash., Calif., Tex., Okla., Ark, La, Miss., Ala., 
Fla., Ga.. N. C. and S. 0. 


TACKS—Bills Posters', No. 545 Wire, or 555 Cut, 8, 85c lb.; 
4, 85c; 6, 85c; 8, 85c; 10, 85e. 

Carpet—434 Out, or 484 Wire %-lb. papers. No. t, 10c 
box; 4, 10c; 6, 10c; 8, 10c; 10, 10c; 12, 10c. 

488 Cut, or 488 Wire %-lb. papers. No. 8, 6c box; 4, 
6c; 8. 6c; 10, 6c; 12, 6c. 

495 Wire in bulk. No. 8, 40c lb.; 4, 85c; 6, 86c; 8, 
35c; 10, 35c; 12. 85c. 

Gimp—824. No. 2%, 15c box; 8, 15c; 4, 16c; 6, 16c; 
8, 15c. 

* Upholsterers'—804 Cut, %-lb. papers. No. 1%, 15c box; 
2, 15e; 2%, 15c; 8, 15c; 4, 15c; 6, 15c; 8, 15e; 10, 15e; 
12 to 16, 15c. 

805 Cut, or 855 Wire in bulk. No. 8, 40c lb.; 4, 86c; 
6, 85c; 8, 35c; 10, 85c; 12, 85c. 

Double Pointed—Blued %-lb. papers. No. 9, 6c box; 
10, 6c; 11, 6o; 12, 6c; 14, 6c. 

Blued in bulk. No. 209, 40c lb.; 210, 40c; 211, 40c; 
212, 40c. 


TAPES—MEASURING—(Lufkin)—(Starrett) 
Asses' Skin 


No. Each 

710 85 

713 1.25 

715 . 1.75 

716 . 2.00 

730 90 

733 1.45 

735 . 1.80 

736 . 2.25 

Linen 

1030 .!. 1.40 

1033 . 2 25 

1035 . 2.90 

1036 . 3.35 

Metallic 

500 L. 4.00 

503 L. 6.00 

505 L. 7.50 

506 L. 9.00 


143 . 

Pocket 

. . .95 

145 . 

165 . 


.. 1.10 
. . .25 

3143 . 


. . .60 

8175 . 


. . .50 

240 . . 

243 . . 

245 . . 

246 . . 

260 . . 
263 . . 

Steel 

. . 6.00 
.. 7.00 
. . 9 25 
. .12 00 
. . 6.25 
. . 7.50 

265 . . 

266 . . 

550 . . 

553 . . 

555 . . 

556 . . 


. . 9.75 
. . 12.75 
. . 5.50 
. . 7.00 
. . 9.25 
. .12.00 


Surveyors' 

276 D. . ...14.75 

5100 .11.00 


STEEL TAPES— 

100 . 5.50 200 D. 6.00 

108 . 8.25 208 . 9.75 

105 .12.00 203 D. 9.25 

106 .14.25 205 .14.25 

200 . 6.00 205 D.18.50 

Asses' Skin Case—25, 65c; 50, 85c; 76, $1.16; 100, $1.86. 

TAPE—Friction—% lb., 45c; 2 os., 15c; 1 os., 10c. 


TENTS—Single Filling— 


8ize 

8-oz. 

10-os. 

8Ue 

8-os. 

10-os. 

7x7 _ 

..14.80 

17.80 

18x1$ .. 

...57.18 

67.85 

7x9 .... 

. .17.55 

20.45 

16x20 .. 

.. .68.10 

78.65 

9x9 .... 

. .20.25 

23.70 

16x24 .. 

...71.85 

88.60 

9*4x12 . 

. .23.85 

27.85 

16x30 . . 

. . .86.95 

101.80 

12x14 .. 

. .32.00 

87.35 

A or Wedge— 


12x18 .. 

. .89.50 

46.15 

5x7 _ 

. .. 9.25 

10.75 

14x16 .. 

. .42.00 

49.30 

7x7 _ 

. ..11.65 

18.60 

14x20 .. 

. .52.15 

60.60 

7x9 _ 

...18.95 

16.85 

Flys Half Price of Tents. 




Wagon Covers— 

Single Filling— 



Size 

8-oz. 

10-os. 

Size 

8-os. 

10-os. 

10x14 .. 

. .. 8.85 

11.10 

12x16 .. 

...12.90 

15.90 

10x16 .. 

. . .10.15 

12.70 

12x18 .. 

.. .14.85 

17.90 

Stockmen’s Bed 

Sheets—Single Filling— 


Size 



8-oz. 

10-oz. 

12-os. 

6x12- 



_ 5.00 

6.50 

7.50 

6x14. 




7.50 

8.75 

7x14_ 




10.85 

12.25 

7x16. 




12.50 

14.10 

THIMBLES—Flue—6-in., 10c; 

7-in., 18 c; 

6-in. to 7-in. AdJ., 


15c. 


TIN— 

Bar and Pig, $1.20 lb. 

Common Reefing, 40c per sheet. 

Valley, No. 4, 6c per ft.; 10, 10c; 14, 14e; 20, 20a. 
Painted 1 side, lc foot extra, two sides 2e. 

Flashing, IC. lxl. $8.25 per 100 feet; %xl, $8.25. 

Shingles—5x7, $8.50 per 100 ft. 

Valley—14-inch, 17e per foot, $16.00 per roll; 20-iaek, 25e 
per foot, $22.00 per roll. 


TOGGLE BOLTS—Sebco 

No. 1- 

-Per hundred list. 




—Diameter— 

Length 


%-ln. 

8-16-in 

H-ta. 

3-inch . 


- 6.00 

8.00 

12.50 

3%-inch . 


_ 6.25 

8.00 

9.00 

4 . 


_6.75 

8.50 

13.80 

5 . 


_ 7.50 

9.25 

14.30 

6-inch . 


_ 8.00 

10.00 

15.00 

Sebco No. 5—With 

either 

round or flat head 

machine 

screws— 


— 

Diameter— 

Length 

8-inch. 


Kin. 

8-16-in 

8.15 

%-in. 

8.50 

4-inch. 


. 2.97 

8.50 

8.85 

5-inch.. 


. 8.82 

8.85 

4.20 

6-inch. 



4.20 

4.55 


TORCHES—Clayton A Lambert—No. 28, Alcohol, $4.25 each. 
Gasoline—No. 14. $6.50 each; 37, $11.00; 38, $11.75; 31, 
$12.50; 32, $13.00; 48, $15.00; 62, $17.00; 112, $11.75. 


TRAP8—Fly—Paragon, 85c each; Balloon, 25c; Edgewood 1, 
$2.00; Edgewood 2, $2.00; Avis 1, $2.75; Avis 2, $2.50; 
Avis 8, $2.25; Perfect, $1.45. 

Game—No. 0 Newhouse, 65c each; 1 Newhouse, 75c; 1% 
Newhouse, $1.15; 2 Newhouse, $1.65; 3 Newhouse, $2.25; 
4 Newhouse. $2.75; 5 Newhouse, $20.00; 1 Oneida Jump, 
35c; 1*4 Oneida Jump, 55c; 2 Oneida Jump, 90c; 0 Victor, 
25c; l Victor, 30c; 1% Victor, 45c; 2 Victor, 60c; 8 Victor, 
$1.00; 4 Victor. $125. 

Gopher—Western. 25c each; Noxall, 25o; Maccabee, 25c; 
Ensv S*»t, 25c; Newhouse. 25c; California Pocket, 40c. 

Mole—Reddick. $1.35 each; Out-O-Sight, $1.75. 

Mouse—Sure Catch, 5c each; Security, 10c; Choker-Wood, 
15c; Choker-Tim, 10c; Delusion, 25c; Holdem, 65c; 
G*ee, 25c. 

Rat—Sure Catch, 20c each; Security, 25c; Holdem, small, 
$1.15; Holdem, large, $1.35. 


ROLLEY— 

-Richards—Per Set— 



5%-ft. 

No. 

3-ft. 8H-ft. 4-ft. 

4%-ft. 

5-ft. 

016.... 

. 5.25 5.50 5.75 

6.00 

6.25 

6.50 

16.... 


9.50 

9.75 

019.... 

. 4.75 5.66 5.26 

5.50 

5.75 

6.00 

19. . . . 



8.50 

8.75 

0132. . .. 

. 5.25 5.60 6.66 

6.40 

6.75 

7.25 

132. . . . 



9.50 

9.75 

No. 

016 ... 

6-ft. 6%-ft. 

. . . 6.75 ..... 

7-ft. 

8-ft. 

10 ft. 

16.... 
019.. . . 

. . . 10.00 10.25 

6.25 . 

10.50 

11.50 

12.50 

19.... 
0132... 

. . . 9.00 9.25 

... 7.50 . 

9.50 

10.50 

11.00 

132. ... 

.. . 10.00 10.50 

11.00 

12.00 

13.00 

135—1 

$3.00 each; 185—2, $4.50; 187- 

-1, $2.50; 9— 


Midget. 60c; 90T—Midget Track, 12c. 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


TINWARE 


Wash Boilers 

8 . 10 75 

Pot Covers 

6 10 

| 225 .85 

230 . 1.25 

08 .80 

15 20 

Muffin Puna 

6 85 

8 .45 

9 .55 

Pis Pena 

8.10 

9. 10.25 

10 . 15 

285 . 1.50 

Tss Kettles 

01 H .55 

020 . 20 

28 A. 4.25 

12 . 25 

110 . 85 

29 A. 4.50 

18 . an 

120 . 45 

128 B. 4.50 

14 . as 

02 .60 

180 . . . t 60 

129 B. 4.75 

15 50 

027 ..55 

Cske Pens 

5 .15 

7.85 

229 B. 4 75 

Cups 

09 .20 

029 . 75 

7 .10 

Wash Bowls 

07 25 

047 2 25 

10 . is 

049 . 8.00 

75 .25 



08 . 80 

28 80 

067 . 2.75 

081 15 

Sauce Pens 

012 .40 

7 . 40 

028 16 

069 . 3.75 

oaf 20 

8 . 50 

211, 212 10 

Preserving Kettles 

160 .. .45 

084 ... 20 

016 .50 

Covered Buckets 

214 . 20 

041 20 

020 .60 

Cutters 

All sixes.15 

Dippsrt 

200 .65 

048 . 80 

024 .85 


240 .85 

72 .40 

028 . 1.05 

18 gg 

280 . 1.05 

74 .66 

Coffee Pots 

1 .80 

14 AK 

320 . 1.80 

Dish Pens 

IX Tin 

10 .90 

Dinner Buckets 

1 . Art 

01 .40 

2 15 

02 .80 

Moulds 

2 Melon_ 1.65 

4 Melon.... 2.25 
08 Jelly.15 

2 .40 

4 .50 


03 .45 

14 . 1.05 

Tss Pots 

qja a c 

8 . 1 15 

4 .25 

17 . i.85 

04 . 1 25 

9 .80 

15 Jelly.85 

21 . 1.60 

QiQ r n 

80 85 

10 .85 

61 Cske.50 

IXXX Tin 

17 . 2.00 

AtA .. .DU 

Flour Sieves 

9 ft A 

40 .. i oo 

82 .80 

62 Cske.65 

600 . 1*7$ 

34 .85 

Dairy Psils 

in oo 

21 . 2.10 

ft t a a a 

675 . 1 86 

85 . 40 

80 . 8.10 

ftio ft ft 

Milk Cans 

1 Af\ 

42 . 50 

in i on 

Milk Pens 

200 . in 

Flour 8iftsrs 
i a n 

208 . 75 

14 . 1.10 


Forks 

1. 2, 8, 4 . 10 

f. «.15 

40.85 

202 . .*15 

4 . 50 

" .. -«w 

4 . 90 

60 . 45 

204 . 20 

5 . 30 

01 At\ 

80 . 50 

206 . 25 

10 |n 

OB 6A 

814 . 25 

100 . 55 

2100 85 

Skimmers 

10 7(6 

04 oa 

818 . 80 

104 . 1.25 

2120 . 40 

12 Q KA 

«1 . 10 

105 . 1.50 

800 . 16 

46 1 a 

14 . ft on 

Funnels 

10, 15, 20 . 10 

120 . 85 

801 . 20 

8trainers 

2 15 

500 _ . a An 

124 . 1.50 

802 . 80 

508 . * * r'vk 

25 . 20 

125 . 1.65 

804 . 40 

ft fn 

505 a aa 

80 . 20 

140 . 70 

806 .50 

10 40 

nl 0 42 AA 

85 . 20 

144 .. 1.65 

8100 . 65 

20 nn 

Oil Cans 

10 • A 

120 .25 

512 . 2.25 

8120 . 68 

ftft 7* 

125 . 80 

514 . 8.00 

504 . 40 

506 . 50 

510 . 75 

110 . 45 

81 . 60 

180 . 85 

220 . 75 

Breed Pens 

01 . 25 

112, 121 . 60 

128 . 65 


TWINE—Cotton—Wrapping 
Flax—18 BB, 80c lb.; 
90c* -- 


Sacking, 85c. 
VALVES— 

Standard Globe and 
Angle Valves— 


l 1 - 28 & Budding, $1.25. 
I2eUne k 8si ™ : 40 8 * ekl “®’ 70 «! 88 Sacking, 85c; 44 



WAGONS—Boys*— 
„ American 

No. and Sixe. 


122—10x22. 
124—11x24. 
126—12x26. 



Standard Gats Valves— 

M. i an 

.80 

.86 

.90 

%.; 

H . 

% . 

. 1.70 
. 1.85 
2 26 

1.10 

1.40 

2.00 

i . 

1 H . 

1 H . 

. 3.10 
. 4.10 
. 6 60 

2.80 

8.86 

5.85 

2 . 

. 8.00 

Eaeh. 

2.00 

2.26 

886—16 x 86 . 

Wagners— 

No. 18 . 

No. 20 . 

7.26 

.10.00 

.11.60 

2.50 

No. 24. 

. I $ l 00 

8.00 

8.50 

Coaster—Star— 
No. 10 . 

. 9.50 

4.00 

No. 20 . 

.10.50 

e .50 

No. 80 . . 

.11.50 

500 

No. 40 . 

. 12.50 

4.00 

Mare-Wells— 

No. 10 . 

. 7.50 

4.25 

No. 11 . 

. 8 00 

5.50 

No. 12 . 

. 9.50 


WICKS— 

Oil Cook Stove Wicks—New Perfection with wire carrier, 
each, 45c; Bon Ami with wire carrier, 45c. 

Oil Heating Stove Wicks—New Perfection with wire 
earner, each, 45c. 

Lamp or Lantern Wicks—Flat—No. 0, width %-in.. 2He 
each; No. 1, %-inch., 2He; No. 2, I-Iil, 2He; No. 8, 
lH*in., 5e. 

Rochester Wicks—Circular 


WIRE— 

Per 100 lbs. 

8 gauge ...... 

6-8-9 *! m ::::::::::::::::: 

10 . 

11 .. 

12 .. 

18 . 

14 . 

15 . 

16 . 

17 . 

18 . 

Barbed Fence—Glidden Pat., 
Baker Pat., $7.15; Baker Gal 
$8.50. 


%, 20c; 7-16, 


Samson 

826—12x26. 

828—18x28. 

882—15x82. 

WASHERS—Cast Iron—Sixe H to H, 11c lb.; % to 2, 12e 
lb.; Angles, all sixes, 12c lb. 

Malleable—Standard, 25c lb.; Nail Hole, 25c lb.; Angle 
85C lb. 

Ont—Sixe 8-16, 29c lb.; M, 24c; 5-16, 22o; 

19c; H, 18c; % to 1, 17c. 

WASTE—Cotton—No. 6X White. 28c lb.; 1 White, 26c; 2 
White, 85c; 01 Colored, 21c; 02 OoJored, 20c; 10 Wool, 88c. 
WAX—Floor 95c lb. 

WEANERS—Calf—Shews No. 1, 65c; No. 2 , 75c. Hoosier 
No. 11, 75c; No. 12, 85c. Kantsuk—-Calf, 50c; Cow, 60c. 
WEDGES—Truckee-Alki, lb. 20c; Oregon-Atha, 16c; Cedar- 
Atha. 22c, Cedar-Alki, 18c; Falling, 27c; Saw, 22c. 

WHEELBARROWS—Brick—No. 10 B, $15.25 each; 20, 

S 15.00.. 

arden—No. 2, 4H cu, ft. capacity, $10.50 each; No. 8, 
5H cu. ft., $11.75; No. 21 (Toledo Clipper), $6.25. 
Railroad—No 15, $6.00 each; No. 17, $6.50: No. 19, $10.00. 
Steel Tray and Frame—No. AX, $14.50 each; 4, $17.00; 5, 
$19.00; 10, $25.00. 


Am. Special Galv., 


1R, 

sixe 4x6 in 

. each. 

In., 25c. 


Plain Fence. 

Baling. 

Black. 

Galv. 


6.60 



6.60 

7.80 


6.50 

7.20 


6.50 

7.25 


6.60 

7.80 


6.60 

7.85 


6.75 

7.45 

.... 


7.55 

7.66 


8.00 

7.10 

.. ., 

8.10 

7.20 

.... 

.... 

7.50 


9.00 


90; Glidden Gslv., 

$7*6$*; 

$7.85. 

Wsukcgsnito 

Galv„ 


Hog. 

Cattle, 

each. 

.4.70 

4.55 


Broken Coils—Add, 1 to 24 lbs., 8c; 25 to 49 lbs. 
to 99 lbs., lc per lb. 

8tove Pipe Wire, 50*ft. coils, 15c each. 

WIRE CLOTH—See Cloth. 

WOODENWARE— 

Spoons 

18-inch .15 

15-inch ...15 


6.40 

2c; 50 


Trays. Chopping 

0—10x18 ins.75 

8—11x22 inch. 1.25 


WOOL—Steel—l*lb. rolls—0, $1.25; 1, $1.10; 2 and 8, $1.00. 
8-ox. packages, 25c each. 

WRINGER8—Mop—Vanco 78, $4.50; 88, $4.00; 89, $5.00 
Dana or Eagle, 5, $3.25; 10, $4.50; 20, $5.00. 

White’s 8, $4.00; 00, $5.25; 8, $5.25. 


6-inch. 

Agr. 

Coes 

Crescent 

Stillson 

Trirao 

Barealo 

N. 

.90 

1.65 

1.10 

1.65 

1.25 

8-inch. 

1.05 

2.00 

1.85 

1.85 

1.50 

10-inch. 

1.25 

2.85 

1.65 

2.10 

1.80 

12-inch. 

1.65 

8.60 

2.50 

.... 

2.75 

15-inch. 

2.25 

4.15 

8.75 


4.10 

18-inch. 


5.85 

4.60 

i.io 

5.25 

21-inch. 


6.50 




ZINC—Full sheets. 

85c lb.; 

less than sheets, 

40c ib. 
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New Ladd’s Discount Book No. 3 

A new and enlarged edition of this standard work, comprising the most comprehen¬ 
sive collection of discounts ever printed, as well as many other valuable computations 
for commercial purposes, is now ready, after months of preparation by the compiler and 
editor, William J. Ladd. 

Is one of the greatest time and labor-saving productions of the age. The net of any 
amount at any discount can be obtained in a second. The calculations have all been 
carefully checked. No proving is necessary. It is invaluable for pricing and checking 
invoices, figuring inventory, making prices, figuring profit, etc. Note the equivalent 
discounts. Are they worth anything to youf 

It contains more than300,000Computations including New Discounts and Combinations 
which have come into use within the last few years. Nearly 600 pages, all double indexed. 


60 , 10 , 10 , 7 % & 2 %. 


K 1<X7V t >8**. 40, 88*/a. 10. la 7*4 *9’ 

>» 10, 10 A7V*._86. 06.80/10. 10*7Vs. 


60 , 10 , 10 , 7 % & 6 . 


D116.69 09 
MlMtll 
9S If .IT 63 
*427.4616 
0821.1597 


ma 



The section above shows a part of a page of the book. There are six 
tables on a page. Put your finger right on the net the hand shows: The 
net of 73 cents is 21 cents, $7.30 is $2.13, $73.00 is $21.33, $730.00 is 
$213.31, $7,300.00 is $2,133.11. 

OTHER USEFUL TABLES 


Net of One Dollar showing all discounts 
arranged numerically, with different 
ways given for their application. 

Per Cent Profit. Tables for adding per¬ 
centage, affording an accurate and rapid 
way of making prices with profit added. 

U. S. Money Into Foreign Money and Re¬ 
versed. Pounds, marks, francs, kronen, etc. 


Numerical Arrangement of Figured 
Nets brings the different nets together 
numerically and increases the value of the 
other tables. 

Twelfths of a Dozen or Gross. These 
tables, arranged on the plan of the Dis¬ 
count Tables, give the price of fractional 
parts of a dozen or gross. 


600 Pages. Double Indexed. Size, 8 x 11 inches. Cloth. Price, $10.00, 
Including a Full Tear's Subscription to the HARDWARE WORLD. 


ABSUN V1AAIST 077X091 


yj lftan Building, 

Ban Traaolaeo, Calif. 

807 Fionaar Building. 
Saatfela, Wait 



388 Taylor 8t., oornar Talh, 
Portland, Oregon. 

804-907 loott Building, 
Balt X.aka City. Utah. 
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HARDWARE WORLD 

BUSINESS OPPORTUNITIES 


FOB SALE 

125 pair No. 1 B. 27 Vi Expansion Ball 
Bearing Trolley Door Hangers, manufac- 
tured by Richards-Wilcox. Address C. 
W. H., care HARDWARE WORLD. 


FOR 8ALB 

A general merchandise business in the 
best irrigated Talley in Nevada, has been 
established for 10 years, and is a money 
maker. Stock will run $25,000 to $30,* 
000; did over $80,000 business last year. 
Owner wishes to retire and will sell at 
inventory price. Business includes $7,000 
genu* furnishing and dry goods, $6,000 
groceries and the balance in hardware, 
paints, plumbing supplies. Address Ne¬ 
vada, care HARDWARE WORLD. 


HARDWARE BUSINESS FOR SALB 
Stock of Hardware in best factory su¬ 
burb of Indianapolis, Ind. Stock extra 
well selected, and in store strictly up to 
date; publishes monthly store magazine, 
which is mailed to 1000 of its customers. 
Office is completely equipped with ad- 
dressograph, dictaphone, adding machine, 
stamp affixing machine, and all other mod¬ 
ern equipment. Stock invoices $10,000 
and fixtures, including new Vim truck, 
$3,000. Volume of business last year was 
$31,000. Been established over 16 years. 
For particulars, address XXX, care HARD¬ 
WARE WORLD. 


UNUSUAL OPPORTUNITY 

First-class hardware man with about 
$5,000.00 capital can purchase half inter¬ 
est in a hardware store and be actively 
employed in its management. Store now 
being operated in connection with a lum¬ 
ber yard, but to be incorporated and run 
in a separate building by itself. Splendid 
location in a growing community in one 
of- the best sections in So. Calif. Add. 
C. L. B. W., care HARDWARE WORLD. 


FOR SALE 

A new clean stock of Hardware and 
Household Utensils, all less than two years 
old. A good assortment of salable goods 
and up-to-date fixtures bought at the right 
prices. Stock and fixtures will amount to 
about $20,000.00. 

In very best business location in the 
city. In the most prosperous city of 
southern Arizona, with a population of 
over 20,000. A good opportunity for any¬ 
one to get into a hardware business. 

Reason for selling is that owner wants 
to reduce his business responsibilities as 
he has other interests to look after. Add. 
“Arizona,” Care HARDWARE WORLD. 


FOR SALE 

A first class, clean hardware stock for 
sale in one of the best towns in North 
Dakota, situated on the main line of the 
N. P. R. R. Population 1500; good 
schools and churches. Stock of $10,000.00; 
store in the heart of the city; fire-proof 
building. A money maker for a live 
wire. Address N. D., care HARDWARE 
WORLD. 


FOR SALE OR EXCHANGE 

We have for sale or exchange the fol¬ 
lowing: 

1 New Era Gas Engine, No. 1073, 15 
H. P. 20-inch Crescent Jointer. 

1 36-inch J. A. Fay & Eagen Band Saw. 

1 L. G. McKnight 24-inch Sander. 

1 Pony Planer, 24-in. 1 Boring Machine. 

Machines complete with counter shafts. 

This machinery has been in use about 
six months. The cost today would be from 
$1500 to $1600. We will sell it for $850 
or exchange it for hardware, automobile 
or truck. Address Steubenville Hardware 
& Supply Co., Steubenville, Ohio. 


WANTED—SALESMAN 

Want responsible Sales Organization or 
individual representative covering retail 
Hardware and Paint Stores in Washing¬ 
ton, Oregon, Idaho and Montana. Ex¬ 
cellent opportunity for attractive side 
line. Established factory product of merit 
and reputation. References required and 
given. Address Burnett Chemical Com¬ 
pany, 421 West 18th Street, Los Angeles, 
California. 


GENERAL HARDWARE AND 
IMPLEMENT BUSINESS 
FOR SALE 

Established and paying well. In livest 
town in San Joaquin Valley, and excep¬ 
tionally good location. Stock consists of 
general line of builders’ hardware, kitchen¬ 
ware, automobile supplies, paints and oils. 
Some valuable exclusive agencies. Write 
Box 638, HARDWARE WORLD. 

FOR SALE CHEAP 

50,000 prs. 2x2 and 2%x2H tight pin 
sheradized steel butts; 60,000 4Vfc-in. 
Hinge Hasps. Union Steel Spec. Co., 5605 
Wayne, Chicago. 

FOR SALE 

Hardware Stock in good town 100 miles 
from Spokane. Invoice $6,000. Write 
for particulars. Address H. B. R., HARD¬ 
WARE WORLD. 

FOR BALE: 200,000 feet galvanized 
screen wire. Full rolls, 
widths 18 to 48 inches, 
14 and 16 mesh. 

Curry Fly Trap Company, Tulsa* Okla. 

FOB SALE 

Hardware and Furniture Block in proa 
perous, well located city in Oregon; a 
clean, good paying business. Stock will 
invoice about $80,000. Anyone wanting 
a business of this kind will pay them won 
to investigate this proposition. Add row 

L. O.. care HARDWARE WORLD. 

8ALESMAN WANTED 

Hardware salesman for central Califor¬ 
nia point with population of 1500. Ad¬ 
dress C. G. F., care HARDWARE WORLD. 

FOR SALE 

Surplus stock of Monarch, Malleable, 
Peoria, Lexington, Goles Stoves and 
Ranges. If interested, write for special 
prices. Address Roanoke Hardware Oo„ 
Roanoke, Illinois. 

WANTED 

Hardware Road Salesman. Muat be 
thoroughly experienced, capable and ready 
to do hard work. Do not apply if you do 
not have these qualifications. Addreis W. 
R. R., care HARDWARE WORLD. 

WANTED 

Party with $15,000 or $20,000 cash to 
invest in established jobbing business in 
California, to take active part. Must 
give good references. Box 409, HARD¬ 
WARE WORLD. 

8ALESMAN WANTED 

High grade salesman calling on whole¬ 
sale and large retail trade in Oregon and 
Washington to sell several leading factory 
lines, on commission. Socket Wrenches, 
Electric Lamps, Blow Torches, Towel Bars, 
Metallic Gas Tubing, Automobile Tubes, 
etc. Good opportunity for the right man. 
Add. H. G. E., care HARDWARE WORLD. 

TRADE RHYMES $1.00 

Any advertiser can have a three verse 
trade rhyme or five two-line slogans sent 
them on approval by investing $1.00. 
Send any suggestions or circulars to 
(Reegtherhymer) H. Summer Geer, Studio 
No. 62, 209 Dyckman St., New York City. 
Suggestions selected and used $1.00 each. 

POSITION WANTED 

As aasistant manager or director of a 
housefurnishing department In a retail or 
department store Is the position I would 
like. Nine years' experience should be 
sufficient to guarantee my ability to fill 
the position. Twenty years as a road man, 
visiting this same trade, has kept me in 
touch with the line specified. Salary no 
particular object, but a living remunera¬ 
tion expected for my services. Address 

G 8. 31 care HARDWARE WORLD. 

EXECUTIVE POSITION WANTED 
“High caliber” Hardware Executive 
wants position as Manager, Buyer or De¬ 
partment Head, or assistant to any of the 
above. Eighteen years experience Thirty- 
four years of age; married. Address V. 
W„ 523 North 48th St.. Seattle, Wash. 

FOR SALE 

Only exclusive Auto Accessory and Tire 
Store in one of the best county seat 
towns in the San Joaquin Valley, Calif 
All new stock, good fixtures and good 
lease. Family affairs demand that present 
owner return East. Invoice about $7,000. 
Address Forced Sale, care of HARDWARE 
WORLD. 

WANTED 

Young man with thorough knowledge of 
hardware and kitchen ware in a large re¬ 
tail store with high clsas trade and a good 
location. Must be live, energetic, neat 
appearing and courteous. Must furnish 
first-class references. State experience 
and salary expected. Address O. H. O., 
<>are HARDWARE WORLD. 

SYSTEMATIZE YOUR STOCK BINS 

Bin label cards for Ford Auto parts, 
sheet metal card holders, transparent cel¬ 
luloid card covers, bin markers and stock 
record cards for mill, hardware, auto and 
plumbing supplies. Send for samples and 
prices, and free booklet, “How to Sys 
temize the Stock Room.” Haddon Bin 
Label Company, Haddon Heights, N. J. 

FOR SALE 

Hardware Store, clean up-to-date stock 
hardware and household utensils. One of 
the best locations in San Francisco. Ex¬ 
cellent lease, cheap rent. Ten to twenty 
thousand will handle. Address T. K., 
care HARDWARE WORLD. 

FOB SALE 

The only complete hardware stock in 
town of 2.000 for sale. Will invoice from 
$12 000 to $15,000. The business Tuns 
from $35,000 to $40,000 per year. Selling 
on account of old age; business estab¬ 
lished for forty-two years. 8tore and fix¬ 
tures rent for only $70.00 per month. 
Fine climate, in one of the best and most 
prosperous sections of California. A good 
paying plumbing business is run in con¬ 
nection with it. Draws trade from a ter¬ 
ritory of from 25 to 30 miles. Address 
California, care of HARDWARE WORLD. 

WANTED TO BUT 

A Hardware or Hardware and Imple¬ 
ment Store in Tdaho. Oregon or Washing¬ 
ton. Want a store that invoices $10-™™ 
to $12,000, complete with fixtures. Will 
pay cash Write full particulars. Ad¬ 

dress W. T. care HARDWARE WORLD. 

FOR SALE ^ , 

Hardware, Electrical and Snorting Goods 
store. Established 38 years in one of the 
busiest growing sections of San Francisco. 
Owner wishes to retire. Bargain for cash 
bnver Address Box 2744, care* HARD¬ 

WARE WORLD. 

TRADE OR SELL 

Have fifteen acres, including apples, 
neaehes. pears and small fruits; six room 
bouse, electric liehts. city water and tele¬ 
phone. Greenhouse, packing and storage 
houses, garage, cow barn and corral. All 
modern conveniences of city home. Ten 
blocks to accredited grade school, railroad 
station and postoffice, on well sprinkled 
road. Will trade this property for Hard¬ 
ware Stock of enual value, or sell for cash. 
Books show $2600.00 nrefit and hare done 
no manual labor myself, hiring it all done. 
An ideal place for someone wantinr to 
retire; perfect climate. Write to F. C. 
Paist, 430 Symes Bldg., Denver, Colorado. 

OOQle 

EXECUTIVE WANTED 

An established wholesale heavy hard¬ 
ware company, located in a Western State, 
wants a man with either office or travel¬ 
ing experience in the line. Must be will¬ 
ing to cooperate with the other two mem¬ 
bers of the firm actively interested. The 
business is excellently located in a proven 
field. The opening requires a man ready 
to enter business for himself and A1 as¬ 
sociates. The position requires and justi¬ 
fies an investment. Address M. F. G., 
care Hardware World. 
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^ Exhibit “F” _ 

Black & 

DECKER 

PORTABLE ELECTRIC DRILLS 

With the PiMol G ri p iitul Tri gi cr Stt ifcK 

The American Motors Corp., Plainfield, N.J., builders of the well-known 
American Six automobile, find the Black 6c Decker Baby Drills (3/16 M and 
1/4") ideal for their body fitting and general assembly work. 

L. P. Rife, Production Manager of the American Motors Corp., says: 
“We are using Black 6c Decker Portable Electric Drills because they en¬ 
able us to accomplish most economically the accurate work demanded 
by the high standards we have set jn manufacturing a quality car.” 
The reasons tonfchis are the unusual power of these Drills, their ability to 
stand up uridell severe usage, light weight, nice balance, and “ The Pistol 
Gri p and Tri gg enSwitch ” control. 


«ssonza5E» 


The BLACK & DECKER MFG. CO. 

TOWSON HEIGHTS. BALTIMORE, MT>„ U. S. A. 

Portable Electric Drill* Electric Valve Grinder* Electric Air Compressor* 
BRANCH OFFICES t 

New York, N.Y. Philadelphia, Pa. Atlanta, Ga. San FrancUco. Cal. Chicago, III. 


Detroit, Mich. 

' V .. . V 


Cleveland, Ohio 
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THE BUFFUM TOOL CO. 

LOUISIANA, MO. 


High Grade Tools 




for High Grade Workmen 


The High Quality of our Tools, also good service rendered the 
Government and the trade, helped Uncle Sam win the war. 

With our increased facilities we expect to meet all demands 
and will appreciate your continued orders. 



No. 1771 Carbon Scraper Set List $7.20 Dos. 
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DISSTON KLEEN-SPARK 


DISSTON MAGNETO FILE 


DISSTON NO.38 SCREW DRIVER 


DISSTON NO.95 KEYHOLE SAW AND PAD 


DISSTON MACHINIST SCRAPER 


DISSTON HACK SAW FRAME & CHROMOL BLADE 


DISSTON 

TOOLS FOR THE MOTORIST 
AND MECHANIC 

Sell the autoist and mechanic good tools— 
or it is better not to make the sale. 

Few workers subject their tools to as great 
a strain as do the mechanics working on 
automobiles and engines. A poor tool simply 
will not do the work; if you sell that kind, 
the result is dissatisfied customers. 

The dealer who sells Disston tools makes 
two profits—he builds up his trade through 
satisfied customers and gets a quick turn¬ 
over. 

Have you seen the new Disston “Kleen- 
Spark M —a double tool in one piece, handle 
covers over each end, one end a magneto file, 
the other end a knife blade—for cleaning 
spark plugs! A very compact, efficient tool 
not much larger than a pencil—a tool that 
the motorist has long been calling for. 

Do vou know about the Disston 38 Screw 
Driver—“the strongest driver made”? And 
the Disston machinists 1 and bearing 
scrapers? And the Disston hack saws and 
blades? 

The Disston Magneto Files are real files; 
carefully and accurately made of high-grade 
Disston Steel made to “stand up“ to the 
work for which they are intended. 

These tools are all of the same high grade 
steel and workmanship that has made the 
Disston Hand Saw the quality standard of 
the w rid. 

Ask your jobber or write to us for complete 
information. 

Henry Disston & Sons, Inc. 

General Offices: Philadelphia, U. S. A. 
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Tapping cast iron tees on a machine in one of our foundries 


Yes! They are different! 

You’ll find that Grinnell Pipe Fittings axe different — that in consistent quality, 
they stand head and shoulders above any pipe fittings you have ever sold. And 
here’s a sound selfish reason for this consistent Grinnell quality — we are big 
users of our own fittings. 

Sometime ago we found that nothing but the best pipe fittings would do in our 
Grinnell Automatic Sprinkler Systems, heating and other piping work. The only 
sure way to have a thing right is to do it yourself. So we started making our own fit¬ 
tings. Quantity production soon gave us a surplus to offer in the general market. 
And so this great pipe fitting branch of our business started. 

Today Grinnell Fittings are easy sellers and satisfaction givers. Every fitting is 
perfect—inspected twice for the slightest flaw. They couple easily and make 
tight joints. Any doubtful ones go straight to scrap. Grinnell fittings always 
bring all around satisfaction. 

Send us an order—today. 


GRI N KE LL 



COMPANY 


Me PaC> v 


453 MISSION STREET, SAN FRANCISCO 
439 EAST 3rd STREET, LOS ANGELES 


Ask the owners of 25 million Grinnell sprinkler fittings 
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Drill Holes Give Electric Motors 
Interchangeability of Parts 

The selection of an electric motor 
was previously made on the basis of 
its ability to give good service. 
Today, it must be built not only to 
give service, but also to permit th^ 
quick disassembling of its units or 
the rapid replacing of its parts 
should the occasion demand it. 

It is interesting to know that ac¬ 
curate drill holes have helped to 
make electric motors easier and 
quicker to take apart. Also, that 
they have, by insuring more perfect 
threads, assisted materially in in¬ 
creasing the solidity of electric 
motors. 

You will find that the manufacturers 
of well-built electric motors use 
Detroit Twist Drills because these 
drills actually do give more accurate 
holes with less regrinding and with 
less cost for power. 

When You Order Drills 
Specify Detroit Twist Drills 

Detroit Twist Drill Company, Detroit, Mich. 

New York Sales Office: 45 Warren Street 
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Millers Falls Tools make 
good customers 


This advertisement helps 
too; — Saturday Evening 
Post for July 24th 
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He Saw This Millers Falls Ad 

In the Saturday Evening Post and so he stopped in at 
the leading hardware store in his neighborhood. That 
' No. 41 Screwdriver would be just the thing to use 
around his motorboat. 

But the Salesman didn’t let his interest stop there. 

A little questioning — and out came a No. 12 Millers 
Falls Breast Drill. The customer tested its balance, 
felt the free run of its gears, admired its fine finish. 

A word and a touch showed how the gears were 
shifted — and the sale was made. 

Alert hardware dealers know that the “talking 
points” of Millers Falls Tools make it easy to hold the 
attention of the craftsman, be he amateur or profes¬ 
sional. They tell us that every Millers Falls tool in 
service is a silent salesman for its fellows. Bits, braces, 
hand and breast drills, mitre boxes—each through its 
performance speaks of the merits of the entire line. 


MILLERS FALLS COMPANY 


MILLERS FALLS, MASS. 
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ONE SOURCE OF SUPPLY 


“Steel Gem” 

The reason why jobbers handle 4 ‘Steel Gem” 
casters is very evident. Just note the many 
good selling features. 

The demand is already created. Customers 
want “Steel-Gem” casters because exper¬ 
ience has taught them that “Schenck 
Quality” cannot be equalled in any other. 

The “Steel-Gem” line of casters is a com¬ 
plete line. It is made in “All Styles and 
Sizes,” Grip Neck, Phila. Stem, Square 
Plate. You get your complete line from 
“One Source of Supply.” 

“Steel-Gem” casters are packed in a strong 
paper box, one set to a box. They fit nicely 
on the shelf, look neat and are convenient 
to handle. 

There are no come-backs on “Steel-Gem” 
casters. They are strong, well constructed 
and give years of service and satisfaction. 

We have specialized in making casters for 
30 years. Nothing but the best grade of steel 
goes into “Steel-Gem” casters—and they are 
made right, as only “Schenck” experience 
can make them. 
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ALL STYLES AND SIZES 
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“Steel Gem 

“Feltoid” Wheels 


For hardwood floors “Steel-Gem” casters 
are made with “Feltoid” wheels. 

“Feltoid” is a composition of substances, 
specially treated and prepared to withstand 
hard wear. Yet it has a soft silken tread 
and will not mar the most highly polished 
hardwood floor, or the finest floor covering. 
Easy to put on, and easy on everything you 
put them on. 

All “Steel-Gem” casters are made with 
steel, brass or nickelplate finish. 

Your customers know what “Steel-Gem” 
casters are. Just show them. They sell 
on sight and the profit is worth-while. 

Don’t forget. “All styles and sizes.” “One 
Source of Supply.” 
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The Importance of HINGES 
in BUSINESS 

/CROWDED city streets, gigantic industrial plants, pro- 
V> duedve farmlands, railroads, mines—the energy of busy 
America is represented and directed with auick dispatch in 
oar staunch towering office buildings. Within the four walls 
of these structures hundreds of distinctly different endeavors 
are conducted without conflict—behind closed doors. 

And Hinges make doors possible! 

The use of hinges outdates history. Since that first crude 
hinge was conceived centuries ago their use has increased with 
world-wide progress. Now everyone uses hinges everywhere. 

The McKinney Manufacturing Company realized the im¬ 
portance of hinges fifty years ago when its business was 
started. Today McKinney Hinges and Butts are the stand¬ 
ards in their field. 

When planning for building or repairs be careful in your 
selection of hinges. Look for that name McKinney. It 
guarantees years of uninterrupted hinge service—lifetime 
usefulness rendered’without a squeak. 

You can vet McKinney H'mges and Butts to match any 
architectural dfesign. Whether they be for heavy cathedral 
portal, simple garden £ate or small box lid, they combine 
artistic taste with practical busy-day service. There is a size 
to fill every hinge need perfectly. 

You won't have to travel far to find a hardware dealer 
who is oroud he carries the McKinney line. And you'll 
always find him p good man to deal with! 

Remember that name McKinney. See that it appears on the 
hinges or butts you buy. McKinney Service is worth while! 

McKinney manufacturing company, Pittsburgh 

Western OSes, Chicago Export Rcpmnutioa 

MCKINNEY 

Hinges and Butts 

Aim fmttmrtrt uf gmrmgt mmd fmrm kmildimg 

deer-kmrdwmrt, /armkmru Amrthmmrt mmd McKtumty Ont-fdmm Truth. 

T%*u fdcKiumty Omt-Umm Truth tit m mutt tkt mttd if txtrm ktlftri mmd cut trucking tuttt in kulf. 


Hinge advertising is 
Hardware advertising 

T HE brilliant playing of one ball star is* 
shared by the team. The success of j 
your salesmen is your success. The expan¬ 
sion of a single manufacturer is an advance 
of that industry. 

McKinney Manufacturing Company 
realizes full well that the relation between, 
a manufacturer and his dealers is no excep-jj 
tion to this rule. This hinge manufacturer! 
of a good fifty years standing not only? 
thought but acted. | 

A national advertising campaign was j 
planned. At the crack of the pistol it] 
started cross country. It talks hinges to? 
over three million persons a month. Every 1 
lap, it is gaining more appreciation oi| 
hinges, more regard for hardware — and j 
more sales. j 

You’ll profit with the winner if you'll 
root a little. I 


I fBtu McKtmutj Out-M mm Truth tItm mutt tut mttd if txtrm ktifurt mmd cut truth ug tuttt in km If. I . . T r- . *1 . « . 1 

- 1 McKinney will furnish you with tb] 

Here's a photograph of the eighth national “banners and pennants” which will he :J 

advertisement which will visit 3,000,000 , r . . " 

hinge and hardware users and buyers. It yOU tO Snare 111 the Clip Or Victory, if yoil Hi 

will make the trip in the August 5th issue . t t . . I 

of The Saturday Evening Poet. in the hardware business to win. I 

McKinney manufacturing company, Pittsburgh 

Western Office, State-Lake Bldg., Chicago 
Export Representation 


Abo manufacturers of McKinney garage and farm building door* 
hardware, furniture hardware and McKinney One-Man Trucks. 


M c KINNEY 

Hinges and Butts 
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For Quick Turn-Over 

Concentrate your stock of shotgun shells. Confine your orders 
to the loads listed below. They will meet practically every 
requirement. 


These are the standard loads for 12-gauge guns. Keep this list 
handy. 



DUPONT 

SMOKELESS 

Drams 

BALL1STITE 

SMOKELESS 

Grains 

DUPONT 

BLACK 

Drams 

OUNCES 

Shot 

SIZES 

Shot 

Large Ducks. 

3. 3K or 3 x< 2 

24,26 or 28 

3 % 

1/» or 1U 

4. 5,6 or 7 

Small and Medium Ducke 
Grouse, Partridge, 

3,3*4 or 3% 

24, 26 or 28 

3!4 

1*6 or 1*4 

5, 6, 7 or 8 

Prairie Chicken . . . 

3 or 3*4 

24 or 26 

3*4 

1*H 

G, 7 or 7H 

Pheasants .... 

3 

24 

3*4 

1 ** 

5,6, 7 or 7Vj 

Geese. 

3H 

28 

|3M| 

1** 

4,3,2, l.trBB 

Wild Turkey. 

3 * 

28 

3** 

1*8 

4, 3,2 cr 1 

Squirrel, Rabbits . . . . 

3 

24 

3^4 

1*8 

6 cr 7 

Doves, Pigeons. 

3 or 3K 

24 or 26 

3*4 

1*8 

, 7 cr 8 

Quail .s. 

3 or 3*4 

24 or 26 

3*4 

1 or 1*8 

:fe.8or 9 

Snipe, Woodcock .... 

2 S 4 or 3 

22 or 24 

3 

1 or 1*8 

8, 9 or 10 

Shore Birda. 

2 S 4 or 3 

22 or 24 

3 

1 or 1*8 

8,9 or 10 

8ora Rail. 

2*4 or 3 

22 or 24 

3 

1 or 1*8 

8. 9 or 10 

Trap Loads. 

3 or 3% 

24 or 2S 


1*8 or iH 

7* 2 cr 8 


Think of the saving to you in capital invested if you stock 
only this highly condensed line; think of the saving in 
space and care; think of the faster turn-over and greater 
profits that are inevitably yours if you concentrate your 
selling efforts on a few loads that you know are right 
instead of scattering them over the scores of loads you 
are now asked to carry. 

Remember 7 out of 10 shooters use 



SMOKELESS SHOTGUN POWDERS 
Exclusively 

On your shell orders for 1921 concentrate on the loads listed above— and 
Specify Du Pont Powders 

E. I. du Pont de Nemours 8C Company, Inc. 

Sales Dept.: Shotgun Powders Division 

Wilmington, Delaware ^ _ 

Digitized by VjOOSIC 
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'E'OR fast, accurate work 
A this assembler’s wrench 
is considered just about right 
by the big shops. Made ex¬ 
clusively by Billings & Spen¬ 
cer, and rightly classed with 
the precision tools. 


<« 



THE BILLINGS & SPENCER, r JCO. 

HARTFORD, CONN. 



















HARDWARE WORLD 


15 



SILVER 

STEEL 


Established 1857 

“The Silver Steel Saw People 99 
Home Office and Factory 

INDIANAPOLIS, INDIANA 
Cauduo Factory. HAMILTON. ONT. 

Machine Kaifc Factory. LANCASTIR. N. Y. 
Branches carrying complete stocks in all 
large distributing centers as follows: 
Atlanta Chicago Memphis 

Minneapolis New Orleana New York City 
Portland. Ore. San Francisco Seattle 
Paris. France Sydney. N. S. W. 

Vancouvouver. B. C. 


Smithing, Hammering 
and Blocking 

No mill saw could do the 
work expected of it until it 
goes through the Smithing , 
Hammering and Blocking pro¬ 
cesses. Smithingremovesthe 
lumps in the plate as seen 
under a straight edge, Ham¬ 
mering equalizes the strain 
in the plate, and Blocking 
provides the tension for the 
speed the saw is to run. 
These operations are per¬ 
formed in the Atkins fac¬ 
tories under the supervision 
of experts — men long in the 
service — men who know; 
that’s why Atkins Saws have 
built a reputation for quality. 

Ask for our 264 page book 
on Saws and Tools 

E. C. Atkins & Co., Inc. 


Digitized by LjOOQle 
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This Jams the Door Snug to 
the Door Jambs 


IT’S THE BALDWIN REFRIGERATOR LOCK 
“BALDWIN” PATENT AND DESIGN 


It’s the best Refrigerator Fastener made—squeezes the door 
tight to the refrigerator, and in combination with the rubber inser¬ 
tion which we put around “Baldwin doors,” makes an absolutely 
tight joint. 

Photograph shows the plain polished Nickel style, used on our 
“Snow White” Opalite Glass and “Sanitas” Porcelain lined and 
some other styles. 

Made in Roman Gold 
finish, ornamental design 
for the more moderate 
priced goods. 

This Lock is different 
and better than other mak¬ 
ers use. It’s a practical 
feature of excellent merit 
and helps save the ice. 


Jam Your Order 
in Now 


Baldwin Refrigerator Company 

Burlington, Vermont 

Stock carried by Heyman-Weil Oo. San Francisco, California 




Digitized by 


Google 











HARDWARE WORLD 


17 



New Style “ACME” Fry Pans 


ONE PIECE 
COLD HANDLE 


THEY BUILD 
UP YOUR 
TRADE AND 
SATISFYYOUR 
CUSTOMERS 


INSIST ON THE 
“GENUINE” 
ACME 


SOLD BY ALL 
FIRST - CLASS 
JOBBERS 
THROUGHOUT 
THE WEST 


Pacific Coast 
Representatives 

Wm. P. Horn Co. 

Rialto Bldg. 
San Francisco 

Portland 
Los Angeles 
Seattle 


NEW YORK STAMPING COMPANY 

Brooklyn, New York 


"Digitized by 
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GO ODELIs 
PRATT 


1500 GOOD TOOLS 


Mr. Punch Says: 



The next best thing to a personal visit at the Goodell-Pratt Toolsmith 
factories is a thorough working knowledge of the big Toolsmith Catalogue. 


A lot of hard work and straight thinking is being done all the time to make 
this Toolsmith Catalogue a regular Service Guide Book for the hardware 
merchant. 


Think of the sales possibilities right here in your own town for the con¬ 
tents of those 464 pages of hand tools—more than 2000 different tools, the 
largest line under one name in the world. 


The Toolsmith message 
is being sent out con¬ 
stantly to the users of 
good tools all over the 
country. 


Did you know that the 
new Toolsmith Cata¬ 
logue contains 150 new 
tools'? 


There’s progress for you 
— every one of those 
new tools means new 
business for Toolsmith 
Stores. 


Grodell- Pratt 

j? Company 


Greenfield, Mass., U. S. A. 


Digitized by V^.OOQLe 
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TRADE 


% THE HONOR 
I OF THE 
ACCO FAMILY 


Weed Chain* for Motor Car*! Thi* give* the work of the 
A . • t cl* i Acco family honorable and 

Anchor Chuns for Ship.! dirtinctive responnbility which 

Chains for Railroads! is reflected in every link of 

. . . every Acco product—“From 

Device, that make travel pi umbcr# - Safety Chain to 

safe on and and sea. that can Ship# * Anc », or Chain." 
be absolutely depended upon 

to protect human life, are typ- In the Acco family, loyalty 
ical of the nature and quality to the work itself is rated above 

of Acco products. everything. 

The worker, who m«ke up “«“? » , . e ' f « r T wotk ” 

the Acco f.mily know they wither ,he ) ob '» d "f clm 8 "> 

•re doing more then making °< « he nuro ”™* P^ n, ‘- * 

commodities merely to be wld. °P«» t > n 8 • 2,000.000 pound 

tester, or a typewriter. 

, Tl.k T .1A..to.I.»- 

motor car. and truck, to .l.p- o( ,, eyen , Q , he 

*** youngest worker. 

It i. their work which en- Thew . „ e , he Ie4lon , why 

able, mighty .hip. to nde «Ie- u ^ fo no| only 

ly at anchor, whether in harbor , h( , Weed i, Guatan- 

or helplo on a lee .hore. teed ” bu , lhet every link in 

It is their work which makes every chain made by the 

possible the safe operation of American Chain Company will 

thousands of railroad trains. hold for the purpose intended. 

The. big ACCO Line includes chains for every 
purpose—from Plumbers' Safety Chain to Ships’ 

Anchor Chain— all Styles , Sizes and Finishes, 


Dobbins Blow-Out Chains 


|*Elwclira‘Trace Chains 


American Chain Company 


Parch Swing Chains 


Chandelier Chain 


INCORPORATED 

Bridgetort, Conn., U.S.A. 

In Canada- Dominion Chain Co.. Ltd., Niagara Falls. Ontario 

GENERAL SALES OFFICE GRA.no CENTRAL TERMINAL. NEW YORK CITY 
Ot STRICT SALES OFFICES; BOSTON, CHICAGO PHILADELPHIA. PITTSBURGH. PORTLAND. ORE, SAN FRANCISCO 

£u- — , Largest Manufacturers of Chains f I / / 

in the World 

All Styles, Sizes and Finishes, E-^£3 


Ships Anchor 
Chains 


Digitized by v^.ooQle 
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^Domestic 

Clectnc won 

« o 



Few Equal—None are Better 

High grade workmanship and materials and thorough quality are 
built into the Domestic Iron. The efficiency of its service, evidenced 
by years of satisfactory selling, makes it the equal of any iron on the 
market today. 

The Domestic has all the beauty and finish of higher priced irons, 
costs just as much to manufacture, and yet is sold at a price that ap¬ 
peals to the average buyer. 

You couldn’t handle a line that ties up less money, takes less 
space, turns quicker and brings easier profits than the Domestic Iron. 

Start with a case of six or 
twelve—order from your jobber, 
or from us. 

Sales helps include counter 
cards, electros and folders. Ask 
for them. 


Chicago Flexible Shaft 
Company 

5604 Roosevelt Road, Chicago 
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Talk Quality 

You salesmen behind the counter who sell COES 
WRENCHES—get this thought: 

If all the manufacturers of screw wrenches in 
the United States should get together and say: 
“ Everything is costing us more money—materials 
are constantly soaring — we’re not getting enough 
profit—let us skimp a little on quality and make up 
the ‘difference’ ” — The COES WRENCH COM¬ 
PANY would quickly say: 

“Nothing doing—count us out, boys—we’ve built 
our reputation on Quality Wrenches and we’re not 
going to risk the loss of a single customer by putting 
out a wrench that is not up to our Quality Standard.” 

When we say: “Cost a trifle more to return 
more of the cost in SERVICE,” the buying public 
knows we mean it. 

The best proof is found in the repeat orders for 
the old, reliable COES. 

The easiest wrench to sell, because users can trust 
the quality. 

Please order through your jobber. 

Send for Catalog in English or Spanish. 



Cost 

a trifle more 
to return 
more of the 
cost in 

“SERVICE” 


COES WRENCH COMPANY 

Established 1841 

WORCESTER, MASSACHUSETTS 

AGENTS 

J. C. McCarty A Co. Pacific Coast Agents John H. Graham A Co., 

29 Murray St., New York John H. Graham A Co., 113 Chambers St., New York 

268 Market St., San Francisco 
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More than a catalog, this wonderful book is a silent salesman of indispensable 
daily help to hardware buyers, salesmen, clerks, etc.—just off the press. 


Your copy of this remarkable centennial 
edition is ready. 257 pages of information, 
covering the most complete line—Pexto—of 
mechanics’ hand tools, builders’ and general 
hardware manufactured by any one maker. 

Shows colored illustrations of all the prin¬ 
cipal products with descriptive talks to aid in 
making sales. Contains news and illustrations 
of text books for workmen, pruning book for 
the gardener, standard details for contractors 
and builders. Explains the new re-hardware 
idea which increases the builders’ hardware 


business of the merchant. A wonderful book 
-^this centennial edition—which supplants all 
previous editions of Pexto Catalogs. Your 
copy will be promptly sent on request. 

THE PECK, STOW ft WILCOX COMPANY 

Mfri. Mechanics' Hand Tools, Tinsmiths' 
and Sheet Metal Workers' Tools and Ma¬ 
chines, Builders' and General Hardware. 

Southington, Conn. Cleveland, Ohio 

Address Correspondence to 233 West Center Street, 
Southington, Conn. 



MECHANICS HAND TOOLS AND BUILDERS HARDWARE 

Digitized by v joogle 
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From James Watt’s Engine 

to Today’s Steam Turbine 

We read that James Watt, the inventor of the first practical 
steam engine, congratulated himself that cylinders made for 
him by the mechanics of that day varied “only” three eighths 
(.375) of an inch from being true cylinders. Today with the 
great accuracy required, as is best exemplified in Steam 
Turbine engineering, mechanics value and use 

NICHOLSON FILES 

Repeated department tests, and a final inspection of each 
file have brought NICHOLSON FILE quality to a standard 
of 100 per cent perfection. 

6000 kinds of files—a file for every purpose. 



Write for File frlosophy, 
a booklet on files and tbeir uses, 
and for oar Catalog. 

Nicholson File Co. 

PROVIDENCE, R.I.'U.S.A. 
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Spreading 

the Sargent Message 

M ONTH after month illustrations simi¬ 
lar to the one shown here are 
spreading the Sargent message of 
better hardware. Millions of readers are 
being sold on the economy of Sargent 
Quality. 

So, nine times out of ten, all you have to 
do is to mention Sargent to the builder or 
prospective home owner and the sale is 
made. 

Sargent Hardware is good hardware. It is fast 
selling and profitable to handle. And it certainly 
is a line that is a credit to any man’s business. 

SARGENT DOOR CLOSERS 

And don’t forget when selling builders’ 
hardware to suggest the Sargent Noise¬ 
less Door Closer. There’s not a single 
building operation from home to 
office building that does not 
contain doors which should be 
kept closed. Just remind pros- N|kkf 

pects that Sargent Door Closers 
work quickly, quietly and firm- 
ly, three hundred and sixty- 
five days to the year. 

SARGENT & COMPANY 

Hardware Manufacturers 
New York New Haven ’ Conn 


Chicago 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PRODUCTS COMPANY 

SELLING AGENTS 

San Francisco Los Angeles Portland Seattle 

Awarded the Grand Prize at the Panama-Pacific Exposition 
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mi's “Nu” Double-Acting 
Spring Jamb Hinge 


SPRING HOLDER 
FASTENED INTO 
BARREL ,0- 


BRASS BEARING WASHER 


JAMB LEAF 


BRASS BEARING WASHER 


SPRING TENSION LUG 


PINTLE 


LOCKING RING 



; ~ 

fl B 

■ 

ri-J 




Compare this construction with that of other hinges. 

Note especially our Brass Bearing Washers, Locking Rings 
for Ball Tips and the size of the springs which have 24 per cent 
more coils than the springs in other hinges. 

The body is made of one piece, the ends joining on a diagonal 
line across the center w T eb. This web is then reinforced bv a cover 
plate giving additional strength where most needed. 

Lawson Manufacturing Co. 

228-230 West Superior Street 

Eastern Representative Chicago, Illinois Pacific Coast Representative 

JOHN H. GRAHAM & CO. ’ C. N. & F. W. JONAS 

95 Reade St., 113 Clambers St. San Francisco. Seattle 

New York City Los Angeles 







USERS KNOW 

THAT 

<f§NCA£l> 


,r °*Nu 


costs less in the long run not only 
because of its long life but also 
because of its superior forming 
qualities—ask nearest distributor 
for full information. 
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THE STARK ROLLING MILL CO. 

CANTON, O. 

COAST DISTRIBUTORS 

HOLBROOK, MERRILL & STETSON 
San FrancUco Los Angeles 
THE FAILING-McCALMAN CO. 
Portland, Ore. 

THE BERGER MFG. CO. OF CALIFORNIA 
San Francisco Los Angeles 
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PACIFIC GAS AND 
ELECTRIC CO. 

Fresno, Calif. 

Barrett - Hicks Co. were 
the sheet metal contractors, 
and used Toncan for this 
structure also. 
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ent styles of “Cannon 
Ball” hangers can be used on 
any “Cannon Ball" track—and any 
combination of the different styles of “Cannon 


The STAR Line 

“Something to 5c// 
the Year Round" 

Bam Equipment 
Litter Carriers 
Water Bowls 
Feed Trucks 
"Harvester” Hay Toole 
Door Hangers 
Garage Equipment 
Coaster Wagons 
Tank I ? raters 
anJ OtKe^Farm 
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Youn N^eHere 


3,000,000 PEOPLE 

ttend the Movies Daily 

’art of the Coleman Dealer Co-operation service includes sup- 
ying you with a series of picture slides as illustrated opposite. You can 
up with our National Advertising by using these slides. They show 
uick-Lites, they boost Quick-Lites, and you, to the same folks who read 
x>ut Quick-Lites in the magazines and farm papers. It’s profitable 

advertising, keeps your name before the buying 
public and helps make your store headquarters 
for merchandise of quality. Use the cou- 
X pon. Send for your slides now. 


Quick-Lite 


Lamps and Lanterns > 

If you haven’t stocked Quick-Lites as yet, 
use the coupon below and write us for latest 
catalog and prices of Quick-Lite Lamps and 
Lanterns and full information regarding how 
we help you sell more than your quota. 


The Coleman Lamp Co 


Wichita St. Paul Toledo 
Dallas Los Angeles 

Atlanta Chicago 


I Sold by more than 20,000 Deal 
I era and 400 Jobbers. Used in a 
l million American homes—on 
' farms, in towns, and cities 
everywhere. 


Chicago J COLEMAN LAMP COMPANY, 

), 000 Deal- M Write Name of 

Used in a f Nearest Coleman Office-- - 

Ties —On A fl Send me ft set of Quick-Lite slides ghowinemy name and 

Cities M L J store slogan aa below. 

/ T "I Send Quick-Lite catalog land details of your Dealer Co-opera- 
L J tion service. 


Store Slogan. 
Address_ 
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PREPARE FOR HARVEST DAYS 

WITH A SOUND INVESTMENT 

boxnuNO 

(Patented) 

HARNESS SNAPS 

THE SPRING J. 

LOCKED IN W 



“ANCHOR BRAND** 
IS THE 6UARANTEE 
OF MAXIMUM 
SATISFACTION 


ONE OF MANY 

Hardware Dealers everywhere are extending their sphere of trade by lidding 
hardware for farm and truck harness to their line. They report increased profits 
and many new, permanent customers. 

“LOXPRING” Snaps can be placed on sale with every reason to expect quick 
results. The spiral spring is made of fine steel and is locked in; even if tongues should 
become spread, springs will remain in position in defiance of bumps or jars. 
Extra thickness of metal adds to the life of the frame. “ LOXPRING” Snaps are 
made for every desirable purpose in standard sizes and finishes. 

“Anchor Brand” Products--leaders for more than sixty years—include practi¬ 
cally everything known in connection with modern and improved harness hardware. 
Send for free literature. 


BRANCH SALES OFFICES 


NEW YORK. 127 DUANE ST. 
CHICAGO. 326 W. MADISON ST. 


Wholesale Only 
Samples Free 


BRANCH SALES OFFICES 


ST. LOUIS. 608 VICTORIA BLDG 
SAN FRANCISCO POSTAL TEL. BLDG 


North Si Judd Mj& Co. 

New Britain, Conn. 
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No more mistakes in adding 
up the items of a sale 



n 




This new receipt-printing cash register 
adds the items by machinery. 

(D It prints a receipt for each customer. —► 

(D It prints the price of each article. 

(D It indicates the price of each article. -► 

0 It prints the total of all items. _^ 

© It retains an added and printed record. 


J. SMITH 
COMPANY 
lO MAIN ST. 


ao7 

0.3? 

a48 

Q19 

TOTAL 
I $01.06 


Cwafrmlpl, 
with merchant’s 
ne. printed lor 


It also does many other things which have made 
National Cash Registers a business necessity. 


We make cash registers for every line of business 

NATIONAL 

CASH REGISTER CO. 

DAYTON, OHIO 
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Stop! Look! Think! 


OF THE GREAT PROFIT 
IN OUR SPECIAL ASSORTMENT OF 

Elastic” Chair Tips 


consisting of the most salable and profitable sizes, 
viz: 

8 Gross Rubber Head Nails. 

4 100/144 Gross Bumpers. 

17 Doz. Slotted Screw Tips. 

4 Doz. Wood Peg Tips. 

8 Dos. Patent Rocking Chair Tips. 

4 Doz. Stetson’s Combination Cushion 
Chair Tips. 




“Elastic” Chair Tips 


Prevent injury to floor and carpet, stop the noise, 
nuisance in the home, the schoolroom, the restaurant* 
the public hall—wherever wooden chairs are moved 
about on wooden floors, concrete or tiling. 

Their almost universal usefulness and 
necessity make them most profitable 
sellers—if pushed. 


“Elastic" Chair Tips. 

Order the “Elastic" Aseort- 
ment now—display it—then 

I# °0 S \ watch the “Elastic" sell! 

ELASTIC TIP CC 

370 Atlantic Ave.. Boston. Mass. 


Digitized by ' 


lOOgTe 











This Attractive Counter Display 

now furnished with 

DOMES of SILENCE 

E ACH set of four is separately boxed. One-quarter gross sets to the display' 

DOMES of SILENCE when attached to furniture legs, save floors, rugs and 
furniture. They are made of case hardened steel and wear indefinitely. The counter 
display in your store will reap the benefits of extensive national advertising. 

Order From Your Jobber Today 

Special assortment “F-2" consisting of one-quarter gross 
sets each of the following fast selling sizes: 

Henry W. Peabody & Co. 17 State Street, .New York City 

Dome* of Silence Division Digitized by GoOgle 











Here are the jobbers who already have the NEW Domes of Silence display package in stock 


Lon Anjcele*. Cal. 

California Hdwe. Co. 

Union Hdwe. & Metal Co. 

Henry I\ Hoffman Whol. Hdwe. Co. 
No Nweat or Mar Mig. Co. 

Ilarj)er & Reynolds 
Southwest lldwc. Co. 

Snn Frnnclnco, Cal. 

Dohrman Commercial Co. 

Dunham, Carrigan & Ilayden Co. 
Sl"ss & Brittain 
IIulse-Bradford Co. 

Baker, Hamilton & Pacific Co. 

I). N. & E. Walter & Co. 

The Heyman Weil Co. 
Snerniuento, Cal. 

The Sehaw-Batcher Co. 

Oakland. Cal. 

Maxwell Hdwe. Co. 

C. L. Grecno Co. 

A. Schlueter & Co. 

.Snn Dieito, Cal. 

Whitney & Co. 

Denver, Colorado 
Geo. Tritch Hdwe. Co. 

Wm. Yolker & Co. 
flrldfreport. Conn. 

The Bassick Co. 

Hartford, Conn. 

Clapp & Treat, Inc. 

The Tracy, Robinson & Williams Co. 
L. S. Knock & Co. 

New Haven, Conn. 

The John E. Bassett & Co. 

Bronson & Townsend Co. 

Cairo, HI. 

Woodward Hdwe. Co. 

Chlenuro, Illinol* 

Hibbard, Spencer, Bartlett & Co. 
('arson, Pirie, Scott & Co. 

I.usskv, White & Coolidge, Inc. 
Marshall Field Co. 

S. A. Maxwell & Co. 

E. Silverman Sons 
Butler Bros. 

Rehm Iidwe. Co. 

Deeatnr, III. 

Morehouse & Wells Co. 
Evnn*vllle, Indiana 
Clifford Hdwe. Co. 

Indinnapoli*. lad. _ 

Van Camp Hdwe. & Iron Co. 

He* Molnen, Iowa 
Brown-Camp Hdwe. Co. 

L. H. Kurtz & Co. 

Fort Dodge. Iowa 
Prusia Hardware Co. 

Ottumwa. Iowa 
Haw Hardware Co. 

Sionx City, Iowa 
Dymond-Simmons Hdwe. Co. 

Knapp & Spencer Co. 

Atchi*on, Hanna* 

Blisli, Mize & Silliman Hdwe. Co. 
The Klostermeier Bros. 

Snlina, Hanna* 

I.ce Hd we. Co. 

Loul*ville, Ky. 

Belknap Tldwe. & Mfg. Co. 

Otis Hidden & Co. 

Xew Or lean*. La. 

United Hdwe. Co. 

A. Baldwin & Co., Ltd. 

I ewlMtcn, Maine 
Hall & Knight Iidwe. Co. 
Portland, Me. 

The Emery Waterhouse Co. 

Talbot, Brooks & Ayer 
Edwards & Walker Co. 

Ttnltimore. Md. 

Eastern Hdwe. & Supply Co. 

Meyer & Thalmeier 
American Wholesale Corp. 
lloMton, Monk. 

W. T. Hight & Co. 

Burditt & Williams Co. 

Chandler & Farquhar Co. 

Decatur &• Hopkins Co. 

Atlantic Coast Hdwe. Co. 

T. B. Hunter Co. 

Bigelow & Dowse Co. 

Cambridge, Man*. 

T. L. Hammett Co. 

Fitch burn, Man*. 

Fitchburg Hdwe. Co. 

PlttNlleld. Mann. 

Pierson Hdwe. Co. 

SltrlnKfleld. Mans. 

Carlisle Hdwe. Co. 


Detroit, Mich. 

Buhl Sons Co. 

Standart Bros. Co., Ltd. 

Saginaw. Mich. 

Morley Bros. 

(■rand Rapids, Mich. 

Foster, Stevens & Co. 

Michigan Iidwe. Co. 

Minneapolis, Minn. 

Butler Bros. 

Jannev, Semple, Hill & Co. 

Hall Hdwe. Co. 

Duluth, Minn. 

Kelly-How-Thomson Co. 
Marshall-Wells Co. 

St. Paul, Minn. 

Adam Decker Hdwe. Co. 

Farwell, Ozum, Kirk & Co. 
Hackett Gates-Hurty Co. 

G. Sommers & Co. 

Kan*aN City, Mo. 

Townlev Metal & Hdwe. Co. 

S. A. Maxwell & Co. 

Bunting Hdwe. Co. 

Richards & Conover Hdwe. Co. 
Abernathy Furniture Co. 

Wm. Yolker & Co. 

St. Jo*eph, Mo. 

Wyeth Hdwe. & Mfg. Co. 

St. Lout*, Mo. 

Butler Bros. 

Blackwell-Wielandy Book & 
Stationery Co. 

Ely & Walker Dry Goods 
Southern Iidwe. & Suj/plv C . 
Ruhelman-Lucas Hdwe. Co. 
Simmons Hdwe. Co. 

Geller, Ward & Ilasner Hdwe. Co. 
Shapleigh Hdwe. Co. 

Witte Hdwe. Co. 

Lincoln, Xebranka 
Pieper Bros. 

Omaha, Neb. 

Wright & Wilhelmy Co. 

Keene, X. H. 

Spencer Hdwe. Co. 

Xexvark, X. J. 

Banister & Polard Co. 

John Giesinger & Co. 

Roy & Conover 
New York City 
Mashack Hdwe. Co. 

Butler Bros. 

C. H. & E. S. Goldberg 
Hammachcr, Schlemmer & Co. 

R. K. Carter Co. 

Clias. Cordts & Co., Inc. 

Hdwe. House of America 
E. I’llman & Sons, Inc. 

Mathews, Richardson & Co. 

W. L. Blumberg & Co. 

R. Christensen 

Benz, Intermann & Granett, Inc. 
Wm. Goldenhlum & Co. 

Gould Mersereau Co. 

Chas. Kurzon & Co. 

Neal & Brinker Co. 

Sickels-Loder Co. 

Chas. H. Pratt 
Chas. J. Smith & Co. 

C. A. Baynon 

Benjamin Gillespie Co. • 

Neuss Ilesslein & Co., Inc. 
Underhill, Clinch & Co. 
Rlnichamton, X. Y. 

('rocker & Odgen Co. 

Babcock, Hinds & Underwood 
liufTalo. X. Y. 

H. D. Tavlor Co. 

Weed & Co. 

Buffalo Wholesale Hdwe. Co. 
Beals. McCarthy & Rogers 

Him Ira, X. Y. 

Barker, Rose & Clinton Co. 

Ithaca, X. Y. 

Treman, King & Co. 

KlnjgMton, X. Y. 

L. S. Winne & Co. 

PlattNburfgh, X. Y. 

M. P. Myers & Co., Inc. 
Roohe*ter, X. Y. 

Mathews & Boucher 
Schenectady, X. Y. 

Clark, Witbeck Co. 

Syracu*c, X. Y. 

Burhans & Black, Inc. 

Troy, X. Y. 

T. M. Warren & Cc. 

Utica, X. Y. 

Roberts Hdwe. Co. 


Watertown, N. Y. 

W. W. Condc Hdwe. Co. 

Canton, Ohio 
Canton Hdwe. Co. 

Chilllcothe, Ohio 
Spetnagel Iidwe. Co. 

Cinclnnntl, Ohio 

The Kruse & Bahlmann Hdwe. Co. 

The Kruse Hdwe. Co. 

Cleveland, Ohio 
The W. Bingham Co. 

The Luetkemeyer Co. 

The Wm. Edwards Co. 

The Geo. W orthington Co. 
Columbus, Ohio 
Smith Bros. Hdwe. Co. 

Columbus Uphul. Supply Co. 

Toledo, Ohio 

The Bostwick Braum Co. 

Marietta, Ohio 
The Union Hdwe. Co. 

Portland, Oregon 
Marshall Wells Co. 

The Iloneyman Hdwe. Co. 

F. S. Harmon & Co. 

Allentown, Pa. 

C. Y. Schelly & Bro. 

Erie, Pa. 

Palace Hdwe. Co. 

Huntingdon, Pa. 

C. H. Miller Hdwe. Co. 
Lanca*ter, Pa. 

Herr & Co. 

Reilly Bros. & Raub 
Philadelphia, Pa. 

Dunn & Eldridtfe Co. 

Supplce, Biddle Iidwe. Co. 

W. H. & 0. W. Allen 
J. Jacob Shannon & Co. 
Plttaburjch, Pa. 

James C. Lindsay Hdwe. Co. 

Fort Pitt Iidwe. Co. 

Logan Gregg Hdwe. Co. 

The Hukill-IIunter Co. 

S. A. Maxwell & Co. 

Steiner & Voegtly Hdwe. Co. 
Joseph Wood well Hdwe. Co. 

J. A. Williams & Co. 

Read In ir. Pa. 

Bard Hdwe. Co. 

Stichter Hdwe. Co. 

Scranton, Pa. 

Weeks Hdwe. Co. 

Providence, R. I. 

Belcher & Loomis Hdwe. Co. 
Dalian, Texan 
Butler Bros. 

Huey & Philip Hdwe. Co. 

Laredo, Texas 
A. Deutz & Bro. 

HI Paso, Texas 

Krakauer, Zork, Moyes, Sues, Inc. 
Snn Antonio, Texas 
Geo. Potchernick 
Heusinger Hdwe. Co. 

Salt Lake City, Utah 
Strevell Paterson Hdw-e. Co. 

The Salt Lake Hardware Co. 

Zion Co-operative Mercantile Inst. 
Richmond, Va. 

Yirginia Carolina Hdwe. Co. 
Tacoma, Wash. 

F. S. Harmon & Co. 
Bellinprham, Wash. 

Morse Hdwe. Co. 

Seattle, Wa*h. 

Spclger & Hurlburt, Inc. 

Schram & Ware, Inc. 

F. S. Harmon & Co. 

Seattle Hdwe. Co. 

Rhodes Bros. Co. 

Whiton Hdwe. Co. 

Spokane, W ash. 

F. S. Harmon & Co. 
Jensen-King-Byrd Co. 

Holter Hdwe. Co. 

Everett, YVanh. 

Pacific Hdw'e. Co., Inc. 
WaMhlngrton, D. C. 

Barber & Ross 
Parkernbarjc, Went Va. 

W. H. Smith Hdwe. Co. 
Milwaukee, Wi*. 

Wm. Frankfurth Hdwe. Co. 

John Pritzlaff Hdw-e. Co. 

Green Bay, WI*. 

Morley, Murphy Hdwe. Co. 
LaCroHMe, WI*. 

V. Tauschc Hdwe. Co. 


Henry W. Peabody & Co. 17 State St., New York City 



Every Foot of 

COLUMBIAN MANILA ROPE 


can how be^easHfand positively identified on the deal¬ 
er’s floor or irT^ctUal use by anyone. This Rope, if a 
. f^r inches are untwisted, will show imbedded in the 
^eart of a strand a small twisted tape. Pulling this 
\\ tap^out and unwinding it brings to view the colors 
%ted, white and blue) and the signature of the Colum- 


biSfcJRope Company. 

this means;- you have the tangible 
evidence ift every foot of Columbian Manila Rope that 
it is made l>y this Company and, therefore, is guaran¬ 
teed to be not only pure Manila, but equal and in most 
cases superior to ANY Rope made. 

, Mr. Dealer, teach your Rope customers to look for 
the red, white and blue marker; \it* means repeated 
orders for you. . * • 

• . . . ‘ - 

COLUMBIAN ROPE COMPANY 


AUBURN, N. V. 
Braoche*: Nei 


Y. •- '.‘THE CORDAGE CITY” 

New York-Chicago-BoBton-Baltimore-Houiton 
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It Is Going to Be Hard to Get Refrigerators 
This Summer When You Want Them 

Your Johber Has a Good Stock on Hand at Present 
But It Will Not Last Long 
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UNION HARDWARE & METAL CO. SLOSS & BRITTAIN 
Los Angeles San Francisco 

MONARCH REFRIGERATOR WORKS 

BURLINGTON, VERMONT 
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You can sit on the 
open end of the Rid- 
Jid without tilting. 
Its convenience and 
strength appeal to 
every woman who 
sees it. 


And Now There is 

* 

Added Sales Impetus 


T HE Rid-Jid Open End Folding Ironing Table 
has made good on merit. It has sold big— 
because it is so far and away ahead of any 
other ironing board ever invented. 

But every woman doesn’t know about the Rid-Jid. 
We are putting added impetus’into the already 
steady sales of this table with national advertising. 
Every month we tell the Rid-Jid story to hundreds 
of thousands of women. 

Your customers are going to ask you for a Rid-Jid 

Ironing Table. Will you have it in stock in order 
to take advantage of this increased and profitable 
business? Write us for details and for attractive 
dealer helps that link your store with our advertising. 


Note how compactly 
and easily the Rid- 
Jid folds up. It can 
be carried or stored 
anywhere. When 
standing it positively 
will not creep, sway 
or wabble from the 
motion of ironing. It 
Is the strongest, light¬ 
est, most practical 
ironing table ever 
made. 


M 


open end, folding 

Ironing Table 

Made Under the Springer Patents 


THE RID-JID PRODUCTS CORPORATION 
Waukegan, Illinois 

Successors to Oregon Woodenware Mfg. Co. 
Western Office, 610 Concord Building, Portland, Oregon 


Digitized byv joogle 
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W HAT is it that often makes 
one store have a hard time 
with certain articles of 
merchandise, while another store 
located a feiy doors away may do a 
tremendous volume of business on the 
same line of goods ? 

Just what is it that 
makes people criticise 
one store, while they 
go out of their way 
to trade in another ? 
The answer can be 
given in two words— 
Store Personality . 

Stores have a 
personality just as 
r W people have. When a 


Opens for cleaning like the leaf 
of a book 


store has a pleasing personality, 
business comes—if not, business goes 
to competitors. And store personality 
is based on just one thing— sen’iee. 

Examples of dealer service 

Dealers everywhere are up against 
high rents, high salaries, shortage of 
help. Here are a few examples of 
how some of them are offsetting these 
obstacles to maximum profits. 

A dealer in Iowa has averaged 
more than $3,000 a year for the last 
two years—selling AutoStrop Razors 
because he gave his customers an 
opportunity to demonstrate the 
AutoStrop Razor iqr thenq^l^^^ 


82 % of all sales to men are 

influenced by this one thing 

How u Store Personality 99 is being used by 
progressive dealers to double and treble 
their safety razor sales 


Unigne, original window trims will give yonr store personality 
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Practical business-building ideas 




Tie up to this big 
campaign 


45,000,000 people, reader* of 
seven magazines and 320 local 
newspapers, will see these 
advertisements. Every advertisement 
emphasizes the AutoStrop Razor's 
unique self-stropping device. 

Tie up to this advertising by 
demonstrating the self-stropping 
feature of the AutoStrop Razor at 
every opportunity. Get the 
customer to strop the razor himself, 
just to see how easy it is. It is 
remarkable how interested 9 out 
of 10 men become. 



A Pacific Coast dealer 
gives an AutoStrop Razor 
free to any Coast League 
baseball player hitting a 
home run at the local park. 
He has established himself 
as a “live wire” in the 
cutlery business, and his 
trade in all lines is 
increasing. 

A dealer in New Jersey 
made his store known for 
miles around as “Razor 
Headquarters . 9 f His plan 
is a simple one—he offers 
an AutoStrop Razor free 
to anyone who can make 
the stropping mechanism 
cut or injure the strop 
while restoring the edge. 

A dealer in Pennsylvania 
is speeding up sales by 
displaying together articles 
that are used together . 
With his monthly 
window-trim featuring the 


AutoStrop Razor he always 
displays shaving brushes, 
soap, mugs, strop dressings, 
blades, even talcum and 
shaving lotions. 

These are practical 
business-building ideas 
that have proved their 
worth with other dealers. 
They will help a lot toward 
making your store stand 
out in the community — 
toward giving it a 
personality that will 
attract customers and hold 
them. 

Write for our 
merchandising plan and 
other dealer helps. 

We can help you to 
duplicate the success you 
have just read about. 

AUTOSTROP SAFETY 
RAZOR CO. 

New York Toronto London 
Paris 


/luto-Strop Razor 


—sharpens itself 


On razors, strops, blades, etc., hereafter 
manufactured by us tee shall apply the trade 
mark "Valet" in addition to the trade mark 
"AutoStrop" as an additional indication that 
they are the genuine products of the AutoStrop 
Safety Razor Co., New York 


dlizfii 
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Caster 



PACIFIC COAST REPRESENTATIVES 

OHAS. A. DOWD SALES COMPANY, 320 Market St., San Francisco, Calif. 


Evansville 



Indiana 


Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 
leading line of these goods. 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog “G” 




Full Size Plate 2-8 


Move the FAULTLESS Way 1 
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It’s a- 


Iivcuba±or 

That's Why It's Easy To Sell 

Queen Incubator Co., Lincoln,Nebr. 


Wmm'ym 
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A Message from the man 
who makes the Stars 


N August 15, our company which has manufactured Star Hack 
Saws from the beginning will change its selling policy and 
market its own blades. The double-page Saturday Evening 
Post advertisement of August 21 reproduced in miniature on 
the opposite page will announce this change to Star Hack Saw 
users. 


This new service is, I believe, one 
of the most important steps ever 
taken by the organization over 
which I have the honor to preside. 
Since 1883 we have been making 
Star Hack Saw Blades of a qual¬ 
ity that has made the green box 
of Star Saws famous wherever 
hardware or mill supplies are sold. 

No matter how small or remote 
the store, you are almost sure to 
find Star Saws there—often the 
only hack saw carried. It is the 
famous old brand of hack saws 
that has stood out in front for 37 
years. 

There is no need here to recount 


the price paid for this leadership 
in a lifetime of metallurgical re¬ 
search and machine invention, 
concentrated on hack saws alone 
—in the development of a highly 
organized plant with special Star 
Hack Saw manufacturing meth¬ 
ods from one end to the other. 

The important thing now is that 
to this better Star Saw we are 
now adding a better Star Service 
by selling Star blades ourselves 
from the factory that makes 
them. This change is of vital 
interest to you and every other 
customer of Star blades, for it 
makes Star results doubly sure in 
the users’ hands. 


After August 15, 1920, send your orders for Star blades to this office if you 
order direct, or be sure to specify 44 Star” on your jobber orders. We invite 
correspondence and service suggestions from the trade on any subject connect 
ed with Star Saws. I will see to it personally that they receive every attention. 


. ft. President 

CLEMSON BROS. Inc. 


[• i 




•, V- 
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Saws are now sold 
by the JtiCakgrs 


' E'OK )r*r* *<• hivr madr heat Hki 
1 and o« not Hie 
=uid brand—.riling our «»\i» ihr.xigS the 
Miflm Fall-. Co 

11marTanccnient n rrrmm.itrJ AuffUM 
15th hv mutual enntent and *c will here- 
alter market Star Sa»« runrhn direct to 


Htr trade Hx* dnekipment from <iki 
*grr\\ rrprcMnf.liun tn direct .tiling lut 
been grant <m in ever} line ol by%ine»v 
Fainritt have found out that .hen thc\ 
*dl their u»n product' they are in a pmi 
tmn tn jfiir Hie moat etlnmt traA and 
u*er>’ ‘TfiKf on rhe yunds the* make 


Star national advertising is well known. And it has made the 
leadership of Star Hack Saws still more emphatically apparent. 
By a substantial margin Star Hack Saws are the largest selling 
hack saws and our advertising is increasing this demand still 
further and making them more and more profitable for you to 
handle. 

Our plans *for 1921 will continue our advertising policy on a larger 
broader scale than ever before which is your guarantee of the 
continued and increasing demand for this famous old brand of 
hack saws. 

Clemson Bros., Inc., Middletown, N. Y. 


STAR HACK 
5AW BLADES 




I 
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Sunshine 


o\ur 


R. E. DIETZ COMPANY 

NEW YORK 

Largest Makers of Lanterns in the World 

Founded 1840 

Your Jobber Stocks DIETZ Lanterns 



\\Mi\i 
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mn 
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MAGNETIC CLOTH 

The Most Complete Domestic Help Device Known 

It instantly removes Grease, Burned Foods and all dirts from all 
kitchen ware. ALSO cleans Vegetables, New Potatoes, Sweet Potatoes, 
Carrots, Parsnips and such like. ALSO Tile work, Marble or Brown 
Stone Steps and many other things too numerous to mention. ALSO 
is used extensively for cleaning stained and greasy hands, for instance in 
machine shops, garages, etc. 


The MAGNETIC CLOTH is as pliable 
as cloth, entirely as efficient as the best 
abrasive. Made to slip on the hand like 
a mitten. After using, rinse in warm 
water and hang up by the loop, to dry. 


As a magic wonder this MAGNETIC 
CLOTH is demanded everywhere; its 
market is wide and insistent and it is a 
logical, inevitable profit-maker for the 
merchant who reads and heeds the mind 
of his trade. 


Retails for 10 Cents 


Send us your jobber’s name if he can’t supply you with a trial gross. Packed in two 
dozen attractive cartons for show case display. 


MANUFAOTTJBBD B7 


JOHN W. GOTTSCHALK MFG. CO. 

LEHIGH AVE. AND MASCHER ST. PHILADELPHIA, PA. 

MCDONALD & LTNTOETH, Pacific Coast Representatives, 739 Call Building, San Francisco 


l /j/lH6V£TfQ 


U0V 


These are the days of 
progress and efficiency. 
The woman in the 
kitchen is no longer sat¬ 
isfied with the old-fash¬ 
ioned, back-aching 
methods of cleaning 
greasy pots and pans; 
MAGNETIC CLOTH is 
now the active house¬ 
maid that saves time 
and labor and conserves 
sweetness of disposi¬ 
tion. The kitchen sink 
of the modem house¬ 
wife is no longer com¬ 
plete without a MAG¬ 
NETIC CLOTH hang¬ 
ing on a hook. 



















$1000 IN CASH PRIZES 

GENCO WEEK 


November 8 to 13 


Enter your store in the Genco Window Display Contest to be held during Genco Week, 
November 8 to 13. Win one of the cash prizes and increase your razor sales. The Genco 
Window will mark your store as a place where any man can buy 


“A Razor That Will Shave Him ” 

Genco Advertising in the Saturday Evening Post and other 
National Publications is telling millions of readers that there is a 
“Genco Razor for every condition of beard and skin. M 

The full page Post Advertisement for November 6 will call 
attention to the special display and demonstration that Genco 
Dealers will make during the week following (November 8 to 13). 

One thousand dollars in cash prizes will be awarded the 46 
best window displays featuring Genco Razors during that week. 

Every Genco Dealer will receive attractive display material, 
selling helps and brief but thorough instructions for his salesmen. 

Genco Week is the week for the window decorator to win a 
prize and the cutlery department increase its sales. 

Fill out and mail the coupon and receive full details of the 
contest and sales plans. 

geneva cutlery corporation 

157 Gates Ave., Geneva, N. Y. 

San Francisco Office, 693 Mission St. 

O. M. Griffith, Mgr. 



Be sure to have a Genco Display As¬ 
sortment on your cutlery counter. 
Each assortment contains razors for 
every condition of beard and skin. 


Order one now and re¬ 
ceive the handsome dis¬ 
play cabinet. If your 
Jobber cannot supply 
you, write us. 


GENEVA CUTLERY CORP’N 
157 Gates Ave., Geneva, N. Y. 

Send us information concerning Genco Win¬ 
dow Display Contest. 
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Stove and Cordwood Is High 

Coal Is Scarce 

Good Time to Sell Wood-Sawing Outfits 



PERFECTION PORTABLE DRAG SAW 

4 H. P. Gasoline Engine, fitted with a Ford piston, 
connecting rod and timer. 

Friction Clutch is fitted to fly-wheel, allowing saw 
to be started and stopped without stopping 
engine. 

Engine can be used as auxiliary power to run 
other farm machinery. 

We also have in stock 

Tilting, Swing and Sliding Table Wood Sawing 

outfits. 

WRITE FOB FURTHER INFORMATION AND PRICES 

Baker, Hamilton & Pacific Company 

SAN FRANCISCO, CAL. 
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Giant Explosives will do your customers' blast¬ 
ing better and more economically than ordinary 
powders or dynamites. 

For more than 50 years they have been made in 
the West by a Western company. 

Naturally they are peculiarly adapted to min¬ 
ing, quarrying or engineering operations under 
Western conditions. 

Because of the constantly growing demand for 
Giant Farm Powders and other Giant Ex¬ 
plosives we are looking for live, aggressive 
dealers in farming, mining and lumbering sec¬ 
tions. We help our dealers build up a profitable 
business. Let us tell you how. Write today. 

THE GIANT POWDER CO., Con., San Francisco 

11 Everything for Blasting" 

Branch Offices: Denver, Portland, Salt Lake 
City, Seattle, Spokane, Butte, Los Angeles 
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Putting High Powered Publicity 
Behind a Big Selling Opportunity 

F ROM the Atlantic to the Pacific, thousands of Mueller merchants 
in practically every state in the union are profiting, and profiting 
big, by an unparalled selling opportunity. 

High fuel costs and fuel scarcity have awakened people everywhere to a 
keen realization of the necessity of efficient heating systems. 

And because the Mueller, the “Big 3,” Pipeless Furnace, has 
proved its heating efficiency and big fuel saving under every 
test, it is the logical choice of thousands of home owners who 
are replacing antiquated, fuel-wasting stove heaters with 
this modern heating system. 

Three big, exclusive construction features, the “Big 3,” have 
definitely established Mueller superiority — have made it 
famous throughout the country. 

Mueller advertising in big attention-compelling advertise¬ 
ments, is driving home these three vitally important features 
and giving the Mueller a supremacy which means greater 
sales and more profits to every merchant who handles the 

MUELLER 

The “Big 3” 

PIPELESS FURNACE 



Write for 
Details ... 


Learn how the big Mueller advertising is being run regular¬ 
ly in a list of powerful, influential farm papers and how this 
advertising is being supplemented by valuable selling helps 


for the merchants’ direct use. See for yourself what we are doing to make 


the Mueller known to every home owner in your community. Cash in on this 


big opportunity. Write us — before you close your store tonight. 


L. J. MUELLER FURNACE CO. 

Makers of Heating Systems of Ail Types Since 1857 

233 Seed Street, Milwaukee, Wis. 


DISTRIBUTORS 

The Salt Lake Hardware Company, Salt Lake City, Richards & Conover Hardware Co., Kansas City, 
Utah, and Pocatello, Idaho. Missouri. 

Holbrook, Merrill a Stetson, San Francisco and Los The Jackson Hardware Co., Aberdeen, So. Dakota. 
Angeles, California. Lee-Coit-Andreesen Hdwe. Co., Omaha, Nebraska. 

Stocks also carried at Brooklyn, Buffalo and Syracuse, N. Y.; Pittsburg, Scranton, Lancaster and Phila¬ 
delphia, Pa.; Baltimore, Md.; Toledo and Cincinnati, Ohio; Nashville, Tenn.; Detroit and Grand Rapids, 
Mich.; Minneapolis and St. Paul, Minn.; Chicago, Ill.; Kansas City and St. Louis, Mo.; Omaha, Neb.; 
Aberdeen, S. D.; Wenatchee, Spokane, Seattle, Wash. 
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Books That Sell Themselves 


Next time a mechanic comes in to buy a tool, 
put a couple of Starrett books on the show¬ 
case — sort of careless like — while you’re 
wrapping up what he’s bought. 

Needn’t give him much of a selling talk. 
Just let him look ’em over — the tables on 
gear- and screw-cutting, machine speeds, and 
the like; the things he wants to know about 
jig and tool making, etc. Let him browse 
along and see how much there is in them. 
When he gets through, you’ll have another 
sale to ring up. 


Over 40,000 copies of Volume Lhave already 
been sold. Thousands are buying Volume 11 
Mechanics like them, because they’re prac¬ 
tical. 

They are books that boost sales. They help 
machinists to do better work, and that means 
a bigger demand for fine tools. 

Both Volumes I and II are bound in red Athol 
leather, lettered in gold. About 175 pages in 
each. Size 4V6 x 7. They sell for 75 cents. 


THE L. S. STARRETT COMPANY 


77u World** Oroatut ToolmaUr* 
ifamv/adurgrt of Hack Sene* UnoxctUod 
ATHOL. MASS. 


42-66 
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PRISCILLA WARE 

ALUMINUM 

“Speaks for Itself ” 

BERLIN COMBINED COOKERS 
LIPPED SAUCE PANS 

PUDDING PANS 
MIXING BOWLS 
PRESERVING KETTLES 


Em i 


UPPED SAUCE PAN 


No. 

Capacity 

List Price 
per Dozen 

3201 . 


.$ 10.80 

320 iy 2 . 

. V/2 quarts . 

. 15.24 

3202 . 

. 2 quarts . 

. 16.80 

3203 . 

.3 quarts . 

. 21.12 

3204 . 


. 24.48 


Very Liberal Discount to the Trade 

This line is absolutely right and we will appreciate 
hearing from you so our salesman may call 

H.J.Gvte &Co. 

PACIFIC COAST 
FACTORY REPRESENTATIVES 

150 Post Si. Ssyn Freyncisco 

Cali lorn la. 
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FUTURE ORDERS 

As there is no probable prospect of any decline on 
the lines mentioned below and owing to the uncer¬ 
tainty of production, the trade will use good judgment 
in placing their orders now for future delivery, in 
order to insure a stock for next season. 

See OurGeneral Catalog No.66 


Steel Goods 

Pages 287 to 307 



Lawn 

Mowers 

Pages 273 to 277 



Garden Hose 

and Hose Goods 


Pages 1535 to 1545 


WHOLESALE DISTRIBUTORS 

DUNHAM, CARRIGAN & HAYDEN CO. 

SAN FRANCISCO, CAL., U. S. A. 
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From 3 to 10 Sections 
Size of each Section 
6 in. x 30 in. 


MB. LE ROY SMITH 
Western Representative 
112 Market Street 
San Francisco, California 


THE 
ECLIPSE 
BOLT BIN 


The Bin That Makes 
The Quick Sale 
Possible 

There IS more profit in supplying your customers’ 
wants in the speediest manner. * 

Such service passes him out of your portals with a 
feeling of profound respect for your business 
ability. 

However, to attain this goal, it is necessary to 
install fixtures that will systematize your order¬ 
handling capacity, and the ECLIPSE BOLT AND 
LAG BIN is one of these. 

This device, consisting of ten cold rolled, No. 20 
Gauge Pressed Steel sections of 12 compartments 
each, will accommodate a wide range of Bolts, 
Butts, Lags and small Hardware articles. 

It renders each class and size of merchandise 
readily accessible. 

Each section rests upon ball bearings, and revolves 
with ease under full weight. 

Here is the fixture that will save hours of time and 
steps—are you going to pass over this opportunity, 
or are you willing to carefully consider our litera¬ 
ture, which we send free of charge? 

It’s up to you. 


WELLSTON MFG. CO. 

Manufacturers of Steel Revolving Devices 


WELLSTON.OHIO, U. S. A. 
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Specifications 



Takes any standard .380 
rimless pistol cartridge. Ca¬ 
pacity. 7 cartridges in maga¬ 
zine with one additional in 
chamber. Hammerless with 
side ejection. Three separate 
safety devices Length 6ft 
inches, width fto inch. Weight 
21 ounces. Hard rubber 
stocks. Dull black finish 
Made only in one caliber one 
style, one finish. 


iiiiiiiiffiiiiifiiiiiiiiiiiiiiniiiiiiiiiufifiiiiiiiiiiiiiiiiiiiti 


There’s a Reed Market for this Pistol 


Remington not only succeeds in giving the sportsman—your customer— 
what he wants in firearms and ammunition. It has been a Remington policy to 
anticipate the needs of the consumer. 


For some time sportsmen have been asking Remington for an automatic pistol which 
would meet jill the requirements of protection, touring and hunting—a general purpose arm 
—a pistol which would take the same dominating position among pistols that Remington shot¬ 
guns and rifles have occupied among the larger arms. 


The sportsman wanted a light, compact arm of low recoil built to shoot straight and 
hard. In producing the new .380, Remington has gone further than that. This Model 51 
automatic pistol is COMPLETELY SAFE—made so by an extra safety device which locks 
the sear and hammer and makes impossible the accidental discharge of a cartridge left in 
the chamber when the magazine is removed. 


The Model 51 is a good seller because it possesses improvements which the sportsman 
has needed and which he is quick to recognize once he sees the arm. Some of these pistols 
should be in your show case. 

Remington Products are distributed exclusively through the wholesale trade. 

ASK YOUR JOBBER 

REMINGTON ARMS COMPANY, Inc. 

Successor to 

The Remington Arms Union Metallic Cartridge Company, Inc. 

Largest Manufacturers of Firearms and Ammunition in the World 
Wool worth Building New York City 

■uraui<mHmiiiiwiiiiiiiiiiiiwiHiMiinuNiHiiiianiiiiiiuiiiiiiiimiimMiiimiiiiiHHHNMiiraiiMiHMi!n> 
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Evert Weight Royal 


E xact-weight-as-ordered is a standardized feature of Royal 
Cotton Waste. Each individual bale receives three distinct 
weighings: First, before entering the baling press; second, after 


weighings: First, before entering the baling press; second, after 
baling; third, prior to shipment. The slightest deviation from 
sDecified weielit is therefore invariablv 


specified weight is therefore invariably 
detected and corrected. 


Ask your Jobber or us for the Royal Sam¬ 
pling Catalogue and the booklet “Clean 
Clean Thru.” 


Small Users Should Ask to be Shown 
The Handy New Royal Autopak Bale 


royal MANUFACTURING ce 


New Tork Chicago 
Baltimore 


General Offices & Mills 
Rahway, N. J. 


THE GUARANTEE: Uniform Quality 


6% Tar# ( W r opp m y) ExaciWtiqki 
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Masco Motor Waste 

The Best Motor Waste in the Handiest Form 


If mascoJ 

III Mot o $ 




A selected waste, compressed in a 
strong cloth bag. 

The ideal waste for automobilists, 
motor boat users, and for home en¬ 
gines and workshops. 

The man with a motor is always sure 
of a clean fine waste—no odds and 
ends lying about. The bag, too, is 
useful. 


A 1 lb. sack of Masco Motor Waste 


Ask your dealer for MASCO MOTOR WASTE 
In the one pound sack—or write us direct 


f MASCO 1 
PRODUCTS 


MASSASOIT MANUFACTURING COMPANY 

Pall River, Massachusetts 

Other Masco Products: 

MACHINE COTTON WASTE—HOUSEHOLD AND MARINE MOPS 
POLISHING AND WIPING CLOTHS — CAULKING COTTON — COTTON 
WICKING—COTTON ROPE AND TWINE 





“YANKEE” 


No. 
1261 
Length 
13 in. 
Over All 



TAP 

WRENCHES 


Right and Left Hand and Rigid 



T h kBTS SIZES 

No. 250 Capacity up to 3/16 in. Taps 
No. 251 44 a 44 5/16 41 44 

No. 1251 Same as 251 with long shank 

Yankee Tap Wrenches are especially adapted for 
work in close quarters and places out of reach. 
The cross arm is easily drawn to one side and 
with the ratchet movement, holes are readily 
tapped in close corners. The No. 1251 is 13 
incnes overall, giving a long reach into inaccessi¬ 
ble places, making it indispensable in Automobile 
work and work of similar character. 


No. 250 


Your Jobber Will 
Supply You 


NORTH BROS. MFC. CO 

PHILADELPHIA, PA., U. S. A. 
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1847 ROGERS BROS 


SILVERWARE 


The Family Plate for Seventy Years 


Heraldic 

Pattern’ 


Silverware Helps Sell 
Other Lines 


The woman or the man who makes periodical or occasional 
visits to your store in order to add to the silver plated flatware 
at home is going to buy other things besides Silverware in 
Borne of those visits. 


In other words, when you sell a flatware pattern you are 
li planting a silver tree, from which, every once in a while, you 
will gather fruit . 99 Write for advertising and display helps. 


INTERNATIONAL SILVER COMPANY, Meriden, Conn. 


Pacific Coast Warerooms, 160 Post St., San Francisco, Calif. 
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V OU couldn’t sell gold dollars for fifty cents if you 
* didn’t let people know you had them. 

The way to sell is to tell. 

Display PYREX Oven Ware. 

Make our PYREX advertising your advertising— 
nothing you can put in a window or on a table will 
stop so many people as 

PYREX 

Transparent Oven Dishes 

Always Retain Their Golden Lustre 


PYREX is nationally advertised. 

PYREX is guaranteed. 

The leading manufacturers of metal mountings have 
adopted PYREX for their standard insets. 

Jobbers handling housewares have complete stocks 
of PYREX. 

Genuine PYREX is guaranteed by the name stamped 
in every piece. 

A booklet “How to Sell More” will be posted to 
buyers and salespeople, free on request. 

Pyrex Sale* Division 

CORNING GLASS WORKS 

World's Largest Makers of Technical Glass 
5 5 5 Tioga Avenue, Coming, N. 7. 
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YOUR TRADE WANTS 


The Highest Grade Coil 
File Made 

IT’S A TOOL 


DELTA 


Will Please Your Customers 


Needs Only to be 
Displayed to Make 
Sale 

REMEDY Your IGNITION TROUBLES with 

DELTA COIL FILE 


Cleans All Contact Points, Spark 
Plugs, Coils, Magnetos 

Should be in theTool 
Kit on Every Auto¬ 
mobile or Motor Boat 

High Grade Files for Every Purpose 


k OELTA FILE WORKS 

WL PHILADELPHIA, PA., U. S. A. 
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Sell Infallible to the Hunters 


The rabbit hunter is now reading advertisements that appeal to him. The new Hercules 
hanger — “Don't You Fool Me, Dog", and the 1921 Hercules Calendar will appeal to 
every hunter who sees them. This advertising matter will talk Infallible to your customers 
for years to come. 

Stock up now with Infallible and be prepared for the hunting season. 

HERCULES POWDER CO. 

1043 Orange Street Wilmington, Delaware 


HERCULES 


More than ninety per cent, of all of the loaded shotgun shells used each year 
are shot by hunters. Six million customers, the vast majority of which arc 
rabbit, duck and bird hunters, are the boys that make your shell business what 
it is and who must be depended upon to make it grow. 


Be prepared to supply the majority of your customers by stocking shells loaded with Hercules 
Infallible. All of our sporting powder advertisements are featuring the use of Infallible for 
game shooting, the logical field for business. Get your share of it. 
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TUNG-SOL 

LAMPS 




What are the Advantages? 

Lamp sellers by the score are 
coming under the Tung-Sol banner 
every day. One reason is that 
they make more money selling 
Tung-Sol than other brands and 
are permitted to sell without ham¬ 
pering restrictions, filing of re¬ 
ports, etc. 

Tung-Sol jobbers are every¬ 
where. There’s one near you who 
is prepared to fill your lamp or¬ 
ders quickly and for any quantity. 

There is a Tung-Sol lamp for 
every standard use. Find out 
how you can increase your lamp 
profits—today! Write to 


The Panama Lamp & Commercial Co. 

595 Mission St., San Francisco 


Distributors for Pacific States 
or the following jobbers: 



Western Metal k Supply Co. 
San Diego, Calif. 

California Hardware Co. 
Lob Angeles, Calif. 

Union Hardware & Metal Co. 
Los Angeles, Calif. 

Standard Woodenware Co. 
Los Angeles, Calif. 

San Joaquin Grocery Co. 
Fresno, Calif. 

Mangrnm k Otter 
San Francisco, Calif. 


Nathan-Dohrmann Co. 

All Their Branches 

Thomson-Diggs Company 
Sacramento, Calif. 

Honeyman Hdwe. Co. 
Portland, Ore. 

Whlton Hardware Co. 
Seattle, Wash. 

E. W. Murray Lighting Co. 
Spokane, Wash. 

Beno Electrical Works 
Beno, Nev. 


Distributors for Western States 

Capital Electric Company 

1126 California Street 
\ Denver, Colo. 



Colorado 

Wyoming 

Oklahoma 


Kansas 
Nebraska 
New Mexico 





Wherever there are Pans and 
Kettles there is a ready sale for 



half million a week sold 

M ENDETS — patented patches 
that mend all leaks instantly 
in graniteware, aluminum, cop¬ 
per, tin and iron cooking utensils, 
washboilers, etc. Fit any angle. 
Stand severe heat. They require no 
heat, solder, cement, or rivet. They 
go on in a second and stay put. 

The largest chain of stores in the 
country sells over twenty thousand 
packages of Mendets a week. 

Many jobbers buy Mendets every 
few weeks in 25-gross lots. 

Selling Mendets is big business for re¬ 
tailers and jobbers. It is also a satisfactory 
business. 

Mendets appeal instantly to home-loving 
people. They are especially appropriate 
now, because of the widespread preaching 
and practice of economy. 

This little retailing giant, MENDETS, j 
is advertised in a big, broad newspaper 
campaign. 

The Counter Carton is a Silent Salesman. 


A sk yemr Jskkrr. H§ sills Msudsti, 
ths patented patch , er writs ms fmr 
ths mams mf a usarhy distributer. 


COLLETTE MANUFACTURING CO. 
Amsterdam, New York 














HARDWARE WORLD 


UNIVERSAL VACUUMBOTTLES AND LUNCH KITS 

SNAPPY PACKAGE ASSORTMENT No. 14 

Our Curtomere Eduction of Bert Seller* 


1V*N»HPMI 


TtmMatOlPMI 



Quicker Turnover—Bigger Profits 

The Retail Trade has always felt the need of a line of Vacuum Specialties 
which would be safe to sell under the broadest guarantee. This want 
is filled from every standpoint and angle by the Universal line. 

The Universal Vacuum Bottle Assortments have been placed on the mar¬ 
ket with the idea of supplying the dealer with the best selling num¬ 
bers in one package, in this manner giving him quicker turnover and 
bigger profits. 

The Universal Trade Mark is known and trusted by countless consum¬ 
ers as their guide and guarantee of quality. Let it be yours also. 
Its good will is a profit and prestige power for you—for every mer¬ 
chant who allies himself with the Universal line and makes known 
his alliance. 

Order from your jobber 

LANDERS, FRARY & CLARK 

HEW BRITAIN, CONN. 
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GENERAL OFFICES, YOUNGSTOWN, OHIO 

District Offices: New York, Chicago, Philadelphia, Cleveland, Kansas City, Lynchburg, Pittsburgh, New Orleans, 

Balt Lake City, San Francisco, San Antonio 

EXPORT AGENTS, CONSOLIDATED STEEL CORPORATION, NEW YORE CITY 
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The Defenseless Man 
— Put a COLT in His Hand 


E VERY one of your customers requires 
the protection of a Colt Automatic 
Pistol or Colt Revolver in his home. 

We are in the midst of restless times. 
Newspapers are full of accounts of 
“breaking and entering” in the night 
time—a form of crime made compara¬ 
tively safe by the ease with which these 
midnight prowlers can make their “get 
away” by automobile. 

Armed with a Colt, the house- 
holder knows that he is safe- m 
guarded by “the world’s right B A 
arm.” There is no protection * 

that you can sell in the fire arm 
field equal in efficiency and 


FIRE ARMS 



TheEASY^ — ScrewPlat 
- 

PCBftCT SCREWS AT -2- A SINGLE Cujf 4 . . 

_ 16 * NO. 

ADJUSTABLE TAP WRENCH WITH EACH SET 


safety to a Colt. 

COLT’S PATENT FIRE ARMS MFG. CO., Hartford, Conn 


Manufacturers of 

Colt's Automatic Pistols Colt's (Browning) Automatic Machine Guns 
Colt’s Revolvers Colt's (Browning) Automatic Machine Rifles 

PHIL. B. BEKEART COMPANY, Pacific Coast Representative, San Francisco, Cal. 


on request. 


No. 50. Cham¬ 
pion One-Fire 
Variable Speed 
Electric Black¬ 
smith Blower. 


I 1 1 . Rivet 1 V, • 


Screw Plates in Four Styles, Cutting up to iy 2 " 
CHAMPION TOOLS, Built for Service 

CARRIED IN STOCK AND DISTRIBUTED 
BY ALL THE LEADING JOBBERS 
Write for Our 350 Page Catalog 

CHAMPION BLOWER & FORGE CO. 

Lancaster, Pa., U. S. A. 


and Double 
Com poun d 
Lover Feod 
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ALWAYS INSIST 11 J StanUbTohls, 

THAT YOUR JOBBER 
SUPPLY 

Ludlow-Saylor 
Products 



Please Order 
Through Your Regular 
Jobber 


WHENEVER 
YOU NEED 

Hex 

Nettings 

Hardware 

Cloths 

and 

Window 

Screen 

Cloths 

Ton Will Then Be 
Assured-—of Qual¬ 
ity and Perfection 
of manufacture. 

Ton Will Then Be 
Assured—that the 
labels tell you 
what you Bought 
not merely what 
you Ordered. 

Ton Will Then Be 
Assured—that To- 
day’s Customer 
will be Tomor¬ 
row’s Friend. 


Manufactured by 


The LUDLOW-SAYLOR 
WIRE GO. 

ST. LOUIS, MO. 


Stanley 

Extension 

Bit 

Holder 



TI Used in connec¬ 

tion with a Bit 
» Brace, it will ex- 
tend the Bit, en¬ 
abling the user to 
bore through 
walls, floors, etc., 
Y where the ordi¬ 
nary Bit will not 
J reach. 

The Socket in 
which the Bit 
rests and the 
Shank for its en¬ 
tire length are of 
one piece of steel. 

Note how the 
. shape of the sock¬ 
et conforms to 
the Shank of the 
Bit. This form of construction, to¬ 
gether with the improved Lock Nut, 
makes it impossible for the Bit to 
work loose while boring. 

Any length Holder will follow up 
a %-inch Bit. Heavily nickel platea 
and highly polished. Made in six 
different lengths. 


Manufactured by 

Stan ley Rule & Level Co. 

New BritainPConn. U.S.A. 
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PILLIOD 


Tool Cases 

THE 

BUILT FOB SERVICE 
LINE 

Tool Cases for every pur¬ 
pose, sturdy, light weight, 
beautifully finished quality 
cases for Machinists, Car¬ 
penters, Auto Owners, Au¬ 
to - Repairmen, Plumbers, 
Household Tools and Fish¬ 
ing Tackle. “The line that 
sells and satisfies.” 

The Pilliod Lumber Co. 

8WANTON, OHIO 

Western Representative 
8PRAKE SALES OO. 

822 Higgins Bldg., Los Angeles, California 

525 Market Street, San Francisco, California 
533 Bailway Exchange, Portland, Oregon 
223 Herns Bldg, Salt Lake City 




Getting 

New Customers 
for You 


Savage experiences are 
convincing thousands o f 
shooters all over the 
United States of Savage 
Reliability and Accuracy. 

The advertisement repro¬ 
duced above is our mes¬ 
sage for October, 1920— 
the heighth of the shooting 
season—that will bring 
customers into your store. 

Get behind the Savage Ad¬ 
vertising. 

SAVAGE ARMS CORPORATION 

UTICA Y. 

Sharon, Pa. Chicopee Falla, Mass. 

Executive and Export Offices 
50 Church St., N. Y. 

Owutrt and Operator* %f 

J. Stevens Arms Company 
Chicopee Falls, Mass. 
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& Quality 

LAWN MOWERS 


Reduction of 
Styles and Patterns I 

I 

|fg|OR several years we have | 
ItMl been unable to make enough | 
Pennsylvania Quality mowers to 1 
go ’round. In order, therefore, to 1 
| assure our customers of an ample 1 
5 supply of our leading styles, we I 
have discontinued for the present I 
season the manufacture of the 1 
following numbers: 1 

New Departure Daisy 
Bellevue Electra High wheel Ij 

New Belmont Electra Low wheel 1 
Delta Girard Westfield || 

We shall devote whatever ma- 1 
terial and mechanical forces we | 
can obtain to the making of 

PENNSYLVANIA STANDARD 

high and low wheel || 

PENNSYLVANIA JUNIOR 
Ball Bearing, high and low wheel 
Continental, high wheel 
Great American, Ball Bearing 
Red Cloud, Ball Bearing 
Orchid, Ball Bearing 
Panama, Plain Bearing 

In addition to the above hand 1 
mowers, we will also continue 1 
our line of Golf and Putting | 
Green Mowers, Pony and Horse | 
| Mowers, Lawn Cleaners and 1 
Rake, and Braun Grass Catchers, | 
together with a complete assort- 1 
ment of repair parts for all the I 
machines we ever manufactured. 1 


SIMONDS 

SAWS 


Write for Catalog and Prices 

SIMONDS MANUFACTURING CO. 

“The Saw Maker*” 


Portland, Oregon 
San Francisco, Calif. 
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“THE RECOGNIZED LEADER 



ELECTRO-ZINCKED AFTER WEAVING 

Order Thru Tour Jobber 

QALVANOID has won the pre-eminent favor of the trade because it is the most depend¬ 
able zincked screen cloth made. You can confidently recommend QALVANOID to your 
best trade. 

KEEP YOUR STOCK FILLED IN 

WE ALSO MANUFACTURE 
BRONZE, COPPER, PAINTED AND GALVANIZED 

AMERICAN WIRE FABRICS CO. 

208 So. La Salle Street, Chicago, Illinois. 

FACTORIES: 

Chicago, Illinois Mt. Wolf, Pa. 

REPRESENTATIVES: 

L WING-LEWIS CO., San Francisco and Los Angeles, Cal. D. L. HERMAN, Seattle, Wash. 


There Isa Difference to Washers 


I 



Just u in any other commodity. Oar Wsahen are 
made of the Beat Material and with the atmoat care. 
That’s why the largeat uaera of Waahera prefer those 
of oor make. 

We also make 

M aBa a h h Washers aid Cast boa Washers 
WrMfht and Steal Plate Washers 

of all descriptions. Round and Square, Plain or 
Galvanised. 

JUmmM IBvet Bcts Fdtow Pistes 
Sheared and Pinched Plates 

PROMPT SHIPMENTS 

Wrought Washer Mfg. Co. 

MHwaukeo, Wla. 

Coast Representatives, 

HUGHSON & MEBTON, Inc. 

San Francisco, Oal.; Los Angeles, Oal.; Portland, Ora.; 
Seattle, Wash.; Denver, Colo. 


** Bvery blovr of tho hmmmmr Rotinom thm St—I” 

“This NAIL SET 
won’t roll” 

Just prove that to your customer 
and you’ve practically made the sale. 
Then clinch it by pointing out the 
finely knurled patented hand hold, 
easy to grasp even with oily fingers. 
Tell him the MAYHEW Square Head 
Nail Set is hand forged from finest 
crucible steel, electrically tempered. 

MAYHEW-TOOLS 

ARE RIGHT 

Fully warranted by the makers. Next 
time this customer comes in he will ask to 
see the Mayhew model of the tool he is 
interested in. 

At your jobber—or 

MAYHEW STEEL PRODUCTS. Inc. 
291 Broadway, New York 
508 Mission Street, San Francisco 
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THE JAMES SWAN COMPANY 

SEYMOUR CONNECTICUT 


Bits 

Augers 



Chisels 
Draw Knives 



Nail Sets 
Gimlets 


Gouges 

Screw Drivers 


New York Offioe: 100 Lafayette Street 

WE WERE AWARDED THE MEDAL OF HONOR ON MECHANICS’ TOOLS AT THE PANAMA- 

PACIFIC EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento, California 


Are you handling the 

10-in. and 14-in. 0. K. Gutters? 

If not, my Pacific Coast representatives 
will tell you why you should. 

Address 

Omer Cox Jones A Cox, 

Postal Telegraph Bldg., Newhonse Bldg., 

San Francisco, CaL Salt Lake City, Utah 


Sands A Cox, 
8an Fernando Bldg., 
Los Angeles, CaL 

Strimple A Cox, 

L. O. Smith Bldg., 
Seattle, Wash. 


Turnbull A Cox, 
Inter State Trust Bldg., 
Denver, Colorado 

Strimple A Cox, 
Corbett Bldg., 
Portland, Ore. 


H. K. PORTER 

Bolt Clipper Specialist 

6 ASHLAND STREET, EVERETT, MASS. 


Shelby Hardware 

_j WT? ATiSO MAKE 

|_ ® H1< I, 

Iand* Chain 

\r, r , ; , i j Bolts, Door 

Mortise El jj!f? j n.u- n __ 

S3? li 

!J ^ J Cupboard 

C a tehee, 
Card Hold¬ 
ers, Toilet 

Paper Holders, Garage Door Holders, Chest Han¬ 
dles, Casement Window Adjusters and Fasteners, 
Sash Locks, Sash Lifts, Mortise Locks and 
Latches, Basement Window Sets, Wire. Coat and 
Hat Hooks, Ceiling Hooks, Hall Hooks, Screen 
Window Hangers, Door Braces, large line of 
Screen Door Hinges and a number of items not 
mentioned. Ask for catalog today. 

The SHELBY SPRING HINGE CO. 

SHELBY, OHIO, U. 8. A 
COAST REPRESENTATIVES 
POND HARDWARE CO., D. L. HERMAN, 
Los Angelee, CaL Seattle, Wash. 
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Till Only Screw 
.Holes in the World 

* The “Hole” 
Problem 


■ The advantages of 

™ Screw Holes are: they 

W r^— can k® U80 ^ without 
II damage to receiving 

ft II material; they enable 

|| || you to Standardize to 

Ur II wood or machine 

M, Jl \JKSe£zm screws in all mate* 

H H rials; they are made 

H H of brass and will not 

H ■ rust under atmospher- 

y w ic or moisture condi¬ 

tions; special tools are not needed for using them 
in any material; they can be used in any place a 
screw can be used; no special screws are needed— 
these Screw Holes fit any wood screw or machine 
screw now in stock; they make the neatest possi¬ 
ble job in any material; they are endorsed by all 
dealers in screws, and by all users of screws; in 
spite of the high cost of brass, Screw Holes are 
yet cheap; they make everlasting holes in any 
material, and anyone who can drive a nail can 
use them. 

Tou must stock Screw Holes, for your trade 
demands them. 

THE STIIE SCREW HOLES CO., Waterbary, Conn., U. S. I. 


THE BRIDGEPORT HDW. MFG. CORP., Bridgeport, Good. 

THE OH-KAY SCREW DRIVER 

High Grade Steel Blade. Black Oil Finish 
and Bright Points 

Red Stained and Varnished Handle 
Patented Steel Ferrule, Bright Finish 
List Price, $6.00 


Mo. 06 Assortment 
Heavy Cardboard Stand 
2 Dozen 8*4, 8*5, 8-6 inch 

0. W. GAUSS 00. J. 0. McOABTY 

Western Sales Agents Eastern Sales Agents 

693 Mlsslen St, Hew York City, N. Y. 

San Francisco, Oal. 


“Sterling” 


TUNGSTEN STEEL 


Flexible 


HACK SAW BLADES 


Many years of personal caretaking attention to manufacturing details have produced 
in STERLING Blades a cutting tool of unquestionable merit. 

We claim Endurance—Dependability—Fast cutting — Long Life — Satisfaction to 
Dealers and Consumers. 

Users declare that our slogan—“They don't Scratch, They Cut”— tells the story. 
SOLD THROUGH JOBBERS ONLY 

CORRESPONDENCE RESPECTFULLY SOLICITED 

DIAMOND SAW & STAMPING WORKS, BUFFALO, NEW YORK 

CALDWELL SALES COMPANY, 320 Market St., San Francisco, Cal. 

Exclusive Pacific States ttepresentatlvies 
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WM. H. OTTEMILLER CO., York, Pa. 
Maiifactinrs of Cap aid Sat Screws, Scraw Machine Wert 

REPRESENTATIVES 

Omer Cox, Postal Telegraph Bldg., San Francisco, Cal. 

Sands A Cox, San Fernando Bldg., Los Angeles, Cal. 

Strimple & Cox, L. C. Smith Bldg., Seattle, Wash. 

Jones A Cox, Newhouse Bldg., Salt Lake City, Utah. 

Turnbull & Cox, Inter State Trust Bldg., Denver, Colorado. 
Strimple & Cox, Corbett Bldg., Portland, Ore. 



Handle Detached. Out shows Right Hand Casement Adjuster 


Superior 

Casement Adjuster 

For windows that open out 
Operates without disturbing the screen 

Superior Casement Adjuster is the most 
convenient to operate because all that is re* 
quired to unlock and move the window is to 
simply move the handle; when you let ro the 
handle the window is locked automatically. 

Superior Casement Adjuster is the strong* 

est bemuse it locks on the rod fastened to 
i he window and thus combines the strength 

of ihe two rods. 

Superior Casement Adjuster holds the win¬ 
dow firmly at any angle and does not allow 

•the window to rattle. 

SUPERIOR SPRING HINGB GO. 

136 W. Lake Street, Chicago 
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REICH ARD'S 

Combination Spring-Tooth 

Magic Weeder Hoes 

SAVE TIME AND STRENGTH 

Strong in 

'v A 8 v construction, 

fl light in weight. 

Quick salea - 

'h i m « ■' * Styles and 

■ s sizes for every 

11 u wear requirement. 

There is satis- 
I faction and 
' profit in han- 

J d 1 i n g the ac- 
k n owledged 
“King of Gar- 
• ... den Tools.” 

V Booklet and 

Manufactured by 

THE F. C. REICHARD MFG. CO. 

Bangor, Pa., U. S. A. 


HO. 3JC GARDEN RAISE!. 
P Etc uteri June 2 
July 15. 1D10 


Alexander Manufacturing Company, Inc. 


Established. 1913 


Ames, Iowa, U. S. A. 


No Wrench or Tool of 
Any Kind is Needed to 
Change Equipment Here 

Pull outwardly on spring steel sides 
(11) of main frame of cultivator. 
This allows 4, 6 and 7 to be re¬ 
moved, turned over, and replaced, 
and we have a wheel hoe. Or, by 
laying 4, 6 and 7 aside, and placing 
5 ) 8, 9 and 10 in their place, we have 
either a plow, or, a tool for marking 
out rows for planting. 

QUALITY 

This unique construction, together with the 
HIGH GRADE MATERIALS used, and 
the extraordinary finish given to grinding 
and polishing of the tillage tools, makes 
the No. 3X Alexander Garden Raiser the 
best value, in a garden tool, on the market 
today. Our 32 page catalog showu a com¬ 
plete line of seeders and cultivators. 

“THE GARDEN DESERVES 
A GOOD TOOL” 


More Than a Million in Use 
The Demand Still Growing 

NORCROSS 

Hand Cultivators 

are favorite tools. 

In the three sizes—they 
fill practically every need 
in cultivating and weed¬ 
ing. 

There is a tWstinctivenesa of 
Quality—Class—and Finish In 
a Norcross Tool, that strtnds 
out boldly and pnuS easy salea. 
Well made—Durable—Hand- 
tome in appearance—they sell 
readily — at a good profit — 
and you ran confidently rec¬ 
ommend them. 


ASK TOUR JOBBER ABOUT TB18 PROFITABLE LINE 

C. S. NORCROSS & SONS, Mfr’s. 

BUSHNELL, ILL.. U. S. A. 
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“PITTSBURGH PERFECT’ 


WIRE NAILS 


BARBED WIRE BALING WIRE 


ALL 

KINDS 

BALE TIES 


“Pittsburgh Perfect” Electrically Welded 

and 

“Columbia” Hinge Joint 

WIRE FENCING 

AT RIGHT PRICES TO YOU 

Carload shipments from Pittsburgh mills to all points on the Pacific Coast 

MANUFACTURED BY 

PITTSBURGH STEEL CO., SAN FRANCISCO, CAL. 

A. C. RULOFSON CO., Sales Managers, 359-363 Monadnock Building 

BRANCH OFFICES: 2113 L. C. Smith Bldg., Seattle, Wash. 

1446 Malvern Ave., Los Angeles, Cal. 

Distributors of “Pittsburgh Perfect” and “Columbia” Wire Fencing: 


Dunham, Carrigan & Hayden Co., 

San Francisco, Cal. 
Northern California and Nevada. 

Whiton Hardware Company, 

Seattle, Wash. 
Washington and Oregon. 




Wagnek Door Hangers and Tracks 


Quality hangers and tracks designed to overcome all the troubles and 
draw-backs of cheaply built hangers and tracks that are made merely to sell 
at a price. Wagner Hangers have roller-bearing wheels, tandem trolley with 
bumper on end to protect wheels, a very simple and practical cam vertical 
adjustment and other features that put them out of the ordinary class. Tracks 
are self-cleaning, bird-proof and much heavier than ordinary tracks. They 
please customers and build trade. Write for catalog showing entire line. 


Roller Bearing a 


Complete flock carried at Tigard, Oregon, Branch 


WAGNER MFG. 00„ Dept. T, Cedar Falla, Ion. 



COTS AND CAMP FURNITURE, MOPS 
Tents, Awnings, Covers, Legging, Carpenters* 
Aprons 

4 Factories. Write for Prices. Prompt Shipments. 

TUCKER DUCK A RUBBER COMPANY - Ft Smith, Ark. 


“ANSON I A" NAIL CLIP 

Made by the mak¬ 
ers of the “Gem" 

Nall Clipper. 

Twelve in a box or 
12 on a display 
card. 

Writs 

H. C. COOK CO. . AN SONIA, CONNECTICUT 



EYELET TOOL CO. 

Manufacturers of Punches and Seta 
(hand drive and foot power) for 
Leather, Cloth and Metal. Punch 
Tubea, Punches and Dies. All kinds 
and sises made to order. Write jobber 
Booklets free. Established 1858. 

40 LineoHi Street 


SAND’S PLUMBS AND LEVELS 


am 


Deserve your confidence because they are known and 
wanted throughout the building trades and represeaat 
the easiest selling level stock on the market. 

TOUR JOBBER CARRIES THEM 

J. SAND A SONS Detroit, Michigan 
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Thousands of workers demand 
STAR HEEL PLATES on their 
shoes. Are you helping them by 
keeping up your stock? 

It’s a good plan to suggest them 
for work shoes and for boys’ shoes. 
It’s a good way to win friends. 

Order from your jobber and 
insist upon STAR HEEL PLATES. 

If he can’t supply them write 

STAR HEEL PLATE CO. 

367-391 WILSON AVE., NEWARK, N. J. 


“Standard of the World” 


NEEDLES 


of all kinds and sizes for all purposes 
and needs. 


SACK 

BAG 


SAIL 

BALING 


Packing Mattress Upholstery 
For 

Grain, Flour, Sugar, Cereals, 
Minerals, Cotton, Burlap, etc. 

EVERY NEEDLE WARRANTED 

BARR BROS. COMPANY 

Needles and Cutlery 
Since 1873 

Bales Division 

HUGHSON & MERTON, Inc. 

No. 9 Main St., Ban Francisco 
216 Fourth Ave., N. T. 

1449 So. Michigan Blvd., Chicago 


147E have a real Safety Lock 
* * that can be attached to any 
door in a few seconds, and once 
on affords absolute protection 
from burglars. It cannot be 
forced or opened in any way 
from the outside. 

RETAILS FOR 50c. 


Write Us for Terms and 
Territory 


E.[H.MARCHANTC0. 

OAKLAND, OAL. 

Oraf8alMOo.lCfgn.Agta, Meant Bldg.,&F. 


LANE’S 

Steel 
W agon 
Jack 


gtfK,, NO CAST METAL 
NO WOOD 

Strong — Light--Compact 

SUBSTANTIAL PROFIT TO 
THE DEALER 

Have You Catalog and Latest Prices ? 


LANE BROS. CO. 

RIVER STREET POUGHKEEPSIE, N. Y. 
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P Blacksmiths and garagemen are 
determined to have the best 
that may be had in tools—their * 

work today demands it. 

Buffalo Forges, Drills, Blowers, Punches and 
Shears are backed by the critical test of over 
forty years. Each machine is designed to 
meet specific requirements. Dealers find the 
Buffalo line profitable sellers. 

Write Dept. 37 for Complete Catalog 

BUFFALO FORGE COMPANY 

BUFFALO, NEW YORK 


With the* 
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j Anyone can cut a perfect 
II r i ll 1 Ml duplicate of any Yale 

type key in less than 
*Sj|lVHK a one minute. Machine ia 

automatic. No experi* 
ence or skill necessary. 
Write for descriptive 
booklet today. 

PRECISION MACHINE A TOIL CO.. Salat Office 540 Hamilton Avotoa, Allsntowe, Pa. 


Our Asbestos*Ooyered Interlocking Furnace Pipes, Interlocking Store Pipes, Interlocking Asbestos-Covered Fine Thimble, 
Interlined Interlocking Bing Flue Caps and Interlocking Elbows are not luxuries nor needless accessories. They are very 
neoessary where stoves and furnaces are used. By fastening and cementing the Flue Thimble in the Flue Hole, and putting 
in and turning the pipe joint and locking it firmly therein, it can r t pull out or be pushed in too far. Each successive pipe link la 
loeked to the receding one, until the whole pipe is firmly locked together, and to the Stove Collar, so that the pipe can’t 
fall down. When the pipe is taken down put in the Flue Cap and lock it, making the flue hole fire safe. 

Every home and factory owner is morally liable for impending fires on his property, and as fast as flames reap losses 
will our dealers reap profits on our Fire Safe, Rust Proof, Interlocking Pipes, Flue Thimbles, Caps and Elbows. 

Send for Price List and Descriptive Statement. 

SAFETY INTERLOCKING STOVE PIPE GO., MT. PLEASANT, IOWA 


THE PHILADELPHIA LAWN MOWER CO. 


LARGEST MAKERS OF HIGH-GRADE 
LAWN MOWERS IN THE WORLD 


Hand—Horse—Motor 


INTERLOCKING STOVE AND FURNACE p | p £ J 


Fire 

Preventing 


Home 

Protecting 


31st and Chestnut St. 


Philadelphia, Pa. 
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This 



Slaymaker 

Padlock 

has a wider distribution 
than all other adjustable 
shackle padlocks com¬ 
bined. Over 100 Western 
jobbers of hardware, au¬ 
tomobile accessories, bi¬ 
cycles, etc., sell it. 


DEALERS 

ASK YOUR JOBBERS 

JOBBERS—WRITE 


SLAYMAKER LOCK CO. - LANCASTER, PA. 

—OR— 

A. 0. RIDDELL, Western Sales Manager, 

624 Hlgglna Building, Loa Angelea, Calif. 



m © O 



MAYDOLE HAMMERS 

THE WORLD’S STANDARD 

Highest Quality Steel Handled Hammers 
Guaranteed First-Class in Every Respect 


The David Maydole Hammer Co. 

NORWICH, N. Y., U. 8. A. 



“I* ENOX 
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The 

Schaw-Batcher Co. 


SACRAMENTO, CAL 


WHOLESALE 

HARDWARE 

Pipe aad Fittings Sargent & Co. 
Canton Steel Bnflders' Hardware 
Ana wm i t io n M9 and Mining 
Sporting Goods Sappies 
Macksaath Sappies 


TOTJ ABB RIGHT IN 
BEOOMMBNDINO 

"WORLD'S BB8T" 
nr NAME AMD PAOT 


World’s Best 


Tubular Track 

Bam, Factory 
and 

Warehouse 
Door Hanger 


BX0LU8IVE FEATURE 8 
Frame in best grade malleable iron. 

Wheel underneath track presents derailment. 

Wide bearing of the wheel distributes weight and 
makes it the Eaaiet Running Hanger on the market. 

Packed one pair in box complete with bolts; one- 
half dosen pairs in a case. 

Track has Slidable Bracket, which has made the 
World's Best Hangers so popular with the building 
trade. 

If your jobber can’t supply you we will. 

THE TOPPING MFG. CO. 

For 18 Year* Safety Door Hanger Co. 
ASHLAND, OHIO, U. S. A. 


MYERS OIL 


FORCE PUMP 

For pumping Kerosene, Gasoline, Labricat - 
ing Oils and Similar Liquids direct into the 
Measure from Original Steel or Wooden 
Barrel or Drum. 
Inexpensiye equipment 
but just as satisfactory 
as high priced cabinets, 
special tanks and other 
expensive parapher¬ 
nalia. Does away with 
the necessity of trans¬ 
ferring the liquid from 
original container t o 
tanks or other recep¬ 
tacles. Simply insert 
pump in opening—side 
or top — of barrel or 
drum, screw in handy 
tapering connection and 
start to pump contents 
direct to measure with¬ 
out loss of time or 
waste of liquid. 


Thompson “Junior” 
Revolving Sprinkler 


The “Dollar-Seller” 

The embodiment of simplicity has been the 
watch-word in the construction of this 
Sprinkler. For service and durability we 
recommend its use. 

We solicit your inquiries on the problems 
of sprinkling. 


Thompson Manufacturing Company 

East Eighth and Santa Fe Ave. 

LOS ANGELES 
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The Utility 
Bucket Pump No. 95 

Was designed to meet the demands for a 
small powerful double-acting spray pump. 
It is very efficient for domestic purposes. 
Pump is of all brass construction with two 
bronze ball check valves and hemp packed 
plunger. Equipped with our No. 80 Angle 
Service Nozzle, which is designed to give 
a fine mist. 

I By removing the variable 
V ^ disc a straight stream can 
^m | be had for washing win- 
[ ~ W I dows, autos, etc. White- 

■ I T washing can be done suc- 
V cessfully with this pump. 

Write for 

I I Catalog and Prices 

I J Albert Lea Sprayer Co. 

S L- Albert Lea, Minn. 


Sharpens All Makes 


It is estimated that 
there are over 300 
different makes of 
safety razors — each 
has its blade. 

And there is only one 
machine that will 
sharpen them all —the 

Hatfield 

Complete 

Sharpening 

Machine 


Why limit the money there is in sharpening safety 
razor blades by using a machine which sharpens only 
part of the 300? 

Write for facts about the sharpening business that will 
“Open your Eyes’* when you learn the profits others 
are making with Hatfield machines. 

HYFIELD MFG. COMPANY 

21 WALKER STREET NEW TORE CITY 



i ,3K i 


UFK/N c 



GILSON GARDEN TOOLS ^ 

GILSON WEEDER-LIBERTY CULTIVATOR W/ 

The Gilson Line offers a profit-making opportunity to the ''mi ' 

dealer and jobber who appreciate modern garden tools of // . \ ' jr 

unquestioned quality—tools that have made good—including if A? vu j 

Hand and Wheel Cultivators, Weeders, Lawn Edge Trim- / V ' 

mers, Dandelion Diggers, etc. ll JJ / 

Write for Semples and Booklet. \\ ^ v^. fj /' 

J. L GILSON CO., Port Washington, Wisconsin 

THOMAS M. GABDINEB, Western Bepresentatire t', - / _ )JT 

P. O. Box No. 299 San Francisco, OaL ^ m 
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Goods Made bij jfgf MBKhtefa BeasT 

KggS Metal Corners 

are made to fit and protect all types of siding. They 
save hours of expensive labor and produce a better job. 
Heavy gauge galvanized iron assures durability. Chem¬ 
ically treated surface holds paint or stain as readily as 
wood. Pierced to take nails. Are practically invisible 
if painted with building—add class if painted as trim. 
No ornaments to catch dust or moisture. Accurately 
shaped to fit the siding and make a neat 
and absolutely water-proof job. Can’t 
possibly spread or open. They please the 
builder and the owner. 

For Drop 
and 

Lap Siding 

You can sell these satis¬ 
fying specialties to every 
builder and home owner 
no matter what type of 
siding they use. 


Write Dept. SO today for UBed on 

price* and details Lap Siding 




F.D.Kg qs Mf4-C o.Beatrice.Nebr. 



McCaffrey 
file co. 

Philadelphia 


Established 1863 


"Highest Award (Medal of 
Honor) for FIUSS and 
RASPS, Panama-Pacific 
International Exposition, 
San Francisco." 



“EASY EMPTYING” 

Grass Catchers 

“Favorably known the 
world over” now made 
with 

Re - Inforced 
Bottom 

Rigid Light 
Durable 

Many exclusive 
patented fea¬ 
tures and strong 
selling points 
expl ained in 
Catalog No. 20. 

Write for it 


SOME OF OUR PACIFIC COAST JOBBERS 


California Hdwe. Co. Baker, Hamilton & Pacific 

Union Hardware & Metal Co. 

Co. Honeyman Hdwe. Co. 

Hoffman Hdwe. Oo. Jensen, King, Bird A Co. 

Harper & Reynolds Co. The Schaw-Batcher Co. 

Failing-McCalman Co. Schwabacher Hdwe. Oo. 

Marshall-Wells Hdwe. Co. Seattle Hardware Oo. 

Holley-Mason Hdwe. Co. The Thomson-Diggs Oo. 

Dunham, Oarrigan & Hayden Co. 

THE SPECIALTY MFG. CO., St Paul, M'mn.,U.S.A. 


The “PONT” 

Is the very best Hand Machine that money 
can buy, for setting Tubular or 
Bifurcated Rivets 



IT’S GUARANTEED 
SOLD BY JOBBERS EVERYWHERE 

Hade by 

F. H. SMITH MFG. CO. 

CHICAGO, U. S. A. 
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ONLY 


Vaughan's Vanadium Nail Hammers 




DOUBLE ACTING 
SPRING BUTT HINGES 

have the weight 
supporting 
bearings cor- 
recti y located to 
liberate the 
action of the 
springs, redu¬ 
cing breakage 
and increasing 
spring power, 
preventing une- 
q u a 1 wear of 
the barrels, and 
giving practi¬ 
cally unlimited 
durability. 

Bommer Floor Surface Spring Hinge 

1m Be l —— and Holdbaok Features, BaU 
B—ring and Alignment Device 

The most durable hinge of its type; holds the 
door open when swung to 90 degrees. The spring- 
action can be entirely released so door will swing 
— free, without spring-action, by inserting a 

■ wire nail (when the door is open) into a 

■ hole provided in the side plates. The 

■ spring • ac- 

jM I—.. | -. --— tlon can be 

restored b y 

■ U withdrawing 

the 

Vo. 18 Type 

BOMMER SPRIM6 HIH6E COMPANY, Mfrs. - Brooklyn, N.Y. 
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HAY-BUDDEN 


Solid 

Forged 


ANVILS 



Entire top being in one piece of high-grade forged 
steel, makes a loose face impossible. 

For over a quarter of a century, the name 
of “Hay-Sudden” in connection with 
anvils has stood for perfection. The first 
Wrought Anvil Makers in America. An¬ 
vils made from the best American wrought 
iron and steel and sold by all the leading 
hardware jobbers. 

WBSTBBH SALES REPRESENTATIVES 
Omar Cox, Postal Telegraph Bldg., San Francisco, Oal. 
Sands A Oox, San Fernando Building, Lot Angeles, Oal. 
Strlmpl# k Oox, L. 0. Smith Building, Seattle, wash. 
Btrimple k Oox, Corbett Building, Portland, Oregon 
Jones k Oox, Newhooee Building, Salt Lake City, Utah 
Turnbull k Oox, Inter State Trust Building, Denver, Ool. 


SAGER CHEMICAL 
PROCESS AXES 

AND 

BULL DOG 
LOGGING TOOLS 

Recognized all over the 
United States as the 
BEST money and skill 
can produce 

WRITE FOR CATALOGUE 


HIGHEST HONORS 
AWARDED 

BY 


LLLLiJLLIli I 


' LLIXEMilMd 1 




WARREN AXE ffTOOL CO. WARREN. PA. U.S.A. 
DAILY CAPACITY 3500 AXES AND LOGGING TOOLE 
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The Only Wrought Iron Anvil Manufac¬ 
tured in the United States 



The body is made of wrougnt iron, the fmee of 
highest grade erneible east steel. 

The COLUMBUS ANVIL A FORGING 00. 

Oolnmboa, Ohio 


OHLEN-BISHOP 

circular n 4 ii to hand 

CROSSCUT W A \JU COMPASS 

BAND |Jrl f I iJ BUTCHER 

TOOLS AND TROWELS 

—Made by— 

THE OHLEN-BISHOP CO. 

The Master Saw Makers 
Lawrcaceburg, Imd. Columbus, Ohio, U. 8. A. 
Western Trade Supplied Thru Branches at 


San Francisco, CaL 


Portland, Ora 


SAMSON SPOT SASH CORD 


Extra quality, guaranteed free from all imperfections. 
Can be distinguished at a glance by the Colored Spots. 
Specified by architects and builders everywhere. 

We manufacture braided cord in all aisea and colors, for 
all pnrpoaea. Carried by all Jobbers. 

Sash Cord Shade Cord 

Clothes Lines Masons’ Lines 

Solid Braided Rope Chalk Linee 

Send for catalogue and samples 

SAMSON CORDAGE WORKS Boston, Mass 

JOHN T. BOWNTBEE, INC., Bop. 

San Francisco, Los Angeles, Seattle, 

Denver, Salt Lake Olty 


“STAR” Expansion Bolts 

ALL THE NAME IMPLIES 
Also: Sebco Screw Anchors 
8ebco Toggle Bolts 
8ebco Concrete Inserts 
Sebco Star Drills 
Sebco Cold Chisels 
Sebco Cable Clamps 

STAR EXPANSION BOLT CO. 

Trade “SEBCO” Mark 

STOCKS AT 

147 Cedar Street 120 West Lake Street 

New York Chioago 


THE BRAINERD LINE 

MOST COMPLETE LINE OF CABINET 
HARDWARE ON THE MARKET 

■91 - LET US 

Hpa era 

mm ■■ om)bm itf :? 


it 




No. 699 No. 698 No. 1170 

THE BRAINERD MFC. CO., East Rochester, H.Y„ U.S.JL 


Sells to Every 
Belt User 


O'.P* 








Your market 
for Blue Ribbon 
Belt Dressing is lim¬ 
ited only by t'ie number 
of belt users ia j oar ricin- 


V\\l Hr, The 9 . Uft bty of the Dreaming 

is hi ? h enough to suit thj moat die- 
criminating purchaser. Ask 3 otur whole¬ 
saler for it or write for prices and samples. 

THE JOBBER'S MFC. CO. 


“Forstner” Brace and Machine Bits 

For Fine Carpenter, Cabinet and Pattern Work | 

SPECIALLY ADAPTED FOB HARDWOOD WORKING 

^ The Foster Labor Saving Auger Bit, unlike other bits, is guided 

UrbmmbbHMhBI^^ by its Circular Rim instead of its center: consequently it wifi bore 


by its Circular Rim instead of its center; consequently it wifi bore 
m ~ any arc of a circle and can be guided in any direction regardless of 

_ grain or knots, leaving a true polished surface. It is preferable and 

more expeditious than chisel, gouge ; scroll-saw, or lathe tool com¬ 
bined, for core-boxes, fine ana delicate patterns, veneers, screen 
work, scalloping, fancy scroll twist columns, newels, ribbon mould¬ 
ing and mortising, etc. 

Manufactured by THE PROGRESSIVE MFG. 00., Dept. “A,” Torrington, Conn. 

Enquire of Tonr Hardware Jobbers, or Write Us Direct. Supplied in Sets Write for Catalogue 
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DISTRIBU¬ 

TORS 

YOST 

GEARLESS 

MOTOR 

WASHER 

M. Seller 
k Co., 

Portland, Or. 
Seattle, Wn. 
Spokane, Wn. 

The Colorado- 
Utah Hdw. 
Co., 

Grand Junc¬ 
tion, Colo. 

American 
Hdw. k Sup¬ 
ply Co., 
Pittaburgh.Pa. 

Eph Felg, 
Grand Central 
Palace 
New York 
City, N. Y. 

Prescott k Co. 
Boston, Mass. 

H. E. Hessler 
Co., 

Syracuse, N.Y. 

J. P. Rappel 
Company 
Manitowoc, 
Wis. 



105T SATISFACTION 


The Distributors listed in 
this advertisement have been 
arranged for the convenience 
and prompt delivery to custom¬ 
ers within the territory of these 
distributors, and we ask that 
you take advantage of this ser¬ 
vice and send them your speci¬ 
fications. 


The Yost 6earless Motor Company 

Springfield, Ohio 



The Hardware Dealer 

who wants to add a 
paying line and make 
’ *big money’ ’ — and 
have lots o* enjoy¬ 
ment—puts in Outing 
and Fishing Goods. 
You sure will sell 
JOE WELSH 
LEADERS and the 
4 ’BLUE DEVIL” 




JOE WELSH 

PASADENA - CALIFORNIA 

Exclusive Agent U. 8. and 
Canada 



Genuine 
Cannon Pump 
Oilers 

Force the oil 
anywhere r e- 
gardless of po¬ 
sition of can. 

1 pt., 1% pt., 

1 qt. 

Write for 
catalog. 

CANNON 
OILER CO. 

Keithsburg, Ill. 


J 



ARE YOU PROFITING 

FROM THIS DEMAND ? 

The organization of boys into Auto- 

Wheel Clubs is the back-bone of our 
sales plan. It capitalizes the boy’s love of company 
and brings you group sales instead of single ones. 
For each member of the Auto‘Wheel Club must have 
his own Auto-Wheel Coaster or Convertible Roadster. 
You can see what this means to the local dealer. 


CAPITALIZING GANG SPIRIT SELLS 
AN AUTO-WHEEL EVERY MINUTE 


Today the demand for the 

<4«Ao*Awd Coaster and the 

is bo strong that on© of these wagons is sold every minute of 
every working day. If yon want some of these sales to regis¬ 
ter at your store, send for our profitable sales plan. 


0^ e cftu\oW\vee\Coas\eT Co.,\nc., 

THe Buffalo Sled Compaisq 


Factories: 

N. Tonawanda, N. Y. 


Export Office: 
865 West 28rd 8t„ 
New York 


In Canada: New York Office: 

Preston, Ont. 108 Chambers 8t. 

Kansas City, Mo. Beattie Office 

Office 214 Maritime 

1007 Coca-Cola Bldg. Bldg. 


WMCmSTM 




First ehoits for lubrieating, (leaning, 
polishing, and prevsnting rust in tho 
horns, tho oft*, tho fattory,on th* farm . 

It sells because it’s 
needed —repeats because 
it’s better. A good profit 
and a quick turnover. A 
splendid lubricant that 
will not gum. Stock now. 
WINCHESTER REPEATING ARMS CO. 

New Haven, Conn., U. S. A 



THE RACKHAM 

Stove Crimper ud Buder 


MADE BY 

THE PACKHAM CRIMPER CO. 

MECHANICSSimC. OHM 


If Your Jobber Does Not 
Carry It, Write Us 
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YAKIMA 

Hardware Company 

YAKIMA, WASH. 

Jobbers of Standard Lines of Hardware 

Wholesale 


BUILDERS’ HARDWARE, ROOFING, 
STOVES, TIN AND ENAMELED WARE, 
IRON, STEEL, PIPE AND FITTINGS, 
BLACKSMITH AND WOOL GROWERS’ 
SUPPLIES, HOP AND FRUIT GROW- 
ERS’ SUPPLIES, SPORTING GOODS 
AND CUTLERY, AUTOMOTIVE 
EQUIPMENT 


Orders filled 
same day 
as received 



Prompt 

Courteous 

Service 


H. Roth & Sons 
Company 


SPECIALTY 

HARDWARE 

JOBBERS 


942-44-46 Mission Street 
San Francisco 
California 


kTa.au »mko lea* 


We carry factory brands only under factory 
labels and numbers 

WHOLESALE ONLY 


WASHINGTON 

Hardware and Implement Underwriters 


SPOKANE, WASHINGTON 

IS CONDUCTED BY HARDWARE AND IMPLEMENT 
DEALERS FOR THEIR SOLE BENEFIT 
AND PROTECTION 

INSURES Stocks of Merchandise, Store and Warehouse Build¬ 
ings, Dwellings and Household Goods for Hardware 
and Implement Dealers. 

SAVINGS FOR 1920 

50% OF PREMIUMS 

This is for you if a member of your State Hardware or Implement Association. 


An inquiry addressed to 


E. E. LUCAS, Secretary 

will bring full particulars by return mail. 
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S Cartridges 


HE announcement by the United States Revolver Association of the 
V J winners of the Outdoor Pistol and Revolver Championships, again points 

to the leadership of Peters ’ Cartridges. 

The World’s Record, by Dr. Snook, a record by a wide margin, and the 
excellent scores made by T. K. Lee are added to the evidence of former years 
and demonstrate the genuine quality of Peters Semi-Smokeless Cartridges, 
which have for years been used by many winners of the U. S. R. A. and N. 
R. A. matches. 

Users of the/Rl Brand Won Three Out of Four of the 1919 Outdoor 
Championships of '£/ the United States Revolver Association. 

Match “A” (Revolver Championship of America), T. K. Lee, Birming¬ 
ham, Ala., 463x500. 

Match “B” (Pistol Championship of America), T. K. Lee, Birmingham, 
Ala., 472x590. 

Match “C” (Individual Military Championship of America), Dr. J. H. 
Snook, Columbus, Ohio, 651x750. World’s Record. 


THE PETERS CARTRIDGE COMPANY 


Cincinnati, Ohio 


BRANCHES: NEW TORS—SAN FRANCISCO 


PACIFIC COAST BRANCH—586-87 HOWARD STREET, SAN FRANCISCO 

MARSHAL L-WE LLS COMPANY, Portland-Bpokane-Dulnth-Winnipeg-Edmonton 
HIBBARD, SPENCER, BARTLETT A CO., Chicago, Ill. SLOSS * BRITTAIN. Ine., S» Franeiuo 


Front Door Handles Caldwell Sales Co. 


Casement 

Fasteners 


320 Market Street 
SAN FRANCISCO 


BUY IN THE 
WEST 


PROMPT 

SHIPMENTS 


Genuine Critehley Reamers 

Hoover Steel Balls 
Sterling Hack Saw Blades 

Parker Drill Chucks 
Vellumoid Packing 

Wilton Gauge Blocks 


We take care 
of the special 
requirements of 
our customers. 


No. 0336 


WESTERN BRASS MFC. CO. 

217-219 Tehama St., San Francisco, Cal. 


American Machine Products Co. 
Accessories 

SALES THROUGH JOBBERS 
ONLY 
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THERE ARE MANY REASONS 

For the Continued and Increased Growth of Oar Trade 


If yea are Mt mm 
meant the oppar* 
tanity ef shoeing 
yea ehy it ei be 
to year interest to 
send as year orders 


BVBRYTHING IN HARDWARB, IRON, PIPB AND HOUSE¬ 
HOLD UTBNSILS, SPORTING GOODS AND CUTLBRY 


THETHOMSON-DIGGS COMPANY, SACRAMENTO, CAL. 


Hardware Specialists 

IN ALL THAT THE TERM 
IMPLIES 


We solicit your patronage and assure you of 
two things which will assist you in developing your 
business—SERVICE, Equal to the Best, and DE¬ 
PENDABLE QUALITY MERCHANDISE 

EVERYTHING IN HARDWARE 


Salt Lake City, 
Utah 


The5sall take 

)" J cHardware Co. 


Pocatello, 

Idaho 
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Voss 9-o’Clock Electric Washer 

BUILT FOR BUSINESS 

Forty years ago W. H. Voss, the inventor, at that 
time a cooper in Davenport, conceived the idea of de¬ 
vising a washer for the sole purpose of relieving his 
aged mother of all the drudgery of washday. 

This first machine proved so successful that it be¬ 
came the forerunner of the practical Voss Washing 
Machine of today. Complete stock of all types carried 
in Seattle and Portland warehouses. 

Write for Agency in Your Town 


R. M. BURTON SALES AGENCY 

Northwest Distributors, Alaska Building, Seattle, U. S. A. 



BOLLER’S CRANK MOP WRINGERS 

Can Be Used Everywhere 

Large Openings, Long Leverages and Cranks to 
turn out the Mops. No pulling or tearing the 
Mops to pieces. For QUALITY MOP WRINGERS, 
where one sale means repeat orders, stock our line. 

PETER BOLLER MACHINE WORKS, 
122-124 N. Curtis St., Chicago, Illinois 



Automobiles—Oil Cook Stoves 


The ENGINE is the 

Heart 

OF THE AUTOMOBILE 

The BURNER is the| 

Heart 

OF THE OIL STOVE 


“Mando” Oil Cook Stoves 

Have Seamless Drawn BRASS Burners 
Made in One Piece — Leek Proof 

DISTRIBUTORS 



WONDERFUL 

“KEROGAS” 

BURNBR 


Burns 400 v To One 

Gallons ot Air-^^ Gallon of 

Kerosene Oil 


MANGRUM & OTTER, Inc., 827-831 Mission St, San Francisco, Cat 
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A Good Rope — 

Seaport Manila 


* 

Trad* Mark 


* 

Trad* Mark 


OST so-called Hardware grades of Manila Rope omit the 
word “Manila/’ manufacturers well knowing that this 
particular grade is composed largely of colored Sisal 
fiber. The appellation of “Hardware Rope” has been misused 
and abused. It is unfair to a fraternity having a higher sense of 
quality in rope than any other class because larger distributors. 

SEAPORT MANILA is 100% Abaca Fiber. A good rope, 
well made and quoted at as low a price as any Pure Manila Rope 
can be consistently offered. Has no equal in anything in a 
second grade on the market and a trial will be convincing. It is 
a departure in rope manufacture that will be appreciated by 
dealers and consumers where a less expensive Pure Manila Rope 
is wanted. 

MANUFACTURED BY 

\ 

The Portland Cordage Company 

Portland, Oregon Seattle, Washington 


GARDEN HOSE 



WRITE FOR CATALOGUE AND PRICES 


Goodyear Rubber Company 

R. H. PEASE, Prest. J. A. SHEPPARD, Vice-Prest. H. R. PEASE, JR., Treas. C. F. RUNTON, Seey. 
539 Mission Street Nos. 61, 63, 65, 67 Fonrtli St. ft Pine St. 

SAN FRANCISCO, CAL. PORTLAND, OREGON 

GOODS SOLD TO THE TRADE ONLY 
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Quality 

Hardware 


Tools 

Automobile Accessories 
House Furnishings 
Cutlery 

Sporting Goods 

We Give the Service You Need 

WHOLESALERS — JOBBERS 


STREVELL - PATERSON HARDWARE 
COMPANY 

SAIiT LAKE CITY 


HONEYMAN 
Hardware Company 

Park and Ollsan Sts. Fourth and Alder Sts. 

PORTLAND, OREGON 


Goldsmith Guaranteed 
Athletic and Sporting Goods 

Camp Equipment 

In Tents, Folding Camp Beds, Cots, Tables, 
Chairs, Stools, Etc. 

Hardy’s Combination Running 
Board Box and Camp 
Cook Table 

Columbia Auto Luggage Rack 

Cotton and Rubber Hose 

Seeger Original Syphon and 
White Mountain Refrigerators 

Fine Fishing Tackle 


A. M. HOLTER 

Hardware Company 

Helena, Montana 
Established 1867 

WHOLESALE 

Shelf and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 
Automobile Accessories 


HOLTER 

Hardware Company 

Spokane, Wash. 

WHOLESALE 


High Grade Auto 
Accessories 


Acme Paints 
Monarch Ranges 
Schuttler Wagons 
Mill, Mining and 
Logging Supplies 


Sargent Hardware 
Peninsular 
Stoves 
and Ranges 
Diamond Tires 


Prompt — Courteous Service 
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Cupola Burner Oil Stove 


Snort Chimney Oil Stove 


WRITE FOR CATALOG NO. 128 


We now have a Large Stock and Assortment 

of Oil Stoves 

SEND YOUR ORDERS TO 

QUICK MEAL STOVE CO., DIV. 

OF AMERICAN STOVE COMPANY 

0. H. SGHXECK 

We also carry a large Paciflc Agent We also carry a large 

Of 716 Indiana St. naar mh St. of 

Q AS RANGES San Frandaco, OaL COAL RANGES 


We also carry a large 
line of 

COAL RANGES 


ATLAS 

10 Cent 
Fly Swatter 


This swatter has an 
extra longr handle — 10 
inches. It is very neatly 
and securely bound with 
soft green felt — cannot 
mar the finest furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made It 
extra strong and flexible 
— will outlast any now 
on the market. 

Our 6 cent swatter is 
the best every sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
insertion of your ad. if 
you desire. 

Now Is the time to 
place stock orders. We'll 
gladly quote prices and 
terms. 

Atlas Mfgu Co. 

MEW HAVEN, COMM. 

HUGKSOM A MERTON 

Pacific Coast Agent# 

■an Frandaco, Los Angeles 




EW HAVE 



STOPPER 

ONE DAY ALARM 

With Radium Dial and Hand* 

The radium material used on the dial and 
hands is of the highest quality and is 
guaranteed to last several years. 

Height....5% inches 
Dial..3% inches 

Bowed Glass. 

Case is seamless 
brass, and with all 
outside fittings is 
highly polished and 
niekel plated. 

Z% inch beU metal 
gong on back. 

H&b silent switch 
on top for use when 
alarm is not wanted. 

A RELIABLE ALARM CLOCK 

MORGAN & ALLEN CO. 

150 Post Street, San Francisco, California 
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The New “Liberty” 

Postal Scale 

A TRINER, OF COURSE 

The chart indi¬ 
cator shows in- 
Btantly the 
amount required 
for al 1 out of 
town postage—as 
well as the cor¬ 
rect local postage. 

Avoids the 
worry and inao- 
curacy of comput¬ 
ing the new rates, 
pays for itself 
bv eliraln a 11 n g 
“over postage.** 

This new scale 
is called “Lib¬ 
erty Postal 
Scale** — capac¬ 
ity two pounds. 
Finished in gold bronze or oxidized copper. 

Order this TRINER scale now. It*s a quick seller, 
with a good profit. 

TRINER SCALE & MFC. CO. 

West Twenty-First Street CHICAGO, ILLINOIS 

W. P. HORN * CO. 

Pacifie Coast Representative* 

Rialto Buildinr San Francisco, Oal. 

Loa Angeles Portland, Ore. Seattle, Wash. 



HARRINGTON CUTLERY COMPANY 

SOUTHBRIDGE, MASS. 

DEXTER Brand 



HIGHEST QUAJLITY MADE 
FOR SALE BY JOBBERS 

Western Sales Representatives 
W. H. WILBURN 

602 Williams Building San Francisco 



T^ofing 

A Grade for 
Every Purpose 


Makes Customers 
and Friends 


SANDED ROOFING 

The perfect roofing, needs 
no paint—durable, eco¬ 
nomical, easy to lay. 

FLAXINE ROOFING 

For balconies, roof gar¬ 
dens or wherever a smooth 
surface is desired. 

ASBESTOS ROOFING 

Makes your buildings 
warmer in winter and 
cooler in summer. 


Write tor Samples 
and Prices 



GENUINE 

HUNTER'S SIFTER 

Standard of the World 
Since 1880 


Sectional View Order from your jobber. 
Showing Construction 


Combines strength, beauty, usefulness and dura¬ 
bility. Cleanliness always possible. Made In one 
piece of extra heavy tin plate, nickel trimmings. 
Handle swedged to body. No soldered joints to 
come loose. Rasy to removs all parts for cleansing. 


THE FRED J. MEYERS MFCk CO. 

Hamilton, Ohio 


PIONEER PAPER CO. 



Manufacturers 
LOS ANGELES, CAL. 

The Pioneers who delved 
for gold in *49 little 
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ITS “SOME GUN” 

OUT SELLS 
OUT SHOOTS 
OUTLASTS 

All Others 

Stock this National Adver¬ 
tised Gun today. Sales com¬ 
pelling placard on request. 

WRITE 

BENJAMIN AIR RIFLE MFCL CO. 

611 N. Broadway 

ST. LOUIS MISSOURI 


“THE BENJAMIN” — 

A REAL AIR RIFLE 

This is the air rifle which is so much in demand by boys 
and men. It has the power, accuracy and reliability which 
makes an air rifle popular for target practice and small 
game hunting. 

SALES PROFITS SATISFACTION 

Order a sample gun today and glre it a *‘tryout.* * Its shooting qualities will 
surprise yon. If not satisfactory in every way return at our expense. 

Pacific Coast Representatives: McDonald & Linforth, Call Bldg., San Francisco 


What’s In a Name 


Enough—plenty — 
SUCCESS in the 
RIGHT ONE proper* 
ly applied. It's half 
the game, naturally, 
you don’t get a good 
one with poor mer¬ 
chandise, unprinci¬ 
pled methods nor die 
regard for rendering 
distinctive and valu¬ 
able service. Estab¬ 
lish a meritorious 
name, it compares 
with a solidly laid 
rail system that has 
demonstrated “deliv¬ 
ered” ability, pre¬ 
ciseness and certain¬ 
ty, when the charges 
are fair the public 
uses the road over 
and over again, even 
i f the ears are 
changed in color, the 
conductor's uniform 
from blue to gray or 
electricity replacing 
steam. 


Evidence galore, 
Brunswick B a 1 k e 
(Pool Table Mfgrs.) 
undeniable success 
producing talking ma¬ 
chines and automo¬ 
bile tires. Do you 

? think the name 
helped anyf 

Heinz put over 57 
and more varieties. 
We contend first one 
was hardest, name 
helped others along 
materially. 

Chandler Motor 
Car Company identi¬ 
fied with Cleveland 
Motor Car Company. 
Chandler a success, 
Cleveland unknown, 
BUT, public had suf¬ 
ficient confidence in 
connection that 25,- 
OOOCleveland cars sold 
before one was shown. 

Think of it. Stand¬ 
ard Oil put over mild 
laxative (Nujol), real¬ 
ly there is a contrast 
“Good Morning” between Kerosene 
(It’s me they’re Stove (Perfection) 
talking about) and body lubricant. 


“WHERE DO I COME INf asks the above member of the 
Gem Brush family. HERE AND NOW. 

“On and above the fact that GEM BRUSHES possess one 
hundred cents of utility for every dollar expended, pay legiti¬ 
mate wholesome profits to everyone handling them and guaran¬ 
teed throughout, comes the burning truth that the name G-E-M, 
connected with shaving things particularly, spells SUCCESS 
from every stand-point necessary and essential. GEM BRUSHES 
represent new car developed with all knowledge possessed up to 
1920 an d no w placed on that solid Gem System, which is BUY¬ 
ING POWER, they will ride forth with confidence of our trade 
to reach all points which is ULTIMATE CONSUMER via sta¬ 
tions called DEALERS, through the transfer points called 
JOBBERS. Ring the bell and go ahead, you have the goods. 

We all went to the top with Gem Razors and Blades because 
they are chocked full of quality, usefulness and results, they 
survived and succeeded because GEM exceeded everything in its 
class, stepped into another one of its own, very true, that is 
going to continue, also prevail in GEM BRUSHES. 

Their name is 50 per cent at least of their selling power. 
If we put lake water in bottle labeled Gem Hair Remover, large 
quantities would be sold, but, eventually get knocked off the 
market; nevertheless, we'd sell a lot of it. GEM BRUSHES 
not only will sell on account of name, but, be backed up in use 
with real quality and service. 

GEM BRUSHES will be advertised in magazines and 
through other channels all year around. 

Don't loso sight of the fac t that GEM BRUSHES are in a 
class alone, GI«M BRUSHES are manufactured to sell no 
cheaper than good brushes can be produced. 

GEM BRUSHES is all knowledge of Brush Manufacturing 
experts thrown together, divided with essential factors and the 
results GEM BRUSHES. 

(Signed) THE GEM SAFETY RAZOR CORPORATION. 

Order From Your Jobber Now 


The complete, compact, distinctive line in handy house¬ 
hold cans—full-size, full-measure. RETAILS 25 GENTS 
—no larger sizes. Big Value for user; Big Profit for 
You. A popular seller with Hardware trade. Assort¬ 
ments contain all 29 colors; display matter inelnded. 

Dealer's Assortment (SO Dos.).$64.00 

Jobber's Assortment (12 Dos.).21.60 

Open Stock, all oolors, per gross. 21.60 

2% Freight allowance, F.O.B„ N. Y., 2 % Cash. 

Write for Color Card , Circular and Booklet 

MoROUiKJiuHrMni.lkL 

169-173 Second Are., BROOKLYN—NEW YORK 

Townley Metal A Hdwe. Co., Kanaas City, Mo. 

Pacific Wooden Ware A Paper Co, Oakland, Cal. 


0. UNDEMANN & CO. 

35 and 37 Wooster St, New York EMtabUehad 1863 






Manufact ur er s of JAPANNED • BRASS and 
TINNED WIRE 

Bird Cages and Cage Sundries 


A. L. Conger Go., 703 Market Street, San Francisco, OaL 
Representative for California 
T. D. McLean, L. 0. Smith Building, Seattle Wa*tu 
Representative for Washington, Oregon, Idaho, 
Utah, Montana and British Columbia. 
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COAL WILL BE SCARCE THIS WINTER 

Write Us for Prices and Discounts on 

GLEEWOOD GAS HEATERS 

You can sell our 3, 4 and 6 BUHNER 
HEATERS profitably 

In our FLOOR FURNACE you will find 
a Friend-maker 

Stocks Complete Quick Deliveries 

FOSS & JONES, Manufacturers - PASADENA, CALIFORNIA 


California Stock Pattern 

We specialize in Stock and Ranch Knives for the Western trade. 

WESTERN STATES CUTLERY & MFC. GO. 

Writ* for Sample s and Price* Mfgrs. of Cutlery and Cutlery Product! BOULDER, COLO. 


RT7TENBER ELEC¬ 
TRIC TABLE 
STOVE 

Model 206 

Is one of the Job¬ 
ber’s or Dealer’s 
quick, sure sellers. 

Square cooking sur¬ 
face, seven by seven 
inches. 

Furnished com plete 
with all the neces¬ 
sary cooking utensils. 
Full nickel finished. 


We manufacture a 
full line of Household 
Appliances. 

Write for our com- 
plete Catalog and 
Trade Discounts. 

RUTENBER 
ELECTRIC CO. 

Marlon, Ind., U. 8. A. 


POCKET KNIVES 
BUTCHER KNIVES 
PARING KNIVES 
RAZORS 
RAZOR STROPS 


RtngAim 
SCISSORS 
MANICURE GOODS 
FLASHLIGHTS 
FISHING TACKLE 


“ATLAS” 

Shears and Scissors 

SHOULD BE IN THE STOCK OF 
EVERY JOBBER IN AMERICA 

The wonderful Atlas Brands are the best values 
in popular priced cutlery. Years of experience, 
with improved machinery and methods, now 
enable us to offer the wholesale trade a wonder¬ 
fully complete and up-to-date line of Shears and 
Scissors in all styles and sizes. 

Our Counter Display Carded Assortments 
sell Seissors for dealers very quickly. 


8end for New 19 Catalog 
We are prepared to make prompt shipments. 

THE ATLAS SHEAR COMPANY 

250 North Av n Bridgeport, Conn. 

Represented by 
JOHN T. ROWNTRBE, Inc. 

San Francisco, Loa Angeles, Seattle, Salt Lake Oily and 
Denver. 
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HOPPE’S 

NITRO POWDER 
SOLVENT No. 9 


For Cleaning High 
Power Rifles, Shot Guns 
and Fire Arms of all 
kinds. It will remove 
and prevent Rust in any 
climate. It will neutral¬ 
ize acid residue of 
smokeless powder and 
prevent corroding. 
Used by Army and 
Navy riflemen. Sold by 
Hardware and Sporting 
Goods Dealers. 


FRANK A. HOPPE 

2314 No. 8th St. Philadelphia, Pa. 


Ears, Handles, Etc. 

FOR TINWARE MAKERS 


AMERICAN SEAL 

PAINTS and CEMENTS 

“MAKE GOOD” 

WITH YOU AND YOUR GTTSTOMEBS 
STAND FOB 

QUALITY and DURABILITY 


WRITE US FOR DEALER’S PROPOSITION 
MANUFACTURED BY 

The Wm. Connors Paint Mfg. Co. 

1862 TROY, N. Y. 1980 


BERGER BROS. CO. 

Office, 229-231 Arch Street 
Store, 237 Arch Street 

W&rerooms and Factory, 110-114 Broad Street 

PTTTT.ATVCT/PTTTA 


HERCULES COLD SODER 

THE METAL MENDER 


Mends any leak in any metal qniekly and permanently, 
without heat or aeid. Just apply Hercules Cold Soder, 
s semi-liquid, from tube, covering hole or crsck. Fixes 
household utensils, brass, granite, aluminum-ware, pipes, 
gasoline tanks, snto rsdistors or cylinders. Finds pop¬ 
ular sale. National advertising is intensifying demand. 
Ask your jobber. Write for booklet. 

HERCULES PRODUCTS CO. 

Dept. ▲ COUNCIL BLUFFS, IA. 

NOWMAN COWAN 00., Pacific Ooast Representatives 
445 Rialto Bldg., San Francisco, Oalif. 
AMERICAN. MERCANTILE CO., 510 Battery Street. 
San Francisco, Oalif., Export Representatives 


B. B. Tumbuckle 

Highest quality, finest fin¬ 
ish, largest stock of all 
sizes and kinds to be found 
anywhere. Send for our No. 
9 Catalog showing a com¬ 
plete line of Handles, Ssrs, 
etc.. Pipe Gutter Hangers, 
Hooks and a complete line 
of TINNERS’ and ROOF¬ 
ERS’ SUPPLIES. 


Berger’s Bar 


Guard Handle 
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Do You Realize the Profits 
Live Merchants are Making 
in Handling Phonographs? 


Wives and daughters make your sales. 

No comebacks and no service. 

One sale makes many prospects. 

Follow up with profits on records. 

Prompt shipments of samples assured. 

“Let Us TeU. You How You Can Profit” 

OPEROLLO PHONOGRAPH COMPANY 

M W. LAFAYETTE BOULEVARD, DETROIT, MICHIGAN 


Lalance & Grosjean Mfg. Go. 

Manufacturers of the Celebrated Lines of 

Agate ( Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 

New York Chicago Boston San Francisco 
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BOCK-A-BYE 


cA Line That 

Brings You Profit 

Hang any one of these nursery items in 
your windows — and see how quick it 
sells. You'll find that there’s already a 
demand in your town that you did not 
know about. 

And there's a substantial profit in the 
Rock-a-Bye line for you. Write for 
terms and catalog, showing complete line 
of 20 nursery specialties. Ask Jobber. 

Perfection Manufacturing Co., 

Dept, w Leffingwell and Montgomery Sts. 

ST. LOUIS, MO. 


DOLL ROCK-A-BYE 
No. 20 


The Ontario Knife Company, Frankiinviiie, N.Y. 

WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and have not our catalog and prices, you should write for them at once. 



BUTCHER 

SKINNING 

STICKING 

BONING 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


KITCHEN 

CANNING 

FISH 

VEGETA BLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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®. B . E fI« G If owractinw 

BLAOtS fl DRIVE 



WESTERN SALES REPRESENTATIVES 
Omer Ooz, Postal Teleg'h Bldg., San Francisco, OaL 
Sands * Ooz. San Fernando Bldg., Los Angeles, CaL 
Stxlmple A Ooz, L. 0. Smith Bldg., Seattle, Wash. 
Jones A Ooz, Newhonse Bldg., Salt Lake City, Utah. 
Turnbull A Ooz, Inter State Trust Bldg., Denver, Ool. 
Strlmple A Ooz, Oorbett Bldg., Portland, Oregon 


Ladd All-Steel Beaters 

3 Sizes—For All Q 
Requirements 


Your slogan, VALUE, QUAL- 
IT Y, SERVICE, SATISFAC¬ 
TION, is a pledge to the public 
that they will be saved the an¬ 
noyance of clap-trap, inefficient 
stuff heretofore flooding the 
market. TO MAKE GOOD, you 
now stock the BEST goods you 
can find. Then let us modestly 
ask what kitchen Beater you 
stock and push! The answering 
chorus of 19 out of 20 dealers 
WHO KNOW, is, “THE LADD 
ALL-STEEL LINE, of course: 
NONE OTHER can MAKE 
GOOD . 9 9 

Did >ou know these ALL- 
STEEL ’BEATERS are Nickel- 
plated over copper plate f 

JOBBERS the world over 
and US. 



LADD 

Mixer-Churns 


SATURN 

Clothes-Line 

Reels 


United Royalties Corporation 

1133 Broadway, New York 


Elgin Oil Heaters 



ASK TOUB JOBBER 


TAKE 

ADVANTAGE 
OF OUR 

SPECIAL 

TERMS 

PLACE YOUR 
ORDER 
NOW 

FOR DELIVERY 
LATE IN THE 
SUMMER 
WITH FALL 
DATING 


ALL STANDARD FINISHES 
USE STANDARD WICKS 

Write for Catalogue and Prices 

ELGIN STOVE & OVEN CO. 

ELGIN, ILL. 

BBH A 00., 106 Franklin Street, New Tork City 
Warehouses: New Tork, Philadelphia, Boston, Syracuse 




gtovolL 


Makes Stoves Look Like New 

KILLS RUST; PREVENTS RUST- 
ING; CLEANS AND POLISHES. 

Write for Wholesale Price® 

SUPERIOR LABORATORIES 
General Offices. Dept. 26 
Grand Rapids, Mich. 
GENERAL SALES CORPORATION 
Pacific Coast Representatives 
718 Mission St., 737 Terminal St.. 
San Francisco Los Angeles 
Seattle. Wash. 
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“ACME” 


FREEZER 


ONLY ONE SIZE—2 QUART 

RETAIL PRICE $1.60 

SHOWS YOU A GOOD PROFIT 
ORDER FROM YOUR JOBBER 

MADE BY 

RITTER CAN & SPECIALTY CO. 

PHILADELPHIA 

Factory Selling Agents 
BEH Sc CO. 

106 Franklin St., N. Y. 



A Big Summer Seller 

When the mercury in high and housewives want 
to iron in cool comfort, it’s easy to interest 
prospects in 

Over one million sales to date proves it** worth 
and merit. Easy to operate; nickel plated 
throughout; heat regulated instantly; handle al¬ 
ways cool. 

Our Window Trims, Counter Displays, Movie 
Slides, Electrotypes, Circulars, etc., help promote 
big sales. 

Dealers now selling Royal Irons are re¬ 
quested to write for above 14 Selling Helps" 

ROYAL SELF-HEATING IRON CO. 

575 WAYNE BT. BIO PRAIRIE, OHIO 


WHITE MOUNTAIN REFRIGERATORS 

“The Chest With the Chill in It” 

The name “ WHITE MOUNTAIN" for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Effort, 
Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow - White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN- /£gsF^\ 
TAIN” Refrigerators you should mcMN ivjtt 
send for our finely illustrated 
catalogues and booklets. <3,1 ”* 4531 /S* 

Maine Manufacturing Company - Nashua, N. H., U. S. A. 



Maine Manuiaciunng company - nasnua, w. ti n u. a. a. v. 

BRANCH OFFICES: 

New York City Boston, Maas. Atlanta, Ga. Dallas, Texas San Francisco. OaL Denver, Colo. Melbourne, Ann, 

PACIFIC COAST DISTRIBUTORS 

San Francisco.Dunham, Oarrlgan A Hayden Oo. Los Angeles.California Hardware Oo. 

Sacramento .MiLler-En wright Oo. Seattle.Schwabacher Hardware Oow 

Portland.Honeyman Hardware Co. 
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“Cash In” 

Millions of women from coast to coast 
are reading the advertising of Duplex 
Fireless Stoves, and because they appre¬ 
ciate the economy, convenience and com¬ 
fort afforded them by the ownership of a 
Duplex, are seeking the Duplex dealer’s 
store. 

You can “cash in” on these prospective 
customers. Let the Duplex Dealers Help 
Department show you how. They will 
gladly furnish you with every sales and 
advertising aid possible. 

Remember Duplex Stoves free the housewife 
from hours in a hot kitchen. Think of the sales 
possibilities. If you are not a Duplex Dealer— 
write today for our dealer’s proposition—get in 
line for greater profits and a bigger business. 


Duplex Dealers! 



DURHAM MFG. CO. 

MUNCIE, IND. 

NEW YORK OFFICE: 108 CHAMBERS STREET 

LOS ANGELES OFFICE: 3718H W. PICO STREET 


Hiddei Hardwire Won’t Sell Itself 



Don’t keep your hardware out of light, in odd 
shapes and sizes of boxes. Get it out where 
people can see it. If you do this you will sell 
more, because your customers will then be re¬ 
minded of their needs. 

Put “Duluth” Hardware fixtures to work for 
you, and they will pay for themselves in extra 
sales made. 

DULUTH SHOW CASE CO. 

DULUTH, MINNESOTA 



PYRAMID 
NT 


PYRAMID YOUR PROFITS 

Practical gunners worked out 
the formula for Pyramid Sol¬ 
vent. Then for over a year it 
was tested by military and civil¬ 
ian experts. And Pyramid 
measured up to every single re¬ 
quirement. 

Removes all residue of high- 
power smokeless and black pow¬ 
ders perfectly, easily. Loosens 
metal fouling. Reduces use of 
brass brush. Contains no mois¬ 
ture. Therefore can be left in 
firearms without danger of 
damage. 

Pyramid ads in all leading 
Sportsmen’s papers are building 
up Pyramid Sales fast. Get 
your share and the good profits 
that go with it. Order from 
your jobber. 3*oz. flat cans re¬ 
tail for 30c. 

Three-in-One Oil Co. 

165 KZR, Broadway, New York 


C212A 
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r T 1 HERE is going to be a tremen- 
A dons demand for Iron Horse Ash 
Cans for early Fall delivery, and we 
want to remind you how important 
it is that you place your order early 
to avoid disappointment. 

You will find included in the Iron 
Horse line styles and sizes to meet 
every requirement. 

Our catalogue (F-918) gives com¬ 
plete specifications with prices covering 
all Iron Horse Metalware. If you 
are without a copy of this catalogue 
in your files write for one today. 




MADE IN OHIO, U. S. A. 

ALUMINUM 

“Real Solid” 


ANNOUNCEMENT 

The “1SAL 80LZD» LINE has been for 20 
years, the Strong, well known, dependable 
Aluminum line of Kitchen Utensils. 

Our Policy is and has been to give the dealer 
goods of such quality that assures him not 
only his PROFIT, but the housewife's contin¬ 
ued patronage. We have now added 

A New Line of 

“REAL SOLID WARE" 


This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Rigidness and 
Durability. 

We have eliminated unneces¬ 
sary expense of OAST ALUM¬ 
INUM HANDLES, etc., and are 
Putting MORE METAL into 
the BODY of our UTENSILS. 

TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market. 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight— 
bottom of handle Is protected with Metal 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and burn off 
handle. 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers' Shelves. 

We have added 25 New Items, all prac¬ 
tical. This makes the “REAL SOLID” 
Line the most complete on the market 


Write Today and get our New 
Catalog just off the Press. 



WOOSTER, OHIO 
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Women Sit Down When 
They Have a 



The fact that Simplex is the only ironer which 
can be operated while sitting down forms the 
best reason why it should be the choice for your 
salesroom. 


Comfort and ease at what is otherwise very 
tiring work is a most convincing sales argument 
with women. Sitting down is possible because 
of the extreme simplicity of the machine, with 
its wonderful automatic feed control. 


Every home that has an electric washing ma¬ 
chine is a future customer for a Simplex. 

Wo co-operate in training your sales force in 
specialty selling. The Simplex sales plan for 
dealers is far reaching. Tt provides new, prac¬ 
tical suggestions that build up your entire house 
hold labor-saving appliance department. Write 
for further particulars. 

THE AMERICAN IRONING 
MACHINE COMPANY 

431 Sutter St., San Francisco, Cal. 

Home Office: 168 No. Michigan Ave., Chicago. 



BEST KNOWN —BEST LIKED 
PIONEER AMERICAN IRONER 



iMffllllllSQlN 

MiBBaiilimi 


’THROUGHOUT the 
*■ length and breadth of 
the land the trade gives 
its unqualified approval to 


FOSTER BROS 
CUTLERY 


This is attested 
by the growing de- Hm 
mand and constant H|| 
repeat orders. 

FOSTER BROTHERS’ 

Trade Cutlery—as it is * I 

known today — is the m 

result of almost half m 

a century’s experience ;$1 

a n d study of 

( trade require- 

Every blade used in 
FOSTER BROTHERS’ 
Cutlery is properly tem¬ 
pered, balanced, ground 
and sharpened — ready 
to use — and takes and 
holds a keen edge. 

This line includes not 
only knives for every 
known purpose, but also 
cleavers, splitters, etc. 

A»k Your Jobbers 
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The live hardware 
dealer says: 


“ Here Are Three Lengths of 
Hose in One— 


Milo Hose is 
made by 

BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 

The largest hose manu¬ 
facturers in tne world. 
Makers of the famous 
BULL DOG and GOOD 
LUCK brands. 


“—but you can’t take them apart and 
sell them that way to satisfy a thrifty 
customer—because 

“MILO hose is made by vulcanizing 
three seamless tubes of rubber and two 
double braided cotton jackets into a 
solid wear-resisting whole. The outer 
rubber cover is heavily corrugated. The 
result is a hose that can’t kink, won’t 
cut or tear unless you treat it as though 
you had a grudge against it, and won’t 
wear out until you have had it so long 
that you owe it money. ” 






What “Turnover” Means 


T URNOVER means investment of dollars in goods, sales of those goods, re¬ 
investment, re-sale, and so on, and the process must be repeated often and at 
a profit, says the Supply Manufacturer. 

This is the goal of every business, large or small—whether the amount in¬ 
volved is one thousand dollars or one million—and the merchant will fail to score 
when not shooting at this target. 

The profit made out of a business does not depend upon the amount of capi¬ 
tal tied up in stock. On the contrary, net earnings hinge upon the frequency of 
buying and selling—the speed with which dollars are made to produce. 

The retailer’s ability to superintend dollars, to keep them employed so that 
they are bringing in other dollars, determines the degree of success attained as 
a storekeeper. 

The purpose of the retail business is buying merchandise, selling that mer¬ 
chandise for more than was paid for it, then re-investing and repeating the 
process. 

Intelligent selling is therefore the kernel of the turnover proposition. 

If a dealer bought a piece of merchandise for a dollar and never sold it, he 
would simply lose his dollar; if he sold it for no more than a dollar, he would 
not make a cent, in fact would be out his operating expense; and even if he sold 
it for a dollar fifty, but took six months to do it, he would not be serving the 
true purpose of merchandising, which is frequent turnover of invested capital 
at a profit. 

When money is invested in goods, the merchant must, first, sell the goods; 
second, sell them at a profit; third, sell them quickly. 


Always remember that money has earning power. You could put your funds 
in securities and make an average six per cent any time, without doing a lick 
of work yourself. You get that return because somebody else is making your 
money work. If it became idle, you would not receive your dividend. 


When goods move slowly, when it takes a long time to turn them into money 
they are simply wasting the earning power of the dollars invested in them; and 
when they are sold merely on an even basis, the earning power of working capi¬ 
tal is likewise squandered. 
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WHY THE SALE WAS MADE LEARN THESE TEN COMMANDMENTS 


The salesperson knew how to smile. 

The person who served the customer was 
neat, clean and business like. 

The customer did not have to make a counter 
search for merchandise. 

Goods were easily found. 

The customer was not compelled to drag 
information from the clerk. 

The salesperson did not talk too much nor 
too little. 

The salesperson acted as if it was a genuine 
pleasure to show goods. 

The customer was made to feel at home as 
soon as he entered the store. 

The salesperson was not overdressed. 

The customer was given a correct reply to 
all questions. 

The salesperson offered service as soon as 
the customer made known his wants. 

The customer was not compelled to wait a 
second longer than necessary for parcel and 
change. 

The salesperson explained and demon¬ 
strated goods solely on their merits. 

The salesperson looked his customer in the 
eye and did not shift his gaze when asked a 
question. 

The customer knew the goods he bought 
would be properly wrapped. 

The salesperson chatted pleasantly with the 
customer while the goods were being wrapped. 

The customer expected and received a 
pleasant '‘thank you” at the end of a very 
pleasant sale. 


RE A MAN 

It's a mighty good thing, while you’re running life’s 
race 

Just to pause as you go, and come face to face 

With your conscience, and ask it a question or two. 

For it’s right you should know what your life means 
to you. 

Have you done things worth while, have you drifted 
along. 

Have you filled it with sighs, have you filled it with 
song. 

Have you helped when you should, have you tried to 
do right, 

Have you struggled for good, or just fought for might? 

Have you given vour hand to some fellow in need, 

Have you sneered at the man who was not of your 
creed, 

Have you been open-hearted and ready to do, 

Have you tried to be just, have you tried to be true? 

Oh, it’s easy to preach and easy to tell 

Of the other chap’s faults—but our faults, ah, well! 

We are cowards at times, and the truth, you will find, 

Ts a thing we dislike, for it’s rather unkind. 

Hut the Past, let it rest. Give a thought to Today, 

And Tomorrow, as well, for the Time’s growing gray; 

Do the things that you should, do the best that you 
can. 

Grown your life with vour deeds—be a red blooded 
man! 


1. Thou shalt not wait for something to 
turn up. but thou shalt pull off thy coat and 
go to work that thou mayest prosper in this 
affair and make the word “failure” spell 

“ success/ 1 

2. Thou shalt not be content to go about 
thy business looking like a loafer, for thou 
shouldst know thy personal appearance is bet¬ 
ter than a recommendation. 

3. Thou shalt not try to make excuses, nor 
shalt thou say to those who chide thee: “I 
didn't think.” 

4. Thou shalt not wait to be told what 
thou shalt do, nor in what manner thou shalt 
do it, for thus will thy days be long in the job 
which fortune hath given thee. 

5. Thou shalt not fail to maintain thine 
own integrity, nor shalt thou be guilty of 
anything that will lessen the good respect of 
thyself. 

6. Thou shalt not covet the other fellow's 
job, nor his salary, nor the position that he 
hath gained by his own hard labor. 

7. Thou shalt not fail to live within thine 
own income, nor shalt thou contract any debts 
when thou eanst not see thy way clear to pay 
them. 

8. Thou shalt not be afraid to blow thine 
own horn, for he who faileth to blow his own 
horn on the proper occasion, findeth nobody 
standing ready to blow it for him. 

9. Thou shalt not hesitate to say “no” 
when thou meanest “no,” nor shalt thou fail 
to remember that there are times when it is 
unsafe to bind thyself to a hasty judgment. 

10. Thou shalt give every man a square deal. 
This is the last great commandment, and there 
is none like unto it. Upon this commandment 
hang all the law and profits of the business 
world. 


BE A SPORT 

You may call yourself dull in a fit of despair, 

Or drop all your pep, and say you don’t care. 

But I’ll tell von, my friend, that’s a habit to break. 

In planning this world not a single mistake 
Was made in the building. So when you complain 
Take stock of yourself. You’re the chap that’s to 
blame. 

Just right about face; it may hurt some, it’s true. 

But that’s just the way any good sport would do. 

When you wake in the morning don’t look for a cloud. 
You know what’8 behind it. Just swing in the crowd. 
Be one of them, cheerfully, singing along. 

You may get a bump, but don’t stop your song. 
Perhaps one will hear it who needs just a bit 
Of encouragement now. Your song may be it. 

What matter if yesterday’s failures were bigf 
Today is your day. so get in and dig. 

If you meet anv trouble, why just change its name. 
And call it a ladder. They oft’ lead to fame. 

But whatever you do, be quick and begin it; 

You never can tell just how much there is in it. 

—Jane Bates, in Forbes. 
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Why Advertise When Behind in Deliveries? 

(Prom Joseph Dixon Crucible Co.) 

T HIS seems to be a very natural question, and the answer involves the discus¬ 
sion of a vital policy of this business—a policy that is fundamental. 

If we were building a business for today our policy would vary from day 
to day with the temporary changes with which every business has to contend. 

But we are building for the time to come and we hope that this business 
will become many times greater than it is today. Without the proper founda¬ 
tion it would undergo violent changes dependent upon temporary national, local 
or even imaginary conditions. 

If we should permit ourselves to become inflated with self-confidence when 
business conditions are favorable, restricting our selling and advertising activi¬ 
ties, and go down in the dumps when conditions are not so favorable, this busi¬ 
ness would not amount to any more than the existing conditions would make of it. 

Hope Manufacturing Will Never Catch Up With Selling 

We say right now, without reservations, that we hope, regardless of how ag¬ 
gressive and efficient our manufacturing department may be, that it will never 
be able to catch up with our selling organization. 

If our efforts should be halted in the middle of the road in times of liberal 
buying to wait on the manufacturing department; there might come a time when 
the manufacturing department would have to suspend operations while waiting 
on the sales organization. 

Policy Not Subjoct to Wavering 

With such a policy we would be running around in a circle, disorganizing 
one day and reorganizing the next. 

The greater the demand for our product, the quicker the turnover for mer¬ 
chants ; and the more frequent the turnovers, the larger is the volume of profit. 

In this business advertising is a sales policy—the same as our policy main¬ 
taining a sales organization—and we might as well consider the elimination of 
one as the other. Neither will be eliminated, as this business needs both if we 
are building for the future. 

We hope the idea will never creep into this organization that there will be 
any let-up in aggressive methods, which might suggest that when business is 
good there is not occasion for work and when business is poor it is too hard to get. 


The People Must Not Forget Us 


We constantly have in mind that the American people are much more con¬ 
cerned in their own affairs than in ours, and if we should restrict our selling and 
advertising activities they will begin to forget us—and this would be our fault. 


We are going ahead with the idea of increasing the present momentum in 
favor of our goods; and if conditions should turn face about, our dealers and our¬ 
selves will be in a better position to hurdle obstacles than if we originated a 
policy for each condition as it arose. 
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THE MAN TO BLAME 

(Copyright by Napoleon Hill) 

If you are a failure, if you are unhappy and 
despondent, you may see the person who is most 
to blame by stepping to the looking-glass! 

It’s sad, but true! 

When you begin to succeed you may put it 
down as a sure thing that you have commenced 
to believe in yourself. 

Through the principle of Auto-Suggestion 
you are constantly urging yourself on to greater 
achievement or defeating your aims, to the ex¬ 
tent that you have faith in yourself or lack it. 

Wrapped up in that wonderful brain of 
yours you have all the potential ability which 
you need with which to succeed in any under¬ 
taking that is possible of accomplishment. 

You are the only person on earth who can 
cut the fetters which bind that force and with¬ 
hold it from use. 

The thoughts which you hold in your own 
mind are being constantly registered in the 
minds of those with whom you come in contact. 
This is a scientifically proven fact. Can you not 
see, then, how necessary it is for you to think 
well of yourself? Can you not see why you 
ought to believe in your ability to accomplish 
all that you undertake. 

The line which marks the difference between 
the successful and the unsuccessful man is defi¬ 
nite and easily removed. One believes he can 
do all that he undertakes and goes ahead and 
does it; the other one believes he cannot ac¬ 
complish anything, so he never begins! 

If you want to witness a marvelous trans¬ 
formation in yourself, commence now and for 
ten days stand before a mirror for ten minutes 
each day, look yourself squarely in the eyes and 
say—“I believe in you; you can finish every¬ 
thing you start; you can induce people to like 
you; you can get people to favor you by first 
favoring them; you can win people’s confidence 
by placing your confidence in them.” The re¬ 
sult will be startling. 


THE THREE SWEETEST WORDS 

There are three words, the sweetest words, 
In all of human speech— 

More sweet than are all songs of birds, 

Or pages poets preach. 

This life may be a vale of tears, 

A sad and dreary thing— 

Three words, and trouble disappears 
And birds begin to sing. 

Three words, and all the roses bloom. 

The sun begins to shine. 

Three words will dissipate the gloom 
And water turn to wine. 

Three words will cheer the saddest days— 
“I love you?” Wrong, by heck! 

It is another, sweeter phrase, 

“Enclosed find check.” 


“MAX” AND “MINNIE” 

Do Ton Enow These Elusive Twins? 

Sometimes, after much hunting, one of them 
will be found, or, when we are thinking of 
something entirely different, the other will 
appear unexpectedly; but they never seem so 
interesting alone. Each needs the other to 
bring out the fine points of the two. 

For instance, “Max”—Maximum Quality, to 
use his full name, is apt to be extremely uppish 
and independent without his sister, Minimum 
Cost, to keep him level; while she, shrinking 
voilet that she is by herself, becomes a person 
of some distinction when her brother is with her. 

To keep “Max,” you must sell high-grade 
goods, not once a week, but every day, regu¬ 
larly, consistently. But you want “Minnie” to 
stay, too, and because she can endure nothing 
but strictest economy, you must watch the 
Credit Department and sell for cash. Buying in 
large quantities helps a great deal, too, and 
“Minnie” quite approves of the no-free-deliv- 
ery idea, and charges for service. 

“Max” and “Minnie” will make many 
hundreds of friends for you and for themselves. 
Give them every inducement to stay. 


PRODUCTION IS PATRIOTISM 

This is the heading of an advertisement of 
the International Business Science Society. 
Under this striking and eminently true heading 
the advertisement takes up the following 
points: 

“When a worker in any position gives to his 
job less than his best, he is denying himself his 
greatest opportunity to use and thereby train 
his faculties and powers. 

“Thus he cheats himself more than anyone 
else, unless he makes his job help him learn as 
well as earn. 

“For work is education—work is develop¬ 
ment—work is self-expression. 

“When labor learns this—when manage¬ 
ment learns it—there will be no conflict of in¬ 
terests, no scraps, no strikes; production will 
rise and prices will fall.” 

The point that should linger in the mind is 
that “Production is Patriotism.” It was pa¬ 
triotism during the recent war, it should be 
patriotism even in a more personal and co-oper¬ 
ative way now that the vast task of world re¬ 
construction is before us. The slogan of every 
American in this year of grace should be: “Pro¬ 
duce to the limit of your powers, and vote for 
the best interests of your country—all of it, not 
part of it, all of the people, not any part of the 
people.” 


“Live, love and laugh—there’ll come a time 
when you can’t. The mummy ain’t had no fun 
for more’n five thousand years.” 
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Selling Electric Washers a Great Indoor Sport 


M ANY a successful salesman has given as 
a reason for his success the fact that to 
him selling is just a great big fascinating 
game. Just as in wrestling, boxing, football, 
baseball or any other sport, he would try to 
pick something big and sensational and get 
away with it. He would rather make a big sale 
than eat a chicken dinner—and he did love a 
chicken dinner. 

This sporting idea has been the means of 
increasing the pep and ginger of many a weary 
salesman, and with pep and ginger the battle 
is more than half won. 

In the hardware game few items can be 
pushed in this manner to better advantage than 
the electric washer. When you have sold one 
you can consider it a pretty good day’s busi¬ 
ness in itself. 

To find the best methods of selling these 
machines, just take a glimpse into the stores of 
a few dealers who have pushed them and made 
a big success. Go into one of these stores and 
you will find the washers displayed as they 
should be, looking spick and span, and just like 
a music dealer displays a grand piano. When 
people are putting up $125 or so for a washing 
machine they feel that they are paying enough 
for that article and that the article ought to be 
good enough for the dealer to keep it up in 
shape and display the same as a phonograph 
or a piano, says Trade Exhibit. 

Did you ever notice the care with which a 
jeweler handles a beautiful diamond or watch, 
or how a gunsmith shows his admiration as he 
handles the best gun in his stock? And doesn’t 
that increase the value of the article consider¬ 
ably in your eyes? The same principle can be 
applied in some degree to almost any article. 

The severe shortage of household help was 
one of his big points. To people who depend 
upon the washerwoman to come every week, 
there is the saving in wages; the fact that the 
washer is not dependent on the weather, for if it 
rains on Monday it can wash on any other day 
of the week just as well. 

If there isn’t time to wash in the daytime 
the electric works on uncomplainingly at night. 
It’s always on time in the morning—just turn 
the switch; never has an off day, and works 
just as hard late in the day as early in the 
morning. 

Think of the selling points you could bring 
out along this line. There is the saving of 
clothes; the economy of current, for the electric 
washer will operate for a fraction of the cost of 
an electric iron. 

Make up your mind to push the electric 
washer. Put it up in front of your store, where 
people can’t resist the temptation to see how 
it works. Be ready to demonstrate it—show 


how easy it is to start and stop, how safe around 
children, how much labor the power wringer 
saves. New talking points will suggest them¬ 
selves with every sale. 

Strong Line to Feature 

For display purposes, for demonstration in 
the window or in booths, for advertising in your 
local newspaper, few things can compete with 
the electric washer. 

Make up your mind that you’re going to 
sell a bunch of them, at least one a week, or 
some definite quota. Set a big task for your¬ 
self and then see how far you can go over the 
top. You’ll get so you would rather sell an 
electric washer than eat, and every one you 
sell would buy you several mighty fine dinners 
—even at the high prices of food quoted. 

If business is a little slack, take that truck 
of yours, load it up with a few machines, drop 
them off at the homes of a few good prospects, 
and let them try the machines a few times. 
That’s the way to go after business. And if 
you don’t the specialty man and the mail order 
house will sell them right under your nose, as 
they are doing in many a town right now. 


One of the best sources of suggestion for 
improving a store is the outside source, the 
opinions of those not employed in the store. 
The man on the sidelines sometimes sees the 
faults quickest. 


THE NEW FREEDOM 

No more the Monday morning air 
Transmits the rubadub 
That used to echo everywhere 
From washing board and tub; 
And mother doesn’t have to strain 
Till heart and muscles ache, 

Or bravely suffer with the pain 
Of nerves about to break. 


No longer are we forced to climb 
From bed before the sun, 

In order that we’ll have the time 
To get the washing done. 

So sister gets her beauty sleep, 
And to her great delight 
She has no trouble now to keep 
Her fingers soft and white. 


And I have far more time to burn 
Than ever heietofore, 

Because I do not need to turn 


The wringer any more; 

For all these things, you understand, 
We’re doing by machine 
Since father bought an engine and 


A tank of kerosene. 
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Hardware Sense From a Southern Leader 


The fact that Palmer J. Smith, who has written the accompanying article for us, is treasurer of the Beck 
& Gregg Hardware Co., Atlanta, Ga., is guarantee enough of the importance and value of the article. 

The Beck & Gregg Hardware Co. was founded in 1866 and in its more than half century of life it has 
become a powerful influence on the trade of the South. The company specializes on builders’ hardware, car¬ 
riage and wagon hardware and railway and mill supplies. 

Although the policy and methods of the company have been steady, conservative and unostentatious, its 
relations with the trade have been so thoroughly reliable, so sound and sincere that the name of Beck & 
Gregg has come to mean service, confidence and satisfaction throughout the South. 

Mr. Smith himself has been a member of the institution for the last twenty years, and is sincere and 
hearty in his love of the trade and his loyalty to the cause of hardware, not only in the South, but throughout 
the United States. It is for this reason that he has written this article for us, and we take pleasure in pass¬ 
ing on his sound words of advice and good sense to the entire trade. 


SALESMAN OR DRUMMER—WHICH ? 

(By Palmer J. Smith, Treasurer Beck & Gregg Hdwe. 
Co., Atlanta, Ga.) 

r The art of salesmanship has reached 
the dignity of a profession. The essen¬ 
tial difference between a salesman and 
a drummer is the difference between 
two men, one working from his neck up, 
the other from his neck down. The 
constituent elements of salesmanship are intel¬ 
ligence and tact. No man can be a successful 
salesman, in the truest sense of the word, who 
lacks either of these qualities. 

To roll up a huge volume of business is not 
always evidence of successful salesmanship. To 
be a success in the highest and best sense, the 
salesman of today must render real and lasting 
service to his house, to his customers and to 
himself. 

If he would reach the highest plane in his 
line of endeavor he must take the trouble to 
study and learn clearly every phase of the 
obligation which he is under to the company 
who employs him. Business houses now expect 
very much more of the man who represents 
them on the road than for him to be merely 
an order-taker and rightly so. 

He has attained a very one-sided develop¬ 
ment if he sees nothing in his job except to 
sell a customer all he can as quickly as he can, 
without stopping to consider or to find out what 
the customer needs, what basis he has for credit 
and whether he himself has rendered such intel¬ 
ligent and conscientious service that he will be 
assured of a welcome on his next visit. 

The salesman who is “all there” knows his 
line from A to Z and back again. He makes a 
careful study of local conditions throughout 
his territory. He is able to give the buyer 
“straight dope” as to what he should buy, when 
he should buy and in what quantities. 

Customers’ Interest at Heart 
The country merchant is often lacking 
either in ability, wisdom or experience neces¬ 
sary to buy a stock of goods. The salesman 
who, thinking only of his commission, over¬ 
stocks a fellow of this class does a distinct in¬ 
jury to his house, his customer and himself. 


A keen craving for a fat commission all too 
often leads the short-sighted salesman astray. 
Such a man does in truth show a deplorable 
lack of vision. He kills the goose which might 
have laid for him many golden eggs. How very 
much better it would be for all concerned if. 
having learned himself, he would point out to 
his customer in a tactful way the errors and 
pitfalls of which he is in danger. 

By intelligent and painstaking effort along 
this line the salesman may often transform an 
overstocked junk shop into a well oidered at¬ 
tractively arranged store full of goods which 
are saleable and suited to the needs of the 
local trade, and by so doing develop for him¬ 
self and his company a customer who will 
prove a valuable asset as the years go by. 

The slap-dash, hit-and-miss methods of the 
past have no place in modern business. The 
man who would attain the fullest measure of 
success as a salesman must be a student as 
well. In no other field is there greater need for 
specialized and constructive effort, and in no 
other field is such effort more richly rewarded. 


CAUSE OF EARTHQUAKES 

In view of some recent earthquakes in cer¬ 
tain sections of the country which are likewise 
oil producing, a darky preacher in Los Angeles 
may not be so very far wrong in his sermon, 
heard by one of the Hardware World assistant 
subscriber editors: 

“We has received anudder warnin’ not to go 
pesticatin’ into de ways ob Providence. De 
earf, my breddren, revolutes on its axels, as we 
do now all know, and we all know dar mus’ be 
sumefin to grease dem axels and it takes a 
right sma’t ob grease to do it. So de good 
Lawd done put de ’troleum inside de earf to 
keep de axels greased. Den byme bye ’long 
comes all dese hyah oil companies, punchin* 
holes down into the bearin’s and de oil all come 
squiten’ out. Fust thing we know dar’s a hot 
box, and de earf squeaks and jolts and rumbles 
and at’s de earf quake, and if dey don’t quit 
pretty soon dere won’t be no moah grease left 
and de earf will stick tight on its axels and 
won’t go round no moah! ’ ’ 
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ATTRACTING ATTENTION ARTFULLY 

A merchant placed a sign in his window, 
stating: “Here is the picture of a person we 
want for a customer.” Beneath the sign was 
a mirror surrounded by a neat frame. The man 
who paused to look was confronted by his own 
likeness. 

Another little scheme for a window display 
that attracted much attention was one in an 
electric goods store. A lamp or a candle was 
placed in such a way that a powerful electric 
bulb beside it cast a shadow of these lower 
power lights on a screen, properly placed. This 
furnished a splendid illustration of the great 
lighting power of the electric bulb used, even 
out of proportion to its real comparison with 
the other types of illumination. 

A merchant gives a rainy weather sugges¬ 
tion. “If a lady comes in during a rain without 
an umbrella,’’ he says, “we offer one if we have 
one handy. And we usually do have three or 
four for that purpose. We believe it is a good 
idea to have two or three cheap ones around, 
and we tag them, asking that they be returned 
at the first opportunity.” 

A worth while feature in counter display is 
that of a 5 and 10 cent counter operated on a 
self-service system. A druggist placed out 
packages of candy, gum, cough drops, etc., in 
tempting display, with a metal bank near and 
instructions for the customer to help himself 
and drop the money in the slot. This scheme 
saves the clerk’s time and makes it easy for the 
customer to secure what he wants. There is no 
reason why this arrangement might not be 
adopted by stores carrying other lines. Counter 
and basket goods could be well sold this way by 
the hardware merchant. 

Another merchant has a scheme whereby he 
has gained the interest of the local community. 
For twenty years he has offered cash prizes of 
$10, $5 and $3 to seniors in the high school of 
that town, who write the best easays on tools. 
The judges are prominent local professional 
men. Concerning this fine publicity plan, it 
may be noted that many of the children of 
former prize winners and contestants are now 
contesting for the prizes. Evidently the plan is 
approved. In respect to the cost, the merchant 
says that he could not purchase at any price the 
disinterested publicity which the newspapers 
give him in co^r^tion with his contests. 


LITTLE BUSINESS BOOSTERS 

Ideas about training the salesforce seem to 
swing from one extreme to the other. It seems 
to one who studies the subject that there should 
be training, up to, but never beyond, the point 
where it cramps their individuality—in such 
matters where it is important they should have 
individuality. The salesman’s proper indivi¬ 
duality consists of an individual manner of pre¬ 
senting the firm’s individuality. Not for a 
moment must that firm’s individuality be lost 
sight of; it should be so standardized that no 
salesperson is permitted to lose sight of it. 

Take advantage of the daily weather reports 
as issued by the Department of Agriculture and 
place them where all can read, secure same, 
post and note the interest this will create, be¬ 
sides people will get into the habit of making 
your store their weather prophet. 

Offer to check packages free of charge, no 
matter how small or large your store, or where 
located. This little service will be welcomed 
by the general public. 

Whenever business is dull look about for 
the reason. You will find, as a rule, it is due 
to some shortcoming such as listed here: 

Is the advertising of your store well 
written? 

Is the merchandise desirable as it should 

be? 

Is your assortment as complete as that 
of your competitors? 

Are windows changed as often as those 
of other stores in your vicinity? 

Are your interior lighting decorations 
and display clever? 

Do your signs, placards and price tickets 
describe the goods fully, and are they bright, 
clean and well made? 

Have you taken advantage of the modern 
labor-saving devices now on the market ? 

Do you adhere to old-fashioned methods 
of handling money, wrapping packages and 
delivering goods? 

Have you instilled in your helpers the 
fact that they work with you, not for you? 

Do you open your store at the same hour 
daily? 

Do you close as late as others? 

Is it your aim to send every customer out 
of your store a friend and a^booster”? 
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What Policy Should Merchants Pursue? 

T HERE is no question of greater moment to the merchant—retail and whole¬ 
sale—than what policy he should pursue in placing his orders and specifica¬ 
tions. 

What is the condition of the present market, what is the tendency—how are 
manufacturers situated—how are the jobbers’ stocks—will there be a decline in 
prices, or will they continue to increase—how soon must orders be placed before 
shipment can be made? 

The average retail merchant cannot personally consult more than a very few 
manufacturers or jobbers. It is the custom of the HARDWARE WORLD to lay 
before its readers, the first of each September, trade reports not only from man¬ 
ufacturers in various lines, but from jobbers and retailers. 

The retail merchant can thus obtain a comprehensive summary of the situa¬ 
tion. He can learn of the actual manufacturing conditions, of the shortage of 
labor or material, the probable advance or decline in price, the difficulty of ob¬ 
taining material, of delayed shipments. All of these things are important for 
the merchant to know, for in the last analysis, each must make up his own mind 
as to what policy to pursue. No one can do it for him. But if he has available 
a large amount of information from manufacturers and jobbers, and if he takes 
into consideration the conditions and times in which we are living, he will be 
able to gauge pretty accurately what his policy should be. 

With this sole purpose in mind, we present to our readers this month and next 
these reports. _ 


EXPECT HEAVY AND CONTINUOUS 
DEMAND 

Editor Hardware World: 

Wo are unable to see into the future, but from pres¬ 
ent indications there should be a steady and continuous 
demand for tools of all kinds. In spite of greatly 
increased facilities we are unable, greatly to our disap¬ 
pointment, to give our customers our usual prompt 
service. 

We cannot foresee any early decline in the labor or 
raw material markets, and consequently have no reason 
to believe that there will be an early downward revision 
in the prices of our product. 

The demand for our tools continues very heavy, and 
the buyer who places his specifications early will be 
the man who will be assured of his stock for the spring. 

Yours very truly, 

HENRY DISSTON & SuNS, Inc., 
Philadelphia. G. W. Eckhardt, Asst. Mgr. Sales. 


NORMAL TIMES NOT HERE YET 

Editor Hardware World: 

Present conditions in general are so bad that we 
figure it will require quite some time to restore them 
to anything near normal. We believe that the best 
policy at present is to carry a good stock, figuring that 
the portion sold today, at a good margin of profit, will 
more than offset any decline that may affect the 
balance. 

In our particular line, we do not look for any great 
decline in prices in the near future. 

Very truly yours, 

BERGER BROTHERS CO., 
Philadelphia. M. L. Wolfe, Mgr. Sales. 


STEEL AND METAL PRICES WILL NOT 
DECLINE 

Editor Hardware World: 

With reference to the policy that this company 
believes should govern the trade, we are pleased to 
state that it is our suggestion that the trade keep their 
stock of merchandise as complete as possible, not letting 
same run down, as we fully anticipate good business 
conditions to prevail for some time to come. We cannot 
see at the present time, especially under the existing 
conditions how lower prices can be anticipated to any 
great extent. 

However, in some commodities, such as foodstuffs 
and wearing apparel, lower prices seem to prevail in 
most sections, with a tendency to even become lower, 
but in the steel and metal business, we as manufacturers 
have not noticed anv appreciable decline in prices. 
Yours very truly, 

THE L. S. STARRETT CO.. 
Athol, Mass. H. E. Masters, Mgr. 

NO DROP IN PRICES OF GARDEN TOOLS 

Editor Hardware World: 

As to the policy which should govern the trade in 
making purchases and placing specifications for the 
coming season, the writer is of the opinion that the 
trade should not hesitate to place their business, for we 
feel that there is going to be no radical drop in prices, 
especially in the metal line, for some time to come. 

The shortage of raw material, we believe, has a 
strong tendency to keep prices up and the latest devel¬ 
opments of the railroad troubles will certainly not 
help to make conditions any better. 

Yours very truly, 

Port Washington, Wis. J. E. GILSON COMPANY. 
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IN A MULTITUDE OP COUNSEL THERE IS WISDOM 


FIND IT NECESSARY TO PROTECT OLD 
CUSTOMERS 

Editor Hardware World: 

Any information we could give you in reference to 
the conditions at present and in the immediate future 
covering the buying policies would apply to our own 
line only, as we would hardly care to give an opinion 
covering general conditions. 

Almost a year ago we were compelled to adopt the 
policy of refusing to add any additional business from 
a customer where they had a reasonable amount on the 
books, the term “reasonable amount M being defined 
by the amount of tools we had supplied them in past 
years. 

For the past three years we have consistently de¬ 
clined any business from new accounts, as we felt that 
our entire output should be divided up among our old 
trade, basing the amount we supply each on the amount 
they have had in the past. 

Where we have reduced the specifications of a firm 
to a minimum, we advise them to place additional 
business so that we can ship as our production will 
permit, but all orders that we have and all that we are 
taking are at prices prevailing at time of shipment. 

The outlook for a reduction in price in our own line 
is not at all favorable, as while there seems to be a 
plentiful supply rf labor in this locality there has been 
no decline in wages and there has been two or three 
small increases recently in the price of raw material. 

Several other unusual factors are increasing pro¬ 
duction costs, one being the shortage of railroad equip¬ 
ment. 

For illustration, at present the steel mills are unable 
to secure open top cars to load steel and the only way 
we are able to secure it is to hire trucks and remove it 
from the mill yards after it has been rolled and have 
it placed in box cars on a regular wagon siding. 

This means an extra handling, entailing an added 
cost of several dollars per ton. 

Even by this method we are able to only secure a 
portion of the steel that we would require to operate 
the plant efficiently, and as you know the costs of 
operating a plant at less than capacity are higher than 
when working at capacity or nearly so. 

As far as our own buying is concerned, we are 
keeping in as close touch as possible with conditions and 
buying only far enough ahead to insure our having a 
supply before our old supply is exhausted and this 
seems to be the general policy governing the buying of 
most of the manufacturers. 

Yours truly, 

CRESCENT TOOL CO., 

Jamestown, N. Y. C. R. Swisshelm, Sales Mgr. 


DON T SPECULATE, BUT BUY SIX 
MONTHS AHEAD 

Editor Hardware World: 

Our advice would be not to speculate; to place such 
orders now as past records indicate will be wanted six 
months from now, but not over-buy but rather to 
be conservative. Certain sections of the country no 
doubt will be affected more adversely than other sec¬ 
tions. Farming sections should be the last to feel the 
effect of the shutting down of certain industries. We 
think that general advice, such as you ask for, is really 
not worth much. It is our opinion that buyers of large 
concerns, as a rule, are wide-awake to all the conditions 
governing their own purchases and are able to judge 
regarding purchases for their own individual business 
much better than wo could advise them. It is well for 
everyone to keep in mind, however, the financial 
strength of their own concern and their ability to 
meet all obligations when they place their orders, and 
orders should not be placed with any manufacturer 
with the expectation that they can be cancelled later. 

The high money rates today undoubtedly will act 
toward retrenchment of nearly all kinds of business, 
whether directly or indirectly the shutting down of 
certain industries will affect us all. The hope of lower 
prices will undoubtedly be realized in time. However, 
we feel that inasmuch as all staple products are being 
manufactured at a small margin of profit, that the 
tendency downward will be slow and that jobbers need 
not fear this phase of purchasing if they are financially 
in a position to take care of all obligations, providing 
they find themselves over-loading their stocks as nat¬ 
urally would be the case if the public in general 
respond to the general tendency toward curtailment. 

We look forward to a period of readjustment and 
naturally a letup of business. We are optimists, how¬ 
ever, for the general future and believe that a little 
shaking down will cause the country in general a great 
deal of good. A taste of a little hard times is necessary 
to correct some of the extravagances that we have 
indulged in. 

In general, we believe that those who have been 
wise enough to save, or those who commence now to 
save, either out of the profits or by turning goods into 
cash so as to get good cash balances in the bank, need 
have no particular fear of the future so long as they 
keep on a good, sound, tinancial basis, but we strongly 
advise those who are long on goods and short on cash 
to change their methods, look carefully after their 
collections and get on a sound basis as quickly as 
possible. Very truly yours, 

SIMONDS MFG. CO., 

Fitchburg, Mass. J. E. Kelly, Gen. Sales Mgr. 


COSTS IN STOVES AND FURNACES 
CLIMBING HIGHER 

Editor Hardware World: 

In our line we are of the opinion that anyone who 
can place his contract for delivery throughout the 
balance of this year and the first quarter of next year, 
would be wise in doing so. Whether or not we would 
care for any business for delivery beyond January 1 is 
somewhat of a question. Conditions relative to costs 
are so uncertain in the foundry business that one 
hardly knows where he is at from day to day. 

Costs are gradually climbing higher, due to ineffi¬ 
ciency on the part of workmen and a continued demand 
for increase in wages. You also are aware of the fact 
that pig iron and coke are very high in price at the 
present time, and likewise very hard to get. 

Yours very truly, 

THE HESS SNYDER CO., 

Massillon, O. F. H. Snyder. 


DELAY RESULTS IN INCREASED PRICES 

Editor Hardware World: 

We are and have been placing orders for material, 
anticipating orders regardless of price, which is, in our 
judgment, the proper course to pursue, not only in 
material but in the finished article at present prevailing 
price. We find where we delay purchasing we have 
to pay additional price and create additional uncertain¬ 
ty, influencing determination on our part to play the 
game to the extent of supplying the demand, which we 
figure will be normal at least at the best price pre¬ 
vailing. 

To do this we must anticipate as much as possible, 
which we believe in, instead of delaying with the hope 
of obtaining lower prices. 

Yours verv truly, 

F. E. MYERS & BRO., 

Ashland, Ohio. F. E. Myers. 
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“WHAT POLICY SHOULD MERCHANTS PURSUE?” 


NO POSSIBILITY OP LOWER PRICES IN 
TOOLS 

Editor Hardware World: 

Our line, as you know, is tools, and we have been 
following the general trend of business very closely 
for the past few months, and as far as we can see there 
is no possibility of any lower prices in the tool industry 
for fall or spring business. 

Owing to the situation of the money market at the 
present time, there is naturally a spirit of caution pre¬ 
vailing among the trade, but the fact remains that 
there are no stocks of tools in the country and we do 
not believe there is any likelihood of any surplus stocks 
developing in the immediate future. 

It is also our opinion that jobbers and dealers can¬ 
not expect very much better delivery than in the past 
and in order to be assured a stock of goods for fall 
and spring it will be necessary to anticipate require¬ 
ments. Right at the present time the coal situation 
is of course one of the absorbing topics of discussion 
and it would not be at all surprising if there was a 
more general closing down of industries this winter than 
prevailed last w’inter, unless there is a marked im¬ 
provement in the coal situation within the next few 
months. 

The above of course is simply our opinion, but we 
are frank to admit that w*e are inclined to be optimistic 
in regard to conditions affecting the hardware trade 
and we do not believe that the time is in sight when 
price should be a determining factor in placing busi¬ 
ness. 

The hardware trade should remember that due to 
the labor situation there has not been as great a pro¬ 
duction since the armistice as there was five or six 
years ago and consequently there has been no possibility 
of accumulating any surplus stocks. 

VAUGHAN & BUSHNELL MFG. CO., 
Chicago. Irving S. Kemp, Sales Mgr. 


BUYERS CAN HELP MANUFACTURERS BY 
ANTICIPATING REQUIREMENTS 

Editor Hardware World: 

While we feel that one man's guess is just about as 
good as another's, and while no one really knows what 
the situation is going to be, nevertheless, the increased 
cost of raw material items and the increased cost of 
transportation facilities will of necessity force the 
manufacturers to advance their prices accordingly, as 
these increases become effective. 

The buyers can materially help the manufacturers 
by anticipating their requirements as far in advance 
as possible, because it will enable the producers to 
render better service to the buyers and supply them 
with sufficient material to take care of their re¬ 
quirements. 

We can see no indication of a reduction in prices, 
but it looks very much as though prices will still go 
higher and the writer really believes that higher prices 
will prevail during the next six months than at any 
time during these abnormal price periods. Prices are 
high, but we believe they are going higher, as we ex¬ 
perience advances in prices whenever raw material 
items are being replaced. 

This is only our opinion of the matter based upon 
conferences with other producers in other lines. Pub 
lieation of these viewpoints will be of interest to us 
and we will be very glad to have the copy of your 
publication carrying this information. 

Sincerely, yours very truly, 

THE YOST GEARLESS MOTOR COMPANY, 
Springfield, Ohio. By B. E. Downey, Sec.-Treas. 


BUSINESS AS USUAL, BUT NO LOWER 
PRICES 

Editor Hardware World: 

As to the policy which governs the wholesale and 
retail trade in making their purchases and placing 
their specifications for the coming season, would like 
to say that there is every indication in our business 
that prices ot our product will have to be maintained 
at present high levels for many months to come and 
there are strong possibilities that some further ad¬ 
vances will % have to be made to insure us a reasonable 
profit. 

We do not consider that the trend of the market is 
downward, for on lines kindred to our own we have 
not heard of any reductions in prices and if so we 
would not consider it important as there is really no 
basis for reducing prices, excepting in some few in¬ 
stances where manufacturers may have made their 
prices higher than they were warranted and in such 
instances they may have decided to reduce them. 

It is extremely difficult to secure our materials. We 
are paying higher prices for steel than we did three 
months ago. Our lanor is being maintained on the same 
level as for the last several months and in many in¬ 
stances w’e have been obliged to make advances. The 
cost of living continues as high as ever in this section, 
wdtli very little chance of any relief for a long time to 
come. 

We w’ould advise both jobber and dealer to antici¬ 
pate his requirements as far ahead as possible, ordering 
reasonably liberal quantities and making allowances 
for any delays in transportation, etc., and if everybody 
w’ill go along about their business and not spend so 
much time endeavoring to start a panic and quit talk¬ 
ing business depression, we will all be better off and 
go on with our business as usual. 

Yours very truly, 

THE BRIDGEPORT HARDWARE MFG. CO., 
Bridgeport, Conn. Harry B. Curtis, Treas. 


WISDOM TO PLACE ORDERS NOW 

A recent survey of trade conditions made through 
our branch sales office, extending from the Atlantic 
to the Pacific, plainly indicates that prospects for 
good business are rapidly improving rather than other¬ 
wise. 

We find great trouble in securing material enough 
to keep our production up to the level which is neces¬ 
sary to execute even 7.5 per cent of the orders which 
are coining to us at this time. Beyond doubt buyers 
of hardware who anticipate their requirements by 
placing orders nowr for all of their actual wants up to 
January 1st will be exercising the wisdom of superior 
judgment. The difficulties which are now confronting 
us, we believe, will continue for three or more years 
and that our great problem will be to satisfy demands 
of the trade, in short, we predict that it will be 
worse in the near future than during the w r ar period, 
and our conclusions are drawrn from every indication 
which is now r looming up on the business horizon. 

The prospects in the south especially have greatly 
improved of late. Some weeks ago w ? e received a few 
cancellations, but 9o per cent of the orders have since 
been reinstated and additions to the original have been 
made. Unless all signs fail, there is going to be a 
greater demand in the south for goods this fall than 
ever before, and we are optimistic enough to believe 
that the same conditions will extend throughout Uncle 
Sam’s entire domain. 

Sincerely vours, 

NORTH & JUDD MFG. CO., 
New Britain, Conn. 11. U. Noble. Pres. 
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CAN’T MAKE A PROFIT UNLESS YOU HAVE GOODS 


NO TIME TO SPECULATE, BUT KEEP 
STOCK NORMAL 
Editor Hardware World: 

We do not care to give any advice, as such, but 
have no hesitation in giving our opinion based upon a 
careful study of conditions which we think are liable 
to influence builders 1 hardware. 

This is obviously no time for speculative buying, but 
as far as the hardware items with which we are familiar 
are concerned, fundamental conditions are such that 
dealers can, we believe, confidently buy normal stock 
requirements. The tendency in hardware is still up¬ 
ward, and, as we see it, it will be so for some time to 
come. Very truly yours, 

THE STANLEY WORKS, 

New Britain. . P. F. King, Asst. Sec. 


HARDLY KNOW WHICH WAY CAT WILL 
JUMP 

Editor Hardware World: 

To be frank the writer is in the position, I feel, of 
most business men, that is: We hardly know which way 
the cat is going to jump. It would seem as thougn 
most people were buying from hand to mouth, which 
of course is a bad state of affairs, but I presume they 
are figuring that it is playing the game safe, but we 
all know it does curtail business. 

While some lines of industry seem to be very much 
depressed, the steel metal lines are in better shape, 
and we cannot help feeling that if transportation facili¬ 
ties were in better condition, the fall business should 
be almost a boom. Yours truly, 

DIAMOND SAW & STAMPING WORKS, 
Buffalo. John T. Ronan, Vice Pres. 


STOVE MANUFACTURER ANALYZES 
SITUATION 

Editor Hardware World: 

We do not wish to be quoted in the matter for very 
good reasons that we cannot explain without going to 
considerable length. 

Our advice to the trade would be to try to keep on 
hand a fairly good stock of merchandise. We do not 
mean bv this that they should plunge and overload, as 
has been the practice during the past year or more in 
anticipation of advancing prices, but we believe that 
every merchant should protect himself by having a 
fairly good assortment of stock on hand. 

We advise this, not because of expectation of heavy 
price advances, but because of difficulties that manu¬ 
facturers continue to have in securing raw materials. 
In our own case, as in the case of hundreds of other 
manufacturers, we are still unable to keep our produc¬ 
tion equal to the demands made upon us by our cus¬ 
tomers. Not because of lack of capacity in our fac¬ 
tories, but because of inability to secure materials. 

We believe that prices have not yet reached the 
peak. It is true that m some lines, particularly textiles, 
there is apparently a tendency to lower prices, but 
conditions in that line are very different from those 
in the metals line, and for the latter can see no chance 
for any reduction so long as the mills and furnaces are 
experiencing their present difficulties in supplying the 
demand. 

Those merchants who allow their stocks to become 
depleted in the hope that before they are forced to 
renew them prices will come down will be disappointed 
not only in tne matter of prices, but particularly in the 
matter of deliveries, for we feel they will not be able 
to restock their line without losing a portion of business 
they could obtain if they had a stock in their ware¬ 
house. Yours very truly, 


SCISSORS AND SHEARS PRICES WILL NOT 
DROP 

Editor Hardware World: 

As far as scissors and shears are concerned, there 
is absolutely no prospect of any reduction in price, as 
four-fifths of the cost of manufacture is labor and there 
is no indication that cost of labor is to decrease imme¬ 
diately, nor within the next several months. 

We are quite confident that wise buyers are antici¬ 
pating their requirements at least three to four months 
ahead on the purchase of scissors and shears, realizing 
the large number of unfilled orders on hand at the fac-. 
tories, together with the fact that there being no pros¬ 
pects of lower prices they will be protected by having 
stock on hand. Yours very truly, 

THE ATLAS SHEAR CO., 

Bridgeport, Conn. F. H. Duncombe. 


PRICES WONT DROP WHEN MATERIAL 
IS SCARCE 

Editor Hardware World: 

As far as we can judge, there is no opportunity to 
reduce prices on articles made from wire and steel, as 
there is still great difficulty in securing these materials 
and prices do not generally drop on materials that are 
scarce or hard to get. 

In our own case, orders are coming in in good volume 
and we believe there will be a steady demand for manu¬ 
factured metal goods for some time to come at about 
prices ruling today. We do not look for any great ad¬ 
vances in materials, notwithstanding the difficulty in 
securing same. Yours very truly, 

ATLAS MANUFACTURING CO., 
New Haven. A. M. Brown, Treas. 


CANT MAKE A PROFIT UNLESS YOU 
HAVE GOODS 

Editor Hardware World: 

It seems to us that wholesale and retail hardware 
men should place orders for their normal requirements 
for the coming season, much as they did before condi¬ 
tions became unsettled. 

After all, you can't make a profit unless you have 
the merchandise to sell. 

An unreasonably conservative policy on the part of 
buyers now will defeat their own end by leading to a 
greater shortage of merchandise and still higher prices. 

Hardware manufacturers can hardly be expected to 
arrange for supplies of material unless they have orders 
on the books or in sight that justify them in doing so. 
Nor can they be expected to take all the chances as to 
prices. 

Most manufacturers guarantee prices against their 
own decline to date of shipment, which should be ample 
protection for wholesale and retail dealers. Even 
where goods are bought at prices ruling at date of 
shipment, competition will make it certain that the 
price finally announced will be reasonable, costs of 
material and labor considered. For a manufacturer 
with a large plant investment and a force of men de¬ 
pending upon him for their living, will, even in times 
like these, make prices that will keep the wheels 
turning. 

Here in the central west, we are in the midst of a 
wonderful small grain harvest. The prospect for a 
bumper corn crop was never better. Even though these 
crops will not find their wav to market as quickly as 
they used to do, this new wealth will undoubtedly stimu- 
later all lines of business. 

Yours very truly, 

F. D. KEES MFG. CO., 

Beatrice, Neb. J. A. Kees, Treas. 
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“WHAT POLICY SHOULD MERCHANTS PURSUE?” 


CONTRACTING FOR YEAR’S SUPPLY AT 
ADVANCE PRICES 

Editor Hardware World: 

We can only advise that we are preparing for a 
normal year’s business in 1921, and making contracts, 
as far as possible, for a year’s supply of such items, as 
bolts, screws, steel, malleable and gray iron castings, 
as we use in the manufacture of our product. 

We are not able to cover our supposed wants, even 
at present prices, which in many instances are higher 
than they were three months ago when we began to 
figure out what it was going to cost us to make 
mowers for the year 1921. 

Many of our orders are entered for shipment at 
market prices. We feel that, while there may be a 
recession within the next months in many of the textile 
lines, clothing, boots, shoes, carpets, rugs and other 
fabrics, due to the enormous advances which all these 
lines acquired during and after the war, that the same 
conditions do not prevail in the “Hardware World.” 

Advances on most lines of hardware have been less 
spectacular than in the other lines, and for this lack 
of high altitude, the lawn mower line has been con¬ 
spicuous. Very truly yours, 

PENNSYLVANIA LAWN MOWER WORKS, 
Philadelphia. J. S. Bonbright, 2d Vice Pres. 


CORDAGE MANUFACTURER’S CONSERVA¬ 
TIVE STATEMENT 
Editor Hardware World: 

We can see a more conservative plaq of buying by 
the jobbers, which we believe is also reflected in their 
trade with the retailers. We ourselves do not sell the 
retail trade, so that we cannot give direct information 
regarding them. 

It would appear generally speaking, as though 
prices had reached their crest, although there are some 
commodities that are still advancing, and with the 
advance in freight rates, which will be effective 
shortly, it will be necessary to make other advances to 
absorb this freight advance, unless the commodity 
itself, declines in the meantime. 

We ourselves are not opposed to the conservative 
plan of buying, believing it to be the safest method, 
particularly at this time. On the other hand, we do 
not favor any wholesale cancellation of orders, nor 
any such high-handed methods. We believe that orders 
once placed, should stick, and we ourselves have not 
suffered from such cancellations. 

Such lines as clothing, woolen and cotton goods, 
and shoes, seem to be more affected at this time than 
any other line, probably because these lines have been 
more inflated in value than most other commodities, 
and a downward trend in the market, always suggests 
conservative buying. 

We are not pessimistic about the outlook. We be¬ 
lieve the country is sound financially and otherwise, 
and we would not attempt to rock the boat nor get 
excited if the demand for our goods fell off to such an 
extent that we began to fill up our warehouse, as we 
would have perfect faith that eventually this demand 
would come back, because in our line at least, namely, 
rope and twine, there is no surplus of material in the 
manufacturers hands, the jobbers hands, the retailers 
or the large consumers. 


A. A. Monnett of the Monnett-Hamilton Hardware 
Company at Dayton, Washington, has been elected a 
director of the Inland Automatic Thresher and Mach¬ 
inery Company, Ltd., at Post Falls, Idaho. The com¬ 
pany has three manufacturing plants at Post Falls 
and is in a prosperous condition. 


RUBBER MANUFACTURER GIVES COM¬ 
PREHENSIVE SUMMARY 

Editor Hardware World: 

Our advice to the trade handling mechanical rubber 
products is to purchase and place specifications well in 
advance, for the following reasons: 

First—Give the manufacturer time to purchase and 
get his raw materials. Mills producing such are over¬ 
crowded and slow in operating. Transportation lines 
are also congested, and it consequently takes a long 
time to receive these materials even after they are 
started from the source of supply. 

Second—Mechanical rubber goods in themselves con¬ 
stitute a staple product, turning the wheels of industry 
and supplying essential commercial needs. 

Third—Cotton fabrics, of which they are very largely 
composed, are also made of nature’s most staple product, 
and the present cotton crop promises to be compara¬ 
tively short and of none too good quality at that. Fur¬ 
thermore, the supply left over from last season is like 
all rag-and-tag ends, poor, and will show substantial 
shrinkage. 

Fourth—Every cotton mill in the country has been 
and is still overcrowded with work. Fabrics for luxuri¬ 
ous and extravagant living can well be dispensed with. 
The staple lines which contribute to industrial and 
commercial life will continue in demand. The calls 
from the Orient are increasing, and the European 
rehabilitation needs are beginning to crowd in upon 
us, so that all mills fabricating cotton will have their 
schedules and budgets filled up as soon as the cotton 
crop figures are obtainable. 

Fifth—With such prospects ahead of us, there is 
very little likelihood of any recession in prices of me¬ 
chanical rubber products, any hesitation on the part of 
the buyer to purchase and specify for the goods he 
expects to use in his business is not only calculated to 
prove a boomerang, but to use a war expression, such 
merchant is a “slacker”; he is just one of those who 
is contributing to the congestion of industry and trans¬ 
portation. If instead of personal fear he will have faith 
and confidence not only in his own ability but in the 
whole industrial life of this country and act accordingly, 
there will be cooperation and not congestion, there 
will be efficiency and not waste, and there will be 
satisfaction and not dissatisfaction. 

Consequently, in our opinion the trend of the market 
in mechancial rubber products is upward rather than 
downward, and the merchant who adopts the policy of 
“patient waiting” is the one who is halting the wheels 
of industrial progress; is by his inaction allowing sand 
rather than oil to sift into the gear boxes, and is the 
one whose patience is destined to turn to impatience 
when the time of need comes. The remedy is not de¬ 
nunciatory of transportation companies or manufac¬ 
turers, but is prophylactic and lies very largely in his 
own hands. Very truly yours, 

BOSTON WOVEN HOSE & RUBBER CO. 
Boston. E. E. Fey, Asst. Gen. Mgr. 


KNOWS IT IS TRUE, BUT AFRAID 
TO SAY IT 

Editor Hardware World: 

Our conception of trade conditions pertaining to 
our line is as follows, which quotation we would, how¬ 
ever, not wish to make over our signature: 

“Waiting for lower prices in metal products will 
slow up production.” 

If stocks are as low in every line as ours this will 
cause an increasing firmness in price. 

CUTLERY MANUFACTURER. 
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MOST MANUFACTURERS PROTECT AGAINST PRICE DECLINE 


KEEP STOCKS OP FIREARMS COMPLETE TACK PRICES TEND UPWARD 


Editor Hardware World: 

It is our judgment that a program of conservatism 
should be ‘followed by wholesale and retail dealers. 
The conditions existing justify keeping stocks complete 
and encouraging every effort to turn them as fre¬ 
quently as possible, rather than pile up accumulations. 

Yours very truly, 

COLT’S PATENT FIREARMS CO., 
Hartford, Conn. S. M. Stone, Vice Pres. 


DIFFICULTY IN GETTING AXES AND 
TOOLS 


Editor Hardware World: 


We can only give you the facts in connection with 
our own line, which is the manufacture of axes, logging 
tools and drop forgings. We find that we are obliged 
to pay over three times as much for steel of all grades 
as we were obliged to pay for the same material prior 
to the war, and we find it difficult to obtain steel 
even at this high price. 

Skilled labor we find very hard to obtain and on 
account of the short working hours it is impossible to 
turn out a fair day’s output, and it has been necessary 
to advance wages several times. 

From present indications we cannot see that these 
items are liable to cost less during the present year, 
and the natural conclusion is that the trade is entirely 
safe in purchasing axes and logging tools at present 
prices, and what in our opinion they should be most 
concerned about is the possibility of their being able 
to obtain these tools from the manufacturers. 

We have been refusing anything but small sorting 
up orders for axes for the past several weeks, as our 
present unfilled orders will tax the capacity of our axe 
department well into next year, and as costs in our 
line are steadily mounting, we would not be surprised 
if it would be necessary to advance prices. 

Very truly yours, 


Warren, Pa. 


WARREN AXE & TOOL CO., 

H. P. Stone, Gen. Mgr. 


NO DROP IN PRICES EXPECTED 


Editor Hardware World: 

While the newspapers have much to say about the 
trend to lower prices and while this seems to be war¬ 
ranted at the moment by the condition of tne textile 
and shoe and leather trades in particular, so far as we 
are able to judge it does not apply to the metal trades, 
especially where steel is the most important factor. 

The last advance in our prices occurred in March, 
since which time we have been absorbing the increased 
cost of labor (two advances in wages having occurred 
meanwhile), the increased cost resulting from shortage 
of material due in turn to the shortage of cars; the 
premiums which we are obliged to pay for steel in 
order to keep our plant running to somewhere near its 
‘capacity, notwithstanding the fact that steel contracted 
for in October last is yet due us, and the definite ad¬ 
vances which have been made in certain lines. 

We have recently contracted for rivet rods to meet 
our partial requirements for the last half of the year, 
at an advance of 33 1-3 per cent, with no positive as¬ 
surance that we will get the material as needed. 

Taking these facts into consideration and the pros¬ 
pective freight increases, we can see no other outcome 
than higher prices for the goods which we manufacture. 

We have offered our competitors all or any part of 
an order for 2000 tons of tacks, at their current prices 
if made to equal our product, solely for the purpose of 
giving better service to our customers, and have been 
able to secure from them but two carloads in the last 
two months. 

So far as we are advised, all of our competitors are 
in much the same position as ourselves, being oversold, 
although our orders are taken subject to our prices 
ruling at the time of shipment. 

Our class of product is very scarce in the hands of 
both jobbers and retailers and we would say therefore 
that the trend of prices is upward rather than otherwise 
and will be so for the remainder of the year. 

Very truly yours, 

ATLAS TACK CORPORATION, 
Fairhaven, Mass. Wm. F. Donovan, Pres. 


REPUTABLE MANUFACTURERS PROTECT 
AGAINST ANY PRICE DECLINE 


Editor Hardware World: 

Conditions in the steel manufacturing circles have 
not changed. Transportation is exceedingly bad and 
wages have not come down. As we view the situation 
we cannot see how prices will drop this year, as there 
is still a stiff demand for all classes of hardware. 

We cannot see how it is goin^ to be possible to 
reduce costs until the cost of living is reduced and 
production catches up with demands. We do not look 
for lower prices until spring of 1921 at the earliest, 
and it can only be at a gradual decline over period of 
years. 

We believe dealers should place their orders and 
specifications immediately for their winter require¬ 
ments, as no one can foretell today what transporta¬ 
tions are going to be during the cold weather months. 

Our policy is to give our customers every advantage 
of price which we are able to make, based upon funda¬ 
mental conditions over which we have no control and 
will welcome a more suitable price basis worked out on 
improving manufacturing conditions covering raw ma¬ 
terials and labor particularly. 

Very truly yours, 

THE BASSICK COMPANY, 
Bridgeport, Conn. A. E. Belisle. 


Editor Hardware World: 

After careful consideration, it is our honest opinion 
that if prices do increase during the next few months, 
it will be due to a very marked shortage of steel, much 
more so than at present. 

We do not honestly believe there will be much in¬ 
crease in wages, as that situation is becoming adjusted, 
due to the fact that labor is easier to obtain now than 
previously. We do not, on the other hand, believe there 
will be much decrease in price unless business becomes 
such that manufacturers begin to cut each others 
throats in order to obtain orders. 

We do not believe that any hardware man would 
make a mistake in placing his order with a reputable 
manufacturer who would guarantee to allow him the 
benefit of any decline which might result, and that 
will take his order for from one to three months in 
advance, as we believe that specifications should be 
placed at least four months, and if possible six months, 
in advance, as we find ourselves averaging from four 
to six months behind on orders—some less than that, 
and some even further behind. 


Geneva. 


Yours very truly, 

BURGESS-NORTON MFG. CO.. 

C. M. Burgess, Sales Mgr. 
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“WHAT POLICY SHOULD MERCHANTS PURSUE?” 


ACTUAL SHORTAGE IN BRUSHES 

Editor Hardware World: 

In regard to the buying policy of wholesale and 
retail dealers, insofar as paint and varnish brushes are 
concerned (as these are the kinds of brushes we manu¬ 
facture), understanding the brush situation as we do, 
we would say that a man who buys now for delivery 
as soon as possible, the brushes which he expects to 
sell next spring, is the wise buyer. We do not look for 
any advance in price on our brushes in the near future, 
but as you probably realize there is an actual shortage 
of brushes now existing in the country, and the question 
with our customers is not one of price, but whether or 
not they will have the brushes. 

We have not taken on a new customer for over a 
year. We have increased our production capacity over 
300 per cent over what it was a year ago, and are still 
unable to supply the demands of our old customers. 
There simply is not enough paint and varnish brushes 
in existence to supply the demand for them. And with 
all factories working to capacity there does not seem 
to be much of an impression on this demand. 

The principal difficulty which we now have is in 
obtaining all raw materials which are used in the manu¬ 
facture of brushes, with the possible exception of 
bristle which comes largely from China. The other 
materials which are made in this country, are very 
hard to get in sufficient quantities to keep our own 
organization going. We do not know why this is true, 
unless it is because we have built up our production 
capacity faster than the people who supply us with raw 
materials. 

We have gone into this matter rather in detail, and, 
of course, are writing only about our own experience. 

We would not care to have you publish what we 
have told you word for word, but do not object to your 
using any of this information as a basis for anything 
which you may wish to publish. Or if you prefer to 
have an article written as to the conditions existing in 
the brush industry, to be published in your fall buying 
issue, and will so advise us, we will be glad to write 
such an article to be published over our name. 

Very truly yours, 

THE WOOSTER BRUSH CO., 
Wooster, Ohio. C. P. Foss. 


NO DECLINE IN PRICES LIKELY 

Editor Hardware World: 

We have been out soliciting future orders since 
July 1st, and find the trade very willing to buy and 
at advance prices. The trade certainly is justified in 
this because we are finding it very difficult to get 
material even from firms where we have been buying 
regularly for the past six or seven years. 

At present we are placing a contract for malleable 
castings with a firm we have been dealing with for 
six years and the best delivery we can get is four to 
five months. This means, of course, that unless garden 
plows are bought now there will not be any to be 
had next spring. 

Unless something unforeseen happens there certainly 
will not be a decline in prices when the above condition 
exists in the raw material market, e, g., running at 
about one-half capacity or less and from four to five 
months behind with orders. 

While raw material prices fell considerablv just 
after the armistice, they are now fully 50 to 75 per 
cent higher than they were during the war. 

Very truly yours, 

ALEXANDER MFG. CO., Inc., 
Ames, Iowa. By C. O. Alexander, Supt. 


MORE A QUESTION OF MERCHANDISE 
THAN PRICES 

Editor Hardware World: 

To my mind the important thing for the merchant 
to do, whether he be retailer or jobber, is to get the 
business and be in position to deliver the goods. It ’s 
more a question of mercnandise than of prices. Sitting 
on the fence watching for prices to go down won't get 
a real merchant anywhere. 

Without doubt we have reached and passed the 
"peak" of commodity prices taken as a whole, but the 
bottom isn't going to fall out of the markets by any 
means. In general agricultural and industrial condi¬ 
tions are favorable and there is bound to be a good de¬ 
mand for merchandise of an essential nature. Oppor¬ 
tunities for sales should be good and the way to cash 
in on them is to have the merchandise rather than a 
stock of opinions and theories about prices. 

The time has passed when a merchant could ‘‘buy 
his head off" and increase his profits through doing it. 
However, this doesn't mean tnat a waiting and watch¬ 
ing attitude is advisable. Merchandising isn't speeu 
lation; it’s a matter of selling and delivering goods at 
a profit on the service. 

Prices on most of the items that a Hardware mer¬ 
chant handles are not likely to fall off to & great ex¬ 
tent. The prices of all metals are much steadier than 
other raw materials, textiles, foodstuffs, etc. It should 
be a safe course to have a sufficient stock on hand to 
meet all likely demands and to place orders ahead to 
an extent that will offset slow shipments and con¬ 
gested transportation such as have been the rule for 
such a long period and likely to continue. If a mer¬ 
chant keeps his stock well assorted and reasonablv full 
as to quantity, he will be "playing safe," regardless 
of prices. Then he will be in position to supply the regu¬ 
lar demand which gives every promise of being healthy 
and active. 

In hardware and allied lines there appears to be no 
such accumulation of raw materials and finished prod 
ucts as was recently the cause of price slashing in 
textiles, wearing apparel, shoes and some distinctly 
luxury lines. 

It is well to remember that ordinary recessions in 
the market prices on some basic commodities cannot 
cause a great cut in the price of finished merchandise 
where the cost of labor and general operating expenses 
make up an important part of the selling price. Wages, 
operating costs, "overhead," interest, packing and 
shipping charges, transportation all cut an important 
figure in the price of a finished piece of merchandise, 
such as a hammer or a can of paint. These are not 
likely to recede for a long time, even though the mar¬ 
kets on basic raw materials may show weakness from 
time to time. 

Business should be good this fall and winter, and 
the thing is to "go to it" with judgment, confident 
and energy. The experience of the past six years should 
enable a merchant to meet and to master any condition 
that is likely to arise during the next six months and 
to "come through" in good shape. The worst never 
happens and it certainly isn't going to this fall. 

Yours very truly, 

MONTAUK PAINT MFG. CO.. 
Brooklyn. Frank E. Cornell, Sec.-Treas. 


PLACE ORDERS AT ONCE 

Editor Hardware World: 

Onr recommendation is that dealers place orders for 
their requirements, in the furnace line at least, at once 
Yours very truly, 

L. J. MUELLER FURNACE CO., 
Milwaukee. W. I. Maxwell, Mgr. Sale?. 
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NO TIME TO SPECULATE, BUT ANTICIPATE REQUIREMENTS 


BUSINESS AS USUAL 

Editor Hardware World: 


First of all, we must state that it is nearly impossi¬ 
ble to induce anyone to go on record in giving advice 
on the markets for the coming year. However, as 
usual, we have carefully studied the markets and in 
our own way have definitely decided just what to 
expect in change of prices on raw materials. 

We use two distinct products, namely: Cotton duck 
and galvanized steel sheets and wire. 

From all reports we have been able to obtain and 
study, the cotton crop is slightly below the average. 
During the past month this commodity has been rather 
unsteady, but nearly all those who are dealing in 
cotton believe that the bottom has been reached and it 
will remain stationary or possibly show small gains. 

Many shrewd business men are divided in their 
opinion on the prices of steel, some say that we may 
expect a decline as early as this fall, others cannot 
see any relief for at least another year. The Steel 
Corporation has unfilled orders totaling 11,000,000 tons 
of steel and as their estimated production is 1,300,000 
tons per month it will keep them busy until next March 
or April. This, with the demand for steel, will no doubt 
make present prices firm for some time to come. 

In advising the trade when to purchase oi :• products, 
we must mentis that we manufacture the “Easy 
Emptying” Grass Catchers and Detachable Hose Heels. 
The materials must be purchased at once to safeguard 
the supply of these articles for the coming year. The 
fact must be taken into consideration that only light 
gauge galvanized steel sheets are used in their manu¬ 
facture, and as the mills are endeavoring to roll only 
the heavier gauges, we must protect ourselves earlier 
in the year. The price of raw materials may drop 
slightly, but as our articles must be delivered during 
the coming winter and our sales practically use our 
maximum production, we cannot delay in manufacturing 
these articles. We believe therefore that prices we 
just issued w T ill remain stationary, or may slightly 
increase. 

The writer has had the opportunity of talking with 
a few of the largest buyers of hardware in the West 
and they stated that they were placing orders for their 
spring goods, as they could see no decline soon enough 
to affect their prices and they wanted to make certain 
of their supply. A true saying is: “You cannot sell 
when your warehouse is empty. ” 

However, all merchants should use caution in pur¬ 
chasing their supply of spring goods and not overbuy. 
Business as usual will be good in the Northwest and 
the volume should hold up well in comparison with last 
year. Yours very truly, 

THE SPECIALTY MFG. CO., 


St. Paul. 


E. J. Hager. 


DON’T SPECULATE, BUT PLACE ORDERS 
NOW 

Editor Hardware World: 

We see no possibility for any material decline in 
prices during the balance of this year. We anticipate 
a very heavy demand for merchandise in the last three 
or four months and a greater scarcity than has here¬ 
tofore appeared. 

We therefore think it behooves the trade to antici¬ 
pate their w T ants for the balance of this year at least, 
and get their orders placed at the earliest possible 
moment. 

We would not advise speculative buying. 

Yours truly, 

TUCKER DUCK & RUBBER CO., 

Ft. Smith, Ark. H. T. Tucker, Pres. 


GREATER DEMAND THAN SUPPLY 

Editor Hardware World: 

Our advice would be that under present conditions 
they should place their orders at present prices pro¬ 
viding they are guaranteed against any decline prior 
to date of shipment. 

The car shortage and the general railway situation 
are such that it is almost impossible for the manufac¬ 
turers to either secure the material or make shipment 
after the goods are produced, and there being prac¬ 
tically no stocks in the hands of the distributors, we 
find fundamental conditions, other than the railroad 
situation, healthy. There is going to be a greater 
demand for goods than the manufacturers are able to 
produce. 

We predict easier labor conditions. 

The business of this country today seems to be 
limited only to the ability of the railroads to handle 
the product. 

Yours very truly, 

UNITED STATES CHAIN & FORGING CO. 

C. M. Power, 

Pittsburgh, Pu. Vice Pres, and Sales Manager. 


CUTLERY WILL BE HIGHER AND 
SCARCER 

Editor Hardware World: 

We are fully convinced that the cost of cutlery will 
necessarily be higher than at the present time, and 
that prices, generally, must positively tend upward. 

There is no relief in sight. The manufacturers have 
sufficient capacity, so far as concerns buildings and 
equipment, to take good care of all demands being 
made upon them, but they are not running at more 
than two thirds capacity. There is a very great short¬ 
age of labor and labor is not up to its" former effi¬ 
ciency. Cutlery steel has advanced within the past 
thirty days, and other materials have recently advanced. 
We believe that there is absolutely no relief from high 
and higher prices until labor is more efficient and 
production is increased so as to be equal to the demand. 

We would, therefore, recommend that both the 
wholesale and retail trade keep their stocks as full as 
possible. At present their stocks are greatly reduced 
and we can see no possibilitv of their being able to 
bring them up to normal for some time to come. 

Yours truly, 

ONTARIO KNIFE CO., 

Franklinvilie, N. Y. J. L. Burritt. 


MANUFACTURERS CANNOT AFFORD 
LOWER PRICES 

Editor Hardware World: 


While the present slowingdowm in buying has been 
quite noticeable, yet it has been our opinion that this 
was due largely to the usual dull season of the summer 
months and the more cautious policy of a portion of 
the buyers because of the political situation. 

We do not believe that the manufacturers of steel 
and iron goods can well afford to offer their ware at 
any lower prices for some time to come, and while 
we would not suggest the purchasing of material for any 
great period in advance of the present requirements, 
yet we feel that the buying should be kept up, ordering 
in stock quantities rather than to expect the manufac¬ 
turer to retain the stock and ship material direct to 
the consumer at the request of the jobber, which is 
very often the case during a period of unsettled condi¬ 
tions. Yours very truly, 

BARTLETT MANUFACTURING CO., 


Detroit. 
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“WHAT POLICY SHOULD MERCHANTS PURSUE?” 


LINES THAT INCREASED RAPIDLY WILL 
ALSO DECREASE IN SAME RATIO 

Editor Hardware World: 

In general, we should say that it would be good 
policy for the hardware trade to keep in mind at all 
times when buying the probability that prices will 
gradually decline during the next two or three years. 
It strikes us as advisable, also, for the hardware trade 
to familiarize themselves with the percentage of in¬ 
crease in various lines, as it is most probable that lines 
that have shown the greatest percentage of increase 
will likewise show the greatest percentage of reduction. 

In our own particular line of electric incandescent 
lamps, the increase in the present list prices over 1915 
amounts to approximately 33 per cent. As a result, 
we do not anticipate any decline in the list prices on 
lamps for at least a year. 

We certainly would advise against the trade delay¬ 
ing placing orders now, in the hope of obtaining lower 
prices; for, in general, there is an under-production of 
goods at the present time, and if manufacturers do not 
receive orders, they will, naturally, close up their plants 
rather than take business at a loss. This in turn will 
in the end result in substantially higher prices, because 
of the increased shortage of goods. 

Also, any buying policy at the present ought to give 
due consideration to the probability of serious trans¬ 
portation congestion during the coming tall and winter. 

Very truly yours, 

HYGRADE LAMP CO., 

Salem, Mass. E. J. Poor, Sales Mgr. 


BUY AS IN NORMAL TIMES 

Editor Hardware World: 

The idea of this company is that it would be well 
to buy well in advance of actual needs, but not to 
stock up a half year’s supply or more. In other words, 
buy as you would in normal times, only buy some two 
or three months before you actually need the stock. 

In most lines there will undoubtedly be a shortage 
before the end of the year. As far as our product is 
concerned, w’e are still far behind in our orders and 
see no immediate chance of catching up, although we 
have increased our factory space and are making every 
effort toward increased production. 

The labor situation, coupled with the car shortage, 
is the reason why we advise buying some months in 
advance of actual needs. 

Yours very truly, 

THREE IN ONE OIL CO., 

New York. J. N. H. Slee, Jr. 


EXPECT ADVANCES IN HICKORY 
HANDLES 

Editor Hardware World: 

Speaking of hickory handle purchases it would be 
most advisable to send in small orders for quick ship¬ 
ment, thus getting fresh stock, factories being short 
of stock they would be more liable to get the small 
orders filled than larger ones. 

As to price for the future, that is beyond our 
knowledge, as it would be largely governed bv the 
actions of agricultural and automobile purchases of 
hickory dimension stock, should they reduce their pur¬ 
chasing then the handle factories would buy raw 
material cheaper, should they continue to take all 
hickory available then the price of hickory handles 
would no doubt have to be advanced. 

Very truly yours, 

Hope Ark. IVORY HANDLE CO. 


PROTECTING BUYERS AGAINST ANY 
DECLINE 

Editor Hardware World: 

There will unquestionably be in certain districts a 
letup on a demand for household labor saving appli¬ 
ances. This will be particularly true in localities 
depending on industries who are laying off a large 
quota of their men, as the reduced purchasing will 
speedily reflect itself not only on the immediate men 
affected but also on the dealers in that community. In 
lines which have shown an abnormal increase in prices, 
there will be a corresponding reaction. 

On our line this, however, will not be the case, as 
the price for 1913 shows but a 30 per cent advance, 
whereas the material and labor shows two and three 
hundred per cent, and we are assuring our dealers that 
they are protected in buying Simplex Ironers against 
any decline in the price of this product as we know 
that this will not be possible. 

On the other hand, should production be curtailed, 
which we do not look for, it would unquestionably 
mean an increase in price, as the only reason w~e have 
not advanced in proportion to labor and material has 
been in the economies in production in a greater volume, 
but we are requesting all our dealers to watch their 
collections closely as also their credits. 

Very truly yours, m 

AMERICAN IRONING MACHINE COMPANY, 
Chicago. H. G. Grosse, President 


NO REDUCTION POSSIBLE IN FIREARMS 

Editor Hardware World: 

As to what we believe to be the trend of prices, for 
the coming six months, would say that we see no present 
indication of any sort where conditions would make 
it possible to lower our prices during the balance of the 
year, and further we do not believe that in such a 
product as our own where labor forms such a vital ele¬ 
ment of the cost that there is any possibility or reduc¬ 
tions during the next six months. 

Furthermore, with the increases which are contem 
plated in the transportation f^eld, and the increases 
recently allowed on coal, it does not seem reasonable to 
expect any reduction of present prices. 

This is given to you personally in reply to a request 
for our opinion on the subject, and we do not wish to 
be quoted personally. 

Our advice to wholesalers and retailers taking into 
consideration transportation delays and furthermore the 
current advances on material, which they need for tfce 
seasonable requirements of their customers, that they 
place their orders as far in advance as possible in 
order to avoid unlooked for delays at a time when they 
they most need our product. 


PRICES WILL BE HIGHER THIS FALL 

Editor Hardware World: 


We cannot give any policy on other merchandise 
with the exception of our own, but we can assure you 
that the prices on our machines, in fact all washing 
machines, will necessarily be higher this fall than the^ 
are at the present time, as the prices of wringers 
motors, etc., are continually going up, and naturally 
the price of machines must go up at the same time. 

We believe that it would be very wise indeed fo: 
all merchants to buy washing machines at the present 
time, not only to protect themselves on prices, but ate 
to assure delivery. 

Very truly yours, 

VOSS BROS. MFG. CO. 


Davenport, Iowa. 
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MERCHANDISE THAT ADVANCED QUICKEST WILL FALL FIRST 


BUY NOW IF YOU HAVE NOT ALREADY 

Editor Hardware World: 

Our opinion is that the retailer and jobber should 
have their fall stock ordered long before now if they 
are going to get any material on their orders, espe¬ 
cially those products made largely of steel. 

No one knows what the outcome of the steel and 
coal situation will be, but at its best, we feel that 
about one-half of the rders will be delivered. The 
trend of the market in the north and south is to go 
slow. In the west we find it to be increasing and we 
believe the west will be the wise buyer this season. 

If we were to talk to the individual buyer, we 
could not impress upon him too strongly the import¬ 
ance of having his specifications placed. Some months 
ago we heard the same story about prices coming down. 
Instead, hot rolled steel went up 100 per cent and cold 
rolled went up 50 per cent base. The situation is 
identical now to what it was some time ago. 

Our advice would be to buy now if the dealer has 
not already done so. Most of our factories are still 
oversold for many months. 

Yours very truly. 

FAULTLESS CASTER COMPANY, 
Evansville, Ind. C. B. Noelting. 


BUY NOW IF YOU EXPECT GOODS 

Editor Hardware World: 

As far as we can see, there will be no drop in 
prices, and we would advise dealers to buy now if they 
expect to get delivery. The coal situation and the 
railroad situation will make it harder than ever this 
fall and winter to secure merchandise. 

Yours truly, 

THE BRAINERD MFG. CO., 
East Rochester, N. Y. H. L. Brainerd. 


EXPECT A SCRAMBLE FOR BUSINESS 
BEFORE LONG 

Editor Hardware World: 

Keep all purchases down to hand-and-mouth basis. 
Foreign trade slowing up fearfully fast. Money very 
tight. Credit is being restricted upon orders of the 
Federal reserve board all over the country. 

Our manufacturing facilities have been increased a 
hundred fold during the last four years. The railroad 
tangle in traffic is fearfully bad and growing worse. 
Strikes, etc., are all working to make conditions slow 
and my experience during the last 27 years has been: 

Take such conditions as above with our tremendous 
increase of manufacturing facilities and you have a 
contribution that is going to cause a scramble for 
business in a few months. 

I have found this month, quite a new interest being 
shown by the different manufacturers about new 
stock orders. Have had more salesmen in hunting 
orders this month than three months previously. Prices 

are too d- high. No excuse except the game of 

d- the other fellow, we must get rich now. 

Our salesmen report mill after ,mill being shut down 
—‘ 1 Cannot get material to work with.” What good 
are orders if you cannot fill them? If you are em¬ 
ploying 10,000 men and no coal, no material to work, 
with no prospects of any. 

I believe we have got to have a period of adjust¬ 
ment to bring prices, taxes, etc., down to a more rea¬ 
sonable basis before this great, glorious country can 
run normally again. 

HYFIELD MFG. CO., 

New York. O. E. Strong, Pres. 


EXPECT REDUCTION WITHIN SIX 
MONTHS 

Editor Hardware World: 

It is difficult to analyze the business for the coming 
year or six months. As we see it, the indications are 
that prices have reached their peak and will from this 
time on gradually decrease. For instance, there is an 
over stock f wool and the cost of woolen goods should 
be reduced within the next six months. 

We deal with grey iron foundries considerably, and 
we note that at this time we are able to get castings 
very promptly, whereas heretofore wc have had to wait 
two or three months. We also note in the steel product 
business that there seems to be a surplus of stock on 
the market of certain sizes and grades of goods. 

This also would indicate that the steel companies 
are catching up with their orders and are now having a 
surplus to supply the regular trade, so that looking at 
the matter in this light, we feel as though there will be 
a reduction in prices of all goods within the next six 
months rather than an advance. 

Yours truly, 

Dayton, O. AMERICAN BOLT & SCREW CASE CO. 


MANUFACTURERS WILL GUARANTEE 
AGAINST DECLINE 
Editor Hardware World: 

We would say, from the information we have been 
able to secure, that the best policy for both the whole¬ 
saler and retail trade would be for them to place their 
orders for the 1921 season at the earliest possible time. 

We cannot guarantee our prices for any definite 
period, and know only what goods cost us at this time. 
We cannot get any definite information as to future 
prices, but we should say that if there is any change, 
it will be an advance rather than a decline. 

We are accepting orders now to be shipped at any 
time this fall or winter, at the prices prevailing, but 
we believe that the best policy for the trade is to place 
their orders just as soon as they possibly can for their 
requirements for 2921. Nearly all manufacturers will 
guarantee prices against decline, so that when orders 
are placed now, it insures the present prices or lower, 
and protects against a later advance. 

Yours very truly, 

THE JOHN J. HILDEBRANDT CO., 
Logansport, Ind. H. H. Hildebrandt, Vice-Pres. 


NO INDICATION OF LOWER PRICES YET 

Editor Hardware World: 

There seems to be a widespread opinion that there 
is going to be a break in the market of prices of dif¬ 
ferent raw and finished materials this fall, but we do 
not believe these opinions have a substantial founda¬ 
tion as we are still contracting six to nine months 
ahead for our raw materials and supplies. In some 
cases the prices have advanced rather than declined. 

We cannot see anything to justify a drop in the 
market prices before next spring, if then. Any of the 
trade that are holding back their orders with the hope 
of obtaining lower prices will, undoubtedly, be disap¬ 
pointed. 

In our opinion, we do not believe prices will be 
affected until the country begins producing a larger 
supply than the demand, and from present indications 
it does not seem as though we were very close to this 
condition. 

Yours truly, 

SUPERIOR LABORATORIES, 
Grand Rapids, Mich. T. Hr Tapley, Gen. Mgr. 
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“WHAT POLICY SHOULD MERCHANTS PURSUE?” 


HARD TO STATE FACTS WITHOUT 
TALKING POLITICS 

Editor Hardware World: 

The past several months have been the most 
onerous for producers of goods ever experienced. The 
whole world is calling upon us for manufactures and 
yet we have not been able to more than half take care 
of domestic requirements and this through operation 
of every known device to speed production. 

The whole fault rests with labor, thus all this year 
a continuous embargo against freight shipments from 
a West Virginia point to New England: express service 
thus obligatory and at express prices. 

At point of origin, production is one-half require¬ 
ment; at destination less than that. What producer 
knows what his goods are costing him under these cir¬ 
cumstances? And without actual relief in sight, lower 
prices are out of the question; higher are probable, but 
one can’t state these facts without talking politics, as 
they are a part of the facts. 

Ever since passing of the Overman bill, labor has 
grown increasingly unproductive, inefficient, and men¬ 
acing, thus present conditions are very largely due to 
politics, that is the Democratic party, the party of 
labor. 

Conditions will not right themselves before a change 
in administration is assured not then unless the new 
adminisration places our country ahead of everything 
else. 

Current conditions are impossible and cannot con¬ 
tinue so. Labor cannot continue to be the boss. What¬ 
ever is necessary to make a change will be done and 
people are now preparing for the worst, that is, a re- 
election of the labor party; in that event, I predict 
very serious times. Merchants are intelligent: they 
can draw their own conclusions. 

Yours truly, 

UNITED ROYALTIES CORPORATION, 
New York. L. Bordwell, President. 


RAZORS AN EVERYDAY NECESSITY, 
INCREASING IN DEMAND 

Editor Hardware World: 

Deliveries of steel have improved, the labor situa¬ 
tion likewise, orders on hand cannot be filled in six 
months if we refused all new business and received 25 
per cent cancellation of the total amount of orders on 
hand, the consumers’ demand for Gem Blades actually 
increased 39 per cent during the first six months of 
1920 and according to sales of Gem Razors a similar in¬ 
crease in demand for Gem Blades will take place dur¬ 
ing the last six months of this year. 

None of our raw materials have declined in price, 
neither the wages of our labor, instead, some increases 
have taken place and with the advance in freight rates 
it is clearly seen that no factor in our business war¬ 
rants nor permits a reduction in price. 

The nature of our merchandise and the conditions 
surrounding its production must readily conclude that 
in order to take advantage of the opportunities it is 
necessary to order far in advance. Our holiday line 
has been under preparation for live months, we are 
ready to present it and recommend that the orders be 
placed for immediate deliveries wihout any specified 
future date, thus avoiding congestion and assuring the 
greatest extent timely deliveries, as we will not ac¬ 
cept orders for greater amounts than we can deliver 
by the 10th of December, 1920. 

Yours very truly, 

THE GEM SAFETY RAZOR CORPORATION, 
Chicago, Ill. P. F. Riser. Western Manager. 


GOVERNMENT’S ARBITRARY POLICY 
SETS A BAD EXAMPLE 

Editor Hardware World: 

W r e are taking in all the material that we can 
possibly buy, as our first desire is to operate our 
plants under normal conditions. 

We have thought every year for the past three 
years that the time had come to make a change down¬ 
ward, but at the end of every season conditions 
caused us to take an opposite view. 

In order to gauge the business situation for the 
future, one must first take into consideration the 
labor factor, and at the present time there are sonic 
industries that have laid off many employees. We 
refer particularly to the automobile industry and its 
allied lines, as well as the silk and woolen industry. 

The writer cannot see that there will be any ma¬ 
terial decline in labor at this time or for the coming 
season. Railway wages have recently been raised and 
freight rates advanced. Rents are not declining, and 
the advance in interest rates does not seem to aiffect 
the public. Our Government’s arbitrary policy keeps 
us in reality still at war, and the Government, there¬ 
fore, has not reduced its expenditures to a non-war 
basis. 

It seems to us that if a merchant desires to do 
business profitably, he will have to have stocks on 
hand. It may be very well to advise merchants to 
reduce stocks, but this is very poor advice to the mer¬ 
chant who has carefully handled his affairs the past 
few years We all know that if we have not material 
out of which to make goods, we cannot make deliv¬ 
eries. Neither can the jobbers or dealers sell goods 
without having purchased them before hand, as other¬ 
wise they may not get the goods in time for the 
season for which they were purchased. 

We have advanced labor three times during the 
year, and weaving wire has recently advanced more 
than at any other one time since the beginning of the 
war. 

If strikes could be eliminated and labor would pro¬ 
duce as they did before the war, then would be the 
time to buy 75 per cent of one’s requirements rather 
than 100 per cent. 

Yours very truly, 

AMERICAN WIRE FABRICS COMPANY, 
Chicago, Ill. C. K. Anderson, President. 


NO POSSIBILITY OF LOWER PRICES 

Editor Hardware World: 

Insofar as our products are concerned, we do not 
believe there is any possibility of lower prices for some 
time. We cannot definitely point out a single item in 
connection with our manufacturing costs which w e 
will be able to purchase for the next six months at 
lower prices. 

We are far more inclined to believe that there may 
by a slight increase before the end of the year, espe¬ 
cially if the price of tool steel should be increased by 
the manufacturers. Yours very truly, 

MAYHEW STEEL PRODUCTS, Inc., 
New York, N. Y. J. B. Parson, Vice Pres. 


AMMUNITION MANUFACTURER DOES 
NOT EXPECT LOWER PRICES 

Editor Hardware World: 

Conditions are so unsettled at this time that we 
would not care to make any statement, but do not see 
any possibility of prices going any lower. 
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IS IT MORE A QUESTION OF MERCHANDISE THAN PRICE? 


NO REDUCTION IN PRICE FOR SOME TIME 

Editor Hardware World: 

We do not feel that the jobber or dealer is taking 
any chances whatever in placing orders at present prices 
on our line for shipment during the coming fall or 
spring months, as we are quite confident that it will 
be impossible for us to make any reductions in our 
prices for some time to come, in fact, it is quite 
probable that there will be advances before any de¬ 
creases are made, especially if labor conditions continue 
as they are today. 

Of course at this time we are not in a position to 
state definitely that there will be any changes in our 
prices within the next six months, as that will depend 
entirely on labor conditions. 

We are quite confident that the present high level 
will continue for some years to come and are very 
doubtful as to their being any general lowering of 
prices in the near future, if ever. 

Yours very truly, 

E. C. ATKINS & COMPANY, 
Indianapolis. G. W. Dunnington, Asst. V. P. 


LOWER PRICES FOR TOOLS NOT LIKELY 

Editor Hardware World: 

We believe that a slight retarding of customers’ 
orders is at present apparent to many manufacturers in 
the metal working trades. Notwithstanding this, how¬ 
ever, there seems to be little doubt but that more 
orders are standing on the books of the manufacturers 
of small tools at least than there have been for con¬ 
siderable time preceding. 

There being little probability of diminution of the 
wage scale and inasmuch as labor contributes so heavily 
to the cost of tools, these factors, together with the 
cost of materials, we believe do not indicate probable 
falling of prices in the near future. 

We seriously doubt whether the trade by deferring 
purchases and the placing of orders for the coming 
season in hopes of obtaining lower prices, will ensure 
the desired benefits to the distributor whose ultimate 
sole commodity is service. 

Yours truly. 

MILLERS FALLS COMPANY, 
Millers Falls, Mass. K. Brewster, Pres. 


CONDITION NOT SAME IN IRON AND 
STEEL PRODUCTS AS IN TEXTILES, 
FOOD AND LEATHER 

Editor Hardware World: 

In our opinion as long as there is less supply than 
there is demand for commodities there will not be 
much decline in the price of labor to produce them or 
in the price of the material that enters into such com¬ 
modities. Prices of labor and the excessive taxes upon 
manufacturers, state, income and excise, will keep up 
the manufacturing costs, so that manufactured goods 
that are in greater demand than the supply will not 
decline much in price to the distributor. 

There will be, and not far hence no doubt, a de¬ 
mand by the consumer for lower prices, and prices to 
the consumer will begin to crumble and especially 
where there has been much profiteering will there be 
some tumbling of prices, but this condition does not 
at this time apply so much to steel and iron products 
as to textiles, leather and food products. 

Very truly yours, 

TRIMONT MFG. COMPANY, 
Roxbury, Mass. Charles C. Ely, Treasurer. 


QUESTION OF DELIVERY PARAMOUNT 

Editor Hardware World: 

In our opinion the question of delivery of mechani¬ 
cal fools during the coming fall and winter will be 
paramount to the question of price. We doubt if the 
productive capacity of the various plants making this 
product is anywhere near equal to the demands of the 
trade in this country and abroad. We are hopelessly 
behind ourselves and have been for many months; we 
are just at the moment sending a special notice bear¬ 
ing on the question of deliveries to all our customers— 
a copy of this notice we are enclosing herewith. 

We can see no prospect of lower prices in the tool 
line. Just so long as we are obliged to continually 
increase our wage schedules, just so long will it be 
necessary for us from time to time to revise our prices. 
These prices have been, are, and will be, based on the 
computation of the actual cost of the tool involved. 
Actual and Replacement Costs 
It may be interesting to your readers to note care¬ 
fully the difference between actual cost and replace¬ 
ment cost. Actual cost means a computation showing 
the dollars and cents expended for producing the 
article or articles involved; replacement cost means 
what it would cost to replace the articles involved at 
the time of computation. A price based on actual cost 
plus a reasonable profit represents actual value and is 
the fairest policy that can be pursued, although it does 
not admit of making firm prices. 

We can only reiterate what we have said many 
times before, that until the markets of the world are 
supplied with a stock of mechanical tools the demands 
will be enormous. 

Yours very truly, 

GOODELL-PRATT COMPANY, 
Greenfield, Mass. W. M. Pratt, President. 


PRICES KEPT UP BY LIMITING 
PRODUCTION 


Editor Hardware World: 


In the writer’s opinion we have not yet reached 
the top market for metalware. It is true that prices 
on some commodities have taken a drop but it is only 
temporary and it will only be a short time before the 
tide moves backward again and prices will go higher 
than ever. 

In regard to food stuffs, we believe this is a very 
critical time and if there is not something done in & 
short time to increase production we believe a very 
serious situation will confront us. Europe is not yet 
producing sufficient to supply their population and 
America is not doing much better. 

The laborers are contented with present conditions 
and if the manufacturers and jobbers think that the 
laboring class of people are not aware of present con¬ 
ditions they are fooling themselves for just as soon 
as the laboring people find that production is speeding 
up they take steps to avoid it and in this way will 
keep prices of goods up. 

We are opposed to buying for speculation but be¬ 
lieve that the jobber who buys for two or three months 
in advance of his immediate needs will not only best 
serve his customers but will profit most in the long 
run. We are fully convinced that there are no large 
reserve stocks of steel or heavy hardware in the 
country. 

Trusting the above outline of conditions as we see 
them will be of some value to you, we are 
Very truly yours, 

ROCHESTER CAN COMPANY, 
Rochester, N. Y. James A. Byers, Sales Manager. 
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WISDOM TO PLACE ORDERS EARLY IF 
YOU EXPECT GOODS FOR HOLIDAY 
SEASON 

Editor Hardware World: 

A manufacturer should hesitate in giving out any¬ 
thing for publication that might be wrongly construed. 

For example, to state our views with reference to 
the policy that should govern the trade, both wholesale 
and retail, in making their purchases and placing their 
orders for the coming season, if we should express 
ourselves very optimistically and recommend to the 
retailers and jobbers that they place their orders and 
specifications early for such goods as they anticipate 
needing for their fall and holiday requirements, it 
might be construed as purely selfish on our part. 

Our own feeling is that there is little indication 
now that the price of merchandise can drop before Jan¬ 
uary 1st. As a matter of fact, there would be every 
justification for an advance, as the prices of labor and 
most raw materials have been tending upward. In no 
case have we heard of a fall in the price of labor, 
and, while the prices of a few items that enter into 
manufacture have fallen a little, a great multitude of 
changes have been in the way of an advance. 

We feel that, notwithstanding many disturbing 
conditions and that we will have a National Campaign 
this fall, business will be good. With transportation 
facilities as poor as they are, we believe the trade 
generally will see the wisdom of placing their orders 
early for such goods as they will require for the holiday 
season. Yours very truly, 

BISSELiL CARPET SWEEPER CO., 
Grand Rapids, Mich. R. E. Shanahan, Sec. 


ALMOST AFRAID TO HAZARD AN OPINION 
AS CONDITIONS CHANGE OFTEN 

Editor Hardware World: 

Prices on raw material of every description that 
enters into our finished product are extremely feverish. 

No one knows what September will bring about in 
the labor market, and we pick up this morning's 
papers and find that a stupendous amount of money in 
wage increase has been granted to railioad operatives 
and a necessary increase in freight rates have been 
awarded the carriers, all of which will have a disturb¬ 
ing effect on every commodity. What the result of it 
will be we really do not see who can forecast in the 
slightest degree. 

Very truly yours, 

NEW YORK STAMPING CO., 
Brooklyn, N. Y. T. B. Easley. 


PRICES WILL HOLD GOOD FOR AT LEAST 
SIX MONTHS 

Editor Hardware World: 

It is our candid opinion that prices in effect today 
will hold good for at least six months to come. At 
least, that is the policy on which we are working. 

The majority of our customers, especially the car¬ 
load buyers, are placing orders at the present time for 
fall delivery and do not seem to be of the opinion that 
they will obtain lower prices by holding off. 

Yours very truly, 

BUFFALO FORGE CO., 

Buffalo. E. G. Leonard. 


DO NOT EXPECT REDUCTION IN PRICES 

Editor Hardware World: 

W T e do not anticipate any reduction in prices of our 
product, because prices today are not as high as they 
should be on account of the increase in wages and 
other materials entering into the manufacture of our 
product. Yours truly. 

THE WM. H. OTTEMILLER CO., 
York, Pa. M. A. Mitzel, Sec. 


DON'T SPECULATE, BUT KEEP UP 
REQUIREMENTS 

Editor Hardware World: 

We have never been in favor of the dealers stocking 
up in a speculative way and have for the past year ad¬ 
vocated their buying simply for their requirements. 

As w T e see the situation, there is absolutely no 
chance for a reduction in price for some time to come. 
Should we be able to buy material tomorrow at a much 
lower price, it ’would be six or eight months before 
goods made from this material would get into the 
dealers' hands. There is no immediate prospect of 
wages being any lower, and while there will undoubted¬ 
ly be a gradual improvement in the individual efficiency 
of the men, it will probably be some time before this 
is great enough to make any difference in the cost of 
the goods. 

During the next two or three months we do not 
look for any big business, but we do look for an 
enormous business before a very great while. Dealers’ 
stocks as far as we can find are low, owing to the 
impression that seems to prevail among hardware buy¬ 
ers that there is bound to be a reduction in prices: 
consequently when business starts to pick up again 
and it is realized that prices will not be any lower, the 
manufacturer is going to be swamped with orders which 
he cannot fill. 

So far the average manufacturer has been unable 
to build up any reserve stock of finished product, and 
consequently, in our estimation, the buyers that wait 
before placing their orders will find that they are 
unable to get the goods when they want them and may 
have to wait six months to have their orders filled. We 
do not mean by this to advocate heavy buying, but 
we do earnestly suggest that the buyers see that their 
stocks are kept in shape to handle any immediate 
business and tide them over during the time the goods 
are coming through the factory. 

We have been able during the past year to maintain 
fairly prompt deliveries and are using every effort to 
maintain that record; however, we will be unable to 
do this unless the dealers keep their stocks in good 
condition. Yours very truly, 

LAWSON MFG. COMPANY, 
Chicago. Kenneth Lockett, Vice Pres. 


NO HOPES OF LOWER PRICES 

Editor Hardware World: 

We cannot see any hopes of lower prices inasmuch 
as our cost has been steadily arising since our last 
change in discounts and a further advance is altogether 
probable before the cold weather. 

We are still behind on orders and until the supply of 
all products of steel and iron is more than the demand, 
a decrease is not to be expected. 

It is still difficult to purchase raw material of all 
kinds and with the increasing prices of raw material— 
and in some directions labor—manufacturing costs de¬ 
mand revision of selling prices. 

W r e will advise our customers not to delay purchases 
but to take care of their normal trade and stock at 
present prices. Yours very truly, 

STAR EXPANSION BOLT CO., 
New York. W. A. Peters, Sales Mgr. 


PAINT MANUFACTURER HESITATES TO 
PREDICT 

Editor Hardware World: 

We do not expect any lower prices in our general 
line up to January 1, 1921, with the exception of lin¬ 
seed oil, which shows some weakness at the present 
moment. Beyond January 1, we hardly care to predict 
but up to that time we see no reason why the trade 
should not make their usual purchase in confidence. 

We do not care to have our name mentioned, how¬ 
ever, as predictions are not always safe to make. 
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JOBBERS WILLING TO HAVE YOU DO BUSINESS ON THEIR CAPITAL 


APPROVES POLICY OF HARDWARE 
WORLD 

Editor Hardware World: 

We think your suggestion is entirely in line with 
present conditions when you say that it is important 
for the retail merchant to buy frequently and in small 
quantities to insure the largest turnover on the smallest 
investment. This seems to us to be a time when a policy 
of this kind is particularly desirable. 

We feel, however, that it is also desirable that with 
the heavy demand which now prevails for almost all 
kinds of hardware a merchant should keep up his assort¬ 
ment in just as good shape as possible, and not be out 
of goods because he thinks the price is high and will be 
cheaper. In our judgment, either a retailer or jobber 
will lose less money on declines in value of the stock 
be may have on hand than he will by being out of goods 
when they are called for by his customers. 

In a general way, the market for hardware is high, 
but prices evidently have not reached the point where 
the consumer has stopped buying. 

Yours very truly, 

HIBBARD, SPENCER, BARTLETT & CO., 
Chicago. J. J. Charles, President. 

BUY OFTEN—WATCH COLLECTIONS 
CLOSELY 

Editor Hardware World: 

It is our opinion that toe average dealer, especially 
the smaller dealer in country towns, should buy fre¬ 
quently and in small quantities. This will give him 
a quicker turnover of his merchandise with less capital 
invested to prevent the possibility of being caught with 
large stocks on a declining market. 

It is always wise to watch collections closely, es¬ 
pecially so at the present time, for it is evident or 
should be evident to every good business man, that 
the day is coming when there will be failures and those 
who keep their accounts collected closely will be the 
last to suffer, if they suffer at all. 

Yours very truly, 

THE EDWARDS & CHAMBERLIN HDWE. CO., 
Kalamazoo. Mich. J. Chas. Ross, Secy. 


LAST PARAGRAPH NEEDS EMPHASIZING 

Editor Hardware World: 

When money is plentiful and the interest rate low, 
it is frequently a profitable business policy to carry 
large stocks, and extend liberal lines of credit. Some 
retailers seem inclined to continue with these methods 
in the face of the fact that conditions are completely 
changed. 

Clearly, the only sound policy for retailers to follow 
at this time is to examine their stocks minutely and at 
frequent intervals for the purpose of discovering and 
pushing slow moving lines. This frequent analysis 
should also be used for the purpose of helping the mer¬ 
chant to keep his stock at a minimum figure and at the 
same time maintain reasonably good assortment. 

The situation seems to suggest three rudimentary, 
but highly important warnings: Avoid overstock and 
speculative buying; maintain the highest possible turn¬ 
over of stock; watch collections carefully, and bring 
sales to basis as near cash as possible. 

Yours very truly, 

MOMSEN-DUNNEGAN-RYAN CO., 

El Paso. A. A. Martin, Credit Mgr. 


To be able to concentrate and devote all their time 
to their hardware and furniture business, the Ritchey 
Hardware Company at Yuma, Arizona, has closed out 
their implement stock. 


TO GET MERCHANDISE ONE MUST ORDER 
EARLY 

Editor Hardware World: 

As to retail merchants buying frequently and small 
quantities to insure the largest turnover on the smallest 
investment. It is our opinion that this is good policy 
for staple items, not seasonable items, when times are 
normal and when orders can be filled promptly. 

It is not good policy, however, at the present time 
under the very abnormal conditions which exist in the 
hardware distributing business. It is particularly not 
good policy with reference to seasonable lines. 

Through out the last several years the supply on 
many items has been so short that many items could 
not be bought at all in season and delivery made. The 
jobber was fortunate if he succeeded in securing enough 
material to take care of the orders that he had sold 
on futures, and this, of course, was his first obligation. 

I believe that until conditions very materially 
change, the retailer's best interest is going to be to 
anticipate his wants long in advance and especially is 
this true of all seasonable items. He should figure 
conservatively his needs on seasonable lines and place 
an order early for future delivery on these seasonable 
goods. If he does not do so he probably will not have 
any merchandise of that particular line on which to do 
business. 

In regard to collections, the merchants will never 
in their lives have a better opportunity of collecting up 
all past due accounts than will exist this present year. 
We do not look for any -early d cline of any steel 
products, but rather for a continued shortage with 
increased pro-rating of factory output. 

Very sincerely yours, 

TOWNLEY METAL & HARDWARE CO., 
Kansas City. John M. Townley. 


KEEP STOCK WITHIN REASONABLE 
LIMITS 

Editor Hardware World: 


We believe that there never has existed a time 
when the retailer could serve his own best interest 
by a careful scrutiny of his buying by keeping his stock 
within reasonable limits and endeavoring to turn his 
stock as many times as possible during the year. 

The fact that merchandise at present levels 
requires at least twice the capital to carry than it 
required four years ago is alone a sufficient reason for 
the retailer keeping his stock to a minimum. 

There is, of course, at the present time, a tendency 
to overbuy when some article which has been scarce 
is offered, but the value of this stock is soon decreased 
by excessive carrying charges. We believe that the 
average retailer at this time is pursuing a very con¬ 
servative policy and it is our opinion that as a rule the 
retailer’s stocks in our territory are not over-loaded. 

We believe that a great deal of attention has been 
given to cleaning up odds and ends and slow moving 
goods and we also feel that the present restriction of 
credit has had a very good effect in causing the dealers 
to look into their collections, and we feel that when 
restrictions are removed that general business in this 
locality will be upon a safer and sounder basis than 
before. We believe that the present heavy volume of 
business reflects an active demand on the part of the 
ultimate consumer and does not represent to a very 
large extent any effort to build up the retailer’s stocks 
to a dangerous degree. 

Very truly yours, 


EMPKIESHUG ART-HILL CO., 


Council Bluffs. Iowa. 


Fred D. Empkie. 
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HA R DIVA RE WORLD 


“WHAT POLICY SHOULD MERCHANTS PURSUE?” 


SPLENDID ADVICE FROM TEXAS JOBBER 

Editor Hardware World: 

It has been our policy for many years to urge upon 
our customers the importance of quick turnovers, the 
best way to bring about which is to buy frequently 
close to home. It is gratifying to be able to say that 
this policy has been appreciated bv our trade and has 
made us many warm personal friends. 

The retail merchants, in larger numbers, are realiz¬ 
ing that no matter how cheaply an article is bought 
no profit accrues until goods are sold and the money 
collected. Therefore, if they buy twice as many as 
are really needed, their profit is either tied up in sur¬ 
plus stock or sacrificed in order to induce sales, and in 
either event more or less good hard work has been 
done for nothing. 

Please understand that I do not advocate under¬ 
buying, for this is just as bad, or worse, than overbuy¬ 
ing, but where a retailer has a dependable source of 
supply close at hand, he is very foolish not to take 
full advantage of his opportunity to double his annual 
turnover. 

This is particularly desirable at the present time 
when both goods and money are high. 

Naturally the question uppermost in our minds is 
11 What is the market going to do?” all agreeing that 
some day prices must start downward. Whether the 
time is soon or late, the change carries no scare for 
the merchant whose stock is well assorted, but stripped 
of surplus. 

The only way to be absolutely sure your stock will 
be in this condition, is to buy small quantities frequent¬ 
ly and close to home. 

Yours sincerely, 

NASH HARDWARE COMPANY, 

Ft. Worth. Arthur D. Hodgson, Pres. 


OVERBUYING CONTRIBUTES TO FAILURE 

Editor Hardware World: 

We are very glad to have an opportunity of express¬ 
ing our views of this subject, for we don’t believe that 
there is any one factor that contributes as largely to 
failure of retail merchants as overbuying. No doubt 
a close credit man would take issue with us and say 
that poor judgment on the part of credit is responsible 
for the greatest amount of failures, but from our ob¬ 
servation, we believe that overbuying is the main factor 
in most failures. 

The question of buying in small quantities and 
buying frequently has always been an important one 
in the retail business and during a time of restriction 
of credit it has been greatly magnified and made of 
more importance still. 

Yours very truly, 

McRAE WHOLESALE HARDWARE CO., 
Helena, Ark. H. E. McRae, Pres. 


PUSH SALES AND COLLECTIONS 

Editor Hardware World: 

You are asking more than we can deliver. Pushing 
sales of slow moving items and collecting accounts 
closely are alw T ays fundamental and every successful 
merchant does it all of the time. 

Tell them rather to husband their resources, to re¬ 
strict expenditures for expansion and to cut off ex¬ 
travagance. 

Probably troublous times are ahead and the wise 
man meets them while on his feet. Lack of transporta¬ 
tion and tight money partially caused by it are stopping 
the wheels. Very truly yours. 

Detroit. ROEHM & DAVISON. 


SOUND ADVICE THIS 

Editor Hardware World: 

The intermountain country from a crop standpoint 
is in better shape than any time in its history. The 
yield of hay, grain, sugar beets, etc., is very promising 
and it is our belief that business for the balance of this 
year is going to be good in our section of the country, 
because of the splendid crop situation. 

Prices Will Remain Firm 

Tt is our opinion, also that hardware prices are going 
to remain firm during the balance of 1920 and that it 
is to the best interest of retail dealers to keep their 
stocks up to a point where they can supply the wants 
of their trade. This, under present conditions, should 
be handled through frequent buying in smaller quan¬ 
tities than heretofore. Goods, however, should be 
coming in to the retailer every day in order to keep 
his stock balanced up and put him in a position to do 
business. 

Every merchant should go over his stock very care¬ 
fully and find out whether he has any items on which 
he is overstocked or if there are anv items which he 
wishes to close out. On all such goods he should make 
a decided effort to sell so that on January 1st, next, 
his inventory will show no slow moving items or over¬ 
stock in any department. 

The question of credits must be one of serious con¬ 
sideration. Each merchant should study his location 
carefully and it would be to his interest to make fre¬ 
quent trips into the outlying districts to find out for 
himself just what the actual conditions of the farming 
community are and whether, in his judgment, they will 
be able to pav for the goods they buy. 

When a farmer sells his crop, the storekeeper should 
insist upon payment in full of any obligations which 
he may have contracted at the store. The banks will 
not be in a position for some time to assist merchants 
because they will have all they can do to finance the 
crop, and the merchant, therefore, must look to the 
farming community in his section to pay him in order 
that he may pay his obligations to the jobber. 

Yours very truly. 

STREVELL-PATERSON HARDWARE CO., 
Salt Lake City, Utah. By P. C. Gill, Secretary. 


BUMPER CROPS ASSURE A GOOD 
DEMAND 


Editor Hardware World: 

There will unquestionably be a good demand for 
hardware in the middle west during the coming fall 
and winter seasons. The promised bumper crops prac¬ 
tically assure this. 

We are not of the opinion that prices in hardware 
will be any lower before 1921, but at the same time we 
are not advising any dealers to make heavy purchases 
of merchandise. The prevailing high rates of interest, 
the restriction of credit and the transportation diffi¬ 
culties which interfere with the movement of crops 
away from the farm all indicate that the dealer’s wisest 
course is to buy frequently and in small quantities 
from nearby jobbers. 

We should also advise special attention to the col 
lection of slow accounts, as a great deal of money can 
be put in the channels of trade w T hich would otherwise 
be slow in entering it. In our opinion there has been 
no time in the past four or five years where jobbers’ 
stocks should be more freely and consistently used by 
retail dealers than during the coming six months. 

Yours truly. 

HARPER & McINTIRE CO., 
Ottumwa. C. S. Harper. 
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YOU CANNOT DO BUSINESS WITHOUT STOCK ON HAND 


USE JUDGMENT AND CARE IN BUYING 

Editor Hardware World: 

Recently, when big headlines about price reductions 
appeared in the papers, many of the hardware mer¬ 
chants became alarmed, because they quite naturally 
believed that all prices would drop suddenly. 

However, those who analyzed the situation soon 
saw that the lines on which prices were reduced were 
those which had shown the biggest advance, principally 
wearing apparel. 

After a cereful analysis, we were satisfied that 
there could be no serious declines in the prices of hard¬ 
ware and steel products in general, for the reason that 
the advance on these lines has not been anywhere near 
as great as on other commodities (the rise in prices on 
hardware and steel products has been only about the 
same as the inflation in currency and credit), and for 
the further fact that there is still a serious shortage. 

The further crippling of our transportation system 
has curtailed deliveries of raw material to the mills 
and factories still more and has prevented the manufac¬ 
turer from shipping his finished products, so that the 
shortage in many lines is more serious than it was a 
few months ago. 

We do not see how there can be any substantial re¬ 
duction in prices until the supply is increased suffi- 
cientlv to meet the demand, or until there is a serious 
eurtailment in buying on the part of the public, which, 
up to this time, is not in sight, because wages are still 
high and unemployment has not yet reached a point 
where it will cause a noticeable reduction in the pur¬ 
chasing power of the general public. 

The wheat and oats crop in our trade territory has 
been up to the average, which has given the farmers 
some ready money to take care of their summer and 
early fall requirements. Corn through this section is in 
excellent condition, and with favorable weather from 
now on it seems certain that there will be at least an 
average crop. From some few sections reports come 
that the corn is not in good condition, but from all we 
can learn this condition is not extensive. 

In our buying we are pursuing the policy of placing 
orders for everything that we expect to be able to sell 
this year, and we are also placing orders for seasonable 
items for future delivery a little earlier than usual. 
We are advising our customers to pursue the same 
policy. 

We feel certain that the hardware merchant who 
keeps his stock well assorted and places his orders for 
future delivery in sufficient time to insure his getting 
the goods will make more money—even if there should 
be some declines in prices soon—than the merchant 
who allows his stock to run down and in that way loses 
sales and profits by not being able to supply the wants 
of his customers. 

While there are many uncertainties before us in the 
financial and commercial world, we have every reason 
to expect good business during the balance of this year. 

Yours very truly, 

TENK HARDWARE COMPANY, 
Quincy, Ill. R. Tenk ,Pres. 


STAPLE PRICES FOR STAPLE COMMODITY 

TTditor Hardware World: 

In view of the fact that the price of our product 
h*s remained during the period of the war and there- 
nftor and still remains the same, there is no reason 
whv dealers should place orders now for far in ad¬ 
vance delivery. Yours very truly, 

AUTOSTROP SAFETY RAZOR CO.. 
New York. N. R. M., Adv. Dept. 


NOW IS TIME TO CLEAN HOUSE 

Editor Hardware World: 

The peak of high prices apparently is passing 
which impels us to say that it wuold be an opportune 
time for all retail merchants to consider holding their 
stock requirements to a minimum. This, of course, 
would mean that they should buy frequently and in 
small quantities. A quick turn over is very desirable 
and in fact a necessity if an adequate margin of profit 
is to be shown in any business when there is no specu¬ 
lative market. 

Many lines of hardware commodities are now being 
produced in large quantities, and a little clearing in the 
labor situation would bring other lines up to normal. 
There is also developing some import business, which 
is bound to have its effect in time. 

The greatest difficulty which is facing the country 
is that of transportation, but no doubt a gradual im 
provement in these lines will be noted. In the mean¬ 
time the downward trend in prices will be delayed. 
It will be necessary, of course, to cover all items that 
are seasonable and for which orders must be placed in 
advance to insure delivery, but keep in mind that now’ 
is the time to “clean house” and to turn into cash 
all slow moving items, and particularly goods that you 
know to be abnormally high, and which will be first to 
feel the slump. 

Good prices for all natural commodities should keep 
business in this territory up to normal this fall, making 
the opportunity for merchants to get the turnover and 
profit. However, collections should be looked after 
closely, and an effort be made to get their business in 
the best possible shape at the end of the year. 

Yours very truly, 

THE THOM SON-DIGGS COMPANY. 
Sacramento. C. F. Prentiss, Vice Pres, and Gen. Mgr. 


A CONSERVATIVE POLICY IN ALUMINUM 
GOODS 

Editor Hardware World: 

Our company has adopted the poliev of being slow 
to advance prices, and when we are obliged to do this, 
we give our customers the benefit of any decline that 
would take effect against our own price list, on any 
goods not shipped at the time of such decline. We feel 
that this protects our customers in not taking any 
chance on future orders, and also gives the manufac¬ 
turer an opportunity of knowing the orders he has on 
file. 

A policy of this kind would be more satisfactory to 
both parties. Yours very truly, 

WEST BEND ALUMINUM CO., 
West Bend, Wis. A. G. Langenbach, Sales Mgr. 


PLACE CONSERVATIVE ORDERS 

Editor Hardware World: 


It is our impression that retail merchants should 
wmteh their purchases verv closely under existing con¬ 
ditions. but on the other hand w T e believe the shortage 
of goods is going to carry over into next year, so we 
are urging our customers to place conservative orders 
for the seasonable goods that they will require during 
the spring months. 

We think it advisable for retailers in all lines to 
Veep their accounts well in hand, and buy conserva¬ 
tively, keeping their stocks to as low a point as possible. 

Yours very truly, 

MORLEY-MURPHY HD WE. CO., 
Green Bay. Wis. A. E. Winter, Sec. 


Digitized by 


Google 





126 


HARDWARE WORLD 


IRON AND STEEL DID NOT ADVANCE LIKE OTHER PRODUCTS 


CURTAILMENT OF CREDIT BY FEDERAL 
RESERVE BANKS AFFECTS EVERY 
MERCHANT 

Editor Hardware World: 

The conditions covering heavy commodities are rap¬ 
idly becoming worse. It is almost impossible to secure 
deliveries—possibly not so much on account of shortage 
of steel, but other smaller items which enter into the 
manufacture of heavy commodities. 

The freight situation, while it has been extremely 
bad, is continually growing worse. The result is that 
jobbers’ stocks are becoming more and more depleted, 
and it is necessary to use methods not previously used 
in order to keep a sufficient amount of merchandise on 
hand to supply the demand. 

The retailer should: 

1st. Reduce his stock of items which are not 
strictly staple. 

2nd. Refrain from buying merchandise which is 
not staple. 

3rd. Should collect accounts which have been slow 
in the past three years immediately—or should get 
security covering same, regardless of what the custom¬ 
er’s views may be upon the subject. 

4th. Should immediately purchase through some 
jobber who can be depended upon sufficient merchan¬ 
dise to cover his spring needs for 1921 in order to 
insure his being in business in 1921. 

5th. The wise retailer will confine his operations 
just at this period to strictly staple merchandise and 
accept a somewhat smaller volume of business willingly 
and gladly. 

6th. Will spend the time he ordinarily spends in 
attempting to buy cheap goods, in making collections 
now, which in a few months it will be impossible to 
make at all. 

If some miracle man could inject into the hardware 
trade as a whole a realization that we are passing 
swiftly but surely through a reconstruction period and 
that the pathwav leads in some measure through un¬ 
explored regions—he would confer a great blessing 
upon the trade. 

The general disposition of the retail hardware mer¬ 
chant is to look with apathy upon the present situation 
and regard the curtailment of credit and entire elim¬ 
ination of undesirable credit from the Federal Reserve 
Banks—as something whicu does not affec* him. 

On the other hand every retail merchant should 
realize that this very thing is the most vital thing 
which has occurred and does affect every jobber, every 
retail merchant and every consumer in the United 
States. 

The contraction of credit generally, whether it be 
from the standpoint of the jobber, retailer or the con¬ 
sumer—we believe will be a blessing in disguise, and 
the wisdom of following a policy of this character will 
easily be appreciated during the latter months of 1921. 

Very truly yours, 

WHITON HARDWARE COMPANY, 
Seattle, Wash. John F. Welborn, President. 


NO GOOD REASON TO DELAY 

Editor Hardware World: 

As material and labor are advancing in price, which 
must increase the cost of production, there could be no 
possible reason for delay in stocking at the present 
time, as a live stock will work itself off before a re¬ 
duction in prices can possibly come. 

Very truly yours, 

THE STINE SCREW HOLES CO., 
Waterburv, Conn. I. D. Stine, Mgr. 


DO NOT EXPECT RADICAL PRICE 
REDUCTIONS 

Editor Hardware World: 

The retailer owes a certain obligation to his custom¬ 
ers, viz., that he should carry a reasonable stock of 
goods to take care of their immediate wants. He also 
owes an obligation to himseil, viz., that he should not 
be over stocked, he is not expected to unduly estimate 
the wants of his customers, neither is he expected to 
incur unnecessary financial obligations to carry out the 
function of his existence. 

A merchant cannot transact business or sell goods 
without having a stock, and we have always considered 
that a properly managed institution made more on a 
market advance than they lost on a decline, but, to 
achieve this desirable end. it is necessary that tlu* 
institution be well managed and careful judgment be 
exercised in the purcnase as well as sale of goods. 

The jobber’s function is the same as the retailer’s, 
but, of course, on a broader scale, and we strongly 
urge upon the retailer, under present abnormal existing 
conditions, to use his jobber freely, purchasing lightly 
but frequently; yet, we hardly advise making an iron¬ 
clad rule of this character, rather letting the elements 
of his local wants, known market, and other contin¬ 
gencies guide him in his decisions. 

When it comes to certain seasonable goods, the 
prices of which are generally fixed once or twice a 
year, and the demand for them is to be short, we 
believe no particular risk is taken by purchasing a 
reasonable quantity for future delivery. However, we 
strongly maintain that this is not the time for specu¬ 
lative buying, as all prices are abnormally high and 
undoubtedly great inflation exists, but, as long as the 
demand exceeds the supply we can look for little if. any 
price recessions. 

We must also bear in mind tnat the steel, coal and 
railroad strikes have seriously handicapped tne produc¬ 
tion of our two basic commodities, viz., iron and 
copper, and we must also bear in mind that, on account 
of the high living costs, the prices of labor will recede 
little, if any, for some time to come. 

Therefore, we do not look for any sudden or radi¬ 
cal price reductions for many months, but we are 
conducting our own purchases in a cautious manner and 
are recommending this plan to our customers. 

Yours truly, 

CALIFORNIA HARDWARE COMPANY. 
Los Angeles. Shannon Crandall, President. 


ARKANSAS JOBBER’S SUGGESTION 

Editor Hardware World: 

We think with the unsettled conditions that it is 
absolutely imperative for the retail merchants to buy 
as frequently and in as small quantities as possible. 

The past few vears of speculative market have en 
eouraged the merchants in overloading and many of 
them have profited by it. On the other hand, there i* 
no doubt but that many of them will suffer in the re¬ 
adjustment that is bound to come. 

It takes little business ability to make money with 
conditions like they have been for the past few years, 
for the reason that no matter what you paid for an 
article, or how much you bought, you were sure to sell 
it .and at a profit. When the readjustment starts, it 
will work just exactly the reverse. The keen merchant 
who is able to run his business with a minimum stock, 
and will be able to make his collections, will be the 
only survivor. Conditions and the outlook for a big 
fall business are very good in this territory. 

Yours very truly, 

Little Rock, Ark. FONES BROS. HDWE. CO. 


Additional Trade Reports Will Be Found in Subsequent Pages of This Issue 
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PROFITS ARE ONLY MADE ON GOODS IN STOCK 


A FLORIDA JOBBER'S SUGGESTION 

Editor Hardware World: 

We consider buying the most important item in 
running a business of any kind. The retail merchant 
who buys frequently and in reasonable quantities is 
the one who pays his invoices more promptly, and is 
the most successful merchant. Of course you under¬ 
stand that “reasonable quantities’* is a relative term; 
that is, relative to the demand. 

There is no doubt that the motto of a retail mer¬ 
chant should be: “Buy frequently; buy in small 
quantities and from the nearest jobber; and turn over 
the stock as many times as possible. “ In this way 
he has less money tied up in stock; less insurance to 
carry; and less money which he may be compelled to 
borrow. 

We think the best suggestion anyone can make to 
a retail dealer is to buy from his nearest jobber, even 
at a slight difference in price, for there is a great 
temptation on the part of retail merchants, when buying 
from a distance to buy in large quantities in order to 
make sufficient shipping weight, and make the order 
attractive. 

While trade conditions are most excellent and the 
outlook exceedingly bright, there seems to us to be a 
bearing down tendency in prices, and a merchant should 
only buy for his immediate needs. This downward 
tendency is possibly as yet only of a tempermental 
character, but we believe it will assert itself in more 
definite form within the next twelve months. 

Very truly yours, 

KNIGHT & WALL COMPANY, 
Tampa, Fla. j. F. White, Buyer. 


Editor Hardware World: 

Optimism is better gospel than Pessimism. We all 
know credits are somewhat over-extended and that 
inflation exists, but this is a sequence to be expected 
and a condition fully recognized by our financial in¬ 
stitutions, who are striving to effect a gradual con¬ 
traction. Individual curtailment of all but ejsential 
credit demand, thrift and economy—a buy less and do 
more policy-offer a helping hand. 

Disabuse yourself of the notion that widely adver¬ 
tised cuts mean a general and permanent fall in prices 
—until the law of supply and demand is repealed only 
larger production or reduced consumption or both can 
bring a real solution. 

Statistics show an increasing number of merchants 
who are not meeting their bills punctually at maturity. 
It is high time to clean up slow moving stocks, scruti¬ 
nize carefully new purchases and hold them in keeping 
with trade requirements. Few are so far removed that 
they cannot buy frequently in commensurate quantities 
and make use of jobbing facilities. 

Quick sales turnovers and close collections is a 
sound theory and should be put into practice if one 
would keep his business in a healthy condition. It is 
not safe to extend terms of credit which outstrip the 
duration of purchasing activity. 

Yours truly, 

MARSHALL-WELLS CO., 

Portland, Ore. J. G. Beckett, Credit Dept. 


A. Schleuter & Company at Berkeley, Cal., have 
found it advisable to establish a special department to 
handle their electrical and general housefurnishing 
goods. This department furnishes service to house¬ 
holders, especially the women buyers, and estimates on 
electric wiring and general installation. 


PROFITS MADE FROM SALES—NOT FROM 
PURCHASES 

Editor Hardware World: 

The retail merchant usually has a limited capital, 
buys an assortment of goods, generally to his financial 
capacity, and appeals to the trade of a certain neigh¬ 
borhood or community. His customers must be secured 
and retained, because he can give service, which means 
he must have the goods wanted at the time his cus¬ 
tomer needs them, and that generally is immediately. 

Therefore, if a retailer is to please the most cus¬ 
tomers, he must have an ample assortment of wares to 
deliver at once and not necessarily a large quantity of 
anything. Every customer likes to be oflered an assort¬ 
ment to choose from, and should not be allowed to 
leave because he cannot find the article he seeks. 

It is certainly a simple fact that we lose no sales 
when we have on hand the goods our customer desires to 
take away with him. 

How can a merchant be most sure of his assortment 
being all that his capital will supply! The answer is 
again just as simple—by buying frequently in small 
quantities in the nearest market where he can get the 
quickest deliveries. The greatest advantages would be 
gained if he could replace on his shelves by tomorrow 
morning all the goods sold today. 

Some merchants will argue that they do not buy at 
the right price if they do not buy in quantities, and 
this may be true of the merchant of larger means and 
who has a large trade, but even he may miss his cal¬ 
culation if he cannot turn this larger quantity fre¬ 
quently enough. 

A larger buyer saves perhaps 5 per cent, maybe in 
extreme cases, 10 per cent, which is clear gain only 
provided he has the goods on hand ready to deliver to 
the waiting customer. If, however, the goods wanted 
are in transit from some distant shipping point, they 
only represent so much tied up capital. If they are 
still on hand when the market declines, they show 
only a loss on a larger quantity, and if they are only 
ordered but shipment is indefinite, they only embarrass 
the merchant who will delay ordering more, because he 
must pay for both lots. 

Compare, if you can, the saving effected by larger 
purchases with the profit lost when goods are not on 
hand for immediate delivery. We know about what a 
larger buyer can save—5 per cent or slightly more— 
but we will not estimate in print the amount of profit 
lost when a customer cannot be served with what he 
wants. Our retail friends can do that better than we. 

As service is necessary for a retail merchant to 
give to his customer, it is all important that he buy 
his goods where he can secure for himself the best 
service, so that he will have his goods on hand promptly 
when needed. 

Service, therefore, is the foundation of all successful 
business, which means when your customer wants goods 
in vour line, be prepared with courtesy and a knowledge 
of your business to give him at once the article he 
selects as the thing he seeks. A large assortment kept 
constantly complete will make the most sales, the great¬ 
est number of steady customers, and the largest profits. 
Profits are gained from sales, and not from purchases. 

Yours very truly, 

SLOSS & BRITTAIN, 

San Francisco. Jos. Sloss, Pres. 


W. R. Evans of the St. Johns Hardware Co., St. 
Johns, Oregon, is on a European trip. They have 
remodeled their place of business and are reporting a 
splendid season *s business and a good outlook. 


Additional Trade Reports Will Be Found in Subsequent Pages of This Issue 
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BEST 

for 

LITTER 




WHEN LEAVES 
IN COLOR GLOW 
ITS INDOORS 
WE MUST GO. 


BlSSCLLS MAKES 
E VERYDAY S WEEP ING 
EASY-IT SAVES TIME 
SAVES RU6S. SAVES BROOKS 

“Put .your 
Sweeping Reliance 
on a BlSSELL 
Appliance" 


Autumn 


Suggestions 


Let us supply some 
of your fall needs 
for Home Comforts 
Convenience and 
W Cleanliness ''^ 


J\. Fine Fall Dress for If our IPindou? 

QT is a most attractive lithographed cardboard “cut-out” done in nine colors, 
C_7 standing 4>£ feet high and when set up as illustrated about 6 feet wide. Imagine 
it as a core or background for a display of merchandise. 

It is free with dozen orders for Bissell Sweepers placed either direct or through our 
jobbers. Full details and illustration in full colors in Bissell’s Fall Holiday Offer. 
Copy on request. 

With production and shipping conditions as they are, you should order all Fall 
and Holiday merchandise as early as possible — now. 

J31SSELL CARPET S1PEEPER CO. 


New York (25 Warren St.) 


Oldest and Largest Sweeper Makers 

GRAND RAPIDS, MICH. Niagara Fails, Ont. (Factory) 
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-BISSELL’S- 

CARPET SWEEPERS 

Needed for Everyday Use, as You May Judge From Your Own Home 










"Cyco” BALL BEARING* 

DeLuxe Mahogany Case, oil nibbed, 
nickeled end plates and fittings. 
Tony gray instead i f brown band, 
and rubber corner cushions. 

Retail 

Eastern and Middle States, $8.25 
Western and Southern States, $8.75 


"Cyco” BALL BEARING 

American Walnut Case, oil rubbed, 
nickeled end plates and fittings. 
Rubber corner cushions. 

Retail 

Eastern and Middle States, $7.50 
Western and Southern States, $8.00 




"Cyco” BALL BEARING 

Distinctive Golden Oak Case, oil 
rubbed. Nickeled fittings. Rubber 
corner cushions. 

Retail 

Eastern and Middle States, $7.25 
Western and Southern States, $7.75 







"Cyco” BALL BEARING 

Assorted finishes. Golden Brown 
and Mahoganized Sycamore. Rubber 
corner cushions. Nickeled or Ja¬ 
panned fittings. 

Retail Nic. Jap. 
East, and Mid. States $7.00 $6.25 
West, and S. States. . .$7.50 $6.75 


.rfM 


"CYCO” BEARING 

Mahoganized Sycamore Case. Ja¬ 
panned fittings. 

Retail 

Eastern and Middle States, $6.00 
Western and Southern States, $6.50 


Reddish Mahoganized Sycamore 
Case. Japanned fittings. 

(No Set Price) 


VACUUM SWEEPERS 

New Lightweight^ Models More Efficient Than Some Electrics, for Homes Not Wired lor 

Who Count the Cost 


ClrSl 




DeLuxe Mahogany Case, oil rubbed. 
Nickeled fittings. Gray instead of 
Brown band, and rubber corner 
cushions. 

Retail 

Eastern and Middle States, $13.00 
Western and South. States, $13.50 


Brown Mahoganized Sycamore Case. 
Oil Rubbed. Nickeled fittings. 
Rubber corner cushions. 

Retail 

Eastern and Middle States, $11.00 
Western and South. States, $11.50 


Reddish Mahooranized Sycamore 
Case. Japanned fittings. 

Retail 

Eastern and Middle States, $9.00 
Western and Southern States, $9.50 


BISSELL CARPET SWEEPER CO. 


New York (25 Warren St.) 


Oldest and Largest Sweeper Makers 

GRAND RAPIDS, MICH. Niagara Falla, Ont. (Factory) 
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Pointers and Pitfalls In Pushing Paint 


T HE fall is paint up time, in order to pre¬ 
serve the house and outbuildings, fences 
and walls from the ravages of rain and 
snow, wind and sun. 

The hardware dealer should accordingly get 
busy and lay before the public the advantage 
of thus fortifying his castle. Advertising that 
is distinctive is sure to be read, and the dealer 
should therefore aim at originality and avoid 
the stereotyped “Go to Blank’s for a full line 
of the best paints and brushes.” 

Several firms have of recent years found 
that a one column adv., extending the full 
length of the page enabled the advertiser to get 
alongside reading matter all the way, and as 
the eye travelled down the column, sooner or 
later something of special interest would be 
found. For that matter, the whole adv. should 
be made so entertaining that a person would 
read it of his own accord. 

One of the recent one column advs. of the 
McPhee & McGinnity Co., Denver, is a good 
case in point: 


How about that chicken fence—and the back 
porch you have been promising your wife for sev¬ 
eral seasons to paint—and the new posts for the 
clothesline—and the coat of paint for the window 
screens (you remember how rusty they were this 
spring because you forgot to paint them last fall)— 
and the new coat of paint for the kitchen floor, 
and the glass for the garage door—and the new 
roofing for the chicken house to make it weather 
proof. Well, have you attended to all these! If 
not. why not! 

Suppose you sit down right now and make out a 
list of all the paint and supplies you need around 
the place this fall, and mail or telephone your order 
to us. It will come as fast as our Zip delivery system 
will bring it. Our telephone is Main 318. 

McPHEE & McGINNITY 


Complementing this human interest copy, 
they arranged a striking paint window. In the 
background was draped an American flag, and 
on two pedestals were small models of bunga¬ 
lows. One was neatly painted in tints that 
harmonized perfectly, while the other was de¬ 
cidedly in need of a coat of paint, while it was 
evident that covering for the roof would also 
make the place more comfortable. Set on a 
lower pedestal between the two was a card 
with big red interrogation point, with the single 
word “Which” in black letters. 

On the floor, and built up in tiers in the 
corners were cans of paint, while color cards 
showed the wide Tange in which these paints 
could be obtained. Just inside the door was a 
rack on which brushes of all sizes were dis¬ 
played, and a card suggested: “Ask our paint 
man for the brush best adapted to your special 
needs.” 



McPhee and McGinnity at Denver, Colorado, combined 
thrift with patriotism in featuring paint and war savings 
stamps in the same window—two of the best methods of 
saving we know. 


Another catchy advertisement that informed 
people they had better take time by the fore¬ 
lock and not wait until the bad weather set in. 
declared : 


WHEN NOAH STARTED TO BUILD THE ARK 
—Everybody laughed at him. Said heM never need 
it. Well, you remember what happened. And it’s 
a little that way yet. People put off painting and 
repairing their homes and outbuildings until the 
rains and snows commence—and then they can’t 
do it. And they are uncomfortable all winter. And 
the little crack in the boards, or hole in the sheath¬ 
ing, spreads and becomes bigger, and warps and 
decays—and in the spring an entire new roof is 
needed. And all because a little paint and glass and 
tar paper and shingling was not used at the proper 
time. Paint up and clean up, and do it now. 

mcphee & McGinnity 


The Fuller Paint Co., Long Beach, recently 
did some effective advertising that applies to 
the average hardware stock. Their printed 
announcement was decidedly pertinent and 
timely: 


LUMBER COSTS MORE THAN PAINT 
We have all laughed at the man whose roof 
leaked like a sieve. He said he couldn't climb up 
to fix it when it rained, and when the sun shone 
it didn't need it. 

PAINT COSTS MORE THAN IT USED TO. 
SO DOES FOOD—BUT WE STILL EAT. It's a 
false economy that would permit one to starve to 
death because food was high. It's a false economy 
that lets a house deteriorate in value at a rate ten 
times as costly as paint that would preserve it. You 
need good paint right now—we have it. 


Their window showed the value of good 
paint. It was covered with green paper to 
represent grass, and on a rocky terrace was set 
a little cottage, which a half dozen little dolls 
in white suits were engaged in painting. In the 
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60% to 80% Profit For 
the Dealer Who Handles 
This Perfect, Easy 
Working, Non - Sticky 
Wall Paper Cleaner. 



Pot Up in 14-os. Cans, 
Packed 3 Dozen Cans to 
Fiber Case. Also Packed 
in 20-oz. Cans and 10-lb. 
Pails. 


The Largest Seller 
on the 

World's Market 
Today 


.. CLEANS 

Wall paper 

AND 

Window shaded 

r Hr Atl "CADY mixed _ u s* 


Can Be Ordered in 
Various 

Quantities to Suit 
Tour Needs 


The Fastest Selling Specialty for the Pant Dealer 

EACH CAN OF ABSORENK THAT LEAVES YOUB STORE 
WILL MAKE THE BUYER HAPPY—AND HE’LL PURCHASE MORE 

The dealer who handles ABSOKEN'K has the support of an intensive na¬ 
tional advertising campaign to the consumer, educational in scope and 
continuous thruout 1919 and 1920. 

Our practical “dealer helps”—the sterling quality of the product—the 
convenient size of the package—the liberal profit, make ABSORENE the 
ideal seller for the paint nun. 

LITHOGRAPHED SHOW CARDS PACKED IN EVERY CASE 

Write your jobber or direct to us for our liberal dealer proposition 


neiHi ii pai 


HRH, THE TWIN SISTER TO ABSORENE 

When you sell a cleaner that takes drudgery out of housework—that 
does work in half the time with half the effort, and does it better—in 
short, whenever you sell HRH you gain a satisfied customer and friend. 

HRH, like AftSO KKSK requires only introductory selling effort on 
your part. It is extensively advertised and is known everywhere as the 
most effective cleaner on the market today. Live dealers everywhere 
sell HRH because it is a real profit and trade builder. 

Packed in 10 and 15c cartons. Three dozen in a case. 

In bulk, 300-lb. barrels and 100-lb. drums. 

_ KEEPS ITS STRENGTH T OB YEARS __ 

Sold by Jobbers everywhere. Window Trims and other direct advertising for both on reque 
If your jobber can't supply you, we will, direct 

ABSORENE MFG. CO. 



BT. LOUIS, U. 8. A. 
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An attractive model house with these little figures busy 
painting Is sure to attract attention. This window was by the 
Fuller Paint Company, at Long Beach, California. 


rear was a small garage, and near this a young 
workman was mixing paint. 

All of the tiny figures were mechanical ones, 
who constantly went through the mimicry of 
painting, their actions keeping a crowd con¬ 
stantly in front of the -display. Lithographs 
of the paint adorned the wall, and stacked in 
the corners, as well as displayed down front 
were cans of same. 

Paint Sales Through the Store Paper 
The Roddenberry Co., Cairo, 6a., declare 
that their store paper has been their greatest 
asset, as it enables them to get their lines be¬ 
fore their long list of subscribers in a more 
direct manner than general newspaper adver¬ 
tising would do. It is sent free to all their 
Customers, and every campaign of selling mer¬ 
chandise is waged through its columns. 

] For example, late in midsummer they begin 
to talk about paint—but they talk about it in an 
interesting, instead of a stereotyped manner. 
Last season they first called the matter to the 
attention of their patrons by the little adv.: 


“When the wife complains, and the kids howl, 
and the atmosphere is blue—size up your home and 
its appearance. Then drop into the Roddenberry 
Store and pick out some new wall paper, and a 
little gilding, and a few cans of paint and varnish, 
and treat your home to a thorough overhauling. The 
wife will be only too glad to attend to the cleaning 
part—and the youngsters will help. And when it 
is finished you will all be as happy as a couple of 
honeymooners. 


The paper contains locals after the manner 
of the average country newspaper, but they 
strive to link each local with their store in some 
manner. Thus, when Thomas Brown buys some 
paint they find out what he intends to do with 
it, and when Mrs. Smith gets some screening 
they diplomatically endeavor to ascertain for 
what purpose she intends it. 

Due mention of the household improvements 
are made in the paper, and when the community 
learn that some half a dozen of their neighbors 


are fixing up for winter, others are moved to 
follow their example. During all the time that 
“paint* 1 is kept before the public in the read¬ 
ing columns, prices of all kinds of paints, var¬ 
nishes, brushes and renovating supplies are run 
in the advertisements. 


PAINT SALESMANSHIP 

“Haven’t you a small can of this darker 
green paint ?” queried the customer, as the 
young man behind the counter peered around 
the rows of paint cans. “Pm afraid, sir, that we 
haven't a single can of the dark green in stock,” 
he replied. ‘ 4 Couldn't you make use of a 
larger can?” 

The customer shook his head and started 
away regretfully, for he was already late for 
the office and didn't want to try another store. 
Besides it was his first visit to this store. 

“Wait, please!” The young man had a 
sudden idea. “The expressman has just been 
here, and maybe he brought that special order 
we sent in the other day. Yes, here it is,” and 
“whack, whack, whack,” went the nail-puller 
on the box. In a jiffy both the salesman and 
the customer were smiling over the exchange 
of a 25-cent-size can of the dark green paint 
for a nice, shiny quarter. 

They were smiling because each, down in 
his heart, was saying, “This is Salesmanship . 9 * 


MONEY 

If you save all you earn, you're a miser. 

If you spend all you earn, you're a fool. 

If you lose it, you're out. 

If you find it, you're in. 

If you owe it, they're always after you. 

If you lend it you're always after them. 

It's the cause of evil. 

It’s the cause of good. 

It’s the cause of happiness. 

It’s the cause of sorrow. 

If the Government makes it, it's all right. 

If you make it, it's all wrong. 

As a rule it’s hard to get, 

But it's pretty soft when you get it. 

It talks! 

To some it says, “I've come to stay.” 

To others it goes with the swiftness of light. 

Set not your heart upon it to the exclusion 
of taking no thought as to the means you use 
to obtain it, for after all money is only valuable 
for the good it will do to bring happiness to 
others. _ 

A TRUE TEST OF SUCCESS 

James J. Hill said: “If you want to know 
whether you are going to be a success or a 
failure in life you can easily find out. The test 
is simple and infallible. Are you able to save 
money? If not, drop out! You will fail as 
sure as you live. You may not think so, but yon 
will. The seed of success is not in you.” 
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6ARR6L5 Of QUALITY 
.SATISFACTION 

PfiOPIT.5 


UKTH 


tamm/ACUMCC f0UR MOPUW 

Silver Bond Silica 25% added to Pure White Lead and Pure Linseed Oil increases the 
life of the paint and prevents chalking, peeling and blistering. 

33% Silver Bond Silica and 65% Pure White Lead thinned with Flatting Oil produces a beautiful 
soft tone, sanitary finish. Will stand severest washing test. 

SILVER BOND SILICA is as smooth and fine as white lead—and mixes easily on account of 
its extreme fineness. 

Prices F. 0. B. Tamms. 111. 

6 barrels— 2c. per lb. I barrel—2$ c. per lb. New paper lined barrels extra. $1.25 each. i 

350 pounds to the barrel. 

Very Important—Write today for "Silica Catechism", it contains valuable formulas for mixing 
your own better paint at lower cost. 

Golden Yellow Ochre insures superior results because of its strong and clear tinting 
qualities. It is the Peer of all American Ochre and is very finely ground to a smooth, even texture. 

Prices F. O B. Tamms. Ill. 

6 barrels— 2\£c per lb. I barrel—3c per lb. New paper lined barrels extra. $1.25 each. 

300 pounds to the barrel. 

Natural Gray Ochre & natural, not a compounded co'or. producing beautiful fine 
gray tints of any shade desired. Very finely ground and strong in tinting qualities. 

Prices F. O. B. Tamms. Ill. 

6 barrels—l%c per lb. I barrel—2J^c per lb. New paper lined barrels extra. $1.25 each. 

350 pounds to the barrel. 

Danish Gilders Whiting is superior to the English Cliffstone Whiting for Kalsonune, I 
Fresco and Putty, because it is finer and more carefully prepared in grinding. 

Prices F. O. B. Tamms. Ill. 

6 barrels— 2 c. per lb. I barrel— 2} c. per lb. New paper lined barrels extra. $1.25 each. 

350 pounds to the barrel. 

Send us your next order—Buy direct. 

Stocks of Silver Bond Silica carried in New York. Cleveland. Kansas City. Los Angeles. Chicago and Tamms 

Tamm/ Silica Co. 
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LABOR SAVED AND PROFIT GAINED 

(By R. B. Galloway, Richards & Conover Hardware 
Co., Kansas City.) 

R. B. Galloway, household buyer of Richardson and 
Conover Company of Kansas City. Missouri, has been 
thoroughly convinced of the possibilities of electrical 
appliances in the hands of the hardware merchant during 
all of his seven years with the Company. The electrical 
de|utrtment was introduced by him and is his particular 

First, and possibly the biggest argument, is the con¬ 
venience and labor-saving so many of our electrical 
appliances now afford the housewife. Also there is 
the building that is now going on, especially of modem 
priced homes, carrying everything electrically that is 
possible to install. Where the small dealer has a clean 
stock of electrical appliances, such as fuse pings, ro¬ 
settes, receptacles, etc., he is getting a big profit on 
a small investment, which would go to the electrical 
stores if he did not carry the stock. 

Then too, I think we should look at the labor saved 
in a home, where the head of the house can purchase 
the small appliances necessary for their convenience, 
and install them himself. The high price of labor 
leads me to believe the electrical appliance sales op¬ 
portunity is here to stay. Where the hardware dealer is 
carrying a stock of small appliances, he will certainly 
play a big part in bringing nigh priced labor back to 
a normal basis. 

It is the housewife who deals mostly with the hard¬ 
ware merchant, and when she finds out that small ap¬ 
pliances can be purchased through her local hardware 
store this alone will prove a great advertisement, not 
only for the electrical line, but also for the hardware 
dealer. _ 

TRY IT 

If you only knew the fun you'd get from smiling, 

You would make a chance to try it very soon. 

You will never find a pastime so beguiling— 

It is jollier far than whining for the moon. 

Oh, it makes your day a part of joy and beauty, 

For it nearly always brings a quick response. 
Though it fails sometimes, you still have done your 
duty— 

And that’s the satisfaction that one wants. 

For you’ll go to happy dreams, if you go smiling, 

And perhaps you*11 smile a little in your dreams; 
You will find it is a habit so beguiling, 

That the fun you get is funnier than it seems. 

—Vlyn Johnson. 
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ELECTRICAL APPLIANCES REPLACE 
STAPLE HARDWARE LINES 

(By James P. Cummings, Mgr. House Furnishings and 
Cutlery Dept., Schwabacher Hardware Co., Seattle.) 

“Why should hardware stores carry flatirons and 
butcher knives!’’ 

By the term “ appliances ’ ’ we understand the house¬ 
hold electrical appliances which are now in such gen¬ 
eral use. The hardware and general store dealer should 
give these items attention for the same reason that he 
gives attention to the predecessors of these lines. The 
electric iron, for instance, has taken the place of the 
old fashioned sad iron, and any hardware dealer who 
passes up carrying electric irons is passing up business 
that he formerly enjoyed. 

The other electric appliances, such as electric toast¬ 
ers, electric stoves, hot plates, grills, percolators, etc- 
are coming into more general use every day and instead 
of being looked upon as luxuries are now considered a 
necessity for every housewife. Moreover, these articles 
replace the old fashioned wire and cone toasters, wire 
broilers, cook stoves and coffee pots, and when the 
dealer does not carry them he not only is losing this 
business but is giving his customers the impression that 
he is an old fogey who does not believe in modern 
goods. 

The electric vacuum cleaner is replacing the broom, 
and the hardware dealer is expected by the housewife 
to have this article in stock as he was formerly ex¬ 
pected to have household brooms in stock. 

Another feature that should appeal to the hard¬ 
ware dealer regarding electrical appliances is the fact 
that practically all of the electrical appliances on the 
market are nationally advertised, and the greater part 
of the selling effort is made by the manufacturer, so 
that if the dealer displays such commodities his part 
of the selling is comparatively easy. 

Electrical appliances are profitable to the retail . 
dealer, and the hardware dealer who carries a well 
assorted line of household electrical appliances will 
find at the end of the year, if he keeps account of 
that department, that his profits will be much greater 
than he was making on the old fashioned household 
appliances that have been replaced by this modern up- 
to-date line. 

The Holly-Mar Co. of Centralia, Washington, has 
been awarded the contract for hardware on the new 
Elks Temple building there. Each piece installed will 
have a special Elk design upon it. 
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THE POWER BEHIND 
THE PLUG-136.000,000 
SALES APPEALS 


Literary Digest 
Independent 
American Magazine 
Collier's 
Cosmopolitan 
Metropolitan 
Mother's Magazine 
Red Book 

Saturday Evening Post 

Christian Science Monitor 

Woman *s Home Companion 

Christian Herald 

Everybody's 

House Beautiful 

Leslie's 

Outlook 

Photoplay 

Popular Mechanics 

Delineator 

McCall's 

American Cookery 
Popular Science Monthly 
Sunset 

Good Housekeeping Mag. 
McClure's 
Butterick Quarterlies 
Etude 


Makes Every Sale Worth While 

Least Sales Resistance because broad, consistent adver¬ 
tising has made the Benjamin No. 92 Two-Way Plug one of the 
few electrical devices nationally known by name. 

136,000,000 messages this year alone are hammering home 
the idea of a double utility for every single socket They are 
hammering home, too, the fact that "every wired home needs 
three or more"—and are showing the consumer whp. 

Greatest Selling Power because the Benjamin No. 92 is 
the original Two-Way Plug. It is the only two-way plug with 
national consumer acceptance. It is a quality plug, great in 
utility and handsome in appearance. 

Valuable Dealer Helps co-operate with you in securing quick 
turnover. Then, two uses for each socket creates a new market 
for other electrical devices. 

3 for $3.50 makes a dignified sale— lifts your plug sales 
above the ordinary, and creates satisfaction for consumer and 
dealer alike. 

Your jobber will supply you with Benjamin No. 92 Two-Way 
Plugs in either single or three-in-one cartons, in any quantity. 



For details write the Advertising Department, 806 W. Washington BlvdChicago 


BENJAMIN ELECTRIC MFG. CO. 

Factories: Chicago and Deaplalnea, 111. 


Sites and Distribution Ojflces: 

247 West 17th Street, New York 806 W. Washington Bird., Chicago 

680-582 Howard St.. San Francisco 
Benjamin Electric Mfg. Co. of Canada, Ltd., Toronto, Canada 
The Benjamin Electric, Limited, London, England 
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Makers of Things More Useful 



Digitized by LjOOQle 




<mimo 


ALUMINVi 

Reflects 
Good Housdr 


The above advertisement will be carried {Ml page size) in the October iaaues of the Ladies* Home Journal, Woman 'a Home 
Companion . Delineator, Designer, Pictorial Review, Good Housekeeping, and McCall’a Magazine. It it through advertising like 
this, seen every month in the year, in their favorite roagaaines, that millions of women are made buyers of Mfrrc .Muznlnum. 


For the Provident Woman, Min 


Age does not diminish the usefulness of Mirro (3) Two correctly formed, easy-pouring lips 

Aluminum. Mirro lasts for years, and serves a facilitate pouring from either side, 

second generation as faithfully as a first. It is , A \ „ a . , . , . . . 

only natural, then, that she who takes thought , (4) St fi r ° ng ’ headed rivets keep the hancUe 

of the morrow should buy Mirro when furnish- al ”T T d P ’ r °« nd '? 

. edges, easily cleaned. (6) Famous Mirro finish. 

g * (7) Famous Mirro trade-mark, stamped into 

And Mirro utensils are beautiful, too. This the bottom of every Mirro utensil, and your 

adds to the pleasure in their use. It is for more guarantee of excellence throughout, 

than beauty and long wear, however, that Mirro 

utensils are famous. Their features of conven- Fully to appreciate the significance of this 
ience also make them notable. You do not find Mirro trade-mark, remember that Mirro is the 
these features in ordinary aluminum ware. culmination of more than a quarter of a century’s 

- f . . ... ... A1 experience in aluminum ware making, and that 

Mark, for instance, in this Mirro Aluminum back of the Mirro guarantee is the W o rld ’ s fore- 

^ an - most manufacturer of aluminum ware. 

(1) Hollow steel handle, comfortable to the „ 

hand, with eye for hanging. (2) Tightly rolled, Mirro 18 801(1 everywhere at the better stores. 

sanitary bead, free from dirt-catching crevices. Write for miniature catalog. 

Aluminum Goods Manufacturing Company, General Offices: Manitowoc, Wis.,U.S. A. 

Makers of Everything in Aluminum 
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Time passes much more quickly than one realizes. Plans are made for the 
future and before one can “turn around’’ that future has become present. 

In planning for future business, it is well to plan far ahead and not only to 
plan, but to act so that when future becomes present you will be ready. 



There’s tremendous capacity in this big new stove plant. It was built ex¬ 
pressly and only for manufacturing Nesco Perfect Oil Cook Stoves. 

The demand has been so great for 


<$*• NESCO PERFECTS 


Oil Cook Stoves 

that it has been more than we could do to take care of everybody. But a 
smoothly running factory is catching up and will be ready for your orders. 

To make sure of your supplies, it would be well to start right now to con¬ 
tract for 1921 delivery on Nesco Perfect Oil Cook Stoves. These are the 
stoves with the Rockweave Wick that will not creep or stick. 

Write to your jobber about your 1921 requirements and place order promptly. 
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ACCESSORIES WILL CONTINUE IN GREATER DEMAND 


BE AN OPTIMIST —ANTICIPATE YOUR 
WANTS, THEN RING THE BELL 

Editor Hardware World: 

The automobile and automobile accessory business 
stands near the top in the industries of the United 
States, and is too far advanced for any propaganda 
against its progress to halt any of its workings very 
long at a time. There was a little hindrance for a 
short period that is now blowing over, and wheels are 
turning practically normal again. 

There was never a time when buying through the 
jobbers and dealers so varied, and conditions so 
peculiar, as the past few seasons. We have found in 
some instances in some parts of the country where the 
jobbers and dealers alike were really hungry for legiti¬ 
mate merchandise, ‘‘that they could get delivered," 
must have something to sell, while in some other sec¬ 
tions and some instances the jobbers and dealers alike 
were afraid to buy anything, and only bought enough 
to barely keep their doors open, thereby sacrificing 
on prompt deliveries and paying advanced prices, etc. 

The former condition was due largely to optimistic 
live and growing concerns, which were spreading the 
right sort of propaganda among the trade, while the 
latter was only looking for the sort of propaganda that 
predicted hard times due to quick and acute dropping 
of prices, and everything going to smash generally, due 
to the close of the war. And were more hungry for 
that sort of propaganda to substantiate their theory 
and beliefs than to be an optimist and spread optimism 
through their respective territories, stimulating their 
trade. 

I do not believe prices will go to smash all at once, 
which would be ruinous to thousands, neither do I be¬ 
lieve prices are generally and slowly decreasing for a 
time at least, in this industry, and believe the jobber 
and dealer alike, while he can be conservative, especially 
along the line of buying extreme novelties not yet 
established, or merchandise from so-called ‘ ‘ curb stone ’' 
concerns, that in six or eight weeks you can neither 
find the man or his products, but should protect his 
business and do his business the greatest service by 
anticipating his wants and place his 1921 orders as 
early as possible, which helps the jobbers, their dealers, 
the dealer better serves his trade, and altogether helps 
the manufacturer to anticipate his production, which 
assures deliveries, also helping the price situation as 
well as the service, and no legitimate manufacturer 
or jobber would decline to protect his trado on future 
signed orders against any material change. 

I personally don't believe there was ever a time 
when it was so essential for early placing of orders 
as it is this season. Prepare ahead for your stock, 
prepare ahead with the right sort of propaganda well 
distributed among your trade, and do it every day. 

It's just like the man who once said he did not 
have to advertise. He had been in business in the 
same town in the same .building for forty years and 
everybody knew him, kh6w what he sold and there was 
no use in spending his money advertising any more. 
To such a man I would say. there is nothing so well 
known in the world today as religion; it is known by 
every class and race in every country, every citv, town 
and hamlet and dates clear back to John the Baptist, 
but, you ’ll notice that every Sunday morning they still 
ring the bell just the same. 

The jobber and dealer is in the merchandise business 
as a chosen trade, and to get the best results they 
should anticipate their wants far enough in advance 
to secure the best service in quality, price and delivery, 
and then “ring the bell" every day, instead of once 
a week. Yours truly, 

RUST MANUFACTURING CO., 
Marshalltown, Towa. E. R. Rust. 


1921 WILL BE A BUSY YEAR 

Editor Hardware World: 

Our opinion, whatever it may be worth, regarding the 
present economic situation is that it is only temporary 
and that we will see a revival of business on a large 
scale within a month or two—that 1921 will be a tre¬ 
mendous year and that the country's prosperity will be 
greater than ever before. 

We are not in sympathy with crape-hangers and 
have considerable respect for one Henry Ford, who, we 
understand, has sufficient confidence in the optimistic 
viewpoint to not only continue production on the same 
scale, but is actually planning to increase his produc¬ 
tion in the near future bv about 30 per cent. We under¬ 
stand that Henry is buying material in increased quan¬ 
tities, showing his faith in the future and his wisdom 
as a buyer in taking advantage of the present situation 
to buy advantageously. 

We are sending out today to all of the jobbers 
handling our line the following letter, which is self 
explanatory: 

"There will be no reduction in prices this year and 
starting January 1, 1921 ; we will protect you against 
loss through price reductions for 60 days after the pur¬ 
chase of goods. 

"We have recently had a number of inquiries from 
jobbers asking if any reduction in price was contem¬ 
plated in the near future. This has suggested to us, in 
line with our policy of'cooperation with our jobbers, 
that we can work more closely with them in this 
respect. 

"There is no price reduction of any kind possible on 
our line at present and you may accept this letter as 
guaranteeing you against any decline in the price of 
Black & Decker Portable Electric Drills, Electric Valve 
Grinders or Electric Air Compressors between now and 
December 31, 1920. 

1 ‘ Furthermore, we take thi3 opportunity of advising 
you that after that time you will be protected against 
loss through price reduction for a period of sixty dayB 
after purchase of any of our products. This does not 
mean if conditions make it possible for us to set s 
lower price on our products that we will give you sixty 
days notice and defer the reduction for that length of 
time. If a reduction is possible it will be made 
promptly, so as to give the ultimate purchaser the bene¬ 
fit and we will absorb any loss which would otherwise 
be caused the jobber who bought within 60 days before 
the change in price." 

Yours very truly, 

THE BLACK & DECKER MFG. CO., 
Baltimore. G. W. Brogan, Adv. Mgr. 


NOT WISE TO CURTAIL PURCHASES 

Editor Hardware World: 

We wish to say that we cannot see the wisdom of 
curtailing purchases or reducing stocks on the part of 
either the dealer or the jobber at the present time, ex¬ 
cept in occasional instances where the jobber or dealer 
may be overloaded on certain lines. 

We do not anticipate any decline in prices in the near 
future, and if stocks of merchandise generally are al¬ 
lowed to run down to the point where later on a short¬ 
age will be created because of the inability of manufac¬ 
turers to take care of any sudden influx of orders, it 
will certainly have the reverse effect, and result ulti¬ 
mately in a condition such as obtained during the war 
period. Manufacturers today are keyed up to sub¬ 
stantial productions, but a normal flow of business must 
be forthcoming to keep the output up consistently to 
normal demand. Very truly yours, 

ECLIPSE MANUFACTURING CO. 
Indianapolis. R. M. Franklin, Sec 

Digitized by VjOOQIC 












J'J 

£&/ 

7 


Franklin G. Hill 

Eastern Sales Manager 

754 Pacific Street 
Brooklyn. N. Y. 


W E have under consid¬ 
eration a number of 
applications for Territorial 
distribution. There are a 
few still open. 

We offer an unusual Agency 
proposition, with long term 
agreement, for the reason 
that this is a QUALITY rather 
than a quantity proposition. 

A decidedly interesting ad¬ 
vertising program, with 
special features. 

Cord production exclusively. 
All sizes from 30x3 to 37x5. 



O. S. Tweedy 

Western Sales Manager 

C. Kenyon Co., Inc . 
223 Jackson Blvd. 
Chicago, Ill. 


C. KENYON Co., Inc., Makers 

Established 1857 

New York 
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MOST MANUFACTURERS PROTECT AGAINST PRICE DECLINE 


NO POSSIBLE REDUCTION IN ROBES 

Editor Hardware World: 

We do not manufacture anything in the steel line, 
but the textile goods that wo manufacture, which go to 
the hardware trade, in the way of blankets and robes, 
are a season good's business which have to be manu¬ 
factured for a long way ahead and we can see no 
possible reduction in any of these goods for fall busi¬ 
ness or for spring business. 

Boston. L. C. CHASE & CO. 


ANALYSIS OP TIRE SITUATION 

Editor Hardware World: 

It is a problem to attempt at this time to give any 
definite advice as to the policy which should govern 
the trade in making their purchases and placing their 
orders and specifications for the coming season. 

Conditions during the past few months have been 
rather unusual in the tire industry and it is a well 
known fact that automobile tires are not moving at 
this time with the rapidity expected by manufacturers 
and the trade last winter at the time orders from deal¬ 
ers were being filled. 

The present conditions are due to a number of 
causes. In the first place many manufacturers urged 
their dealers last winter to lay in larger stock of tires 
than usual owing to the probability of a marked ad¬ 
vance in the price of tires. The manufacturers were 
sincere in urging these large stocks upon dealers as the 
revious year had found most of the dealers with 
epleted stocks when the demand for tires was greatest. 

The dealers of course on the advice of the manufac¬ 
turer laid in these large stocks and in many cases un¬ 
fortunately the dealers assumed greater obligations 
than conditions warranted. With these large stocks on 
hand, the tightening of credits, with which you are 
familiar, has undoubtedly worked a further handicap 
upon the dealer, as he was unable to make his collec¬ 
tions promptly and consequently unable to meet his 
obligations. 

The non-buying wave which has swept over the 
entire country, was very largely responsible for the 
failure of the automobile user to purchase tires as 
freely as has been his practice in the past and then 
again the tightening of credits has made it more diffi¬ 
cult for the automobile user to meet his obligations. 

Another condition which has affected the tire trade 
this season has been the extremely late season which 
prevented many cars from being used as early as in 
former years, and to top the entire situation there has 
been so many improvements in automobile tires that 
the tire of today, especially the cord tire, gives many 
more miles of actual service than did tires a few years 
ago. This, of course, has the effect of causing the 
automobile user to use a smaller number of tires per 
year than has been the practice formerly. 

Although the writer will not attempt at this time 
to offer any advice to the trade in reference to pur¬ 
chasing tires for next year, he believes that many 
dealers will profit by the experiences they are passing 
through at this time and will consequently not be as 
inclined to purchase large stocks of tires this winter as 
they have in past years. 

Not only at this time, but at all times, the writer 
feels that the trade should exercise the greatest pre¬ 
caution in their purchases of tires to insure that they 
are purchasing a tire of certain quality, backed by an 
organization of the utmost responsibility and ability 
to stand behind the products which they manufacture. 

Appreciating that this is not much of a suggestion 
for the majority of the trade, but trusting that the 
same may prove of interest, we remain, 

Very truly yours, 

THE AMAZON RUBBER COMPANY, 
Akron, O. A. H. Leavitt, Bales Mgr. 


GOODS WILL CONTINUE HARD TO GET 

Editor Hardware World: 

According to our knowledge, 75 to 90 per cent of 
the manufacturers are having enormous trouble in se¬ 
curing sufficient supplies of material to satisfy the 
demands of the wholesalers. 

The writer just returned from a buying trip to the 
East and finds that stocks everywhere are very low 
and that new supplies are very slow in coming in. In 
many instances tne supplies are completely exhausted. 
This is particularly true in the light sections of steel, 
such as small round, bars, band and hoop, etc. Al¬ 
though the writer called on twelve of the biggest steel 
warehouses he was able to purchase only very, very 
little of the supplies so badly needed. 

You can easily guess the result. There will be hardly 
any chance for lower prices during the coming season. 
While the steel market is easing off, yet the railway 
transportation facilities are so bad that there is no 
immediate relief in sight. 

We are cautioning our jobbers to place their speci¬ 
fications early. Jobbers have taken a waiting attitude 
and are buying very carefully. This in more than one 
instance resulted in their having to telegraph for their 
goods and have shipments come forward via express. 
Many of our jobbers are losing valuable business, be¬ 
cause we are unable to supply the demand at the present 
time,' whereas, had they specified *n spring, we would 
have been able to amply supply their needs. 

As far as our line is concerned there can be no 
reduction. Marquette products have not advanced in 
price on account of the war and there can be no re¬ 
duction now until raw materials drop considerably and 
the supply becomes ample. 

Yours very truly, 

MARQUETTE MFG. CO., Inc., 
St. Paul. R. E. Lange, Sales Mgr. 


ACCESSORY PRICES WILL NOT DECLINE 

Editor Hardware World: 

Regarding present market conditions from a pur¬ 
chaser's standpoint, we will say, that we cannot see 
any reason for a decline in metal goods of any kind, 
any time in the immediate future; and therefore see 
no reason for buyers to delay their purchases with the 
hope of obtaining better prices later on. 

While we realize that the manufacturer is always 
expected to take this view of any sort of market condi¬ 
tions and is always an optimist in his opinions regard¬ 
ing sales; yet in all sincerity, we cannot see how there 
can be any decline in raw materials, any time soon, 
with the labor and transportation situation as it is. 

In addition to this, most every manufacturer has had 
to absorb a lot of extra costs, such as increased labor, 
express charges on goods that heretofore he has received 
by freight, premiums on raw materials that he has been 
forced to pay in order to keep his plant going, and 
many other items of this kind which would not enter 
into the cost of merchandise in normal times. 

These additional costs have been in the majority of 
instances absorbed by the manufacturer; and improve¬ 
ment in transportation, slight declines in materials, 
etc., will not reflect any decline of the finished product 
for some time; even if the manufacturer is taking ad¬ 
vantage of them in his purchases. 

While unquestionably, there is a trend in some lines 
of business towards something like normal conditions 
again, we feel that we can confidently say that there 
is no cause for alarm or fear on the part of any buyer 
that the bottom is going to drop out of the market; ot 
that better prices can be obtained by postponing their 
purchases for a time. Yours very truly, 

» CASEY HUDSON COMPANY, 

Chicago. H. C. Pogue, Sales Mgr. 
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At the Uniontown Speedway, in the 225- 
mile Universal Trophy race. Tommy Milton 
added another victory to the AC Spark Plug 
record for 1920. His triumphant Duesen- 
berg, which averaged 94.9 miles per hour 
for the distance, was equipped with AC’s. 
So were the Duesenbergs of Eddie 
O’Donnell and I. P. Fetterman, who fin¬ 
ished third and fourth respectively. These 
drivers knew that AC Plugs would serve 
them unfailingly regardless of what was 
asked of them. Dealers, in selling AC’s, 
know, too, that their customers can ask 
nothing of AC’s that AC’s cannot give. 
That’s why it pays to concentrate on the 
complete AC line. Dealer information sent 
on request. 

Champion Ignition Company 
FLINT, *Michigan 

'■■■ *i star 
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These manufacturers use AG Spark 
Plugs for factory equipment 


PASSENGER 
CARS _ 

Ace 

Alsace 

American Beauty 
Anderson 
Apperson 
Argonne Four 
Bell 

Ballanger Freree 
(France) 

Birch 

Bour-Davls 

Bradley 

Butck 

Cadillac 

Cameron 

Case 

Chandler 

< taevrolet 

Cleveland 

Cole 

Comet 

Commonwealth 

l>aniela 

Davis 

Dodge Brothers 
Dort 
Essex 
Clide 
Cray Dort 
(Canada) 
Hamlln-Hotmes 
Front Drive 
Hanson Six 
llatAeld 
Haynes 
Hudson 
HupmoMle 
Jackson 
Jordan 
Ken worthy 
Kissel Kar 
LaFayette 
Leach Power-Pi us 
Six 

Liberty 

Locomobile 

Malbohm 

Marmon 

McLaughlin 

(Canada) 

Meteor 

Mitchell 

Monroe 

Nash 

National 

Nelson 

Oakland 

Oldsmoblle 

Packard 

Paige 

Pan 

Paterson 

Phlanna 

Pierce-Arrow 

Pilot 

Porter 

Premier 

Keo 

Re Vere 
Roamer 
R A V Knight 
Saxon 

Scripps-Booth 

Waldrn W. Shaw 

Sheridan 

Singer 

Standard Eight 

Stanwood 

Stearns-Knight 

Stevens-Duryea 

Stewart 

S-S-E-Co 

Tarkington 

Texan 

Vogue 

Westcott 

COMMER¬ 
CIAL CARS 

Ace 

Acme 

Ahrens Fox Fire 
Trucks 
American - 
La France 
Apex 
At co 

Available 

Bell 

Betz 

Bollstrom 

Bradley 

Bridgeport 

Brlnton 

Brockway 

Buffalo 

Chicago 

Collier 

Comet 

Conestoga 

Dart 

Defiance 


Dependable Dart 

Diamond T Do-It-All 

Diehl B«gl« 

Dodge Brothers Flour City 
Duty Holt 

Elmira Howell 

Federal Knox 

Frontmobtle La Crosse 

F-W-D Lauson 

Gary Linn Road 

Golden West Minneapolis 

Gramm - Bernstein Britain 


G A J (Canada) 
G. M. C. 

Hahn 

Hall 

Harvey 

Hendrickson 

Hewltt-Ludlow 


O. K. 

Old am a r Garden 
Pioneer 
Samson 
Sawyer-Massey 

(Canada) 

Spry Wheel 


High way-Knight Stockton 


Hurlbart 
H. R. L. 
Independent 
Italia 
J A J 

Kalamazoo 

Karavan 

Kearns 

Keystone 

Kissel 

Kleiber 

Klemm 

Koehler 

Low-Bed 

L. M. C. 

Mecca r 

Malbohm 

Master 

Maxim 

Menominee 

Moreland 

Napoleon 

Nash 

Nelson-L eM oon 

Netco 

Noble 

O. K. 

Old Reliable 

Oldsmoblle 

Oneida 

Oshkosh 

Packard 

Palga 

Parker 

Patriot 

Pierce-Arrow 

Pittsburgher 

Ranger 

Reo 

Reynolds 

Rlker 

Robinson Fire 
Apparatus 
Rock Falls 
Rowe 
St. Cloud 
Sandow 
Sanford 
Schwarts 
Signal 
Sterling 
Stewart 
Stoughton 
Sullivan 
Super 
Texan 
TlfBn 
Titan 
Tower 
United 
Universal 
Ursus 
Walter 

Ward-La Franca 

Watson 

White 

White Hickory 
Wichita 
Wilson 
Wolverine 


MOTOR - 
- CYCLES 

Briggs-Stratton 
Motor Wheel 
Excelsior 
Henderson 
Johnson Motor 
Wheel 

TRACTORS 

Advance- Ru mely 
Appleton 
Avery 
A A T 

Bates Steel Mule 
Beeman Garden 
Boring 

Buffalo 

Bullock Creeping' 
Grip 
Case 
Clark 


Tioga 

TPpp- Stewart 
Turner- Sim pllclty 
Ursus 
Wetmore 

ENGINES ~ 

Associated 

Beaver 

Bessemer Gaso- 
Kero 
Buds 
Buffalo 
Capital 
Continental 
Curtiss 
Doman 
Duesenberg 
Eclipse 

Fairmont Railway 

Falls 

Frtsble 

Galloway 

Gray 

G. B. S. 

Hall-Scott 
Herachell- 

Splllman 
J, V. B. Marine 
Knox 

Lathrop Marine 
Midwest 

Milwaukee Gaso¬ 
lene Locomotives 
Minneapolis 
Red Wing Thoro- 
bred 
Roberts 
Rutenber 
Scripps 
Speedway 
Sterling 
Straubel 
Trego 

Union Marine 
Van Blerck 
Veerac 
Vim 

H. J. Walker 
Weber 
Wisconsin 
Woolery 

W. S. M. 

FARM LIGHT - 
ING PLANTS 

Automatic 
Daytonlite 
Delco-LIgh t 
Dynelectrlc 
Electrlon 
Fairbanks 
Genco Light 
Globa Light A 
Power 

Lalley-Light 
Lucolite 
Meyerllte 
-Nan-KI-Vel 
Northllte 
Owens Light A 
Power 
-Perfection 
Powerlite 
Roco 
United 
Weaco 

MIS CELL A- 
NEOUS _ 

Austin Mfg. Co. 

" Domestic Engine A 
Pump Co. 
Ingeraoll-Rand Air 
Compressors 
Koehrlng Road 
Pavers 

Maytag Washing 
Machines 
Mudge Railway 
Cars 

Perfect Power 
Sprayers 

Sullivan Portable 
Al* Compressors 
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ACCESSORIES WILL BE IN STILL GREATER DEMAND IN 1921 


SHOULD BE NO HESITATION IN 
ORDERING 

Editor Hardwabe World: 

Our suggestion would be that the trade, namely, 
wholesale and retail, do not hesitate in any way in 
placing their purchase orders as they have usually 
done in the past. 

This would be more applicable to the iron and steel 
market, inasmuch as our product is made wholely from 
steel, and due to the great shortage of this class of 
material in comparison with what the country iB able 
to produce and what the world is demanding today, it 
would appear to us that this article will become more 
scarce as we enter into the future. There are many 
. avenues that have not as yet even received any of 
their quota of steel, due to the reason there has been a 
great scarcity, which has been diverted into other lines. 

When you take into consideration the advance now 
being granted to the transportation system of this 
country and the situation that they are in as to their 
equipment, etc., their purchases no doubt will be tre¬ 
mendous very shortly; in fact we might say will be 
without precedent in comparison with what they have 
been granted in the way of rates. 

Although there is a tendency at the present time to 
readjust the price market, we can not see just where 
it will have a tendency to lower prices in any way, 
especially articles that are of a staple nature and must 
be required in order to keep the wheels of industry 
moving. Prices in some lines have been out of gear, 
but where such prices have been found to be higher 
than they should be they have been found to be ap¬ 
plicable to items that have been called non-essen¬ 
tial,” but prices on these items will soon be reconciled 
according to general conditions and we can not see 
anything but a continued period of prosperity for a 
number of years to come. 

Trusting these few words will be of value to you in 
advising the buying trade in general, through the 
“Hardware World,” we are, 

Yours respectfully, 

HIGGINS SPRING & AXLE CO., 

; Racine, Wis. Geo. L. Pederson. 


NO POSSIBILITY IN DECLINE IN 
SPARK PLUGS 

Editor Hardware World: 

There is no question in our minds but that this is 
the time when both retail and wholesale trade should 
order in conservative amounts, taking in consideration, 
however, the length of time that shipments are in 
transit under the present abnormal freight conditions. 
That they should exercise considerable care in placing 
large orders, particularly in those lines whicn have 
been advanced in the past year seemingly out of pro¬ 
portion with their general trend of prices, due in many 
cases to shortage. 

There is no question but what there will be declines 
in the next six months in some lines, but without 
reduction costs of labor and steel, many items can not 
be reduced in price. There have been practically no 
advances in the spark plug field since the first of the 
year, and there seems to be not the slightest possibility 
of a decline. 

It would seem to us that the trade should exercise 
particular care with reference to such items as are not 
absolute necessities, as money tightning up on the part 
of the buying public-will undoubtedly affect these 
things first. 

Yours very truly, 

TUNGSTEN MFG. COMPANY, 
Marshalltown, Iowa. H. E. Woodward, Sales Mgr. 


TIRE DEALERS PROTECTED IN PRICE 

Editor Hardware World: 

There is no question but what the tire business or 
rubber business in general will show a great improve¬ 
ment between now and November 1st. 

There has been for the past sixty days an over¬ 
production of tires in «crtain kinds—that is—the great 
falling off in demand for fabric tires has created an 
over- production of fabrics, while the cord tires, which 
have been constantly on the increase, there is a shortage 
of. 

The over-production, however, for the past month 
has been gradually diminished and we believe this 
over-production will be entirely used up within the 
next thirty days when matters will again become nor¬ 
mal. 

We believe that it is advisable for both wholesale 
and retail concerns to decide at as early a date as 
possible the line that they intend to push for the com¬ 
ing season and get their orders placed so as t allow the 
manufacturers to meet their shipping dates promptly, 
as it is customary with the rubber companies to give 
dating on all spring dating orders or on orders bowed 
during the months of October, November and December 
for January or later shipments, and as has been the 
custom with rubber companies to guarantee against 
any decline in price for a term of sixty days from the 
date of shipment and on spring dating orders for the 
term of the dating, the wholesale or retail dealer has 
nothing to lose and has the assurance of having his 
goods when needed. 

Furthermore, he has sufficient time by making an 
early decision to lay his plans and do the necessary 
missionary work to get his share of the business when 
the season does open up. 

Care will have to be exercised by both wholesale 
and retail dealers the coming year, as the tendency 
will undoubtedly be to hold off their Duying based upon 
the experience of the past spring, which was extremely 
late, and whicn, therefore, was not conducive of an 
early volume of business in the tire line. 

This may never happen again and great care should 
be exercised, as undoubtedly a great many of the 
dealers will be caught short-handed should we enter 
into an early season in 1921. 

Yours truly, 

THE MASON TIRE 6 RUBBER CO., 
Kent, O. J. H. Diehl, Vice Proa 


MONTANA DEALERS USING CARE 

Editor Hardware World: 


We believe the hardware trade in this section are 
realizing more and more, the necessity of buying in 
smaller quantities, which gives them an opportunity 
of greater turnover, also enables them to carry a more 
complete stock. 

The merchants find that by buying their require¬ 
ments frequently and in small quantities the chances 
for accumulation of dead stock is nearly eliminated. 

In spite of all that is done to prevent it, dead stock 
will creep in and it behooves the merchant to get his 
cost out of these goods as soon as possible and, if 
necessary, to take a loss to move them and to put this 
money into saleable merchandise. The longer dead 
stock is carried on hand, the more expensive it becomes 
and the harder it is to move it. 

On account of the restrictions of credit, it is up 
to the merchants to follow their accounts closely ana 
to shorten the length of time extended to their cus¬ 
tomers. Yours very truly, 


Butte, Mont. 
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No Jerking 
No Slipping 
No Loss of Power 
No Chattering or Glazing 
No Evil Effects From Hot Oil 
No Lack of Strength and Endurance 

Send for Samples and Discounts 

Vogt Manufacturing Corporation 

Weavers for More Than Forty Years 
ROCHESTER - NEW YORK 

DUtributon Middle Watt and Far Went 
HUGHSON * MERTON, Inc . 

1449 S. Michigan Avenue, Chicago 9 Main Street, San FrancUco, CaL 
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PREDICTIONS ARE THAT GOODS WILL BE AS SCARCE IN 1921 


BUY SMALLER QUANTITIES MORE OFTEN 
ON A COST BASIS 

Editor Hardware World: 

We have for the past two months been using our 
very best efforts in directing the retail merchants in 
our line to employ more conservative methods in the 
operation of their businesses. We have in a great 
many instances urged the retailer to place his business 
on a cash basis and to exercise extreme caution in ex¬ 
tending short time credits. 

We have also urged them to buy smaller quantities 
and more frequently, thereby reducing their stock and 
using more staple lines. The results along this line so 
far have been quite satisfactory, and while the volume 
of business has been considerably reduced, we believe 
the retail merchants have placed their affairs on a much 
more satisfactory basis. 

Where accounts have accumulated and become past 
due with our customers, we have, in many cases in¬ 
sisted that they buy on a C. O. D. basis until their 
present past due accounts had been settled. In some 
other cases, they have voluntarily bought in smaller 
quantities on a C. O. D. basis. 

We believe the acute crisis in the present conditions 
have passed some time ago, and a much better feeling 
exists now. 

The crop conditions are looking exceedinglv favor¬ 
able, and we believe that another thirty days will bring 
considerable improvement. 

One of the large agricultural products in our sec¬ 
tion is beet sugar and the acreage this year is nearly 
double that of last year and the yield per acre will be 
very satisfactory. The farmers will receive from $13.00 
to $18.00 per ton for their sugar beets when delivered 
to the factory, and when this crop is harvested, we 
expect conditions will be in much more satisfactory 
condition throughout our territory. We, therefore, 
believe that while we will do a reduced volume of 
business from that anticipated for the year, conditions 
will right themselves a little later on. 

Yours respectfully, 

MOTOR MERCANTILE COMPANY, 
Salt Lake City, Utah. By A. D. McMullen, Pres. 


KEEP WELL ASSORTED STOCKS 

Editor Hardware World: 

It is rather a difficult proposition, under existing 
conditions, to prophesy as to what the fall and winter 
will bring to us. Consequently, we shall be a little on 
the conservative side in giving advice to our customers. 

Frankly, we do not anticipate any reduction in 
prices in hardware lines. There is absolutely nothing 
to indicate such a possibility for some time to come, 
but taking everything into consideration, we would 
recommend that botn wholesalers and dealers should 
buy sufficient to give them well assorted stocks. We 
do not suggest heavy purchases, and on the other hand, 
we would greatly discourage the putting off of buying 
until stocks were seriously depleted. 

Yours very truly, 

BUTTERFIELD & COMPANY, 
Derby Line, Yt. L. H. Laythe, Sales Mgr. 


ACCESSORY PRICES WILL ADVANCE 
BY DEC. 1 

Editor Hardware World: 

In reply to yours of the 26th, we beg to advise that 
we firmly believe that it is profitable to make purchase 
between now and December 1st, as an increase in price 
will no doubt take place at that time. 

Yours truly, 

MODERN ELECTRIC & MACHINE CO., 
Indianapolis. T. A. Meyer, Pres. 


ACCESSORIES IN GREATER DEMAND 
THAN EVER 
Editor Hardware World: 

For six years we ran our factory 24 hours a day 
without laying our men off at any time, except on 
Sundays, starting in Sunday night and continuing 
through the week until the next Sunday morning. Now, 
as stated, we kept this up for six years. During that 
time we had, of course, as other manufacturers had 
frequently, a great deal of trouble in securing material 
but always by express by paying premiums and other¬ 
wise we were able to keep our factory going. 

We greatly increased our facilities and added new 
equipment in January and have tried to continue the 
same policy this year, but for more than 60 days now 
our factory has been closed down from one-half to two- 
thirds of the time because of our inability to get ma¬ 
terial to keep our plant running. 

We have had an increase in our business for the 
first six months of 1920 amounting to more than $100- 
000. On the first of August last year we had on hand 
made up ready for shipment more than $100,000 
worth of merchandise. On the first of August, 
1920, we will not have a dollar’s worth of merchandise 
made up for shipment and the big months in our line 
are August, September, October and November, but on 
the other hand, we are greatly behind. Under the 
circumstances, as we see it, there is just one thing for 
the jobbers and the retailers to do and that is to an¬ 
ticipate their wants. 

There may be less cars sold during the coming year 
than in the past years, but we feel that the demand for 
accessories and everything needed in the use of automo¬ 
biles will be more greatly needed during the coming 
year than ever before. 

Sincerely yours, 

FRANK ROSE MFG. CO., 

Hastings, Neb. D. D. Duncan. 


NO DECLINE IN LUBRICATING OILS 

Editor Hardware World: 

In view of the interruptions to shipments in carload 
lots to distributing points, and from there to customers 
in L. C. L. lots, caused by the numerous embargoes, 
delays, etc., that we have had in the past, and of 
which ther3 is every reason to believe there will be a 
continuation in the future, and in view of the increased 
freight rates that are surely coming, we believe it 
advisable for every retailer to stock up on all commodi¬ 
ties to the extent that his locality demands,'and his 
ability to pay for according to the billing terms will 
warrant. 

In our opinion there will be no declines in the price 
of staples like Havoline Oil. 

Yours very truly, 

INDIAN REFINING COMPANY, 
New York. Geo. F. Fox, Sales Mgr. 


PRICES ON AUTOMOTIVE EQUIPMENT 
WILL NOT DECREASE 


Editor Hardware World: 


There is not one chance in a thousand of prices going 
down between now and the first of the year. 

As a matter of fact, at the present time we are 
buying steel at a higher level than at any time during 
the past two vears, and this, of course, together with 
the labor situation, does not indicate that prices can 
possibly fall very much. 

Yours very truly, 

APCO MFG. CO., 


Providence, R. I. 
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This trademark—always 
in red — on every 
Hygrade lamp and carton 
— tiie mark of a lamp 
persistently well made 
and persistently well 
sold. 


Persistently Well Made 

The Massachusetts habit of making things thoroughly 
has been responsible for much of the success of the 
Hygrade Lamp Company. 

For Hygrade Lamps are not good by accident, but 
are made all the time up to the very high standard 
which we have set for ourselves. 

A friendly policy of cooperation with the dealer, by 
which he has been freed from annoying restrictions 
and enabled to make a good profit on every sale, has 
done the rest. 

Do you know how much profit Hygrade Lamps would 
bring you? 


HYGRADE LAMP CO 


Salem Mass 



Standard 
Equipment 
on 26 U. S. 
Railroads 


1 % ' 


Made in 
21 Styles 


(IMS)! 


GUARANTEED 
NON-BREAKABLE 


ORDER THROUGH YOUR JOBBER 


WRITE TO US FOR PARTICULARS 


BURGESS-NORTON MFG. CO. 

GENEVA, ILL. 

86 Walker St, 4 Meadow 8t, 4841 Vo. Sydenham 1603 L. 0. Smith Bldg., 861 Pacific Bldg., 

Vow York Providence Philadelphia Seattle San Francisco 
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SPRINGS 


You CanTrust 
Thai Spring’ 


Easy- 

Riding 

Guaranteed 


'T'HAT is the basis on which you can sell 
A Harvey Springs. The car owner can 
trust them absolutely because they are built 
on such rigid standards that possibility of 
breakage in ordinary usage is simply out 
of the question. 

Harvey Springs are specially designed for 
easy riding and great strength. They’re 
boltless—no weak spots in them. And 
they’re tempered exactly right, each leaf exactly the 
same by the patented Harvey process. Then, too, 
they are put to the supreme Harvey test for strength 
—a test under such great force that no ordinary 
spring could endure it. That’s why we guarantee 
Harvey springs against breakage or sagging. The 
margin of safety, the reserve strength, is so great 
that Harvey Springs live up to their guarantee even 
under emergencies. 

Harvey Springs mean protection to the dealer—and 
more sales. Dealers are well supplied with saleB 
helps, movie slides^ window decalcomanias and inside 
wall posters as well as the helpful Harvey Spring 
Book. 

There’s a jobber near yon who can supply yon on short notice 
with any of the 1600 Harvey Springs. Write to us or to your 
jobber for the new Harvey Book. 

Harvey Spring & Forging Co. 

1189 17th Street Bacine, Wis. 
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TRADE 


IF YOU WANT THE BEST— BUY 


BRIGHT STAR PRODUCTS 


BRIGHT STAB BATTERIES GIVE LONGEST SER¬ 
VICE, HAVE EXTRA STRONG RECUPERATIVE 
POWERS, AND GUARANTEED SHELF LIFE. 


QUALITY 


SERVICE 


BRIGHT STAR CASES HAVE PATENTED NON - SHORT - CIRCUITING FEATURE 
AND DOUBLE CONTACT ON BOTH NICKEL AND FIBRE CASES. 

BRIGHT STAR BATTERY CO. 

New York San Francisco Dallas Chicago 

316-322 Hudson St. Merchants Exchange Bldg. Sam Houston Life Bldg. 9 South Clinton St. 
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DELAY IN ORDERING- OFTEN MEANS DISAPPOINTMENT IN GETTING 


PILE MANUFACTURERS KEEPING BUSY 

Editor Hardwabe World: 

At the present time the tendency is towards close 
buying and while we are manufacturers, we do not 
believe it would be sound advice for us to suggest to 
jobbers that they buy ‘ ( wide open," but on the con¬ 
trary if we were in the jobbing business we feel that 
we would be very careful in buying at present, even 
though we, as manufacturers, do not feel that prices will 
fall off for some time to come, as in our line labor and 
the price of raw materials as well as all other materials 
are stiff and do not show a downward tendency. 

Naturally we feel we know a little more about our 
own business than general business and we find our¬ 
selves today with considerable number of orders on 
hand with shortage of good labor to produce same, and 
we feel that it will be some time before we are able 
to “catch up” on orders. 

Very truly yours, 

McCaffrey file co., 

Philadelphia. J. J. McCaffrey, Treas. 

DELIVERY OP GOODS MOST IMPORTANT 

Editor Hardware World: 

In regard to the policy which should govern the 
trade, both wholesale and retail, in making purchases 
for the coming season, we wish to state that our policy 
is to purchase according to our regular requirements, 
however, conservatively, by using care not to purchase 
beyond our requirements. 

We are making due allowance for delays in trans¬ 
portation and the inability of manufacturers to meet 
promptly the demands made upon them. 

We do not anticipate any appreciable reduction in 
price. We are urging our customers to cooperate with 
us by anticipating conservatively, and we would not 
advise deferring the placing of orders for the prospect 
of obtaining lower prices, because the question of 
delivery is an important one. 

Yours very truly, 

ALYORD REAMER & TOOL CO., 
Millersburg, Pa. F. T. McGuire, Pres. 


NOTHING TO BE GAINED BY DELAY 

Editor Hardware World: 

Any dealers who delay placing their orders for pad¬ 
locks or builders ’ hardware can only be working to 
their own disadvantage. Transportation conditions 
are not much improved, there is possibly more labor 
available in some sections, notably in those sections 
where textile mills are grouped. In other sections 
shortage of labor continues. 

The steel situation is not materially improved, and 
it is becoming increasingly difficult to get anything 
which is casted. Moulders have deserted their trade 
and gone to less strenuous occupations. There is not 
nearly enough foundry capacity of any kind to at all 
meet requirements. Probabilities are many factories 
will have to run very short time, or close down entirely, 
this winter because of lack of fuel. 

The Lancaster District will not be so much affected 
as some other sections because nearly all Lancaster 
industries run by current from electric power generated 
by a large hydro-electric plant on the Susquehanna 
River, a short distance from Lancaster. 

Generally there is nothing to be gained and much 
to be lost by deferring the placing of orders for pad¬ 
locks and builders’ hardware at the present time. 

Yours very truly, 

THE SLAYMAKER LOCK CO., 
Lancaster, Pa. 8. R. Slaymaker, Gen. Mgr. 


NO LOWER PRICES ON SPARK PLUGS 

Editor Hardware World: 

We believe that both the wholesale and retail trade 
should watch their purchases very closely for the 
coming season and especially in order that they do 
not overbuy on slow moving merchandise and that they 
have sufficient stock of all merchandise on which there 
is a good demand. 

We do not believe tnat the wholesaler or retailer 
can afford at this time to allow their stocks to run 
down and especially so due to the fact that transporta¬ 
tion conditions are very bad and they must protect 
themselves against delay in shipping. 

Insofar as we are concerned there will be no lower¬ 
ing of prices in our lines and from what we have been 
able to gather it looks as though there will be an 
increase in many lines rather than a general lowering 
of prices. Yours very truly, 

CHAMPION IGNITION OO., 
Flint, Mich. W. S. Ishmond, Sales Mgr. 


ALL STEEL PRODUCTS WILL ADVANCE 

Editor Hardware World: 

It is our opinion that there will be an advance in 
the price of all steel products instead of the price being 
lowered. We do not see how it would be possible to be 
otherwise with the present condition of the steel 
market. 

Our advice to merchants is to place their orders now. 
Very truly your„, 

WILL B. LANE UNIQUE TOOL CO., 
Chicago. By Will B. Lane. 


AIR COMPRESSOR EQUIPMENT WILL BE 
IN ACTIVE DEMAND 

Editor Hardware World: 

We doubt if anyone is capable of giving even a 
reasonably correct prophecy on the price tendency be¬ 
tween now and next March and it is certainly impossi¬ 
ble to foretell the sales market, as this is purely a 
matter of public psychology. 

Such analysis of the future, as we are able to 
make, relates purely to our own line and this, of 
course, means that we are dealing with only a limited 
field. There are particular reasons why compressor 
equipment should be in active demand and, perhaps, 
this also applies to other commodities. It is true, cer¬ 
tainly, that a shortage of machinery does exist, and, 
perhaps, we may look for a continued sale of all worthy 
mechancial equipment for some time to come, but in 
the case of compressors recent developments have 
made present equipment througnout the country nota¬ 
bly inadequate and the proprietor who senses this situa¬ 
tion is replacing his equipment with larger machines 
of different characters. 

Even though such a circumstance exists, the sales 
are bound to be limited if the present jobbers’ state of 
mind prevails throughout the winter. Actual need for 
merchandise is not always a convincing reqson for the 
buyer’s action. Unless his own business is flourishing, 
he is apt to be reluctant to spend money for equipment. 

With good crops in prospect and the mining indus¬ 
try in healthful condition, with the railroads returned 
to normal condition, there is reason to anticipate good 
business. In that event, we feel safe in saying that, 
so far as compressor equipment is concerned, next year 
will break all existing records. This rather indefinite 
outlook is the very best we can give at present writing. 

Very truly yours, 

BRUNNER MFG. COMPANY, 
Utica, N. Y. .T. H. Mehan, Sales Mgr. 
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Order Now! 

Be prepared to meet the demand for 
LOCKWOOD Hood and Radiator Covers 
at the first sign of cold weather. 

Order your LOCKWOOD Hood and 
Radiator Covers now. 


For complete information send 
to the Kansas City office for the 
new LOCKWOOD Catalog. 



AUTO FABRIC ACCESSORIES DIVISION 


BAKER & LOCKWOOD MFG CO. 


Sterling Jacks Never Fail 



Safest and most de¬ 
pendable Jacks made, 
representing the high- 
e s t development o f 
sturdy construc¬ 
tion. 

Correct design 
and work- 
in a n s hip 
insure 
r e a test 
ap acit y 
durability, 
safety and 
more per¬ 
fect ease 
of operation than 
any other Jacks 
of equal size. 
Sterling Jacks are ab¬ 
solutely guaranteed. 

Sold by leading job¬ 
bers and dealers. Ask 
for catalog of 14 sizes. 


Republic Auto 
Parts Co. 


81 Tenth Street Long Island City, New York 


A SIZE FOR EVERY CAR 


Here’s the Plain 

Unvarnished Truth! 



A coaster brake is not a mere ornament. 
Bicycle riders do not buy coaster 
brakes simply because they want 
them, but because they absolutely 
need them. 

The brake that works well today and 
falls down tomorrow is not the brake 
that gives your customers that confi¬ 
dence in you and your merchandise 
which you must win and hold if your 
business is to expand and prosper. 

CORBIN DUP1EX 
COASTER BRAKE 

For almost twenty years Corbin has built 
confidence into its products. Safety, ease, 
comfort, labor-saving have been developed 
to the highest degree. Strength, depend¬ 
ability, endurance have been promoted to 
outwear the bicycle itself. Cost of con¬ 
struction always has been a minor detail 
compared with quality excellence. 

It therefore stands to reason that Corbin 
Duplex and Two-Speed Coaster Brakes stand 
for business permanency—steady, profitable 
sales plus customer-confidence that ulti¬ 
mately is reflected in full buying power. 


CORBIN SCREW CORPORATION 

American Hardware Corporation, Succeaaor 
NEW BEIT AIN, CONN. 

Branches: New York Chicago Philadelphia 


Makers of Corbin Duplex and Two-Speed Coaster Brake*, Corbin-Brown 
Automobile , Motor Truck and Motorcycle Speedometer s, Corbin- 
Brown Tachometer s, and Corbin Automatic 
Screw Machine Product* 



Contributor to 
National Publicity 
Campaign 
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Peerless Commercial 
Fender No. 5 

Especially built for Ford One-Ton 
Truck when equipped with 32x4% 
pneumatic tires—matches Ford Front 
Fend'-rs. 

Retail Price, $8.50 per Pair 



Peerless Fenders for Ford Cars 
Nos. 16 and 17 

No. 16 fits Ford cars up to and in¬ 
cluding 1916. 

No. 17 fits cars from 1917 to 1920. 
An exact duplicate of the Ford 
Fender. 

Retail Price, $30.00 per Set 



Peerless Radiator for 
Chevrolet Cars 

The latest addition to 
the Peerless line and a 
fast mover with the 
trade. Retail Price, $40.00 


PEERLESS 

PRODUCTS 



No. 30 Peerless Tool Box 

A common-sense place tu carry 
tools. All steel with two coats of 
black enamel-baked on. 

Retail Price, $2.75 


No. 12 Peerless Combination, 
Radiator, Hood and Dust Shield 

Makes an old Ford look like new. 
Adds to appearance 100 per cent. 
Retail Price, $40.00 


Everyone familiar with the automobile business knows that Peerless Products are 
QUALITY Products. They are easily sold and stay sold—because they give satisfaction 
to the customer. If you haven’t our latest catalog—write for it. 

The Corcoran Mfg. Co., Norwood, Cincinnati, Ohio 
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SUCCESS MEASURED BY ABILITY TO TURN STOCK 


FRANK EXPRESSION FROM AN 
ACCESSORY MANUFACTURER 

Editor Hardware World: 

We do nob wish to have our name appear regarding 
any article relative to business conditions. 

We cannot see any great tendency towards lower 
prices, but we do believe there is a decided tendency 
towards a slackening of business due to the banks 
having materially cut down on credits, and the high 
interest rate prevailing. 

We do not believe it is prudent to delay placing 
orders with the idea of getting lower prices, but if 
there should be a delay in placing orders, it should be 
simply with the idea of letting stocks get to a minimum 
in order to assist in deflation, and to put money into 
the banks so that there will be no shortage of funds 
in order to move the coming crops. 

The only reason we can also give for not suggesting 
orders be delayed too much is that there is going to be 
traffic congestion just as soon as crops move, and un¬ 
less customers get a stock into their house to carry 
them, at least for the present and up to the first of 
the year, they will probably find themselves seriously 
embarrassed later on, when you also consider that 
during the winter months, due to bad weather, traffic 
is always delayed. 

We do not believe that it is prudent to make com¬ 
mitments beyond the first of the year, except on cer¬ 
tain items on which it is difficult to get deliveries. 

We see quite clearly for the first of the year, and 
do not see any cause for any decline in prices; except 
on a few commodities there may be a somewhat lower¬ 
ing of price, but in the hardware line we do not 
believe there is going to be any change that should 
cause a hesitation on the part of the buyer. 

On such items as rubber goods there will probably 
be a slight decline, also there are a few other items 
that we might mention, but on items where metals are 
concerned we can quite clearly see no decline in price 
for the balance of this year. 

Yours very truly, 


IF A CHANGE OF DIET COULD BE HAD 

Editor Hardware World: 

On account of the uncertainty in market conditions 
and the stringency of money at the present time think 
the careful hardware merchant should buy as near home 
as possible, buy often and in small quantities until 
conditions right themselves. 

History of market conditions after the civil war 
and also the Napoleonic wars, showed that when goods 
started to decline they declined approximately 10 per 
cent each year until they reached their proper level. 

We expect some declines in hardware which will be 
brought about more by the efficiency of labor than 
due to the declines of raw materials. 

After the armistice was signed the government 
asked the U. S. Steel Corporation to establish a price 
on iron commodities that would let the country go on 
and develop—they established such prices and have 
held to them. Some sharp-shooters outside of the cor¬ 
poration have asked and gotten prices far in excess 
of the prices named by the corporation, but the basic 
prices on most lines of hardware have never been un¬ 
reasonable as compared with some other lines of goods. 

We, therefore, do not expect the dropping off in 
values that may come in other manufactured goods. 
It is too bad the common people could not eat pig iron 
and wear tin clothes and sweeten their coffee with 
sugar of lead. Yours truly, 

GEO. A. LOWE COMPANY, 
n-dcn, Utah. By .T. R. Cooper, Treas. 


EXPECT HEALTHY CONDITIONS TO 
CONTINUE 
Editor Hardware World: 

We are not prepared at this time to form an opin¬ 
ion regarding conditions that will prevail the last 
quarter of this year and cannot conscientiously advise 
the trade to either buy or not to buy for later delivery. 
It is our belief, in so far as the rubber business is con¬ 
cerned, that any overplus of production that has been 
created by the delayed spring season will be absorbed 
by the first of October and that from that time on the 
same healthy condition that has prevailed heretofore 
will be again in effect. Whether this will apply gen¬ 
erally or not we think is too difficult a situation to 
analyze. Very truly yours, 

EMPIRE TIRE & RUBBER CORPORATION, 
New York. F. I. Reynolds, Vice-President. 


ASBESTOS WILL NOT DECLINE 

Editor Hardware World: 

From the best information at hand at this time, 
there does not seem to be* the remotest possibility of 
any decline in the cost of asbestos. The market has 
constantly advanced in the past few years and at the 
present moment is higher than it has been any time in 
the past. A complete breaking down of the automo¬ 
bile industry is the only thing, in our judgment, that 
could possibly force asbestos to a lower level, and in 
views of the supply that is available, it would seem 
that any shrinkage that might come in the industry 
could hardly be expected to force this material to a 
lower cost level. 

In view of the present conditions we cannot see the 
wisdom of any concern buying far into the future, on 
the other hand, we can see no object in the trade re¬ 
fraining from buying a sufficient quantity of our 
products to meet promptly their current demands. 

Very truly yours, 

STAYBESTOS MFG. COMPANY, 
Philadelphia, Pa. E. B. Knowles, Secretary. 


DELAYS IN ORDERING WILL MEAN 
DISAPPOINTMENT IN GETTING 
GOODS 

Editor Hardware World: 

It is our belief that the coming season is going to 
be the best one in the history of the country. However, 
we do not believe that it is good policy to load up on 
any line, but the merchant or jobber who does not 
have enough stock on hand to supply the created de¬ 
mands is going to be the loser. 

We do not believe that prices are going to lower 
materially and in any event it does not seem as though 
the price is going to come down except in the gradual 
way. While the market mav break on some one or 
two items, in the main, through the hardware trade, 
the steady decline is going to be the rule. 

Our advice to both the wholesale and retail trade 
would be to keep up stock, but do not speculate on the 
market. We believe that the ones that will do this 
are going to be the winners during the readjustment. 
It is our sincere belief that the dealer who delaj's 
purchasing in order to obtain lower prices is going to 
be disappointed in two ways. They are not going to 
have any reduction in prices and they are going to be 
out of merchandise. That is going to lose them many 
sales and much profit. 

We advise, keep up stock but do not speculate. 

Yours very truly. 

HERCULES PRODUCTS COMPANY, 
Council Bluffs, Iowa. Ben W. Freiden, Pres. 
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Air and Water How and Connect¬ 
ions always held clear from ground 


HARDWARE WORLD 


SAVE YOUR FENDERS CHAMSTfraHTINSMI 



‘MAIN TIGHTENER 

Loose chains 
slap against 
fenders, m a r- 
V ring and bend- 
gK ing them and 
v \ creating an in- 
X fernal r a c ket. 

Merchant's pre- 
\* Went this by 
\ g r i p p ing the 

1 la g \ 9 ^ a * n at * ive 
I IB I points, giving 

IS I in easy tension 
/ *H around. 

/a J Saves chains. 
Af / Saves tires. A 
wonderful little 
/ accessory. Price 
/ per pair $1.00. 
r M. H. Merchant Corp. 

236-8 Emma St. 
Syracuse, N. Y. 



THE ROMOKTAIRtWMXRSUnOM 

Twice th» service in half the time 
Advertising Power — 

As a business builder the Romort Air and 
Water Station has no equal, for it is not 
only an advertisement that can be seen but 
one that can be used. With its electrically 
lighted globe it is on the job both day ana 
| 7|1 night, ever ready to serve your customers 

j I] L! with the best air and water service 

i iilji possible. 


M II 


Appreciated Service 


Air Pipe pulled down 
to inflate tire, will reach 
either wheel of any car 


A MONUMENT TO 8EBVICE 


Car owners and drivers will go 
out of their way to use the 
Romort- for they know the air 
hose will never be dirty or 
grimy to soil the hands and 
clothing, and water service will 
be available at the curb with¬ 
out trouble and loss of time. 

Dealers write or wire 
for full details 

Manufacturers 

THE ROMORT MFG. CO. 

Oakfield, Wis. 

Sales Dept. 

THE ZINKE CO. 

1323 Michigan Ave., Chicago, Illinois 
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K-9 Adjustable Wrench 



MOSSBERG 

ALL STEEL WRENCHES AND TOOLS 

A Business-Building Line 

T HE dealer who sells Mossberg Tools not only makes 
a good profit—he gets a quick turnover on his stock 
and builds up his trade through satisfied customers. 

The completeness of the Mossberg line makes the possi¬ 
bility of a sale greater. There is a wrench or tool for 
every purpose. 

The garage man, the motorist, the expert 
mechanic, each with his individual re- 
quirements, may find the right wrench rnmmmmmm 
among your Mossberg stock. 

I The Mossberg reputation for strength I 
■ and service helps you to make your I 
I sales — it builds your business. 1 

I Write for complete 1920 catalog. X 

I WALTER L TUTTLE, I 

I President and General Manager I 

I FRANK T. CHASE, I 

I Treasurer and Sales Manager I 

I EVERETT L. FORD, I 

■ Secretary and Superintendent. I 
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Built 1914. Oast to Build and Furnish, 
$ 8 , 000 . 



Burned 1919. Cost to Build and Refurnish, 
$15,260. 



Homes Offer Wonderful Sales for the 


$ |= C&RPQNA $ |= 

[Each p, p • • i |Each 

| rire Lxtinguisher | 


Count the number of homes in 
the immediate vicinity of your 
store. 

How many of them are protected 
against the fire hazard? 

How many of them have been 
willing to pay the former pro¬ 
hibitive price asked for hand 
chemical fire extinguishers? 

Surely you can count the “pro¬ 
tected” homes on the fingers of 
one hand. 

All the rest are prospects for the 
$1.50 Carbona Fire Extin¬ 
guishers. 

Thirty years of steady advertis¬ 
ing has made “Carbona” a 
household word throughout the 
states. The $1.50 Carbona Fire 



Extinguisher is another product 
of a company whose merchan¬ 
dise has always given satisfac¬ 
tion. 

As a further guarantee we offer 
$1,000 to the maker of any fire 
extinguisher whose liquid is 
better than Carbona for putting 
out fires. 

Carbona Fire Extinguishers are 
packed in cartons containing 6 
or 12 extinguishers. Liberal 
profits. 

Write your Jobber for prices 

now. 

Carbona Products Company 

302-304 West 26th Street New York City 

Also Makers, of Carbona 
Cleaning Fluid 
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Conceiving Compressors and Delivering Drills 


T HE entire United States is turning its eyes 
southward very often these days. The new 
South which is coming so prominently to 
the fore is characterized by cooperation in in¬ 
dustry, by the combining of cities and states 
in bringing their possibilities to the attention 
of the entire nation. There is a new spirit of 
progress and cooperation, of alert achievement, 
which is becoming thoroughly characteristic. 
Young men and new blood are taking hold of 
the country and their energy and enthusiasm is 
contagious and far-reaching. 


the product. One gains a keener understand¬ 
ing and appreciation of the goods, having 
known the history of their birth and growth— 
their home environment. 

Some ten years ago, two young Southerners 
were employees of the same firm of construction 
engineers in Baltimore. One of them was S. 
Duncan Black. He had grown up in Baltimore. 
Strange to say, although not a college graduate 
nor a college undergraduate, yet he was a col¬ 
lege postgraduate. Dating away back to his 
grandfather’s time, mechanical and manufac- 



8. D. BLACK 

President Black & Decker Mfg. Co., a 
genial, far seeing young prophet of the 
New South. His recent visit to the trade 
throughout the country made hundreds of 
friends for him and his company. 


A. O. DECKER 

Vice president and another Maryland ma 
who joins with Mr. Black in leading 
great industry. He also combines a 
chancial genius with executive ability a: 
keen business sense. 


R. W. PROCTER 

i, The Black A Decker family and hundreds 
% of buyers everywhere call him Doc. He 
recently enjoyed his first visit with the 
J Gilbert Sales Company, who have put 
1 B. A D. machinery on the map of the 
West. 


Along this line and bringing the new South 
down to cases, we have been truly interested 
and highly privileged in becoming more inti¬ 
mately acquainted with the Black & Decker 
Manufacturing Company of Baltimore, Mary¬ 
land. This is no new name to the trade. There 
is not a reader of the Hardware World who 
does not know the B. & D. special machinery 
line of portable electric drills “with the pistol 
grip and trigger switch,” electric valve grind¬ 
ers, electric air compressors and other portable 
electric tools for the modern machine shop. 

We need hardly speak of the goods. They 
are known. They have proved their worth. 
They speak for themselves. Yet when, for in¬ 
stance, a special machinery line comes out of 
Maryland and into the West it is always in¬ 
teresting to us to know the producers as well as 


turing had been in the blood of the Blacks. We 
may even suggest that the reason Black & 
Decker tools are portable may be traced back 
to the fact that S. D. Black’s grandfather was 
a carriage manufacturer. 

At any rate, young Black had been early 
apprenticed to machine shops and the art of 
fine machinery making. When Professor 
Henry Rawlins of Johns Hopkins wanted an 
assistant in his research and experimenting, he 
reached all the way from Philadelphia to Balti¬ 
more and recruited Mr. Black. So it was that 
young Black had all the advantages of a great 
educational institution and its investigations 
and expert knowledge as he was developing 
into a special machinery engineer. 

Al. G. Decker’s early experience had not 
differed greatly. He also was a Southern boy 
Digitized by VjOO^IC 
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Write toot Jobber 
for prices. 


For Every 
Motor Necessity 


PROTECTION—Thieves were never so active. We 
cannot stop thievery, but we can supply you with 

KING PADLOCKS 

which ere so strongly constructed end give intruders so 
much trouble to open thet they ere ept to get caught. 
A "King Padlock’’ recently withstood a breaking strain 
of 3,932 lbs. before the shackle was pulled. 

THE KINO LOCK CO., Chicago 

Sales Representatives: Sunless, Dunn ft Co., 78 Murray 
St., New York City, and 34 North CHnton St., Chicago 


SEND FOR CATALOG NO. 250 


Walden -Worcester 

INCORPORATED 

WORCESTER, MASS. 


L 


LANE’S - 
Ratchet Socket Wrench Sets 

flNiOPK and “SUPER-UNIQUE” 


(Trade Marks Registered) 


D EALERS 


B: NOTE THESE SELLING POINTS: 

Bound Sockets, Turned from Solid Steel Bar 
Broached Hexagon Openings. Guaranteed Against Wear and Spreading 


NO PROFITEERINO IN OUR PRICES 


JOBBERS EVERY 


O tVERI n-- ^ 

where carry LANE’S TOOLS 



Made only by 

Will B. Lane 
Unique Tool Co. 

180 N. Dearborn St. 
CHICAGO, ILL, U. S. A. 

W. H. WTLBUBN, 
Western Bepresentatlve 
602 Williams Building, 
Mission and Third Sta^ 
San Francisco, OaL 



UreERAT^T^® 

5U MSS 
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The Name Behind The Tire 
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Vi over a quarter-century G & J 
pioneer manufacturers, have stood for 
principles of honesty and fairness in tire 
making and merchandising. 


G & J TIRE COMPANY 

1790 Broadway, N( 


JSk. 
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of the new generation with an active mechani- 


cal mind applying himself to the problems of 

■ ~ 

machine design and visualizing the possibilities 


of the automobile age just dawning. His work 


in particular had been with type-casting ma- 

Y H 

chinery. Whoever is familiar with the printing 

art and knows type-casting machines will real¬ 


ize that the mind that could evolve this machine 


would be capable of .any mechanical flight. 

V -m 

A Modest Start With Principles 

igKHKN. 

Since young Black and young Decker had 

t T,/ M 

ingeniously worked out other men’s mechani- 

- J . . 

1 cal problems, they agreed to start out for them- 
1 selves as special machinery makers. Thereby 


I Black & Decker was established. At first their 

W M 

1 market was local, very naturally. Certain prin- 

Hr M 

| ciples, however, were established at the start 

■0 AjSi 

I and it is these principles that have been the rule 

1 of their growth. 



B. O. AMES 

The *‘Large Scaled*' mana¬ 
ger of the Pivotal Chicago 
office. 


interested in the product clear through to the 
consumer. They were not inventors who let 
others market their machines. They handled 
sales themselves and thus made their business 
their very own. 

On these strong roots the little plant branch¬ 
ed out and steadily grew. Perhaps it was co¬ 
incidence that they were growing just as the 
automobile industry, particularly the accessory 
industry, was growing. At any rate, it is a 
fact that thousands of machine shops coming 
into being had to be equipped. Black & Decker 
saw their opportunity for national scope, to 
meet a national demand. In these ten years, 
therefore, the two young proprietors of a ma¬ 
chine shop in Maryland have become the two 
comparatively young captains of a national in¬ 
dustry. 

BrUliant New Blood Brought In 

When organizations develop as rapidly as 
this, new blood must, of course, be constantly 
inculcated. We can not feel that any justice 
has been done to “Black & Decker” without 
some mention of such other leaders as Sales 
Manager R. W. Proctor. Every member of the 


‘‘Fixed Policies” they call them. They estab- 0 ^ bbogan 

lished a standard of quality. They established Ha« made Black a Decker ad- 
an esprit de corps among the workers in the ^ong^cceMo h r? P mM3.ctu?S* 
plant. Perhaps most important of all, they were 

That 


Black & Decker family calls him “Doc.’ 
is, of course, typical, for it is all one big family. 

Doc. Proctor is another Southerner, one of 
those blue-blooded Virginians, we believe. He 
was an undergraduate student at Randolph- 
Macon College and received his post-graduate 
degree at Cornell, in mechanical engineering. 
Indicative of the sort of mind behind Doc. 
Proctor*8 pleasant smile is the fact that he com¬ 
pleted a four-year college course in three years. 

Then he went out to Cleveland with the 
National Lamp Works in the miniature lamp 
division. While office manager and superin¬ 
tendent there, in his spare time he devised a 
machine for blowing bulbs that increased the 
production from five thousand to fifty thousand 
a month. Just one thousand per cent gain! 
That's the sort of thing Doc. Procter has been 
doing ever since. 

Very naturally he was attracted by the 
earnest, energetic spirit of Black & Decker. 
Three years ago, he went back to his home 
haunts on Chesapeake Bay as Sales Manager. 
His brilliant experience as an engineer has 
made him all the more brilliant as a Sales 



New factory at Towson Heights, suburb of Baltimore, where the Company is putting into practice the 
latest methods of production and the most advanced ideas in keeping employes happv and satisfied. 


Digitized by 


Google 


















HARDWARE WORLD 


161 


You Tell ’Em! 

RAOST —if not all cars—furnish tool-kits as standard equip- 
*** ment—containing tools for practically every purpose. 

Yet, you can tell every automobile owner, every chauffeur who enters 
your place that hia outfit is not complete unless he has a 

“HEXAIL” Socket Wrench 

Trademark Reg. U. S. Pat. Off. 

For speedy repair to out-of-the-way parts; for thorough and de¬ 
pendable use under all road conditions* for consistent long and 
satisfactory service— there Is none to equal a ''HEXALL.'* 

Seven sets—a ‘ 'HEXALL* ' for every need—sold under this guarantee: 

“Break Any Sedgley Wrench and We Repair 
It — No Charge ” 

No car comes standard-equipped with a much-needed accessory— a 
revolver that is small enough to tuck away out of sight yet is in¬ 
stantly ready for an emergency; one that U SAFE, with every desirable 
feature of its big brothers and none of their handicaps. 

The “BABY** Hammerless Revolver fills this need. It measures only 
4 inches overall; weighs but 6 oz. and shoots 6, sureshot, .22 caliber, 
short, rimfire cartridges. Hammerless; has folding trigger and inter¬ 
changeable parts. 

R. F. SEDGLEY, Inc. **• im 

2311-13-15 North 16th St, Philadelphia, Pa. 

Pacific Coast Representatives: McDonald ft Linforth, San Francisco 



‘. ' ' - 

Our 18" (86X) combination Ratchet Extension Tap Wrench doing marine engine and auto repair jobs in 15 

minutes which formerly took 8 to 10 hours. 

Mr. Dealer: 

Here Is a Big Money Maker!! 

A Line of Guaranteed Tools that has already been introduced direct. Nationally advertised. 
Millions of users waiting for them. Help us to reach this vast virgin field. 

Magnificent Display Boards, holding the Tools, are furnished free of charge. 
Order through your Jobber or Direct 
Write for Proposition 




ALERT TOOL CO. 


237.241 North 6th Street 


Philadelphia, Pa. 



CHILD’S MODEL B 


CARBON TETRA CHLORIDE 

Fire Extinguisher 

1 Qt. Capacity 

APPROVED BY UNDERWRITERS 

Very effective on electrical and gasoline 
fires. Especially suitable for automobiles. 

A LINE WORTH HANDLING 

For Particulars Write to 

0. J. CHILDS CO. 

FIRE APPARATUS UTICA N. Y. 


Tb* far-reaching G us ran tec under which w 

HIGGINS QUALITY SPRINGS 

For Replacement 

cars of aueceaaful usage back of them—the sew. 


NO BOLT NO HOLE-NO HUMP NO JOLT 
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Manager of special electrical machinery. They 
rather proudly accuse him of “ putting every¬ 
thing on curves/ ’ but at the same time he puts 
Black & Decker machines straight over and 
straight across in a way that is worthy of the 
product and of the purchasers. 

Cooperation With the Distributors 
It is the Black & Decker sales policy to dis¬ 
tribute through the jobber absolutely, and yet 
the Company has ten branch offices from coast 
to coast. Thus the Company’s own representa¬ 
tives can work with the jobbers and their sales¬ 
men, can know the purchaser, can supply ser¬ 
vice and can follow the demands of the trade 
closely. Often sales are made by the Company’s 
representatives, but in every case for the job¬ 
bers. A few months ago in a special sales 
campaign in one month, $200,000 worth of 
equipment was placed directly with the con¬ 
sumer by the Company’s representatives, yet 
every sale was credited to the jobber. 

Family Spirit in Every Office 
We can not leave this subject of branch of¬ 
fices without recalling vivfidly to mind the 
ample, pleasant personality of R. G. Ames, 
branch manager at Chicago, and thus a com¬ 
mander at a pivot point. Prom Mr. Ames as a 
center men go out in every direction with the 
Black & Decker spirit to make the machinist’s 
lot a more happy one. Mr. Ames is a big man 
in more senses than simply spirit. From time to 


time we have in our columns introduced other 
Black & Decker branch managers to our 
readers. 

Gilbert Sales Co. Handles West 

The trade west of Denver knows B. & D. 
through the Company’s distinguished far west¬ 
ern representatives, W. H. Gilbert, both Senior 
and Junior, and the Gilbert Sales Company, 
with their offices at Los Angeles, San Fran¬ 
cisco and Seattle. They command the far west¬ 
ern front and the nature of their representation 
is thoroughly typical of the Company and of 
the products. 


STEADY INCREASE IN EASTERN OREGON 

Editor Hardware World: 

At present in Eastern Oregon crop indications, to¬ 
gether with the lumber industry, which is holding up, 
leads us to believe that we will be able to continue 
with the same increase for the rest of 1920 that we 
have enjoyed during the first seven months. 

The wool and stock market has caused a gTeat 
many of the dealers in all parts of Oregon no little 
trouble, due to the fact that collections have been 
slow, but we feel that all of the hardware dealers have 
done everything possible to carry the wool and stock 
men and from indications at the present time there 
will soon be some relief. 

BA8CHE-SAGE HARDWARE CO., 
Baker, Oregon. G. P. Lilly. 


Borth & Amon have purchased the stock of Ruff 
Bros. & Co. at Gackle, North Dakota, and will specialize 
on implements. 


SHOW THESE AND YOU SELL THEM 



Hardy’s Combination Running Board Box 
Camp, Cook and Dining Table 

—It Takes the Rough out of Camp Life 


As a running board box, it measures 10%xl0%x30 inches, and 
holds a complete Camp Cooking Outfit, a dining service and a gas 
stove. 

It is quickly convertible into a camp table, having two shelves 
and a top 26x30 inches. 

It eliminates the open campfire for cooking purposes and en¬ 
ables the person doing the cooking to stand upright and cook with 
ease, and when the meal is prepared to partake of the same, com¬ 
fortably seated at a dining table. 

There’s no more stooping and squatting in awkward positions 
whilst cooking and eating and no more blinding smoke, dirt, flying 
sparks, blackened camp kettles or hunting for firewood if you use 
the Hardy Combination. 

It is truly the Camper’s Friend. 


For sale by Hardware and 
Sporting Goods Stores and 
C8mp Equipment Houses. 


JOBBERS AND DEALERS 


ADDRESS 

JOHN E. HARDY 

POBTLAND, OREGON 
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Fair Play for the Tire Dealer 

The Tire Dealers * Side of It—No. 4 

Here’s another plank in the Converse Dividends-for-Dealers 
platform:— 

“To make all sales through the dealer—not over and around 
him”—a plank which has naturally won a host of dealer 
friends. 

To read the other nine better-business planks in this profit¬ 
building platform write for 


DIVIDENDS FOR DEALERS 



^---_ 

I Converse Rubber 

Shoe Company 

I MALDEN, 

MASS. 

I Service Branches:-— 

I 300 Amsterdam Ave.. New York 

618 W. Jackson Blvd.,* Chicago 

1 801 Boylston Street, Boston 

1 Exclusive Distributors ; — 

The Potter Hoy Hardware Oo., 
Beliefontet Pa. 

Stauffer, Eshleman k Oo., 

Hew Orleans. La. 

Naah Hardware Oo., 

Fort Worth, Texaa 

F. P. May Hardware Co., 

Washington, D. 0. 

McOowln-Lyons Hardware k 

Supply Oo., Mobile, Ala. 

Sloes k Brittain, 

77 Beale St., San Francisco, Cal. 

Falling, McOalman Co., 

Portland, Ore. 

Stowe-Shaw Rubber Oo., 

1319 8. Figueroa St., 

Los Angeles, Cal. 

Charles A. Shaeffer, 

7 West 19th Street, 

Kansas City, Mo. 


\"'T 
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44 WHAT POLICY SHOULD MERCHANTS PURSUE?” 


DEAN OF HARDWARE JOBBERS SPEAKS 
OUT OF AN ABUNDANT EXPERIENCE 

Editor Hardware World: 

Considering the experience of the last four years, 
we hesit .te to express our opinions, fearing that our 
retail friends might consider them superfluous if not 
obtrusive. However, a few words on this subject may 
not be inappropriate and may be of benefit to some. 

During the past four years the wholesalers have ex¬ 
perienced the utmost difficulty in obtaining goods 
from the manufacturers with any degree of promptness, 
having to anticipate their requirements by placing 
orders from three or four months to a year ahead of 
their expected arrival and in far larger quantities than 
usual, hoping thereby to insure adequate supplies for 
the necessities of the retailers as they were required, 
and as a rule they have been successful in maintaining 
a full stock. This strenuous condition made it practi¬ 
cally necessary for retailers to rely almost entirely upon 
wholesalers for their supplies, as they could not very 
well place orders with manufacturers, and this condition 
naturally made them more frequent buyers than for¬ 
merly and their purchases generally of a smaller 
amount. Consequently as a rule they have experienced 
the benefit of careful buying and quick turnover, and 
certainly it must have convinced them that such pur¬ 
chases and the promptness in obtaining their supplies, 
keeping their stock fresher and in good order, turning 
their capital more quickly, has been more profitable 
and given less anxiety than buying in needlessly large 
quantities, the tying up of capital, the loss of interest 
and an unwieldy and slow moving stock. 

Certainly there has been no time in our experience 
when retailers as a rule have made more money, estab¬ 
lished their business on a more reasonable, sounder and 
profitable basis, than during these past few years, and 
we believe the continuation of this method will produce 
the same results if continued in the future. 

The function of a wholesaler is to carry a stock (if 
possibly obtainable) adequate at all times to the de¬ 
mand of the retailer and upon which he can rely. If 
further proof is necessary beyond the statement that 
the retailers can make more money by purchasing their 
general line of hardware (there will be of course some 
exceptions) from the wholesalers in small and moderate 
quantities as their requirements demand, and that this 
method will be more profitable for them than any 
other policy, the experience of the past few years ought 
to be sufficient evidence of the fact, as such purchases 
should enable them to turn their capital frequently, at 
least four times a year, and which they cannot do if 
they attempt to compete with the wholesalers by pur¬ 
chasing from manufacturers. 

In line with this policy of careful purchasing from 
the wholesaler, it is more evident each year that the 
retailers should reduce their possible losses by selling 
for cash and discounting their own purchases at the 
general terms given on hardware, which will be a saving 
to them at the rate of not less than 14 per cent per 
annum instead of tying up their capital by giving long 
credits and wasting time and money in collection or 
attempted collection. The prevailing opinion is that 
farmers, in this state at least, are as a rule as prosperous 
as any other class of people and are able to pay cash; 
they demand cash for their products and should pay 
cash for what they buy. The retailer should not be re¬ 
quired to finance purchasers by selling on long time, 
such financing is the province of the banker. 

Speaking generally, present prices are very high, 
some extravagantly high; a decline must come sooner or 
’ater, but when it will commence is beyond our knowl¬ 
edge, the safest way is to purchase prudently as re¬ 
quirements demand. Yours very truly, 

DUNHAM, CARRIGAN & HAYDEN CO., 
San Francisco. Brace Hayden, Pres. 


LIVE MERCHANTS AVOID DEAD STOCK 
AND DEAD CREDITS 

Editor Hardware World: 

The doctrine of quick turn overs has been preached 
so long and so often that it is a pretty hard task to 
find anything new to say on this subject. 

All of your readers must have, at one time or an¬ 
other, seen the summary of the Mercantile Agencies’ 
list of failures with the reasons given, such as in¬ 
competence, lack of capital, lack of experience, unwise 
credits, etc. I may not have their exact terms but they 
have quite a list of them. Did it ever occur to you 
that, in each of this list of causes, one of two factors 
must surely occur and very often bothf 

These two factors are dead credits and dead stocks. 
In nearly every failure one of these two things is true, 
either the merchant has bought unwisely or he has 
trusted unwisely. 

Avoiding Dead Stock 

Strange as it may seem, not very many merchants 
have any systematic way of checking themselves in the 
matter of dead stock. Most stores which have been in 
business for more than a couple years have quite an 
accumulation of stock which has not moved as it 
should, but one merchant of my acquaintance had a sys 
tern which almost entirely prevented this accumulation. 

Every year, when he took stock, every box or 
package was marked with a colored pencil. The next 
year every box which had this pencil mark was thrown 
out of stock on a separate table and was then sold 
at once for what it would bring without regard to cost. 
This merchant was decidedly successful and, while there 
were many reasons for this success, I have always felt 
that this avoidance of dead stock was an important 
factor in his success. His scheme might not fit any 
other man but the principal thing is to- have some way 
to check up at least once a year all the goods which 
have not been moving and then move them, get some 
money out of them and put that money where it will 
move. 

With reference to collections the writer does not 
profess to know much about this end of the business, 
but I do know that it is vital. There have been many 
plans, some of them good, worked out for the collection 
of slow accounts but no plan, of course, will work in all 
cases. 

Personally, I believe that as far as the hardware 
trade is concerned, a very large proportion of the slow 
and bad accounts is due to the fact that the merchant 
is afraid to have a frank talk with his debtor, in 
which he can show him thq necessity of getting the 
money, if the debtor has it. If the debtor has the 
money and won’t pay, the merchant should not be 
afraid to make an example of him. He will find it 
makes it easier to collect other slow accounts. 

Whatever he does when he figures up his business 
at the end of the year to find out whether he has made 
or lost money, he should throw out of consideration 
every account that is not absolutely "gilt edged.’* If 
he gets the money it means that much more profit in 
the next year, if he doesn’t get the money he has 
fooled himself. We all like to fool ourselves about 
how well we are doing and an inflated valuation of 
dead stock and an optimistic view of the old accounts 
on our ledger are two of the easiest ways there are to 
fool ourselves into the bankruptcy courts. 

Very Eincerely yours, 

FAILING-McCALMAN CO. 
Portland, Ore. E. J. Failing, Secretary. 


“If you can successfully guard against it 
the other 364 days of the year, you can afford 
to be made a fool of April 1st.” 
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You Should Always 

carry a stock of the old style 

“BLACKSMITH 
STOCK AND DIES” 

Especially designed for re-tapping and re¬ 
threading old rusty nuts and bolts, such as are 
found lying around every farm and blacksmith 
shop, but of course will also do splendid work 
on new ones. 

Cost only one-third (331-3%) as much as 
any screw plate, and for many uses are superior. 

No farm can afford to be without one or 
more assortments. 

BUTTERFIELD & CO. Division 

Union Twist Drill Company 

DERBY LINE, VT. 

CHICAGO STORE, 11 Sooth Clinton Street 

PACIFIC COAST REPRESENTATIVE, 

V. S. Welsh, 560 Mission St., Sen Frendsco, OeL 
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SAFE TO BUY WHEN DEMAND EXCEEDS 
SUPPLY 

Editor Hardware World: 

It would seem as though the trend in prices of iron, 
steel and collateral articles will continue upward in¬ 
stead of downward. 

The demand still seems to exceed supply and when 
the absolute need of the railroads is satisfied the 
strain for production will increase. If, however, there 
are some individual lines in hardware where these con¬ 
ditions do not prevail, then the retail purchasing should 
be cautious. In general, however, our opinion is that 
requirements will have to be anticipated in most lines 
for some time to come. 

Yours very truly, 

ENTERPRISE MFG. CO. OF PA., 
Philadelphia, Pa. C. W. Asbury. 

NO OPPORTUNITY FOR DECLINE IN 
PRICES 

Editor Hardware World: 

We are of the opinion that orders should be placed 
without delay for the trade requirements of the next 
six months. We see no opportunity for a decline in 
prices account of the prices obtaining for iron and 
steel, and certainly deliveries from the mills to the fac¬ 
tories, which are seriously impeded and in many cases 
held up altogether account of lack of transportation 
facilities, indicate that there will be very great delay 
on the part of the factories in shipping the finished 
product. 

Very truly yours, 

HUNT, HELM, FERRIS & CO., 
Howard, HI. B. B. Bell, Sec’y-Treas. 


ELECTRICAL MERCHANDISE MAY GO 
HIGHER 

Editor Hardware World: 

As far as standard electrical merchandise is con¬ 
cerned, we see no possibility of prices being lower. As 
a matter of fact, the tendency is upward. Most fac¬ 
tories are behind on their orders, and we believe it 
would be wise for jobbers to anticipate their fall re¬ 
quirements by placing their orders at r.n early date. 
Yours truly, 

MANHATTAN ELECTRICAL SUP. CO., Inc., 
New York. E. Whitmore, Sec. 


NOT PESSIMISTIC—DON’T BUY 
RECKLESSLY 
Editor Hardware World: 

We are not nearly so pessimistically inclined as 
many observers, but at the same time we are sure that 
this is no time for reckless buying. It is a period 
when great discrimination should be shown by both 
wholesalers and retailers and if they are wise thev will 
apply the °Babcock Test 0 to all of their merchandise. 
Goods that are staple necessities or that carry with 
them an advertising campaign that is producing good 
results, should be retained and all of the items tnat do 
not produce quick turnover should be knifed. 

‘‘Buy little and be safe 0 is an old policy that has 
stood the test of time and should be applied now. Any 
merchant who recklessly loads up with goods is making 
a. mistake, but no greater mistake than the merchant 
who cuts off absolutely all buying orders. 

Very truly yours, 

ROBT. H. INGERSOLL & BRO., 
New York. P. S. Salisbury, Mgr. Sales. 


SUCCESS MEASURED BY ABILITY TO I 

TURN STOCKS OFTEN 1 

Editor Hardware World: 

We believe that either wholesale or retail merchants t 
fully appreciate that their success is measured by their { 
ability to turn their stocks more frequently. The I 
country is suffering from a lack of capital and a strain j 
of credit, and we believe the management of the Fed- 1 
eral Reserve Banks have been very far sightod in pur- , 
suing their policy of credit restrictions. 

Merchants can co-operate for their own as well as 1 
their country’s good by using every effort to make | 
the dollar do more work than ever has been done i 
before. There has been so much difficulty in getting 
seasonable merchandise that many merchants have not ! 
given thought and consideration to the number of \ 
times they are turning over their stock, but are assum- • 
ing that everything is hard to get, and are carrying ; 
larger stocks in some cases than is really necessary. 
There should be enough goods to go round if we had 
proper distribution, and everyone was endeavoring to 
see how rapidly they could turn their money. 

Worth Emphasizing 

We think the fault of many merchants has been in 
not anticipating their requirements far enough ahead, 
and not giving sufficient attention to their collect] ons. 
They have been too slow to buy aUd too slow to collect. 
We find that many merchants now are going through 
their stock and inventorying items which they wornd 
not replace if they were sold, obsolete goods, drop 
stock and broken lines, and are cleaning them up while 
they have a fine market and whilst there is a shortage 
of goods. The more attention that can be directed 
towards rapid turnover, the sounder and more profitable - 
the business will be. It is the old stonr of the Nimble 
Sixpence. We believe you are doing the trade a great j 
benefit by emphasizing this fact at this time. 

Yours very truly, 

MOBLEY BROTHERS, i 
Saginaw, Mich. R. C. Morley, Pres. , 


ORDERING FROM THREE TO SIX MONTHS 
AHEAD 

Editor Hardware World: 

We are ordering ahead on our goods from three to 
six months, and we now have in our files orders that 
are over a year old. 

We do not like to do business this way, but it 
seems necessary to place orders considerably ahead. 

We do not know what to expect regarding prices, 
but we do not see any opportunity for lower prices at 
the present time, ana we believe that conditions are 
about as stated recently by Fayette R. Plumb, that the 
merchant takes a good deal more chance of loss by not 
having stock than he would on account of the lowering 
of prices. 

Undoubtedly, the labor wages are to stay up for 
some time to come, possibly one to five years, and if 
the prices of labor are kept up that will naturally keep 
up other prices. There are goods on the market which 
are being sold at from 300 per cent to 600 and 800 per 
cent above normal prices, and it seems to us tnat 
such goods will very i aturally decline, but the hard¬ 
ware, as a rule, does not seem to be over 100 per cent 
above normal prices and we do not think there will be 
very much of a decline on that for some years to eome. 

This is about as we size up the situation at the 
present time. We do not think the time for lowering 
prices is as near todav as we thought it was the 1st of 
January, 1920. Yours very truly, 

BARRETT HARDWARE CO., 
Joilet, HI. E. M. Moore, Vice Pres. 
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After All, There’s Only One Best 


There are, of course, 
imitations, not only 
of the article, but of 
the name as well, but 
imitation, you know, 
is the sincerest flat¬ 
tery. And there’s only 
one 


Two Burner Kit closed, equipment 
packed inside 


Four Party Suit Case Outfit 


Furthermore, there’s no other camp stove for which there is such a 
growing demand. No other camp stove has such a strong advertis¬ 
ing campaign behind it. 

The Auto-Kamp-Kook-Kit literally sells itself once it is displayed, 
it fills a long felt want and motorists are quick to see its value. 
This is a specialty that will net exceptional profits with quick 
turnovers. We have an interesting proposition for live dealers. 
Write or wire today. 


Prentiss -Wabers 
Stove Co. 

18 Spring Street 
GRAND RAPIDS, WIS. 


Two Burner Kit and equipment open 


Digitized by 


mjr ** 



\l 

§yp 


PP| 

V 

Ji 

i\ mM 


























168 


HARDWARE WORLD 


THESE LETTERS SHOULD HELP 70U DECIDE TOUR POLICY 


PAYETTE R. PLUMB’S ADVICE 

Just a little in advance of our sounding of the 
trade as to the policy for merchants to pursue in 
the buying and the conduct of their business during 
the coming year, Fayette R. Plumb, president of 
Fayette R. Plumb, Inc., contributes an article along 
the same lines. 

Answering the question, “How Shall I Buyt" 
we quote this extract from Mr. Plumb's article, as 
being representative of his thought and advice to 
the merchants. 

When a retailer finds that his stock of some particu¬ 
lar line is coming in faster than it is going out, he will 
be wise to analyze the situation to see if the same 
condition applies to other retailers; whether sales of 
this line are growing less in volume and whether it is 
becoming easier to get a supply promptly. Production 
is surely increasing. Each line should be watched to 
see if the demand is beginning to be satisfied. When 
this time comes, the interesting question is, whether 
the general tendency toward lower prices, coupled with 
smaller orders from retailers to the jobbers and from 
the jobbers to the manufacturers, wul lead to forced 
sales on smaller margins of profit or even below cost, 
in spite of continued advances in the cost of manufac¬ 
ture. This probably will be the result in some cases. 

With such a prospect before him, the careful mer¬ 
chant will not be persuaded to buy what he does not 
want. He must bear in mind that the important ques¬ 
tion is the relation between supply and demand for 
each particular line of hardware in his stock. He 
should not be misled by the clamor for lower prices 
into believing that any line is unsalable on account of 
the price if sales are actually keeping up. Any gain 
to be derived from bargain prices will be negligible, 
compared to the advantage of keeping an adequate 
supply of salable items and no oversupply of the lines 
on which the sale is falling off. 

We believe that the best policy for the next six 
months is to be cautious but alert; to keep one eye on 
the demand and the other on the supply; to realize 
that to serve our customers we must keep an adequate 
supply of the standard essential items, but that to 
save ourselves we must check any tendency toward 
buying more than we can sell, and that to pursue this 
policy correctly we must study each line separately, 
according to both the demand and the supply. 


BUY STAPLES WHEN YOU CAN 

Editor Hardware World: 

As long as demand is ahead of supply; getting the 
goods is the all important feature, as the price will 
take care of itself; that is, you need not worry about 
vour profit; profit will bear a good margin and many 
times more than could be realized on a turnover under 
conditions when merchandise is plentiful and competi¬ 
tion is rife. 

Watch the market and when you have an oppor¬ 
tunity to buy staples buy them and buy them liberally, 
because later on when you need them badly the chances 
are you will not be able to get them and thereby lose 
the profit you would have if you had goods and had 
been a little more foresighted. At present one can 
seeure on the local market hemp rope, grindstones, qual¬ 
ity axe handles, linseed oil, and a very limited stock of 
flat galvanized sheets and corrugated roof sheets. A 
short time ago shovels and axes were plentiful, today 
thev are scarce. Buy when the goods are here, ask the 
salesman calling on you for information. 

MARSHALL-WELLS HD WE. CO., 
Spokane, Wash. W. R. Reinhardt. 


OUTLOOK FOR ELECTRICAL APPLIANCES 
VERY BRIGHT 
Editor Hardware World: 

We have been encouraging our trade, both dealer 
and jobber, to place their future delivery requirements 
with us for this fall, and even for the spring of 1921. 
But we ask them to do this conservatively, for their 
own sakes, as well as for ours. We do not want them 
to overbuy or place so-called “insurance" orders. 

We look for a steadv demand during the fall and 
holiday season, and while deliveries are easing up 
somewhat, we do not expect them to be easy. One of 
the most serious considerations is the traffic condition, 
which continues to embarrass shipments to and from 
the manufacturer, and which in the fall may become 
much worse. 

It is evident that the trend is turning somewhat 
downward on basic commodities; that the public is 
buying on a more conservative basis, and that there has 
been a reaction in silk, woolen and leather goods trade. 

The outlook for electrically heated appliances, how¬ 
ever, especially on account of their convenience and 
labor-saving characteristics, is very bright. This field 
is only in the beginning of its development, and its 
natural expansion will in our judgment more than off¬ 
set any general business reaction which can possibly 
be foreseen in the next year. We do not look for any 
lower prices this year; inasmuch, however, as all the 
electric heating appliance trade is placing orders for 
shipments at prices in effect at date of shipment, the 
purchaser gets the benefit of any reduction. 

Yours very truly, 

EDISON ELECTRIC APPLIANCE CO., Inc., 
Chicago, HI. H. J. Manger, Sec. 


STEEL AND LABOR BIG FACTORS 


Editor Hardware World: 

Our business consists of heavy steel, bars, angles, 
bolts, rivets and supplies for the corporations, public 
utilities, railroads and industries, and therefore goes 
to the large consumer; but the same idea which regu¬ 
lates the purchase of these commodities for this type of 
buyer concerns also the interest of the retailer. Of 
course, the basis of the hardware business is steel, to 
which we look as the barometer of our trade. 

When you consider that about 75 per cent of the 
cost of manufacturing any article, including steel, is 
labor and that the country is suffering for houses and 
buildings of all types, that the production in the steel 
line has in no way caught up with the demand, we 
cannot possibly see the breaking of the market in the 
near future in the steel business, and our advice is 
that merchants should keep their stock up to normal. 
We do not believe it time for speculation or for an 
overstock, but to pursue a policy that would allow 
stock to dwindle in our opinion would be a folly. 

“Getting goods" is particularly made more difficult 
by the fact that the railroads have been suffering from 
lack of equipment during the last four years and we 
hear of thousands of tons of finished products held up 
in the yards of the steel mills in the Pittsburg and 
Youngstown districts which are unable to move because 
of lack of cars. Local shipments and freight of all 
kinds is very slow. We have had a number of ship¬ 
ments made to us from Atlantic seaboard points in 
February arriving in July, which is indicative. 

We believe, however, that these conditions will 
iron themselves out within a year and we can look for 
normal affairs during 1921. 

Yours very truly, 

W. T. McFIE SUPPLY CO.. 


Los Angeles, Cal. 
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Enthusiasm 

That Diamond Tires Evoke 

J UDGE from the following letter from 
Mr. Lundblade, of Eureka, California: 

“My real success began at the time I took on the Diamond 
line. In a few short weeks I was able to point to a line-up of 
cars and say with great satisfaction, ‘Count the Diamonds. 9 
And those who counted soon realized the growing popu¬ 
larity, and fell quickly into line. 


“The reasons for the popu¬ 
larity were not hard to find. 
First, there was the inherent 
quality of the tires. The fact 
that they wore well — that 
they looked well—that they 
served the owner for a 
period usually far beyond 
the adjustment basis, with a 
minimum of trouble. Second¬ 
ly, there was the character 
of the men behind the goods. 
The faith they had in the 
tires they were making. The 
willingness they evidenced 
to make good wherever and 
whenever a fault appeared. 


“So my business has grown. 
Today Diamonds are to be 
found on more than half the 
cars in my community. I am 
making money, building up 
daily a larger and better bus¬ 
iness, because I am selling 
satisfaction—a satisfaction 
that is made out of quality 
and confidence. 

“Three years ago my capital 
was very small. Today I am 
located in my own building 
which was just recently com¬ 
pleted at a cost to me of 
$40,000. 99 


THE DIAMOND RUBBER COMPANY 

Incorporated 

AKRON, OHK) 

Diamond 
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YOU MUST HAVE THE GOODS IN ORDER TO SELL THEM 


URGE PLACE SPRING ORDERS EARLY 

. Editor Hardware World: 


s In view of the fact that it is always easier to place 
f orders early than to ship early, I believe that as a 
i general proposition it is more advisable for the trade 
i to place spring orders early by estimating their re- 
* quirements in advance. 

j It gives the manufacturer an opportunity to regu- 
j late his production, which means an effect in savings, 
\ the benefit of which is passed on to the retailer. Allow- 
j ance is always made for a certain percentage of can- 
\ collations. 

; It is the custom of the tire trade to issue a price 
‘ protection on merchandise on hand bought within sixty 
or ninety days from date of purchase, so the dealer is 
: well protected. 

In fact, I do not see how the tire business could be 
■; conducted efficiently and successfully without the co¬ 
operation of the dealer in estimating his requirements 
> and placing his orders in advance. 

I Very truly yours, 

j EHMAN TIRE do RUBBER CO., 

j Chicago. H. Jackson, Sales Manager. 


1 

i 
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A NUMBER OF GOOD SUGGESTIONS 

Editor Hardware World: 

We believe that it is verv important for the retail 
merchants to keep up their stocks to a reasonable 
standard. Buying their goods from the nearest jobbing 
center and buying them in reasonably small quantities 
and turn them out just as fast as it is possible, and to 
watch their stock very carefully, and if they find any 
seasonable goods that is not active make an effort to 
distribute it at the season when they should be distrib¬ 
uted and not carry them over uhtil the next season. 
And if they should have any unsalable goods on their 
shelves, get it down, clean it up and sell it. 

It is very imperative on the part of the merchants 
to keep their credit to a high standard, as money 
matters are getting closer ana closer and it is very 
important for him to make collections and insist upon 
his customers paying him promptly for their merchan¬ 
dise. The thing that is now necessary is for each and 
every one of us to go to work with the full determina¬ 
tion to put in good time anu make a special effort to 
produce something in some form and try to get every¬ 
one else to do likewise. That will soon adjust the 
conditions in this country s they will be thoroughly 
satisfactory to us &1L 

Yours truly, 

VAN DEREN HDWE. CO., 
Lexington, Ky. J. F. Van Deren, Pres. 


NO DECREASE IN THEIR OWN LINE 

Editor Hardware World: 

It is our opinion that the trend of the market is 
somewhat slower, but we feel that it will still be 
quite some time before there is any material change. 

We would not, therefore, advise delaying the plac¬ 
ing of orders as covering actual requirements, although 
we believe a conservative policy to be in order. 

As far as our own line is concerned, consisting of 
Acid Proof Aprons, Collapsible Steel Stools, Collapsible 
Buckets, etc., we do not anticipate any decrease in our 
prices before the first of the year, and possibly not 
for quite some time thereafter. 

Yours truly, 

THE DEFIANCE WELDING CO., 

' Defiance, Ohio. F. A. Bokop, Gen’l MgT. 


A SOUND, CALM OUTLOOK AND POLICY 

Editor Hardware World: 

As wo view the situation from our close observa¬ 
tion of market conditions, demands on trade, ability of 
the manufacturers to supply raw materials, and from 
every angle that it is possible for us to see it, we can¬ 
not see where there is any occasion for any of us to 
lose faith in the future. While it is possible that 1 
there will be a few showers, we hardly look for heavy 
rain; and while it may be well to look into the ; 
locker to make sure that you are the possessor of an ' 
umbrella and a raincoat, can see no particular reason 
for putting them on. 

It is true that prices on some merchandise are 
going to be lower. It is also a certainty that other 
lines of merchandise are going to be not only higher- 
priced, but scarcer than ever. With strikes in the prin¬ 
cipal steel and iron industries throughout the East, 
freight rates advanced, adding another three billion 
dollars to the cost of living of Mr. Consumer, we can¬ 
not see where anyone who works for a living can pos¬ 
sibly get along on less than they are being paid today 
and the chances are a great many of them will de- , 
mand and receive still further advances. 

In our opinion, politics have had but very little to 
do with conditions prevailing during the past several 
months and now that nominations have been made, 
each party knows where the other stands, and we do 
not think that politics will interfere to any extent with \ 
conditions affecting merchants or merchandise through- j 
out the country. ’ 

We have been warned that merchandise was going 
to be hard to get, that railroads would be congested, 
and that in order to be in position to take care of our | 
trade it will be necessary for us to anticipate our re- | 
quirements as far ahead as possible. It is natural 
that we have taken the advice of the big manufae- j 
turers as we have found in the past that it was abao- | 
lutely reliable, and that to disregard it only meant 
disaster. 

Demand for merchandise in all lines has been tre- j 
mendous. Naturally our orders with the manufae- , 
turers have been heavy. Knowing that it was more 1 
than likely that our orders would be cut down and only 1 
partial shipments made applying to each of them, we 
have specified even beyond our possible requirements. 

We do not feel at all alarmed over this condition 
but on the other hand are patting ourselves on the 
back because we feel that we are going to be in posi¬ 
tion to take care of the coming fall and winter trade 
even better than it has been possible before. We are 
not buying today in large quantities but are being very 
careful to see that our stock on any common item of 
merchandise, does not run too low. 1 

We feel that the merchant who looks carefully to 
the selection of his stock, makes a careful survey of j 
the possible requirements of the trade in his territory, , 
places himself in position to cater to that trade in a 
manner that will give them satisfactory merchandise 
at prices consistent with market conditions, is bound 
to win out. i 

LICHTENBERGER FERGUSON CO., 

Los Angeles. W. G. Gordon, Sales Manager. 


A feature window display by the Le Clerc Hard¬ 
ware Company of Hoquiam, Washington, recently, 
showed a road through the woods with a stream of 
water, in which were swimming live fish. Rustic sign¬ 
boards along the way direct tourists to the Le Clerc 
Hardware Store. The window naturally attracted at 
tention and those who looked in are reported to have 
taken the hintr^* 
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THE COURAGE OF 
CONVICTION 

The conviction of the pioneer that he was a match 
for at least five Indians resulted in a courage 
that swept all before it on the route overland . 

There is not one “unique” construction method or deceiving 
special process used in the making of Overland tires. There 
are no radically different “features” for tire buyers to argue 
about with distributors and dealers. 

The Overland Tire & Rubber Company is convinced that 
aggressive distributors and dealers do not care to pioneer with 
an unusual tire or an unusual sales and advertising policy. 
Both Overland tires and Overland policy are standard. 

If you are interested in tires and tubes that follow the line of 
least sales resistance, today is none too soon to write or wire for 
further particulars. 

The Overland Tire & Rubber Co.. 

Dept. A 

Omaha, Nebraska 
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CAPTAIN J. B. LANGDON SUCCEEDS AN- 
DREW CARRIGAN AS VICE PRESIDENT 
AND GENERAL MANAGER 

Of interest to the trade generally and espec¬ 
ially on the Pacific Coast is the recent announce¬ 
ment that Andrew Carrigan, vice president and 
general manager of Dunham, Carrigan & Hay¬ 
den Company, San Francisco, has resigned his 
position and has severed his connection with 
the institution with which his name has been 
for so long connected. 

Mr. Carrigan feels that after a service of 
some thirty-five or forty years in the hardware 
business, he is entitled to a well earned rest, 
and he has disposed of his interests in the in¬ 
stitution that he may fulfill his desire. 

It is hard to conceive that a man as active 
as Andrew Carrigan should permanently retire 
from business, and we should not be surprised 
to hear of his being drafted back into the hard¬ 
ware service after a period of rest and relaxa¬ 
tion. 

Captain J. B. Langdon, who has been vice 
president and superintendent, now assumes the 
additional duties and title of general manager. 
Captain Langdon has been identified with Dun¬ 
ham, Carrigan & Hayden Company for the past 
eight years or more, and has a thorough under¬ 
standing of the management of the business in 
all its details. No institution in the West stands 
higher with the trade or enjoys the prestige and 
confidence of the trade to a greater extent than 
Dunham, Carrigan & Hayden. 

Mr. Brace Hayden, long known as the dean 
of the hardware trade, will continue as presi¬ 
dent. 


CRAZY TIMES 

Strike and the world strikes with you, work 
and you work alone; our souls are ablaze with a 
bolshevik craze, the wildest that was ever 
known. Groan and there’ll be a chorus, smile 
and you make no hit; for we’ve grown long 
hair and we preach despair and show you a 
daily fit. Spend and the gang will cheer you, 
save and you have no friend; for we throw our 
bucks to birds and ducks and borrow from all 
who’ll lend. Knock and you’ll be a frost; for 
the old sane ways of the prewar days are now 
from the program lost. Strike and the world 
strikes with you, work and you work alone; for 
we’d rather yell and keep raising Hannibal, 
Mo., than strive for an honest bone. Rant and 
you are a leader, toil and you are a nut; .’twas 
a bitter day when we pulled from the old time 
workday rut. Wait, and there’ll be a blowup, 
watch and you’ll see a slump; and the fads and 
crimes of the crazy times will go to the nation’s 
dump. Walt Mason, in Daily News. 


4 'Some people are so methodical that that 
is all that they ever will be.” 


DELAYING ORDERS WILL NOT REDUCE 
PRICES ON STROPS 

Editor Hardware World: 

The acquaintance of the writer with the leather busi¬ 
ness extends over a period of 33 years, 17 of which 
were spent in the manufacture of razor strops, and the 
opinion herein submitted must be from the standpoint 
of an allied industry rather than that of the hardware 
business. 

The following figures are obtained from files, cov¬ 
ering the entire business life of our organization, 
beginning with 1903, and show that grain leather has 
made a total advance of 400 per cent in price since 
that date, and during the past three years has main¬ 
tained an average increase of 33 1-3 per cent each year. 
Shell leather, known to the trade as 44 butts ’ 9 and 
used extensively in the shoe business, was not affected 
by the upward movement until 1914, and since that time 
has advanced 580 per cent. 

Hardware has advanced 400 per cent in five years; 
labor, 290 per cent; linen fabric and linen thread, 600 
per cent, while chemicals and coloring material in some 
instances have advanced 1000 per cent in the same 
period. The slight reduction in recent quotations on 
raw leather has been offset by the very considerable in¬ 
crease in cost of labor and the various materials used 
in the tanning process, so that the finished product has 
not been reduced in price. 

We note that tanned leather has not decreased in 
price at any time during the 17 years covered by our 
research, and with occasional periods of temporary 
stability has maintained an annual average increase of 
14 per cent; the rise in price of associated products, 
while accomplished in a snorter period, has been more 
rapid and equally great. 

In our judgment, these conditions will continue for 
an indefinite period, certainly not less than one year 
in duration, and any artificial curtailment of demand 
at this time will serve only to postpone production, and 
will militate against an early return of normal condi¬ 
tions by adding to the already numerous difficulties of 
the manufacturer, that of an uncertain market, to be 
followed in all probability by an avalanche of belated 
44 rush orders.” 

There does not appear to be any reasonable prospect 
of obtaining lower prices by such a course, and we 
consider further advance entirely possible. The policy 
being followed by our firm, and which we would rec 
ommend to the trade, is to purchase all the goods 
available and to place orders for future delivery at 
present prices whenever this can be done. The main¬ 
tenance of production and the continued employment 
of labor seem to us the only logical methods to stabilize 
business and to secure a return to more desirable 
economic conditions. 

Very respectfully yours, 

ALLEGRETTI MFG. CO., 

Geneva, N. Y. A. L. AllegrettL 


A colored lady upon returning a pair of 
silk stockings was asked if they hadn’t come 
up to her expectations. She replied, “No, but 
they wuz long enuff.” 


You will lose some good customers this year 
through unavoidable conditions—death, re¬ 
moval, etc. What are you doing to secure other 
good customers in their places? 


W$ recall the remark made by an ardent pa¬ 
triot back in 1917 when we entered the war: 
“We are the last to start fighting, but dod 
gast it, we’ll be the last to quit!” 

How’s that for prophecy? 
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CALIFORNIA CONVENTION AT YOSEMITE 

Members of the Northern Division of the California 
Retail Hardware & Implement Association will combine 
the beauties of the Sierra Nevada Mountains with a 
consideration of hardware problems and trade pros¬ 
pects for the year at the semi-annual convention in 
the Yosemite Valley, September 7. 

The date selected is particularly appropriate, since 
it comes during a week when there are two other holi¬ 
days, Labor Day, September 6, and Admission Day, 
universally celebrated in California, September 9, will 
make the week broken so that the members are plan¬ 
ning on the week's trip to the Yosemite Valley at which 
time the Convention will be held. Headquarters will 
be maintained at Yosemite Lodge. 

Secretary Roy Smith has made all arrangements for 
a combined outing and business meeting, and President 
G. A. Gutman will be in the chair for the first time. 


SOUTHERN CALIFORNIA MEETING AT 
RIVERSIDE 

The semi annual meeting of the Southern Division of 
the California Retail Hardware & Implement Associa¬ 
tion will be held September 29 at Riverside, California, 
and Secretary J. Glenn Marks has the energetic Orange 
Clipper Club working with him in making the arrange¬ 
ments. The Glenwood Mission Inn has been secured 
for the day and everything points to a most profitable 
and pleasant meeting. The hardware manufacturers, 
jobbers and salesmen have been invited to visit with 
the merchants that day. 


ELITE COMPANY’S RELIABLE JACKS 

The “Reliable’’ Jacks of the Elite Mfg. Co., of 
Ashland, Ohio, are described in its June, 1920, catalog. 
It is the claim of the companv that it makes a jack 
for every purpose, and the catalog proves it. 



KNOW WHAT L COMING BEHIND YOU AND 
BE SAFE BY INSTALLING A 


“COP-SPOTTER” 

Bear View Mirror 

Made of finest quality plate glass with 
ground edges. Mounted in a finely finished 
nickel-plated frame. Can be attached and ad¬ 
justed on any open or closed car in a few minutes. 
Vibration proof. 

Price $4.00 

Jobbers and Dealers 

We have an interesting proposition for you. 
Manufactured by 

BERGER & COMPANY 

208 W. 11th St., Lo* Angeles 


STEARNS’ 

“LOCK-FAST GATE” 


The Silent Watchman for 
Service Tanks and Barrels 



Drip, Drizzle and Unauthorized 

Drawing Positively Prevented 

Made with Wood and Met¬ 
al Screw Thread. With 
and without flange. Pop¬ 
ular with garage men. 

Locks not supplied. Any 
padlock up to % in. may 
be used. 

Write for Descriptive Price List 

E. G. STEARNS & GO. 

200 Onieda St., Syracuse, N. Y. 


Nationally known tire concern, thanks 
to certain fortunate circumstances, is able 
to take on the manufacture of a special 
brand tire with any tread design desired. 

For further particulars address 

RUBBER CORPORATION OF AMERICA 

240 West 55th St., New York 


KNOWLSON SPRING SPREADERS 


No. 1 Nickel Plated 
and polished.. .#2.00 


No. 

lah 


Onnmetal fln- 

.#1.6# 



lee? to operate. Vita any spring. All dealers, or sent prepaid 
Spring Leaf Lubricator Co^ 10OS Foraet Avo.. Am Arbor. AM. 


flnbreakable OilGautje 

Sot your Ford 



/iLLmetal gauge, cannot be 
** broken by a flying stone. 
Consists of a metal chamber 
containing a float to which is 
attached a rod with a white 
ball which indicates amount 
of oil in can. Easily installed. 
Sold by dealers everywhere, 
or prepaid on receipt of price 
Apco Mfg. Co. - Providence 
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The Keokuk Plan calls for special exclusive 
territory guarantees to distributors and dealers 
and field sales and advertising co-operation. 
Standard Four distributors are protected 
against factory domination. Your business 
remains permanently your own. 


As Glides the Indian Canoe 


S MOOTHLY, silently, without jolt or jar, 
glides the well-appointed car on Standard 
Four Tires. As the Indian canoe moves swiftly 
through the rock-spotted rapids. Standard 
Four Tires will negotiate the roughest roads 
without mishap. And the gasoline bill is waste- 
tax exempt. 


On the banks of the great Mississippi, at the 
home of old Chief Keokuk, a new ideal in tire 
building has been realized. By standardization 
of processes and marketing policies, a quality 
tire has been attained at ordinary prices. 


Write today for details of the plan. 


STANDARD FOUR TIRE COMPANY 

Dept. T KEOKUK, IOWA 


Branches at 

Indianapolis, Ind. 245 N. Penn Street 
Los Angeles, Cal. 342 W. Pico Street 
Atlanta, Gn. 2 Court land Street 

Denver, Colo. 1700 15th Street 


Standard Fourllres 

"Chief of the Tire Thbe" 
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POLICY OF A SUCCESSFUL RETAIL MERCHANT 


A RETAILER’S THOUGHTFUL ANALYSIS 

Editor Hardware World: 

You ask me 44 what I think should be the policy of 
retail merchants in placing their orders and specifica¬ 
tions for the coming season.'' 

Waiting is a poor policy for any merchant to adopt. 
Waiting for a decline in prices before buying is as 
bad as buying goods and waiting for advances before 
selling. Either one is speculation, and not good busi¬ 
ness. The “turnover" is what counts in successful 
merchandising. 

One of my men said to me last week: 44 If we buy 
100 kegs of nails today for $400.00, and we sell them 
for $500.00, and they advance and we have to pay 
$500.00 for the next 100 kegs, we haven't made any¬ 
thing.' ' I said: 4 4 That is not true. We made $100.00, 
and we make another $100.00 on the 100 kegs we pay 
$500.00 for." He said, 44 Why not hold the first 100 
kegs until they go up and make the $200.00 on themf 
In that way we only handle 100 kegs and make just 
as much profit as we would to handle 200 kegs." 

I wish my competitors would look at it that way. 
I would be supplying their customers with nails while 
they were holding them for an advance, and while they 
are waiting, their overhead expenses are running the 
same as mine. The only difference is that I am serving 
the trade and they are not. One is merchandising— 
the other is speculating. 

I am trying to keep my assortments up the same 
today as I did when prices were low. Why notf It 
is true I am more conservative now than before the 
war, but I buy and sell on the market all the time. I 
anticipate my wants and place orders in advance the 
same now as I have in the past on all implements and 
such hardware as I must have to insure prompt delivery. 
I prefer and do buy, of course, as I need the goods as 
for as possible. 

I am more cautious now than when goods were 
cheap, but that is all. I can't do business unless I 
have the goods to sell, and if they go down on me, 
they will go down on my competitor the same, and we 
will be as slow as possible in following the decline, and 
maybe unload before losing much. No merchant can 
make much profit on a continuously declining market, 
but at that, you must keep your stock up or go out or 
business. If we have been good merchants the last 
two or three years, we can stand a little loss and not 
break us, but, if we have been scared all the time 
during the high prices and haven't kept up our stock, 
we haven't made very much. 

Fluctuation of prices rarely ever makes or breaks 
a good merchant. It is the plunger that usually goes 
broke or gets rich quick on a fluctuating market, and 
more often he goes broke. If you keep on selling, you 
must keep on buying. I know men who have money and 
are fairly good business men who have remained out 
of business for the last five years through fear. When 
goods were cheap, they argued that they were so cheap 
they couldn't make anything and that they would have 
to handle too many goods for a little profit, and when 
they got high, they said they were too high, and would 
wait until they got cheaper. As a result, they are still 
waiting, and, upon the hypothesis they will continue 
to wait the balance of their lives. The same thing 
will apply to the man in business. If he waits for 
goods to go down he loses, and if he waits for them to 
go up, he loses. Suppose we adopted the waiting process 
on clothing for our bodies and the food on our tables. 
I know men who have been figuring on building a home 
for the past twenty years and thev are still waiting, and 
when Gabriel blows his horn, they will be waiting still 
There is absolutely nothing gained in waiting, but all 
in doing. Yours very truly, 

Hot Springs, Ark. HAMP WILLIAMS. 


PAINT MATERIALS SCARCE FOR SIX 
MONTHS 

Editor Hardware World: 

So far as paint materials are concerned—we do not 
anticipate a lower price, but we do anticipate a short¬ 
age in supplies. At the present time, there is a decided 
shortage in the market on silica and whiting dry 
colors, etc. 

The paint manufacturers are competing as best possi¬ 
ble, to buy supplies. This naturally will make a short¬ 
age in the market for the dealers, when the paint manu¬ 
facturers are so short themselves, and we would urge 
all jobbers and dealers in the hardware line who handle 
paint material to get their orders in and anticipate 
their wants as far ahead as possible. 

Another matter that is seriously inconveniencing 
that trade at the present time is the coal shortage, 
which is shutting down a great many plants, also the 
railroad situation, as the railroads are trying to handle 
more freight than they really should try to handle, with 
present equipment. It is taking shipments four or 
five times as long as normally to reach.destination— 
after these shipments have gone forward. The uncer¬ 
tainty of raw materials at the present time is such that 
dealers will make no mistake, at present prices, to 
put in what stock may be wanted for the next six 
months. Yours very truly, 

TAMMS SILICA COMPANY, 
Chicago. T. J. Peterson, Pres. 


PAINT PRICES WILL HOLD THROUGHOUT 
THE YEAR 
Editor Hardware World: 

As far as the paint business is concerned, we will 
probably not get lower prices until after the first of 
the year at least. It is true that linseed oil will be 
considerably lower later in the fall, but it is always 
necessary for the paint manufacturer, in order to guard 
his interest, to carry a large stock of all raw materials, 
and we feel that this naturally will keep back the 
decline of prices until after the first of the year. 

In varnishes we do not look for any decline what¬ 
ever, even after the first of the year, for the reason 
that turpentine and naptha are very high in price, and 
varnish gums are not only very high, but are very hard 
to obtain. 

We, of course, do not wish to advise anyone in 
regard to buying, but if we were operating a paint 
store we would undoubtedly buy cautiously, but at the 
same time insure sufficient stock to take care of our 
business up to the first of the year at least, without 
running short and placing ourselves in a position where 
we could not handle the trade satisfactorily. 

Yours very truly, 

THE GLIDDEN COMPANY, 

D. J. Tight, Vice Pres, and Gen. Mgr. 


MORE LIKELY INCREASE THAN NOT 

Editor Hardware World: 

It is our belief that prices on the general run of 
material, such as we use, will hold for some time to 
come, and we are basing our purchases accordingly. 
Also we believe that our present selling prices will 
stand for the balance of tue year at least, and the 
chances are if any change takes place it will be an 
increase rather than a decrease. 

Very truly yours, 

O. J. CHILDS COMPANY, 

Utica, N. Y. G. H. Litchfield, Asst. Sales Mgr. 
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SILVER LINING IN EVERY CLOUD 

Editor Hardware World: 

Up to the first of June our business ran very little 
under that done in 1919, but since June we have had a 
very perceptible falling off in trade. A part of this 
due to local conditions and a part to conditions which, 
I believe, are affecting this section of the country 
generally. This particular section suffered during the 
summer and fall of 1919 a very severe drouth, very 
little feed was gprown, and practically all of the farmers 
and stockmen in this section were forced to buy high 

S riced feed to go into low priced hogs and beef cattle. 

[any of these farmers and stockmen strained their 
credit in this way. 

This section is again suffering from a drouth, having 
had little rain since June, but conditions are better 
in this respect than last year. Corn has been cut at 
least 30 per cent. Wheat is turning out a poor yield 
per acre, while oats have been fair to good, hay fair 
to good and apples about 60 per cent of last year’s 
crop. Tomatoes are in excellent condition, and if we 
have rains within the next we k, will bring in considera¬ 
ble money. The section around Marionville grows 
considerable fruit, shipping in good seasons about four 
hundred cars of apples and about 50 carB of straw 
berries. 

The local conditions, together with the tightness of 
money have hurt business. During the last sixty days 
I have talked with quite a number of merchants in 
this section and practically all of them say their 
business is considerably under that of last year. The 
agitation in favor of reducing the high cost of living, 
and the prevailing belief that prices are coming down, 
have also had a considerable effect. 

We do not expect any appreciable decline in hard¬ 
ware in the near future. Hardware jobbers are unable 
in many instances to supply the most staple articles in 
their line, and until production is increased we cannot 
reasonably expect a reduction in prices. 

Because of the difficulty in getting goods, the 
hardware dealer must work harder than ever. Freight 
conditions have made it necessary to buy closer at 
home; in many cases paying a higher price to a near¬ 
by jobber in order to insure getting the goods and 
getting them without delay. 

It is our belief that conditions this fall will be 
better. We believe the policy of the hardware dealer 
should be to carry a good stock; stock will require 
more careful attention than ever before. Placing orders 
and specifications for future deliveries should be done 
as always—conservatively—not overbuying or speculat¬ 
ing, but up to requirements. 

Yours truly, 

U. L. COLEMAN HARDWARE CO., 
Marionville, Mo. Byron R. Coleman. 


BUSY ALL SUMMER 

Editor Hardware World: 

Where we are not absolutely guaranteed against 
decline we are buying scarcely enough to keep our 
stock as nearly well assorted as we possibly can. 

We all know the hardware business is and has been 
a problem. Buying futures is a gamble against the 
buyer unless, .as we sav he is protected. Business has 
had no let up with us this summer. We are busy. 

Yours truly, 

PASADENA HARDWARE CO., 
Pasadena. Jos. Welsh, Pres. 


John Geissler is one of those old school hardware 
and plumbing merchants of the Northwest who has 
become convinced of the soundness of automobile ac¬ 
cessories. He is proprietor of the Square Shop at 
1113-15 Tacoma Ave., Tacoma, and his motto is carried 
out in fact in the conduct of the auto accessory business 
there. 



Kleen-a-Pipe 

Will clean out 
that stoppage 
in two minutes 


etc.,without fear of injury 


Demanded by 
every housewife 
because it works 
instantly. N o 
mixing. No de¬ 
lay. Just shake 
the fine powder 
into the drain 
pipe and turn 
on the faucet. 

Removes 
wood, paper, 
cloth, grease, 
to the plumbing. 


DON’T CALL THE PLUMBER 


Keep a handy can on hand. It cleans, 
protects and disinfects. 


Your jobber sells the 75c 
Home Size can 9 packed 
two dozen to the case 


ORDER A CASE TODAY 

CEDAR-SWEEP CO. 

SAN FRANCISCO 


DIXONS 

Ticonderotia 

FLAKE/ 

GRAPHITE 


DIXON’S 

Ticonderoga Flake Graphite 

THE WORLD’S STANDARD 

Thousands of dealers throughout the 
world consider Dixon’s Flake Graphite 
indispensable to their stock—a 90-year 
reputation has built up a steady demand 
for it. 

Your customers ask you for it—can you 
supply them? 

Write for Booklet No. 230-C and prices. 

Made in JERSEY CITY, N. J., by the 

JOSEPH DIXON CRUCIBLE COMPANY 

Established 1827 
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HARDWARE BUYERS ARE CONTINUING ACTIVE 


GOOD PROSPECTS FOR SATISFACTORY 
BUSINESS 

Editor Hardware World: 

We have never been a believer in speculating on 
possible advance on cost of merchandise. We do be- 
i lieve, however, that orders should be placed in suffi- 
\ cient quantities to make freight shipments and also 
j avoid daily pick-ups on all lines that are in any way 
j staple. 

5 Shipments by express and parcel post should be 
j avoided as far as possible, as the expense is out of 
s proportion to the value of the goods and the cost of 
£ handling, including the passing of invoices, checking 
| material in, etc., on the small shipments amounts to 
[ practically the same as it would on a shipment large 
j enough to go by freight. Hence the saving in clerical 
( expense alone and time spent on small shipments 
| amounts to considerably more than any interest on the 
investment for a stock order, 
j j We do not understand that there is any particular 
i restriction on credit for legitimate business, but mer¬ 
chants doing speculative buying we believe would imme¬ 
diately find their banks unwilling to help finance 
Same. It is a time, however, for close collections. We 
find a tendency all the way through merchandising 
from the manufacturer and necessarily through the 
jobber to insist' upon prompter payments. 

J The manufacturer is very urgent in this and neces- 
Jarily the jobber must get his money in from his sales 
to satisfy the manufacturer. Therefore the retail mer¬ 
chant should watch closely their collections so as to 
keep their credit irp with their supplier and this will 
tepp to steady .business conditions generally and avoid 
uneasiness on thepart of the trade generally. 
t Regarding the future outlook for business, we cannot 
j help but feel that there is a good prospect for a satis- 
factorv business for a long time to come. Prices neces¬ 
sarily are going to be higher, as compared with the old 
levels, but we must recognize that conditions have 
changed and that the demands of labor and the ineffi¬ 
ciency of labor today has brought about a condition 
that has set a new standard for prices. 

Yours very truly, 

ELECTRIC APPLIANCE CO., 

C. C. Hillis, Vice Pres, and Treas. 

A new institution in the Southwest is the J. W. 
Brown Hardware Co., Muskogee. Oklahoma, incor¬ 
porated with a capital stock of $30,000. 

The Hawks Accessory Company at 1930 Westlake 
avenue, Seattle, Washington, has become one of the 
main influences in the accessory field in the North¬ 
west. The company carries a complete line of automo¬ 
bile accessories and is also the distributor for Hood 
tires. Mr. Hawks has been connected with the acces¬ 
sory business for six years. The service department is 
one of the secrets of the company’s growth. 

One of the pleasantest advantages that the Ernst 
Hardware Company at Seattle, Washington, enjoys in 
its new home is in having a place to entertain its 
i sixty employees. Monthly get-togethers or ** frolics,” 
j as they are called, are held with stunts, dancing and 
j refreshments. The employees have organized a social 
j club to hold these socials. 

, • 

! One of our good Idaho friends tells us that the 
l Sweet-Teller Hardware Co., Boise, Idaho, recently had 
; a most attractive Window trim in the form of a desert 
f oasis. There was no lack of reality as the real sand 
1 and palm tres were there, and in the center a mirror- 
j like spring, with a camp set up around it completed the 
scene. 


HARDWARE TRADE NOT LETTING UP 

Editor Hardware World: 

While there has been a slight letting up of new 
business for the past thirty days, we find that it 
applies more to the accessory jobbers than to the hard¬ 
ware jobbers, which no doubt is due to the re-adjust¬ 
ment of the motor car industries. 

We have men calling on the dealers and working in 
conjunction with our jobbers and we find that the 
hardware field in general is not letting up in their 
buying in any way and we feel confident that the 
scare will be shortlived and inside of thirty days buying 
will be on a normal basis, as the jobbers’ stock—oi 
those who are not buying now—will be depleted. 

We still have sufficient orders on hand to carry us 
up to October 15, running to full capacity. 

In our opinion, the jobbers will rind it just as hard 
to get our class of merchandise this fall as they did 
a year ago. We are confident that there will be no 
reduction in prices for some time to come. 

Very truly yours, 

AMERICAN GRINDER MFG. OO., 
Chicago, Ill. C. N. Jonas. 

MUST HAVE GOODS TO SELL THEM 

Editor Hardware World: 

There is every reason just at the present time for 
the trade to order their full requirements for fall busi¬ 
ness. Raw material costs are advancing in many cases 
and while there has been a recent reduction in the 
price of linseed oil, that reduction is more than over¬ 
come by the increased cost of other goods, this latter 
being brought about to a degree by the transportation 
situation. This also is a factor which should lead 
buyers to make fall provision for their requirements at 
once. The man who has the goods in stock is the man 
who will be able to supply them. 

Yours very truly, 

E. I. DUPONT de NEMOURS & CO., 
Wilmington, Del. R. W. Sample, Paint & Varnish Div. 

PRACTICE WHAT THEY PREACH 

Editor Hardware World: 

Our advice is to purchase now. We do not look for 
lower prices, with the great demand for all kinds of 
goods, with the high wages of labor, with the great 
demand for all kinds of material, all manufacturers 
being full of orders. We do not see any reason for 
lower prices under those conditions, at least for the 
balance of this year. 

We ourselves have placed large orders for goods 
running well into next year, feeling perfectly safe 
in doing so. 

Yours truly, 

THE FRED J. MEYERS MFG. CO., 
Hamilton, Ohio. Fred J. Meyers, Pres. 

The John McFadden Hardware Company of Santa 
Ana, California, is planning to double its capacity 
by erecting a modern new store building to include the 
present site and more property adjoining. The com¬ 
pany will have 16,250 square feet of floor space when 
the new building is completed. The McFaaden Com¬ 
pany was organized fifty years ago at Santa Ana. 


The Cash Hardware Co., Tekoa, Washington, plans 
an extensive pipeless furnace campaign in its com¬ 
munity during the coming season. A carload shipment 
of the furnaces has been received, and the ten day 
special sale is being widely advertised. 
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COMPLETE CATALOG 
WILL BE 
MAILED UPON 
BEQUEST 


Here are several little accessories that add greatly to the 
comfort, convenience and satisfaction of the driver whose car 
is equipped with them. 

STANWOOD ADJUSTABLE ACCELERATOR FOOT 
REST sells at sight. The user receives lots of comfort from 
this device—relieves leg muscle tension, acting as a foot sup¬ 
port. It can be adjusted to the position of any driver. It is 
a reliable safety device, preventing unintentional accelera¬ 
tion over rough roads, crossings. Price, each, $1.60, List. 

STANWOOD SAFETY STEP PLATES are indispensable 
as safety devices—prevent slipping when entering and leaving 
the car. They also protect the covering on the running board. 

Step Plates are subjected to rough treatment and should 
be built to stand it. Stanwood Plates consist of rubber cov¬ 
ered sheet steel bases, from which solid rubber longitudinal 
ribs project. They always look well and do not discolor and 
mat down. They outlast any other step plate on the market. 

Stanwood Safety Step Plates are manufactured in a vari¬ 
ety of styles, and are priced to meet the requirements of any 
car owner. Type A, $3.70; B, $2.65; C, $1.60; Ford Type, 
$1.60, List. 

STANWOOD ACCELERATOR HEEL PLATE furnishes a 
stable position for the heel when operating the dutch and 
brake. It prevents wearing hole in floor covering of car. It 
is built like Stanwood Safety Step Plates. Price, each $.85, 
List. 

STANWOOD CONFORMABLE HAND PADS add a pleas¬ 
ing appearance to a car. They prevent finger marks and wear 
on finish of car. Made of leather in various grains. Price, 
each, $.90 to $1.80, List. 

STANWOOD EQUIPMENT COMPANY 

308 North Michigan Blvd., Chicago, EL 
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SILVERWARE AND ALUMINUM PRICES WILL NOT BE LOWER 


SILVER MANUFACTURERS ANTICIPAT¬ 
ING HEAVY DEMAND 

Editor Hardware World: 

We anticipate that in our line there will be a 
scarcity of merchandise through the year 1920, and we 
are, therefore, making our purchases and placing our 
orders and specifications based on that theory, striving 
to obtain our materials and striving to increase pro¬ 
duction. 

We feel that in placing our orders early, rather 
than late, while we may be perhaps making a mistake, 
we will be amply paid by having merchandise ana 
materials when others who do not do so will not have. 
We feel that the same condition probably faces both 
the wholesale and retail, and that those who get their 
orders in early will profit much more largely than 
those who delay, hoping against hope that there will 
be a reduction in price or a plenthora of merchandise. 

While silver has been reduced somewhat in price 
within the past ninety days, labor and other materials 
more than offset any reduction that there has been 
in silver, so we cannot feel that silver plated ware 
can possibly be lowered materially in price. 

Very truly yours, • 

INTERNATIONAL SILVER CO., 
Meriden, Conn. George H. Wilcox, Pres. 

EXPECT SHORTAGE IN ALARM CLOCKS 

Editor Hardware World: 

We firmly believe that those jobbers or dealers who 
hold off in placing their orders to cover their fall 
requirements, will find themselves later on unable to 
secure clocks enough to only partially meet their own 
orders. There has been a tendency in some quarters 
to cancel orders—possibly with the idea of reinstating 
these orders or a portion oi them later on. 

This is an unsafe policy, we believe, for any jobber 
to pursue, because any reinstatement of orders means 
that such orders will have to take their place in line, 
and there is every evidence that there is going to be 
an acute shortage in alarm clocks this fall. All clock 
companies are heavily over-ordered and have been all 
the year. Production cannot be increased except to a 
limited extent, and with a tremendous amount of old 
orders still unfilled on the books and with the fall 
season fast approaching, we cannot see anything but 
a big shortage in clocks this fall. 

We believe that prices have reached their peak, but 
there is no possibility, as the situation stands today, of 
any reduction in prices, because the cost of production 
still continues upward instead of downward. 

We strongly recommend that both jobbers and 
dealers plan upon placing their orders early, and at 
the same time conservatively, because thert has been 
a tendency to pyramid on orders in the past, and par¬ 
ticularly does this refer to the watch business which 
has slowed down to some extent, and primarily it is 
to the condition to which we have just referred—more 
than anything else. 

Very truly yours, 

THE NEW HAVEN CLOCK COMPANY, 
New Haven, Conn. F. L. Bradley, Sales Mgr. 


The Detroit Twist Drill Co., Detroit, Mich., an¬ 
nounces a New York sales office at 45 Warren St. 


George A. Legg, president of the Alpha Hardware 
& Supply Co., Nevada City, with a chain of stores in 
Northern California, has sold his interest in order that 
he may retire. Mr. Legg has headed the Alpha Supply 
Co. for over thirty years, and is responsible for the 
growth of the institution. 


PRESENT PRICES ON ALUMINUM WARE 
WILL HOLD GOOD FOR SOME TIME 

Editor Hardware World: 

While conditions are somewhat improved, the labor 
and material markets are still far from settled. 

Our opinion is that present prices will hold good for 
some time. We feel almost positive in saying that 
there will be no reduction this year and perhaps for 
some considerable time after that. Even if prices 
should decline, our customers would be protected as 
far as their unfilled orders are concerned. Practically 
all of the orders on our books are subject to the lower 
rices if unusual conditions should cause a sudden up- 
eaval of the market. 

There is still an acute shortage of sheet aluminum 
and other materials with no immediate relief in sight. 
We have new factories all set for tremendous produc¬ 
tion when the raw material market adjusts itself to 
normal. In the meantime we are telling our customers 
that it would be wise policy to continue ordering their 
aluminum long before it is actually needed.. 

Yours very truly, 

ALUMINUM GOODS MFG. CO., 
Manitowoc, Wis. A. J. Vits, Gen. Sales Mgr. 


SHOULD PRICE PROTECTION APPLY 
ONLY TO BUYERS? 

Editor Hardware World: 

We believe the trade should buy to cover their re¬ 
quirements at prices prevailing at time of shipment. 
Protection against decline should not be expected unless 
the purchaser is willing to accept advance, should same 
occur. Respectfully yours, 

J. H. WILLIAMS & CO., 

Brooklyn, N. Y. Hugh Aikm&n, Pub. Mgr. 


NO DROP IN PRICES ON LEVELS 

Editor Hardware World: 

Would strongly urge both the wholesale and retail 
dealers to place their orders and specifications for their 
requirements, especiallv on tools, at once for the coming 
season. The present prices on levels will hold for 
some time to come, as we have just allowed another 
wage increase to our employes working on Sand’s 
Plumbs and Levels. Because of the fact that the 
higher freight rates are in effect now and that deliv¬ 
eries are slow and uncertain, it is well to have the 
goods on hand two or three months betore they are 
actually needed, for it is going to take the railroad 
companies a long time to pull out of the present hole 
which they are in. 

Again we urge all hardware dealers to place their 
orders at once, as prices on levels will not be any 
lower for some time to come. 

Yours very truly, 

J. SAND & SONS, 

Detroit, Mich. F. Sand. 


HIGH COAL, STEEL AND FREIGHT 

Editor Hardware World: 

We cannot see at the present time how prices can 
be lowered. Coal and steel are very high, and are 
bound to be higher when the new freight rates take 
effect and labor is still high, so that we cannot see any 
lowering of prices for the next few months. 

Very truly yours, 

THE JAMES SWAN COMPANY, 
Seymour, Conn. W. M. B. Swan, Pres. 
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GIVE CLOSER ATTENTION TO TURNOVER 

Editor Hardware World: 

The question of turnover of merchandise is, in my 
opinion, an extremely important subject which is too 
frequently overlooked by retail merchants. It is not 
necessary for a retailer to purchase in large quantities 
thereby having a considerable amount of his capital 
tied up in a big quantity. 

The most successful retailers watch the turnover 
of their merchandise very carefully. They buy in 
sufficient quantities only to last a reasonable length 
of time, placing orders frequently with the jobbers. 
In this way the jobber carries the stock for the retailer, 
which in my opinion is the function of a jobber. 

I have also found in a number of cases that retailers 
do not make a big enough effort to move slow selling 
items. Often times it is necessary for the merchant to 
take a slight loss on these items to move them quickly. 
This many of them hesitate doing and are therefore 
compelled to have their capital tied up in slow moving 
goods. A number of failures that have come to my at¬ 
tention have been caused by this, coupled with poor 
collection of accounts. 

One thing, however, that the retailer should not 
overlook is the fact that he must carry a well selected 
stock of merchandise at all times, while if he goes to 
the extreme of ordering too small a quantity and 
neglects to order frequently and intelligently, his 
stock becomes broken up, his customers are unable to 
obtain their requirements from him and send to mail 
order houses for the goods. I am confident that the 
merchant who will keep his stock complete on good 
selling items, move slow selling merchandise promptly 
and be reasonably careful about his collections, will 
have no difficulty in weathering any financial crisis 
which may come upon the horizon. 

Yours very truly, 

BALLOU & WRIGHT, 

Portland. C. F. Wright. 

KEEP STOCKS COMPLETE IP POSSIBLE 

Editor Hardware World: 

From present indications we are to experience a 
very brisk trade in the entire line of shelf and heavy 
hardware throughout the fall. These indications are 
arrived at from the fact that our crops are heavier 
than they have been in years, which, coupled with the 
fact that the sheep and stock have haa good range 
throughout the summer which will last well into the fall, 
will warrant unusual purchases by the stockmen, sheep¬ 
men and farmers throughout the territory. 

From the present outlook, there will be more of a 
problem in supplying the demand than there will be 
in obtaining the usual fhll business, due to the fact 
that stocks are somewhat short and that the railroad 
situation does not show any immediate relief, even 
with the increased freight rates which are soon to be 
in effect. 

We realize that the present financial market has 
not been very encouraging to the merchant throughout 
the territory and that he has had to carry a large 
amount on his books during the summer, but we feel 
that he will make no mistake in having his stocks as 
complete as possible to take care of the fall trade. 

Very truly yours, 

Baker. Ore. BASCHE-SAGE HDWE. 00., 

The Barrett-Hicks Co., Fresno, California, at an 
expense of $30,000 is remodeling one of Fresno ’s large 
buildings for occupation. The property has a frontage 
of 75 feet and is 150 feet deep. 

Kelly Bros., Inc., have purchased the business of 
Wiliam Stewart, who has been in business at Hood 
River, Oregon, for 19 years. They will operate the 
business in connection with their feed, hay, grain and 
implement business. 




UNITED AUTO SUPPLY CO. 

Jobbers and Factory Distributors 

Automobile Accessories 

711-715 MISSION STREET, SAN FRANCISCO 
Send for Our Latest Complete Accsssory Catalogue 
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I A PROBLEM TO KNOW WHAT IS BEST 

j Editor Hardware World: 

J As far as we are concerned in our territory, good 
,j crops and plenty of work for everybody have made 
: business good; in fact, it is running nearly 50 per cent 
■ better than a year ago. The demand for most staple 
goods is just as insistent as it has been, but is slowly 
) slacking up on luxuries and goods that have reached 
' too high a price and consumers expect to buy for less 
by waiting. 

; New building activities have been slowly letting 
up for some time and will continue to grow less on 
!; account of shortage of material and bad labor condi¬ 
tions, but there has been a slow increase in repair work, 

* as many buildings, especially houses, that would under 
f normal conditions be torn down are now being fixed 

to give a few more years’ use. As a result, we do not 
) feel the shrinkage in new building as much as we other- 
\ wise would, while we believe that merchandise is on 
; the peak, although some goods will go higher, but 
f enough more will get cheaper, so that a hardware stock 
i ought not to suffer any shrinkage in the next year if 
carefully watched and dead stock goods likely to 
decline reduced. 

While jobbers and manufacturers are putting up 
good arguments to induce dealers to place orders for 
spring goods, we have so far absolutely refused to buy 
j anything for shipment past this fall, and unless there 
| is a radical change in conditions, will maintain that 
I policy, and as we iook for a scarcity of most staple 
\ hardware for at least a year to come, see no advantage 
in contracting for goods for next spring that our 
experience this season leads us to believe we will not 
get many of if there should be further abnormal ad* 
: vance in prices or a greater scarcity. 

, We received garden hose bought August 8, 1919, on 
July 28, 1920, other hose goods bought in November 
and shipped in March, have not reached us yet—only 
one-third of our wire cloth has arrived, most of the bal* 
'j ance will be cancelled by makers—last of our lawn 
; mowers have just come in—poultry netting ordered in 
,• November arrived in June. Ice cream freezers are not 
< here yet. Lock-sets bought in November have not been 
<§ made yet, or if they have, someone else got them, 

■ becaus they would pay more money for them. Brass 
; goods ordered last July are still promised to ship 
soon. Only one-third of the bolts bought in October 
y have been shipped. 

As a result, we figure that to place orders now for 
goods for next spring shipment will simply make a 
' repetition of last year’s early orders, and if a further 
big advance in price and railroad conditions don’t 
» improve, we stand for cancellations and delays and 
j must take in stock past season, while if things do 
*: clear up, goods become plentiful and there is a break in 
\ prices, we would be compromised with high priced goods 
: that we would have to take in and stand a loss on. 

^ We may be using poor judgment in our attitude, but 
’ we would rather play safe or even go out of business 
entirely than to go through another such year as we 
have this, and I have a suspicion that the majority of 
, retail hardware dealers are figuring a good deal the 
t same way and that this will have an effect on reducing 
demand and perhaps help to correct the shortage that 

* now exists. Yours very truly, 

5 VANDERVOORT HD WE. CO., 

‘ Lansing, Mich. A. T. Vandervoort, Pres. 


j The Toledo Hardware Co., Toledo, Washington, has 
j been sold by J. M. Alger and M. L. Stewart. 


[ The Washington Tool & Hardware Co., Tacoma, is 
j said to be the oldest store there, with 35 years of history 
i behind it. The present vice president, Allan Browne, 
; started with the firm nine years ago as a clerk, and 
i is at the present time one of the most representative 
1 and active citizens of Tacoma. 


SEE SHORTAGE THROUGH LABOR 
DEMANDS 

Editor Hardware World: 

If the retailer will buy hardware and spring goods 
now, and get same in their house as soon as possible, 
they will have the goods to sell when the selling time 
comes. We believe the same trouble will exist next 
spring that existed last spring. We believe goods will 
be scarcer and higher. 

As long as the union employes get what they ask 
for, increase in wages, so long will there be less goods 
manufactured and higher prices. 

The farmer’s products, wheat, corn and meat, should 
advance in proportion to the advance of wages. Seems 
that labor is having the best of the argument. The 
employe’s wages are going up and the farmer’s products 
are going down. 

The more you pay labor, the less they will work 
and the less they will produce. For this reason, we 
believe if the dealer wants goods to sell he had best 
buy them as soon as he can and get them in the house. 

Yours truly, 

BOETTICHER & KELLOGG CO., 
Evansville, Ind. Oscar Boetticher, Vice Pres. 


PRICES ON SAWS WILL NOT DROP 

Editor Hardware World: 

We are inclined to believe that both the wholesale 
and retail hardware business should improve materially 
in the next six months, and we do not look for any 
reduction in the prices of tools, due to the advance of 
material and labor, and from a recent newspaper report 
we would suggest that orders for fall shipment be 
placed at once, as the steel companies are overloaded 
with orders, and the capacity so badly overtaxed that 
it will be a question of time only and not price in 
getting the necessary material for the manufacture of 
tools to supply the demand in the near future. 

Yours very truly, 

THE OHLEN-BISHOP CO., 
Columbus, O. Frank Gould, Sales Div. 

PHONOGRAPHS WILL NOT BE CHEAPER 

Editor Hardware World: 

In our opinion the general conditions of the market 
have greatly improved and we are looking toward a 
very large volume of business during the coming fall 
and winter season. The downward trend of prices has 
not affected the phonograph industry in general, as 
most manufacturers work only with a very small profit 
and the cost of producing talking machines has cer¬ 
tainly not decreased. 

Should the price of panel stock drop, it will of 
course have a slight reflection on the quotations for 
machines. But nobody is looking toward an extensive 
decrease of prices for panels. It is absolutely necessary 
that the trade is placing their orders for phonographs 
at the earliest possible date, as it will be out of the 
question that the demand for machines can be satisfied, 
unless orders are placed way ahead. 

Dealers who think they will profit by not ordering 
anything at this time are committing an error, as we 
are certain that their requirements will never be filled 
when the season starts. Most manufacturers have 
thousands of orders booked ahead, which of course 
must be attended to first and customers who are not 
very quick in placing their orders will only get what 
is actually left or nothing at all. 

Detroit, Mich. OPEROLLO PHONOGRAPH CO. 


The Redwing Hardware Co., Grand Forks, North 
Dakota, has been purchased by Hoffman and Hanson, 
although the name will remain as before. The business 
has been established over thirty years, and is both 
wholesale and retail. 





WRENCHES 


The name Blackhawk on a wrench 
stamps that wrench as an accurate 
fitting, dependable tool—an ap¬ 
propriate wrench for expert ma¬ 
chinist or skilled mechanic. 

Sockets are machine turned from 
the solid steel bar and broached 
out. 

Individual wrenches, standard 
combination sets, attractive dis¬ 
play boards for dealers. 

Every Blackhawk Wrench is guar¬ 
anteed. 

Write for catalog and prices. 

Manufacturers: We make 
wrenches according to specifica¬ 
tions. 
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American Grinder Mfg. Co 
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Represented by 
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OFFICES AT 

Transportation Bldg.Chicago 

Equitable Bldg.Los Angeles 

111 New Montgomery St., San Francisco 
616 Pioneer Bldg...Seattle 






















184 


HARDWARE WORLD 


A FRANK STATEMENT 

Editor Hardware World: 

In our judgment most jobbers and big retailers are 
putting up a bold front and I hope we will all get away 
with it, but present abnormal conditions can’t continue 
much longer without disastrous results, as we absolute¬ 
ly know that while we are doing a big business, we are 
losing money on 90 per cent of the goods that we buy 
today on present market and sell in competition with 
other dealers who are better fixed and are unloading 
on these particular items. 

We shall be obliged to look to bankrupt stocks and 
people going out of business for the bulk of our goods 
for some time to come. A lot of dealers have gone out 
of business, a lot more will be obliged to follow, not 
many, however, are going broke—they are simply liqui¬ 
dating and getting out without any fuss. 

The labor situation is the hardest problem to con¬ 
tend with. It is costing us today practically twice as 
much for labor, when you figure resultB, mistakes and 
shorter hours, as it did when the war stopped. Another 
serious problem is the inability or refusal of most 
manufacturers to fill back orders on which goods have 
become abnormally scarce or advanced heavily. Our 
loss so far this year is several thousand dollars on ac¬ 
count of the cancellation of orders or failure to furnish 
in time to use for season’s needs. 

Costa More to Keep Records Than Taxes Amount to 

Another serious problem is taxes, which are costing 
a good deal more to keep track of and compile than to 
pay, in fact, if federal income, capital stock, luxury 
and other taxes become more complicated, it will be 
practically impossible to handle them without an enor¬ 
mous addition to our expenses. For instance, it cost 
us fully twice as much to procure the data and make 
our income tax return this year as the taxes and we 
are likely to be annoyed for a good while to come by 
investigations, supplemental reports and other troubles 
incident to taxation conditions. I believe that it is 
costing the average small tax payer a good deal more 
to find out how much his taxes are and to keep track 
of reports and make returns than it does to pay the 
taxes—this is another burden that eats into the profits 
and takes valuable time that could be used to good 
advantage in the regular conduct of business. 

Yours very truly, 


BE CAREFUL—DON T LOAD UP 

Editor Hardware World: 

The policy we intend to follow in placing orders 
and specifications for the coming season is to cover our 
anticipations only. 

Production will have a slim chance to catch up with 
demand if we all order double what we expect to sell, 
and should we double our orders and receive them in 
full, there would be a chance of carrying over a lot of 
goods to a declining market. 

Some of the jobbers laugh at us when we say that 
the peak is reached, and there is but one way for 
prices to go—that’s down, but our advice to retail 
merchants is be careful how you buy. This is no time 
to load up. Very truly yours, 

AVIS HARDWARE CO., 

Pomona, Cal. Chas. E. Otto, Mgr. 


J. R. Minsliall at Broadwater, Nebraska, has been 
succeeded by the A. R. Shoemaker Hardware Co. 


Sam Director of Portland, Oregon, has purchased 
the hardware and implement business of J. R. Peters at 
Wilsonville. Mr. Peters is a pioneer northwestern 
merchant, having been engaged in business for twenty- 
three years. He has also been a postmaster for the last 
twenty years. 


120,000,000 PEOPLE MUST CONTINUE TO 
LIVE 

Editor Hardware World: 

In these times it would merely be a guess, as it is 
impossible to say what way the tide will turn. Of one 
thing we are certain, however, and that is that there 
are 120,000,000 people in the United States who are 
going to live regardless of high costs or other things 
and that at the present moment, with the high wages 
which labor is receiving, for the quantity of money 
it is spending, a merchant practically knows the volume 
of his business and it would be well undoubtedly for 
him to protect himself to a certain extent even at high 
costs. 

At the present moment, even with the high rates of 
exchange, there is a big outlet for American products 
in foreign countries and we have noticed that a large 
number of manufacturers are using this outlet who 
find that their line is not selling particularly well in 
this country at the high prices. This is mostly notice¬ 
able in the boot and shoe business, which is practically 
stagnant in this country, although if reports are correct 
there is a big outlet for them at a fairly high figure 
in foreign countries. 

We cannot see any possible chance of a quick re¬ 
duction in prices and we believe therefore it would be 
well for a merchant to moderately stock himself, as 
the requirements of the country are such that if pur¬ 
chased within reason that they would be left with very 
little stock on their hands. 

You have asked us a very hard question and we 
are afraid that we are unable to give you a very intelli¬ 
gent answer, for the reason that it is all a guess on our 
part. Yours very truly, 

THE H. C. COOK COMPANY, 
Ansonia, Conn. H. P. Carter, Vice Pres. 


BUY ALL YOU REALLY NEED 

Editor Hardware World: 

We think that all merchants should buy what 
they need at current prices, but they should not buy 
in excess of their estimated requirements. We think 
this is true not only at this time, but at all other 
times. It takes courage for a merchant to place an 
order for his estimated requiremerts when business is 
dull and it also takes courage for him to resist the 
temptation to make a speculative profit by over-buying 
when business is brisk and the market is going up. 
However, if all merchants have this courage, the busi¬ 
ness of the country would be on a much more stable 
basis. 

The merchant cannot by his own efforts stabilize 
general business conditions because too many factors 
aside from the merchant enter into those conditions. 
However, the merchant who gets “cold feet” on his 
buying, necessarily reduces the purchasing power of a 
certain part of the public, namely, the men who would 
draw wages or profits from the production of the goods 
which he would ordinarily buy. 

So far as prices are concerned, they are only the 
index of the demand. As long as the people as a whole 
are fully employed at good wages, the demand for mer¬ 
chandise generally should be *rood. We have never yet 
heard of prices declining in the face of a good demand. 
While we do not look for higher prices in most lines, 
we fail to see how prices generally can be reduced 
unless labor costs are correspondingly reduced. 

Yours very truly, 

THE PHILIP CAREY CO.. 

Cincinnati. O. A. Bigler, Asst. Sales Mgr. 


Frank Laning & Son have succeeded Jesse C. Brown 
at Reedley, California. Mr. Laning is a former city 
attorney at Fresno, California, and is well known in 
the San Joaquin Valley. Mr. Brown will confine his 
efforts to ranching. W. P. Boyer continues as manager 
of the company. 
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STEEL DELIVERIES SLOW—LABOR 
SCARCE 

Editor Hardware World: 

If we are to judge from the present steel situation, 
we are of the opiniou that dealers will do well not to 
delay placing their orders. Steel deliveries will be 
slow and the steel mills, according to reports, will 
never be able to supply anywhere near the amount of 
steel that is going to be wanted. 

In addition to this, we must consider the labor 
situation, which is, if anything, more acute with the 
manufacturer at this time than it was previously for 
the reason that much of the help is going into the 
country and this movement will naturally slow up 
manufacturing. 

In our particular line there are no surplus stocks— 
merchants having made a cleanup, so that the merchant 
who delays ordering with the tnought that prices are 
going to be lower will be, we fear, disappointed, and 
while we are not advocating any buyer's stocking up 
bevond his needs, we do think it is good business to 
order conservatively and well in advance of require¬ 
ments. Yours very truly, 

STURGES & BURN MFG. CO., 
Chicago. W. H. Burn, Vice Pres. 


PRICES WILL NOT DECLINE 

Editor Hardware World: 

Our advice to the trade purchasing our goods would 
be to buy conservatively their requirements, but without 
any hesitancy. 

The prices of our goods will not decline, but have 
rather a tendency to advance. Materials are extremely 
short, and mill conditions are now worse than at any 
time during the past three or four years. This shortage 
of material naturally will be reflected in the price 
later on, although we ourselves are absolutely adverse 
to any advances. 

Some mills are offering steel and tin plate at pre¬ 
mium prices at as much as 50 per cent over the regular 
price. Unfortunately, manufacturers are compelled to 
purchase some of this material in order to keep their 
organization togetner. and this, too, may be another 
reason for advances. 


St. Louis. 


Yours very truly, 

SCHLUETER MFG. CO., 

W. H. Schlueter. 


COLORADO DEALER WILL ENDEAVOR TO 
REMOVE CAUSE ON NOVEMBER 2 
Editor Hardware World: 

Trade conditions are probably as good here as any¬ 
where, considering natural unrest with our trade caused 
by the unwarranted abnormal extortionate prices. 

While we are not advising other dealers, we our¬ 
selves are only buying for current requirements. We 
will continue this policy until conditions are adjusted 
or the cause of profiteering removed, which we will 
endeavor to do November 2. 

Thanking you for the courtesy, with our best wishes 
for the continued success of your most valuable maga¬ 
zine, so helpful to us, and which we so thoroughly 
enjoy, we beg to remain, 

Cordially wours, 

THE CURD HD WE. & IMPLEMENT CO. 
Pueblo, Colo. R. D. Curd. 

P. S.—We are not the Brinkly-Curd any more, hav¬ 
ing acquired the Brinkly interest March 16. We are 
only the Curd Hardware & Implement Company. We 
have been too busy to tell you, pardon our neglect. We 
cannot get competent help and we are not like somebody 
who cannot do it ourselves, so we just buckled in and 
do the work ourselves and let the fellow who wants 
all pay and no work go to-heaven. 


PRICES GENERALLY HAVE REACHED 
THE APEX 

Editor Hardware World: 

It seems to be a concensus of opinion of those who 
study conditions that prices generally have reached 
their apex; at any rate, they have reached a point 
where it is necessary to use extreme caution so as not 
to overbuy, and while there is nothing to indicate at 
present a decline in metal goods for the balance of this 
year owing to present conditions surrounding the iron 
industry, the producing ability is so great in the 
United States that the return of conditions to a some¬ 
what normal state wouid influence greatly the cost of 
metal lines. 

It has been our observation that one of the greatest 
evils in business is that of overbuying. The allurement 
of a little better discount often induces the merchant to 
buy in much larger quantities than he would ordinarily, 
with a result that he greatly increases his investment, 
and if his capital is limited necessitates asking an ex¬ 
tension of credit and forces a curtailment of the larger 
assorted stock he knows would be to his advantage to 
carry. The condition of the times makes it imperative 
that very close attention be given to credits both from 
the buying and selling end. 

The jobber, with his large assortment to draw from, 
is here to aid the merchant in handling his business and 
to assist him in protecting him against any emergency 
that may arise. He has stood in the breach in the past, 
and it certainly looks like good business for the 
merchant to avail himself of the advantage that the 
jobber offers in the handling of his business to enable 
him to use his capital to the limit to make his quick 
turnover, and, as statistics show, the merchants who 
have utilized these facilities have been uniformly suc¬ 
cessful. Yours truly, 

HOLBROOK, MERRILL & STETSON, 
San Francisco. H. Morris, Pres. 


NO REDUCTION IN BRAKE LINING PRICES 

Editor Hardware World: 

We may say that in our opinion any reduction in 
brake lining prices to the trade will be quite unlikely 
before the end of 1921, if then, and consequently, it is 
our opinion that the trade will have nothing to gain by 
deferring purchases at this time anticipating lower 
prices in the near future. 

It is to be noted that prices for the best brake lin¬ 
ings are today not quite double the prices existing in 
1915, whereas the cost of production, materials, etc., 
is considerably over double. Brake lining has shown 
very little change in price during the past couple of 
years, though cost has steadily mounted, and therefore 
even though there should be a slight decline in the cost 
of labor and materials, which we do not anticipate, it 
is quite unlikely that any reduction in brake lining 
prices could take place at this time. Yours very truly, 
AMERICAN ASBESTOS CO., 
Norristown. J. C. Johnson, Asst. Mgr. 


“OIL RUINS TIRES” 

Motorists realist what a great menace oil 
is to inner tabes and, therefore, look for 
place where they can fill tire* with 

CURTIS AIR-FREE 
FROM OIL 

Fire different eisee of com¬ 
pressor, 125 different com¬ 
binations of outfits. In 
stock st most jobbers. 
Price is right. A result of 
25 years' experience in 
compressor manufacturing. 
Send for Bulletin 0-5. 

Curtis Pnea Hcfcjf# C®« 

1612 Station Av., Bt Louts 
530-L Hudson Term., V. T. 
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END OP BUSINESS EXTRAVAGANCE 
NEAR 


AMERICA WILL NEVER PAIL, BUT FIRST 
DUTY TO KEEP OUR OWN 
HOUSE IN ORDER 


‘ National Association of Credit Men Sure Excess Profits 
'r Tax Will Be Abolished 

< Information that both Presidential candi- 
i dates are in favor of revision of the taxation 

I laws and repeal of the excess profits tax has 
; renewed the efforts of the National Association 

* of Credit Men to present a plan that will result 
in all of the income of the country being taxed 
in proportion to the amount received by the 

II individual. If this is done there will be plenty 
: of revenue for the government, according to 
. J. H. Tregoe, secretary-treasurer of the organ¬ 
ization which has a membership of more than 
33,000 business houses. 

' The committee on federal taxation, of which 
Roy G. Elliott, of Chicago, is chairman, has 
l just issued a pamphlet favoring the substitution 
of a corporation earning tax at a graduated 
. rate that will have a tendency to encourage 
j payment of dividends. The recommendations 
j are made on the grounds that if the re-invested 
Jj income of an individual and the partner are 
subjected to the surtax as at present, then the 
. reinvested income of the corporate stockholder 
; must be treated in substantially the same man- 
j ner. The undisturbed earnings of a corporation 
j are the reinvested income of the stockholders, 
j points out Mr. Elliott. 

1 4 4 The excess profits tax has encouraged so 

\ much business extravagance that the removal 
! of such an assessment would tend to eliminate 
| trade waste which would increase business in- 
■ come subject to income taxes/’ writes Mr. 
’j Elliott. 

j 4 4 The National Association of Credit Men is 

j on record as being in favor of the levying of a 
j tax on the earnings of the investment of each 
” individual on the basis of substantial equality 
j with every other individual enjoying the same 

* measure of prosperity and without discrimina- 
\ tion against incomes derived from any particu- 

* lar form of business organization. 

I 4 4 The proposed general sales or turnover tax 
j would be passed on through the channels of dis- 
i tribution resulting finally in a levy on the con- 
j sumer, doubtless of larger volume than the 
j revenue received by the government, which 
1 would be a tax levied not in proportion to 
j ability to pay but in proportion to the neces- 
I sities of existence. 

4 4 Under the present law individuals, whether 
conducting business alone or in partnership, are 
liable for tax on all profits whether drawn from 
! or left in the business. The corporation, on 
the other hand, after paying excess profits tax 

* and normal income tax, may retain its earnings 
■' as working capital and the individual stock¬ 
holder remains free of liability for super in¬ 
come tax until dividends are distributed. Gross 
inequality results from this situation. Equality 

4 of distribution of the burden of taxes should 
replace the present system/* 


4 4 America does not propose to hold aloof, ! 
chooses no isolation and shuns no duty, but we : 
arrogate to ourselves the keeping of the Ameri- . 
can continent and every concept of our moral - 
obligation. 

4 4 It is very practical to make sure our own , 
house is in perfect order before we attempt the ~ 
miracle of old world stabilization. 

4 4 Americanism really began when, robed in 
nationality, the American republic blazed the . 
trail of representative popular government. 
Representative democracy was proclaimed the , 
safe agency of highest human freedom. 

4 4 The federal constitution is the very base of 
Americanism, the ark of the covenant of Ameri¬ 
can liberty, the very temple of equal rights. \ 
The constitution does abide and ever will so , 
long as the republic survives. 

4 4 Let us hesitate before we surrender the J 
nationality which is the very soul of highest . 
Americanism. This republic has never failed 1 
humanity nor endangered/’ —Senator Harding. J 


A. J. SAVAGE MUNITIONS PLANT SOLD f 

The plant and equipment of the A. J. Savage 
Munitions Company, at San Diego, has been sold 
to Lewis A. Hicks of San Francisco, as trustee, having > 
in charge the organization and financing of a new 
$3,000,000 corporation to carry on tho manufacture 
of the new Savage patent sporting fire arms, at San 
Diego. 

The actual work of manufacturing these arms is ' 
expected to commence in October, and the plant will 
be enlarged as rapidly as possible so as to be able to 
meet the demand for these new guns. I 

The new corporation is being financed by the under¬ 
writing of $1,000,000, of first mortage gold bonds, 
bearing 6 per cent with a bonus of an equal amount of 
4 per cent cumulative participating preferred stock, 
insuring the investor not less than 10 per cent return 
on his capital, with liberal participation in net profits 
and continued ownership interest after the bonds are 
retired. 

The underwriting conditions are even more attract¬ 
ive, and the opportunity to participate in its special 
advantages have been thrown open to the gun trade 
until October 1, 1920, with certain advantages to be 
gained by distributors who become underwriters. 

Inquiries regarding sales contracts should be ad¬ 
dressed to Lewis A. Hicks, care of A. J. Savage Muni¬ 
tions Company, San Diego, California. 


W. H. Baker at Alvin, Texas, has purchased the 
stock of the Alvin Hardware Co. 


Shervey & Buss is a new institution at Lake City, ■ 
Oklahoma. P. S. Shervey and Henry Buss are the I 
partners. j 

A new institution at Lanhandle, Texas, is the Stone j 
Hardware Co., incorporated by F. H. Hill, D. C. Stone, 
Jr., and W. F. Simms. The capital stock is $20,000. j 


A significant indication of the business possibilities 
of Texas is the announced increase of the capital stock 
of the Huey & Philip Hardware Co. at Dallas, from 
$300,000 to $600,000. Huey & Philip do both a whole¬ 
sale and retail business at Dallas. 
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Ask your Jobber for BOYCO PRODUCTS. If he cannot 
supply you, mail us your order with his name and 
address. Service will be rendered 



Boyco Service Units 

Boyco Service Units for carrying extra gaso¬ 
line, oil and water on the running board fill an 
actual need. They are in demand every day of 
the year. A useful product that means desir¬ 
able business and increased sales. 



EZ Luggage Carriers 


Boyco Carryall 

The Boyco Car¬ 
ryall is the strong¬ 
est and most sub¬ 
stantial device of 
its kind on the 
market. It is 
adaptable on any 
car to the carry¬ 
ing of every des¬ 
cription of lug¬ 
gage and equip¬ 
ment. 


The BOYCO Line 
For Year ’Round Sales 

Boyco Luggage Carriers, Canteens and Service 
Units are quick sellers every month of the year. 

They are in demand everywhere at all times; 
they are not limited to vacation use; they are actual 
necessities made to fill definite needs. 

Boyle products are built right: best materials, 
high grade workmanship and practical designs. They 
are sturdy and durable. You will find them a line 
upon which you may depend for steady year ’round 
business, quick turnover, and satisfied patronage. 

BOYLE MANUFACTURING CO. 

5100 Santa Fe Street 
Los Angeles 



EZ Luggage Carrier* fasten firmly and read¬ 
ily to any running board and provide dependable 
security. Easiest and most quickly adjusted lug¬ 
gage carrier made; occupies a minimum of space 
when not in use. You will find a wide demand 
for this product. 


Boyco Canteens and 
Carriers 

Boyco Canteens and Carriers mean sub¬ 
stantial increases in business to jobbers 
and retailers. Complete information, sizes, 
weights, and details of construction are 
contained in our booklet, “ Canteens and 
Carriers. ’ 1 Send for it today. There is a 
Boyco Canteen for every purpose; a Boyco 
Luggage Carrier for every demand. 



Auto 

Canteen 

This Flat 
Bottom Auto 
Canteen comes 
in different 
sizes suitable 
to the require¬ 
ments of every 
motorist. Its 
outstandin g 
practicability 
makes it a 
quick seller. 
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NOTHING TO GAIN BY WAITING 

Editor Hardware World: 

In our opinion we would say that dealers and jobbers 
would do one of the wisest things in their business 
career to place their orders for the coming year now, 
as the market for raw material looks mighty uneven, 
and there is no doubt that some time in the next six 
months that manufacturers will be handicapped by 
not being able to get raw material. 

As to prices, we hardly believe that they will fall 
before another nine months, but we strongly advise 
dealers, no matter how big or how little, that it is a 
wise thing that they stock up now on all kinds of 
articles, especially good sellers, for they might not 
even be able to get any should a considerable raw 
material shortage come. 

There is still a chance, to obtain raw material at 
some mills providing you wait from three to four 
months, and after these mills stop taking orders, the 
way hundreds are doing at present, there will be some¬ 
thing to talk about. 

We have tried to keep the price of our Pineapple 
Eyesnips down so that they could be retailed at 25c, 
until about three weeks ago when we found that for 
the last four months we have been manufacturing them 
at a loss, so we are forced to advance the price to 
dealers and consequently they must sell them at 35c, 
this price just giving us a chance to break even with 
much saving during manufacturing, thus leaving no 
profit at all, and according to rumors about raw ma¬ 
terial it will probably come to pass that they will have 
to retail for 50c each. 

Our one advice is tell the dealers that they should 
not wait for prices to come down in a hurry, but they 
should buy all they can now, or they take one of the 
biggest chances to be disappointed. The price is bound 
to come down, but it won’t come down very fast, as 
it took the prices three years to get where they are 
today and it will almost* take that long for them to 
get back where they were in 1915. 

Yours very truly, 

CHRISTIAN SCHLICKER MFG. CO., 
Rochester, N. Y. Carl C. Schlicker. 


WORK FOR TWO THOUSAND IN BIG 
0. K. GIANT BATTERY PLANT 

More than two thousand skilled and unskilled men 
will be employed in the piant of the O. K. Giant Bat¬ 
tery Corporation at Gary, Indiana, by the time the 
eighth unit is completed this fall. Two buildings are 
now in use, and the third will be finished and pro¬ 
ducing at top speed by July 15, according to Paul B. 
Rabe, president of the Giant Battery Corporation, 
which is turning out a dry, rechargeable battery that 
will put an end to the expense and battery troubles of 
the motorist. 

The contracts call for the completion of twelve 
buildings by December 30 of this year, and by the 
way the construction is being rushed now, all the units 
ought to be ready by that time. The 0. K. Giant 
Battery Corporation, whose invention is destined to 
revolutionize the battery business of the world, has a 
tract of 40 acres on 37*4 of which will be erected 40 
buildings. 


AT TUBULAR FABRIC SALES 
CONFERENCE 

C. D. Slaughter, secretary of the Allied Industries, 
Inc., last month visited Pawtucket, R. I., where he 
attended a sales conference of the Tubular Woven 
Fabric Co., makers of Duraduct and Duracord materials, 
well known to the electrical and automotive equipment 
trade.- Mr. Slaughter also visited other factories which 
his company represents in the West. 


EVERY MANUFACTURER HAS HIS HANDS 
UP 

Editor Hardware World: 

We hardly feel capable of giving advice to others, 
inasmuch as we have a particularly hard time in gov¬ 
erning ourselves, in this direction at the present time, 
due to the great unrest and conflicting conditions con¬ 
tinually arising. 

It is ratheT difficult to suggest a policy which 
would govern other trades in regard to purchases, but 
our own policy for some time past has been to make 
purchases only of such goods as are absolutely neces¬ 
sary and essential to continue our business, in a 
healthy condition. 

We do not like to be pessimistic in any way, but 
believe it is now time to look the facts in the face, 
not hidden possibilities. 

With reference to prices, wish to state that we 
hardly believe that there will be any reduction in 
prices of finished material, until production is consid¬ 
erably increased and a recession of increased wages, is 
effective. 

We regret exceedingly that we cannot be of more 
assistance to you in this direction, but we believe 
every manufacturer has his “ hands up” under the 
present uncertainty. 

Respectfully, 

BUFFALO WIRE WORKS COMPANY, 
Buffalo, N. Y. John C. Scheeler, Sec. and Asst. Treas. 


NEW YALE AND TOWNE OFFICERS 

At a recent meeting of the board of directors of the 
Yale & Towne Mfg. Company, the resignation of John 
B. Milliken as treasurer of the company was accepted 
and Willard L. Case was elected treasurer to succeed 
Mr. Milliken. He will take up his new duties Septem¬ 
ber 1st. Mr. Milliken will enter other fields. 

After completing his educational courses ar Peddie 
Institute and Brown University about 1906, and after 
two years’ experience in a banking office, Mr. Case 
took up the study and practice of industrial engineering, 
and for the following five years had a wide range of 
experience, including that of advisory engineer to the 
Audit Company of New York. This work involved 
problems of operating, of management and of account¬ 
ing. In 1910 he opened offices of his own for conduct¬ 
ing a consulting practice relative to problems of con¬ 
struction, operation, management and finance in con¬ 
nection with manufacturing plants, and more recently 
he became a special member of a firm of certified 
public accountants. 

Mr. Case’s long experience has thus covered sub¬ 
stantially all of the problems arising in the conduct 
of organized industry—especially on its economic and 
accounting side. He thus brings to his new position 
a long and varied experience in lines of work closely 
allied to those he will take up. The combhiation of 
technical knowledge and experience with long training 
in matters of finance and accounting is an unusual and 
most valuable qualification. 

Edward C. Waldvogel, who has been in the employ 
of the company for 15 years, and who has occupied the 
position of general manager for four years, having 
charge of all sales and advertising, was elected a di¬ 
rector of the company. Mr. Waldvogel started in 
business as a clerk in a retail hardware store. Later 
on he entered the hardware jobbing business, in which 
capacity he has had experience both as a buyer and a 
salesman. Later he entered the employ of this company 
as a traveling salesman, and was then promoted to a 
position in the general offices. He was later appointed 
assistant general manger, and in 1916 was appointed 
general manager. 


E. D. Waller is the new proprietor of the former 
business of Gench Bros, of Rich Hill. Missouri. 
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MILLERS FALLS CO. ADDS HACK SAWS 

Kingman Brewster, president of the Millers Falls 
Co., at Millers Falls, Massachusetts, announces that the 
company has purchased the plant of the West Haven 
Mfg. Co., at West Haven, Connecticut, which for 
twenty-five years has been engaged in the manufacture 
of Universal and other brands of hack saws, band saws 
and small tools. 

The acquisition of this fully equipped plant which 
has been making a blade of highest grade for many 
years, furnished a firm foundation upon which Millers 
Falls may build. It enables the Millers Falls Company 
to underwrite the quality, design and policies of dis¬ 
tribution of this factory’s full output. It meets the 
company’s desire to add hack saws to its line, having 
been the originators of hack saw frames and power hack 
saw machines. It affords an opportunity for enlarging 
its capacity—need that has been urgently increasing in 
the steady development and growth of the company’s 
business. 

Not only will the Millers Falls Company continue 
the manufacture of Universal saws, but it will also 
make at its West Haven plant a complete line of both 
hand and power hack saws under the “ Millers Falls” 
brand. Both * i Universal ’ ’ and “ Millers Falls” blades 
will go to our many friends in the trade with the as¬ 
surance they will meet the most exacting requirements. 

The Millers Falls Companv will be operated here¬ 
after through its plants at Millers Falls, its plant at 
Brattleboro, Vermont, and its new plant at West Haven, 
Connecticut. 


HOCKLEY NOW OFFICER OF BARRETT- 
HAYWARD CO. 

Announcement was recently made in Baltimore of 
the election of Chester F. Hockley, formerly vice presi¬ 
dent and general manager of the American Hammered 
Piston Ring Company, to the office of vice president 
of the Bartlett-Hayward Company. 

Control of the American Hammered Piston Ring 
Company was taken over by the Bartlett-Hayward 
Company about a year ago, and the business moved 
from Newark to Baltimore. 

Under Mr. Hockley’s efficient administration, the 
piston ring company has become one of the largest and 
best known makers of rings in the United States, 
turning out upward of 50,000 rings per day. 


The Wiley Hardware Co., Wiley, Colorado, reports 
business and prospects particularly active. They are 
specializing on cutlery. 


The new building of the Finon Hardware Co., Moun- 
tainair, New Mexico, will be typical of the region. It 
is built of adobe, with large plate glass windows and 
concrete floor. 


Reports from New Mexico indicate that the general 
trend of the hardware business there is from 10 per 
cent to 20 per cent increase over last year’s business. 
The only reductions reported are in the sale of nails, 
sheet iron and steel, due to delayed transportation. 


li Trade Your Sad Iron for a Glad Iron,” was the 
motto of a recent winning window display by the 
Haxtum Cash Hardware Co., Haxtum, Colorado. 

The display was the work of Mrs. E. R. Boyd, wife 
of the proprietor, and showed an electric iron in con¬ 
trast to the old fashioned flat iron. 


T*\ E. Fields, the enterprising proprietor of the Fields 
Hardware Co., Olathe, Colorado, true to his name, knows 
the value of a vacation as well as the value of hard 
work during the year. He spent two months this 
summer with his family on an automobile trip that took 
him through Oregon, Washington and California. 



NEW QUICK-LITE WINDOW CARDS 

Every dealer, especially if he happens to be one of 
the more than 20,000 who handle Coleman Quick-Lite 
Lamps and Lanterns, will be interested in the new 
Quick-Lite window cards which the Coleman Lamp 
Company is distributing from its home *office at 
Wichita. 

This illustration shows the Christmas display card 
which will be furnished dealers to tie up with the 
Christmas advertisements which will be run in the 
national periodicals early in December. The adver¬ 
tisement and the card both call the reader’s attention 
to the fact that Coleman Quick-Lites make excellent 
Christmas gifts. 

Six cards comprise the set. There is a card for an 
attractive window display of Quick-Lites every season 
of the year. They are furnished only on request, but 
already the company has received a great many calls 
for them. It is said that they will be a most ef¬ 
fective sales medium in aiding the Quick-Lite dealer 
make a quick turnover of his stock. 


Tolman and Malinger is the new firm at Severy, 
Kansas, which has purchased the former stock of 
Malinger A Son. 
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ECONOMY IN TIME AND SERVICE 

The nail bin made by the Wellston Mfg. Co., Wells- 
ton, Ohio, has proven one of the greatest time savers, 
as well as one of the most economical methods of 
selling nails that can be installed in a hardware store. 
r This is the experience of merchants who have used 
these bins. One enterprising Arkansas merchant says 
•. they have saved him several miles of walking every 
’ month, and that it also enables him to materially in¬ 
crease his sales of screws, nails and bolts. 

Other merchants wno are using the Economy Bins 
say they would not be without them for four times 
the cost. 

One has only to see these nail bins to realize the 
; great economy in time that results from using them. 
They properly index and store nails of all sizes and 
keep them always handy and accessible, and prevent 
one’s hands from becoming painfully cut or scratched. 
They enable the customers to see the various sizes of 
nails so he can pick out what he wants. 

This nail bin occupies less floor space tnan any 
other method. Its actual dimensions is 48 inches in 
diameter by 60 inches in height. All bins and cases 
are steel, sectional, revolving, ball bearing. 

The Wellston Mfg. Co. or their jobbing connections 
will be glad to give full information to any of our 
readers upon request. 

In the Par West and on the Pacific Coast Le Roy 
: Smith, 112 Market street, San Francisco, their direct 
personal representative, will be glad to give further 
; information to any of our readers in that territory. 

; ELECTRIC APPLIANCES STANDARDIZED 

A sensational reduction in the number of appliances 
which the Simplex Electric Heating Co. make as 
standard is to be noted. Shortly before the war be¬ 
gan the company made over 600 standard heating ap¬ 
pliances. Today the list, which is down to rock bot¬ 
tom, and on which the company is building, consists 
of only 50 appliances. 

The company now concentrates its manufacturing 
efforts on such leaders as the Simplex Electric Iron, 

- the Sunbowl radiator, the heating pad, the breakfast 
room toaster and electric ranges. The shortage of ma¬ 
terial and the difficulty which the company experi¬ 
enced in getting special parts made is responsible for 
the cutting down of the number of items. 

These Electric Ranges deserve the interest and in- 
: vestigation of every hardware merchant, who carries 
electrical goods at all, and the Simplex Electric Heat¬ 
ing Co., at its main office 85 Sidney St., Cambridge, 
Mass., will be pleased to forward further information 
■ upon inquiry from any part of the country. All mat- 
f ters are referred by the. company to the nearest dis¬ 
tributor. 


The Holden-Murphy Hardware Co. is one of the new 
institutions at Amorita, Oklahoma. 


Yes, your show windows should always be 
neat and attractive but no matter how clean, 
bright and attractive your windows may be, if 
the interior of the store does not come up to 
them, you will be in the position of the man in 
the ragged clothes with a handsome overcoat 
when compelled to take the overcoat off. 


i 

i 

i 

* 
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GENUINE 

Hildebrandt Spinners 

Fish Catchers for 20 years. 

Your customers want the genuine. A sixe, shape or 
finish for any game fish. Send for catalog. 

THE JOHN J. HILDEBRANDT 00„ 
Logansport, Indiana. 



FEATURING BENJAMIN TWO-WAY PLUGS 

So many good Benjamin Electric dealers among 
hardware and electrical supply merchants have come in 
person with inquiries to the offices of the Benjamin 
Electric Co., Chicago, for help on the technique of 
window dressing, that the company has installed a 
model display at the home office. 

This is the way it has been arranged, and surely it 
is a window that would attract attention anywhere and 
make sales, not only on the two way plugs, but on tbe 
general electrical line of any merchant who features 
the ready sellers in his stock by displays in his show 
windows. 

All the material for this display is furnished by tbe 
Benjamin Co. to dealers, and it is known as the No. 92 
Two Way Plug Window Display. If your window trim¬ 
mer cannot easily reproduce the display from our photo¬ 
graph, the Benjamin Eluectric Mfg. Co. will be glad to 
forward further description and full material to make 
the display. 


STANLEY GARAGE SET No. 1783 

A brand new folder illustrating set No^ 1783 of the 
Stanley Works Garage Hardware is now ready for dis¬ 
tribution to those interested. It is of course issued in 
neat, precise Stanley Works style. 

This set is one of the more popular combinations 
for the better class of garage. It has the ball bearing 
hinges foot and chain bolts and the 1774 Garage Door 
Holder. In fact, it has everjr item of hardware for 
complete and serviceable equipment. 

Any one of our readers who would care to have a 
copy of this book should write for B12. This is tbe 
key number for the attractive new sales help, since 
there are so many publications at the New Britain 
office. 


The Minteer Brown Hardware Co. is a new institu¬ 
tion at Walters, Oklahoma. 


The Farmers Hardware Co. has been incorporated 
at Clover, Missouri, by George Pearce, E. 8. Little, 
John Burkhart and John Teague, with a capital stock 
of $20,000. 


The Groom Hardware Co., Bristow, Oklahoma, has 
purchased property on which to erect a two story 
building. 


L. C. Renshaw has purchased the Ideal Hardware Oo. 
at Eckley, Colorado, Cnris Gardner and William Neusch- 
wagner were the former proprietors. 


Reports from Anthony, Kansas, indicate the prog¬ 
ress of the Costa Hardware Co. It has been necessary 
to lease additional floor space to be used as a show 
room. 

Diqitized b\ , Google 















Mohair 

Top 

Dressing 

Waterproofs 
and Re-rubberlzes 

Pints 85c 
Quarts $1.50 







Pi** 11.38 ■ ? 

Lining 


Drab 

Lining 

Dye 

Pints $1.35 
Quarts $2.50 





Produces a black, silky and lasting fin¬ 
ish. Leaves top soft and pliable. 


Redyes and refinishes inside top lin¬ 
ings a fresh light color. Covers all 
stains and discolorations. 


For imitation of leather tops. Refin¬ 
ishes a rich, flossy black; waterproofs 
and re-rubbenzes. 


These Top Dressings and all our products offer you powerful selling points. Thev are the only Dressings on 
the market having a LIQUID RUBBER base to Waterproof and Re-rubberize the Top material. They leave 
the Fabric Soft and Pliable. They put back into the Top something which has gone out through deteriora¬ 
tion, giving it that factory newness and durability. 

OTHER CAR ECONOMIES 


DUUr-XAO TOP DRESSING 
Pats on a Rich, Egg-shell Finish. 

KB-KKU UPHOLSTERY DRESS¬ 
ING 

Makes Old Cushions Look and 
Wear like New. Dries in 15 min¬ 
utes. 

RRERU BLACK LINING DYE 

Re-dyes, Covering all Stains and 
Discolorations. Concentrated. 

GLOSS BLACK ENAMEL 

An Elastic Enamel to re-finish the 
entire car. 


BURBANK O.D. TOP DRESSING 

Re-dyes the Top a Light Drab 
Color — Waterproofs ana Re-rub- 
berizes. 

RE-KNU RUBBER TIRE PAINT 

Protects and gives the Tire that 
new appearance. Does not wash 
off. 

STAY-ON AUTO TOP PATCHES 

Mends all Holes and Cuts. 

BEATS ALL TUBE PATCHES 

Fixes that Puncture Quickly. 


BEATS-ALL RADIATOR 
CEMENT 

A Liquid Cement — Stops all 
Leaks. 

BEATS-ALL SPRING LUBRI¬ 
CANT 

Stops that Squeak. It leaves a 
Graphite Deposit on Each Leaf. 

ENGINE ENAMEL 
Black and Grey. Stands a high 
Heat Test. 

PENDER ENAMEL 

For Retouching—Dries Quickly. 


If your jobber cannot supply you, write 
direct to these representatives: 

CHARLES A DOWD SALES 00. 

820 Market Street, San Francisco, Oal. 
THE RUBBER SALES 00. 

63 Weat Jackson Blvd., Chicago, EL 
CURRIE BROTHERS 
611 Grand Building, Atlanta, Oa. 

For a Catalogue and Discounts 



Manufactured only by the 

Auto Specialties Mfg. Co. 

*40 Elm Street, Buffalo, N. Y. 


Branch Factory, Fort Erie, Canada 
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MASSACHUSETTS MANUFACTURER’S 
CAREFUL ANALYSIS 

Editor HARDWARE AND PLUMBING WORLD: 

If your readers believe the published advice of the 
manufacturers from whom they buy then the responsi¬ 
bility of any manufacturer who presumes to give 
advice is something to be taken seriously. It is in 
that frame of mind that we undertake the task. 

You ask what policy should govern the trade in 
making their purchases and placing their orders for the 
coming season. 

Our answer is that it should be the policy of both 
wholesaler and retailer to analyze in the strictest 
possible way the territory he covers to determine 

1. The kind of tools that will be required. 

2. The potential market of the same. 

It is our honest belief that the distributor, if he is 
so minded, can accurately forecast the amount and 
quantity of stock he is going to need and be 75 per 
cent correct. If he is wise he will quota himself and, 
on such goods as he knows will be demanded, he will 
place orders sufficiently in advance to insure the goods 
being in stock at the time the demand is felt. 

Take our own business as a sample. The Automo¬ 
bile Chamber of Commerce has recently published sta¬ 
tistics showing the total number of cars, pleasure and 
commercial, in each state of the Union. There is a 
direct ratio between this number and the number of 
cars repaired and it is even possible to determine the 
number of times on an average the one-year-old, two- 
year-old, three-year-old car will be in needs of repairs 
of a mechanical sort. In production tools it is pos¬ 
sible to gain the confidence of Purchasing Agents to 
the extent of determining in advance with a fair 
amount of accuracy their needs. 

Our advice you see contemplates two actions: 

1st. The broadening of the channels of distribu¬ 
tion from the retailer or wholesaler. 

2nd. Ordering in line with these discoveries. 

The trend of the market for tools such as taps, dies 
and reamers cannot help but be steadily forward. There 
may be slight temporary recessions which will not 
represent actual conditions but will indicate local ad¬ 
justments and efforts towards stability. 

There probably will not be so many new ventures 
or speculative enterprises but the requirements of the 
world will guarantee a steady demand for common 
sense merchandise. The luxuries will have to take 
their chances. For that reason the man who deliber¬ 
ately deprives himself of stock will lose out; the man 
who gets panicy will, as usual, find the man who keeps 
his feet on the ground profiting. 

In our particular line prices have not increased 
because manufacturers of such goods as ours have 
been manufacturers and not speculators. If there is 
one branch of business in the United States today free 
from all imputation of profiteering, as shown by sta¬ 
tistics, it is ours, consequently there is no danger of 
extreme breaks or drops in prices. 

Prices that have shown rapid and sharp advances 
cannot hope for this happy condition, but in our line 


the rise has not been extreme, neither will the descent 
be, so there is no wisdom in delaying in the hope of 
obtaining lower prices. Purchasing agents tell us that 
the need they have is for local stocks on which they 
can get prompt deliveries and that their local supplies 
have a dangerous tendency towards the ** pick-up'’ 
business. Referring again to our first piece of advice, 
we would say that the “pick-up” evil can be over¬ 
come by proper analysis of potential demand. 

Very truly yours, 

GREENFIELD TAP & DIE CORPORATION, 

Ralph Barstow, Sales Promotion Manager. 
Greenfield, Mass. 


WHEN LABOR CONCLUDES TO DO AN 
HONEST DAY’S WORK 

Editor HARDWARE AND PLUMBING WORLD: 

It is our opinion that the present slump in business 
will soon be over and that business will improve in 
the very near future. We anticipate that from the 
15th of this month an improvement will be noticeable 
in all active centers, and from that date on we can 
look for a steady improvement over conditions that are 
at the present time affecting business. 

According to Government statistics, living cost 
has not only not reduced, but, on the contrary, has 
increased two per cent since June, and there is little 
chance for a reduced living cost until labor concludes 
to settle down and do an honest day’s work for the 
money they are receiving. It is our opinion that this 
condition will steadily improve and that during the 
winter much of the trouble that we have been experi¬ 
encing will be eliminated. There is no question but 
that transportation difficulties have been one of the 
serious troubles that the country has been laboring 
under, and that improvement in transportation facili¬ 
ties will necessarily be slow, but, in the writer’s opin¬ 
ion, this improvement will be steady and the country 
will profit by it. 

So far as our company is concerned, we have had 
more than capacity business all the year, and while 
there is a temporary lull at the present time in some 
lines of our undertakings, at the same time, our present 
volume is nearly double what it was in 1914 or any 
year since then. Our new factory is rapidly approach¬ 
ing completion, and we will then have our capacity 
doubled, and we now have in hand orders covering 
practically capacity operation during 1921. 

The writer thinks in the above you will find our 
opinion of conditions that will affect and influence 
fall buying. We shall be glad at all times to give 
you our ideas or opinions on matters of general 
interest. 

Thanking you for your courtesy in the matter, we 
are 

Very respectfully yours, 

CLAYTON & LAMBERT MFG. CO., 
Detroit, Mich. John E. Lambert, Secretary. 
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The M. L. Kline Co. 

WHOLESALERS 

PLUMBING, HEATING. MILL 
and STEAM SUPPLIES 

EXCLUSIVE AGENTS FOB 

DUBABLA PRODUCTS— 

Valve Discs 
Rod Packing 
Sheet Packing 
Union Gaskets 
High Pressure 
Gauge Glasses 

DURABLA denotes QUALITY 

SOLD ON A SERVICE BASIS 
84-86-87-89 Front St., Portland, Ore. 


Would you appreciate a dependable, 
positive and long-lived Forcing Pump ? 

£ M i 



No. 5001 

With Cleanable Valve 
Ask your Jobber or write ub direct 

C. W. B. CORNELIUS CO., INC. 
Manufacturers of 
Plumbing Specialties 
209-211 Tehama St., San Francisco 




GAS or OIL or * 

WATER or STEAM 

is absolutely safe where 

Rhode Island 

UNIONS are in use 


The Rhode Island Union is made of the best grade malleable iron with a 
specially constructed bronze seat which makes a tight joint, preventing 
wasteful, destructive and dangerous leaks. 

Approved by the Underwriters’ Laboratory and tested in our factory to 
300 pounds pressure before being passed as perfect. 

The whole story is told in our booklet. Send for it. 

RHODE ISLAND FITTINGS CO., Hillsgrove, Rhode Island 
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“STICKS WHERE IT GRIPS” 


Bends Pipe Quickly 

No Kinking 
No Breaking 
No Flattening 


BULLEN & COMPANY 

Western Distributors 

1508 Claus Sprockets Bldg. 

Write for price* San Francisco, California 
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1,009,100 

A 

Pacific Plumbing Fixture advertisements, telling of 
the beauty of design and high quality of these fixtures, 
are published, every month, in newspapers and maga¬ 
zines totaling more than one million circulation. 

Month after month and year after year these adver¬ 
tisements have been driving home to OVER A MIL¬ 
LION PEOPLE of the Pacific Coast the fact that they 
cannot buy better plumbing fixtures at any price. 

PACIFIC 

PLUMBING FIXTURES 

FOB SAXE BY ALL JOBBEBS 

Offices: 67 New Montgomery Street, San Francisco 
Factories: San Pablo and Richmond, Calif. 


GENUINE 

ARMSTRONG STOCKS and DIES 



PIPE CUTTERS 
Malleable Iron Pipe Vises 

MANUFACTURED BT 

THE ARMSTRONG MFG. 00. 

276 Knowlton St. 

BBIDOBPOBT, CONN. 

New York Offiee: 248 Canal St. 



WATER SYSTEMS 



FULLER 

AND 

JOHNSON 

ENGINES 

STAR 

WINDMILLS 

AND 

HOOSIER 

PUMPS 


PACIFIC PUMP A SUPPLY CO. 

853 Folsom Street 
San Francisco, California 

Sole Distributors 
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SHOULD ANTICIPATE REQUIREMENTS 
FOUR TO SIX MONTHS AHEAD 

Kditor HARDWARE AND PLUMBING WORLD: 

Our opinion is that prices will remain around the 
same level this fall as they are at the present time, in 
fact the tendency shows more of an upward trend 
than it does the other way. It is true that in certain 
few lines prices have shown a sharp decrease, but this 
is more or less in our minds of a temporary fluctuation 
and prices will be back to the same level they were in 
the winter of ]919. 

Manufacturers are months behind in deliveries and 
our advice to the trade would be to cover themselves as 
far ahead as they can possibly look. We are oversold 
for months ahead and our production is taxed to the 
limit to meet the demand which is rapidly increasing 
rather than decreasing. 

From our standpoint, we cannot impress too strongly 
upon the buyers of trade to anticipate their require¬ 
ments from four to six months in advance rather than 
hold off with the hope that prices will decrease, which 
we do not think will happen. 

Very truly yours, 

C. F. CHURCH MFG. CO., 
Holyoke, Mass. R. A. Witherell, Sales Dept. 


SAFE TO BUY FOR NEXT SIX MONTHS 

Editor HARDWARE AND PLUMBING WORLD: 

You, of course, understand that during times as 
are now existing, it is almost impossible to predict 
what is going to occur. 

From the present outlook we feel confident that 
it is a safe proposition for the trade to place orders 
for delivery within the next six months. We really 
do not believe that there will be a decline within 
that time due to the fact that practically all prices are 
based on the present wages of labor. We certainly 
do not believe that there will be any reduction in the 
wages of labor for the next six months to come. In 
fact, there are quite a few strikes in force now 
throughout the country. If the demands made by 
those strikers are granted, it will, no doubt, be neces¬ 
sary to put into effect even higher prices than are 
now being charged by manufacturers. 

We, the same as most manufacturers, have been 
hoping‘for lower prices, but up to the present time 
there really has been no reason why lower prices should 
be put into effect. Our operating costs today are 
really much higher than they were several months 
ago, yet we have not advanced our prices. As soon 
as we can produce goods at lower prices than those 
of today, we shall be only too glad to give the trade 
the benefit of such a decline. 

While the above information is very indefinite, 
we trust that it will answer for your purpose. 

Yours very truly, 

OTTO BERNZ CO., 

Newark, N. J. By J. M. Infeld, 


SPEAKING FROM EXPERIENCE 

“Rip Van Winkle,” said the teacher who 
keeps the class interested by telling stories, 
“went into the mountains, took a drink with 
some strange people and slept for twenty 
years.’’ 

“I don’t doubt it,” commented the tall, 
slim scholar. “There’s no tellin’ what some o’ 
the moonshine.licker will do to a man.” 


Conquer in the battles with yourself and 
the battle of life will become easier. 


OUR CREED 

(Suggested to the Plumbing Industry by the Trade 
Extension Bureau, Evansville, Ind.) 

We believe that 

1. Goods and services must be sold at a profit. 

2. “Do unto others as you would be done by" 
fully defines the ethics under which this in¬ 
dustry will flourish most. 

3. Proper accounting methods will cut costv 
stimulate sales and reduce credit risks. 

4. The whole industry, including the eon- 
tractor, must go after business if they wish t- 
get what they deserve. 

5. Local newspaper advertising on the par 
of every contractor is just as certain to develo; 
business in this industry as in any other. 

6. The contractor who operates a modern 
store, equipped to give service equal to that 
offered by other lines, is bound to profit 
accordingly. 

7. The chain of discounts from manufacturer 
to jobber, to contractor, must be so adjusted 
that each gets paid fairly for the function per 
formed. 

8. Any action taken by one division of tlm 
industry, which affects another, is seldom sat 
isfactory unless each division affected is repre¬ 
sented in the consideration ahead of such action 

9. The public should be enlightened concern 
ing domestic sanitary engineering, heating ami 
ventilation, the value of these services and the 
problems involved. 

10. Quality—of material, workmanship, anil 
service—will bring lasting approval and in¬ 
creased profits in its train, as irresistibly in this 
industry as it does in every other. 

11. Every contractor, jobber and manufac 
turer should belong to and attend the meetings 
of the associations representing their respective 
interests, for only through associated bodies can 
the greatest efficiency be created in am 
industry. 

12. Sanitary legislation should be modified 
that it will not destroy the prestige obtained by 
the firm of long business experience and plae^ 
them on a par with the irresponsible, would-b 
contractor. 


A WORTH-WHILE ^TOB 

A pessimist and an optimist were diseussinc 
life from their different viewpoints. “I realb 
believe,” said the former, “that I could mak 
a better world myself. ” 

“Sure!” returned the optimist; “that*' 
what we are here for. Now let us get to work 
and do it.” 


All things will come to the other fellow if 
you only sit down and wait. Many of the goo<l 
things will be yours if you will look at lilv 
from behind a smile—and advertise. 
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MANUFACTURERS OF . 

tfrini FAMOUS WHITE PYRALIN CLOSET SEATS^\^ 
TANKS BATH ROOM CHAIRS.STOOLS.MIRRORS FRAME? 
MEDICINE CABINETS.TOWEL BARS. ETC 


OurNew Plant. 20000 Sq. Feet 
OPERATED ENTIRELY BY ELECTRICITY 
HOLYOKE.MASS. 


THE ORIGINAL AND LARGEST MANUFACTURERS OF THIS LINE IN THE WORLD 


THESE 



HOME OF 

SNOW WHITE PYRAUN 

White Pyralin Bath Koom Fixtures bring universal j 
satisfaction from customer and plumber. I 

The spotless, snow-white appearance of Pyralin 
products pleases customers, draws trade and holds it. 

Satisfaction in a superior product brings the buyer 
back again and again. 

Pyralin products cost no more than the inferior, so 
insist upon the best—the Church quality. It pays you. 

Whenever genuine Pyralin Bath Room Fixtures 
are installed it means repeat orders, more business, 
greater profits. 


GOODS CAN BE OBTAINED FROM THE LEADING JOBBING H0USE8 IN THE WEST. 



If you cannot get them, address for information W. E. GILCHRIST. Pacific Coast Representative, Monadnock Building, Baa 
Francisco. Cal. These goods are sold by all the leading Jobbing and supply houses. 




THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the best universally 
used. It is the most satisfactory, most reliable plate made. 
All we ask is that you try it once—then compare it to any 
other plate you’ve used. We’re sure you’ll agree with ua 
that this No. 10 is the winner. 

The Beaton & Cadwell Mfg. Co. 

NEW BRITAIN, CONN. 

New York Office and Store, 234 Water St. Pacific Goaat 
Representative, Wm. P. Horn & Company, Rialto Bldg., 
San Francisco; Dekum Bldg., Portland; Hollenbeck Bldg., 
Los Angeles. Middle Western Representative, Harry Ver 
beck, 129 No. Clark St., Chicago, Ill. Western Canadian 
Agents, A. E. Hinds & Co., Chamber of Commerce, Winni¬ 
peg, Manitoba, Southwestern Representative, J. R. Devereux, 
No. 358 Beaver Hall Square. Montreal, Quebec, Canada. 


TURNER Gasoline - Kerosene TORCHES 

m have the three essential fea- 

tures every careful mechanic 
^ must carefully consider when 

Purchasing, i. e., quality, dura- 

~ Jollity and efficiency. The 

ja h °’ illustrated is one of the 
r )es * : quart torches on the mar- 
§Wd* m ** made with a tank 
mm mm from heavy gauge seamless 

■ff Jem 8 and the burner is cast from 

s m z^ v 3r bronse burner metal. The 
*“oved brass automatic pump, 
is also used as a handle, 
aQ d readily supplies suffi- 
v air P re8Sure - Send for liters- 

-WbSrsrsK 

1(», Pt. to rch,_ ^ ^ t orches, furnaces and brazers. 

mtm *$, sycanort, IKinofe, U. S. A. 


CUYTON A LAMBERT MFG. CO., Detroit, Mtetu, U. S. A. 


It pays to be ready for every 
emergency and keep your stock 
well in hand. Better anticipate 
your wants now so that your or¬ 
ders may receive prompt and care¬ 
ful attention. It always pays to 
buy the best. The C. & L. fine has 
stood the test of time and today is 
No. 82 Torch used wherever gasoline and kero- 
List Price, se ne can be obtained. Jobbers 

E Ask for°° 8U PPly at factory price. Send for 
Discount catalog. ✓-> j 


How Is Your Stock of C. & L 
Fire Pots and Torches 














198 


HARDWARE WORLD—PLUMBING AND HEATING 


STEAM HEATING AND PLUMBING SPE¬ 
CIALTIES WILL NOT BE LOWER 
Editor HARDWARE AND PLUMBING WORLD: 

As far as the writer is able to judge, supply houses 
and jobbing houses, and small manufacturers, as well 
as large, are not likely to see any lower prices on steam 
heating or plumbing specialties for a long time to 
come, and very slight if any changes in prices other 
than upward on anything made of brass or steel, and 
the large jobbing houses and manufacturing concerns 
are down and out on stock. Our concern and our com¬ 
petitors report that they are manufacturing to order 
for customers’ requirements and have been for many 
months. 

The only way we can give any kind of service 
which is satisfactory to us and our customers, is to re¬ 
ceive their specifications far in advance of their actual 
requirements, and we advise their carrying a reason¬ 
able stock of steam specialties on their shelves, or 
having some in transit to them. 

Transportation interferences require that they 
place their requirements at least 30 days earlier than 
they would otherwise, and manufacturing conditions 
both in securing raw material and the necessary labor, 
makes it essential that we have our customers’ speci¬ 
fications 60 days in advance Of their needs. If our 
customers co-operate with us to this extent, the goods 
can be ready for shipment in most cases when speci¬ 
fied. 

Our capacity has been taxed to such an extent that 
many sections of the United States have not been 
covered by our salesmen or representatives in over 
a year. 

Yours respectfully, 

THE BEATON & CADWELL MFG. CO., 
New Britain, Conn. Wm. H. Cad well, Pres. 


EFFICIENCY POINTERS FOR PLUMBERS 

Buying 

Efficiency in buying can only be attained by 
stocking one line of merchandise and refusing 
to stock the line of every Tom, Dick and Harry. 
The former will keep your stock fresh, clean 
and movable. The latter plan will invariably 
fill your shelves with slow moving goods, in¬ 
crease your overhead, decrease your credit and 
lower your standing with the jobber and manu¬ 
facturer. 

Selling 

A Sioux Falls, S. D., master plumber has a 
photograph made of every job he does. These 
are bound and they lay on top of his desk at 
all times. Every visitor that comes to his desk * 
invariably looks at the pictures. It is a silent 
salesman that is more convincing than words. 

Collecting 

The Master Plumbers of Brantford, Ont., 
find that the collection of small accounts has 
proved to be a bug-bear to their business. In 
order to prevent these small accounts from ac¬ 
cumulating, the association hires a collector 
who makes such collections for all members. 
The plan has proven very successful. 


If you try to perfect yourself through ex¬ 
perience alone, you are taking the long way 
around. Dig into books and trade papers and 
gain by the experience of others. 


EXCELLENT SANITARY SYSTEM 

The Sanatar Company of Indiana was incorporated 
on June 21st, at Indianapolis, Indiana, with a capital 
stock of $50,000.00, for the purpose of manufacturing 
Sanatar Sewage Disposal Tanks. 

The Sanatar Sewage Disposal Tank is designed for 
use where sewers are not available. A novel feature of 
the Sanatar consists in the portability of the tank, as 
it can be built up so as to accommodate the smallest 
unit required necessary to take care of the sewage dis¬ 
posal of five people to the largest installation for a 
hotel, school house, etc. 

The Sanatar tank is built upon lines approved by 
the United States Health Service and has received the 
special commendation and approval from the State 
Board of Health of Indiana and other states. It is 
built of reinforced concrete and is light in construction. 

The company is operating a plant at Portland. 
Indiana, and will have another one in operation at 
West Palm Beach, Florida, in the near future. 

The product will be sold through jobbers only. 


EFFICIENT GASOLINE TORCHES 

Although still used by some work¬ 
men who cling to old-fashioned 
things for old times’ sake, the char¬ 
coal furnace for heating soldering 
irons, melting metal, etc., has prac¬ 
tically gone out of existence. The 
plumber and electrical worker ac¬ 
complish work in a fraction of the 
time with the modern gasoline torch. 

One of the best of these devices 
on the market is the Turner Gasoline 
Kerosene Torch, made by the Turner 
Brass Works, of Sycamore, Ill., and 
which embodies many important and highly practice 
improvements. 

The double jet feature obtains the highest degree of 
heat that can be generated from gasoline and has been 
a factor in the large sale of these torches. Another 
important innovation has been the perfection of a torch 
that will burn either gasoline or kerosene, without 
changing the adjustment. This has been effected bv 
increasing the generation. A baffle had been placed 
in the burner tube, filled with asbestos, on which the 
flame is constantly applied. Through a slot in the top 
of the burner tube the flame is forced on to the baffle, 
so that the fuel is transformed into a hot, dry gas. In 
this condition it takes up more air and with less fuel 
generates more heat. 

There are no holes in the side of the burner tube, so 
that the wind, when the torch is used out of doors, 
cannot interfere with the burning of the gas and reduce 
the temperature of the flame. The new air pump has 
also undergone changes whereby its efficiency and 
durability have been greatly incrased. The drip cup 
on the new torches is made of stamped metal, heavih 
copper plated, of sufficient size and much lighter than 
cast iron. 

Many other valuable improve¬ 
ments have been introduced, in the 
construction of the burner especially, 
and the new line has been standard¬ 
ized so that dealers can carry a stock 
of repairs, all parts, including the 
double jets, being interchangeable. 

In the accompanying illustrations the 
types of Turner Gasoline-Kerosene 
Torches most in demand are shown, 
a folder issued by the manufacturers 
giving further details of their construction and opera 
tion will be furnished by them on request. 


Misrepresentation of the goods may make 
sales today, but it loses customers tomorrow 
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YOU GET THE SIMPLEST AND BEST 
COOK EVER MADE when YOU SPECIFY 




Packing Which 
Is Readily 
Removed 


B. B. HIGH PRESSURE BALL COCK 


They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts and 
tails, also that the tall piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and including 4-lnoh 
carried in stock. 

Ho Special Packing Required. Ground 
Joint Coupling, which Is always tight. 
Ho hammering. Renewable Seat of Steam 
Metal. Ho Singing or Whistling. Roller 
Bearing leaver on Cam, Reducing fric¬ 
tion to lowest amount. 

BOSTON BRASS COMPANY 

Bacon and Plimpton St., Waltham, Mass. 


OVER 1200 PHILADELPHIA PLUMBERS 

; sW ARE USING AND SPECIFYING 

L.. JP c i® I SAVILL’S SWAN-NECK FAUCET 

I' ,J» Full-stream flow in a fraction of a minute. 

l L r vM' Gentle half-tom either way operates. 

Thmfj|,|i, jimu,_ Protective Stop on handle. Saves pinching. 

Best red brass, 85% copper. Saves replacing. 

Long nozzle-outlet. Saves splashing. 

sold By Jobbers of Plumbing snp- THOMAS SAVIU’S SONS, Wallace and Watts Ste* PMadsIplaia, Pa. 




plies Everywhere 


Send postal card for catalogue showing 23 styles. 



Revolving Cabinets 

PLUMBERS, Hardware Dealers, Dealers in Anto 
Supplies, find our Cabinets invaluable. By using onr 
Cabinets yonr stock is kept in good shape, dean, and 
where you ean place your hand on any artide instantly. 
They pay for their cost in saving of time. Made in 
various styles and sises. Sold by all jobbers. 

American Bolt & Screw Case Co. 

Dayton, Ohio 







Ho. 10 Steel H~ to 4 - 


Plates that Please 

ORDER NOW 
and be ready with a stock 
Increasing Demand for "B A 0” Styles 

Catalog on roquoat 

THE BEATON A CORBIN MFG. 00. 

Largest and Oldest Plate Company 1 b tho World. 

Paeifie Coast Representative 
W. BRWIlf GILCHRIST 

681 Market St. San Franeiaoo, Oal. 


Digitized by ! 


-oogle 





















200 


HARDWARE WORLD—PLUMBING AND HEATING 


KEEP YOUR BUSINESS WELL IN HAND 

When will the break in the present markets 
occur? This question seems to be on every 
one’s mind. Yet we fail to find one single 
individual who, when speaking from the heart, 
will acknowledge that prices will ever return 
to the pre-war stage. 

We might go even farther and say that the 
persons are few and far between who honestly 
wish for a reduction in prices. As a matter of 
fact the present high price market, or high 
cost of living as it is commonly called, is not 
causing the public much worry. If it was there 
would be more agitation for a reduction. 

The possibility of a falling market is the one 
and only thing that is really worrying the 
people of this country. It is the main subject 
at business meetings, at club gatherings, union 
meetings, and we even hear it discussed in 
church. 

Others claim that prices will surely tobog¬ 
gan when labor becomes more efficient. Some 
say the break is due early in the fall. Others 
contend that production has caught up with the 
demand and the present railroad car shortage 
is the only thing that is holding prices up. 
Combinations and trusts are also frequently 
credited with holding up the present markets. 

Then we hear from the statistician who has 
compiled data which proves that the break is 
not due until the fall of 1921, which marks the 
close of a seven year period of prosperity; 
while others have figures to prove that the 
present high prices will continue for five more 
years. 

Build Business—Start Today 

Some one of these predictions will surely 
come true. Just which one, we are not in a 
position to say. In fact, we are reasonably 
certain that, after all, psychology will have 
much to do in bringing about a change in the 
present state of affairs. Just as long as the 
public continues to spend money like drunken 
sailors, prices will not come down. When they 
become more conservative and limit their pur¬ 
chases to bare necessities, something will surely 
happen. 

We all dread the days of business depres¬ 
sion, but they are coming just as certain as 
tomorrow’s sun unless we fortify against them. 
To simply follow the regular routine of supply¬ 
ing demand is treading on dangerous ground. 
We must plan to build business and today is 
the time to start. “In time of prosperity pre¬ 
pare for adversity.” 

This can be effectively done in the plumbing 
and heating industry by keeping prospect cards 
from data secured in making repairs. The pos¬ 
sibilities in the field of existing buildings are 
unlimited. It is simply a question of creating a 
desire and this desire will create a demand. 

Statisticians tell us that there are approxi¬ 
mately 23..W..000 homes in the United States. 


Of this number less than five million are equip¬ 
ped with plumbing and less than 2,300,000 have 
heating plants. Think of the possibilities. The 
future of the plumbing and heating industry is 
unlimited. 

Chance for 25 Per Cent Renewals 

But think of the possibilities in old buildings 
now equipped with plumbing, exclusive of all 
other possibilities. It is safe to say that 25 per 
cent of the present plumbing installations in 
residences alone are antiquated. The plumbing 
in these homes is not up to the standard of the 
other facilities within the same homes, nor has 
as much money been invested in the plumbing 
and heating facilities as the owners have in¬ 
vested in musical instruments, automobiles, etc. 

There is a reason for this and that reason 
is the lack, heretofore, of sales promotion work 
in this industry. The makers of automobiles, 
the various manufacturers of musical appliances 
and others have put unlimited effort into pub¬ 
licity and enthusiastic sales efforts during the 
past ten years. The results obtained are dis¬ 
played at every hand. 

Now comes the question: How can we obtain 
our just share of the annual expenditure of 
these home owners? 

To our mind the Premise Report Card offers 
a most practical solution. The journeyman 
plumber repairman has access to the plumbing 
and heating facilities of every home in the 
United States at intervals through the year. 
During one of these visits, he can make a com¬ 
plete report of the plumbing and heating facili¬ 
ties on the Premise Report Card. With this 
information in possession of the plumbing and 
heating contractor, with a little effort on the 
part of his office organization, a great increase 
in sales will result. 

Extension Bureau's Plan 


The Trade Extension Bureau of Evansville. 
Ind., offers to furnish the Premise Report Card 
to the plumbing and heating contractor at abso¬ 
lute cost. Every time a journeyman is sent on 
a jobbing order, he is handed one of these 
Premise Report Cards with instructions to fill 
it out and return it to the office. 

When the report card is returned, the 
stenographer in the contractor’s office cross 
indexes the information contained on the report 
card. As an example, if the Premise Report 
Card indicates that the bath tub is in bad condi¬ 
tion, a card is made out with the owner’s name, 
date, and street address written on it, and the 
information “bath tub in bad condition” 
inserted. 

This card is then filed under an index con¬ 
taining bath tub prospects. The same thing 
would hold true if any other item was indicated 
on the Premise Report Card as in bad condition. 
If the Premise Report Card indicated that the 
home did not possess a vacuum cleaner, a card 
would be made out for this and filed as pre¬ 
viously described for a bath tub. 

Digitized by Google 



HARDWARE WORLD—PLUMBING AND HEATING 


201 


SCAIFE “Copper-Brazed” 

TANKS 


For Air, Gas and Liquids 



Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 


SEND FOB CATALOGUES 

WM. B. SCAIFE AND SONS CO. 

PITTSBURGH, PA. 

38 South Dearborn St. Chicago, Ill. 


The Nye Die’s 
Fourteen 
Points 

1. Most accurate, 

2. Strongest, 

3. Wears longest, 

4. Cuts easiest, 

5. Cuts smoothest, 

6. Cuts cleanest, 

7. Cuts quickest, 

8. Saves time, 

9. Saves material, 

10. Saves muscle, 

11. Prevents profanity, 

12. Finest tool steel, 

13. Patented skip tooth, 

14. Cheapest, because Best. 


Garden Hose Valves 

- o F- 

Recognized Quality 

Which command repeat orders for yon 



Sizes %" to 2%" inclusive. Both bent 
and straight Hose Spout. 

HAYS MFG. CO., Erie, Pa. 

W. Erwin Gilchrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 



Nye the Die Men 
Pipe Die Maker to Those Who 
Know. 


I propose peace in your shop 
on the basis of these 14 points. 

Let us have an end of pipe- 
threading troubles. 

The Nye Die is the best die 
■ made—furnished on free trial. 
Let us have peace ! 

The Nye Tool end Machine Works 

108-128 No. Jefferson St., Chicago 
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Don't Forget the Nye Thin Blade Cutter Wheel 
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The contractor would then forward letters 
to the prospect at regular intervals. In addition 
to this, he could supply his jobber and manu¬ 
facturer with a list of his prospective customers 
and they in turn will send the prospect litera¬ 
ture and circular letters that will assist the 
contractor in making the sale. 

Now is the proper time to start a progressive 
campaign of this kind. By starting the cam¬ 
paign at once, it is safe to predict that a suffi¬ 
cient number of prospects would be tabulated 
to insure the contractor a good, live, bunch of 
profitable business during the winter months, 
when business is normally dull. 

More than this, within a year, the list will 
grow to such proportions that ample business 
will be forthcoming from this source to warrant 
the contractor spending the greater part of his 
time developing this profitable and non-com¬ 
petitive field. 

Here is the solution to the question that is 
worrying the average business man at present. 
This is one way of keeping business in a healthy 
condition, and is one way of stifling competition 
and making the business a bigger, better and 
more profitable line. 

In conclusion, we want to emphasize that if 
there are any “Doubting Thomases” who ques¬ 
tion the possibilities of the Premise Report 
Card, we will gladly supply them with another 
list of contractors who have successfully oper¬ 
ated the Premise Report Card for the past two 
years. We have many letters on file from men 
who were formerly large operators. They have 
now abandoned the contracting game entirely 
and are devoting their entire time “building 
business” from old buildings, for they found it 
more profitable in every way. 


Too many superlatives in advertising or in 
salesmanship lead the public to discount all 
your statements. They know everything you 
sell cannot be the “Best.” 


A garden patch indicates thrift as well as 
any other kind of a patch. 


Increase Your Bank Balance 

b j using the most econom¬ 
ical, serviceable, and durable 
torches and furnaces on the 
market. With such tools 
your men can do quicker and 
better work in less time and 
at least expense to you. Just 
think it over carefully and 
you will surely acknowledge 
that our remarks are correct. 

The 4 ‘Always Reliable" line 
is constructed so as to use 
the least amount of fuel per 
hour. It is substantially 
made by skilled workmen, 
therefore, each article is 
guaranteed. Ton cannot go 
wrong by adopting this line 
as your standard. 

OTTO BERNZ CG., Rtwirk, I.J. 

■ 


FINDING THE OVER HEAD 
(By Fred J. Huntley) 

John Nailor had conducted a hardware store 
for quite a long time in one of those south¬ 
eastern Ohio towns. Whenever anybody in the 
place wanted something particularly good in 
the hardware line his first thought usually 
was “I'll get it over at John Nailor’s.” It was 
about the same out in the country districts 
where John was known far and wide for his 
dependable merchandise and fair dealings. 

Although there were other hardware men in 
town John seemed to take the lead when it came 
to new ways of doing things. The same spirit 
was shown in his stock, the arrangement of his 
store, and almost everybody in town seemed to 
agree that John’s success was due largely to the 
progressive way in which he tackled problems 
that came his way. 

Plumbing Part of Business 

Like most other towns of its size, plumbing 
was considered a part of the hardware business, 
just the same as tinning, sheet metal work, etc. 
For some reason or other the plumbing end of 
the hardware business had never been as profit¬ 
able as it should. No one seemed to I>e able to 
tell just why it was. 

John Nailor went through the same exper¬ 
ience as the others and when he had completed 
a job, as a rule, never seemed quite sure that he 
had made the charges that meant just the profit 
that was really due him. He knew that some¬ 
thing was wrong somewhere and in spite of all 
he could do the answer seemed to be as far away 
as ever. He talked the matter over with other 
hardware men in town but no one seemed to be 
any better off than he. 

Then John Nailor decided to call a meeting 
and the four or five hardware men got together 
one night. They had a little dinner and then 
they went after the plumbing problems. 

One of the first speakers was John Nailor. 
He seemed to have something on his mind and 
wanted to get it out as soon as he could. He 
jumped into the question of bookkeeping from 
the very first, dealing particularly with “over¬ 
head costs,” and before he got through, the 
others sitting about the table were thinking 
good and hard. There was hardly anyone out¬ 
side of Nailor himself who seemed to have very 
much to offer along this subject. One or two 
hardly knew what “overhead” meant, and 
when it came to actual bookkeeping it was a 
wonder to John Nailor that they knew anything 
about their business at all. In fact few seemed 
to have clear understanding as to what sort of 
bookkeeping records should be kept, either in 
their hardware store or out in the plumbing 
shop. 

It was finally decided to get the opinions of 
plumbers in other towns and as a result of in¬ 
formation received. John Nailor and the other 
hardware men finally drew up and adopted for 
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their own use an “overhead cost sheet” contain¬ 
ing items here shown. It contains thirty-nine 
items covering practically every indirect ex¬ 
pense connected with the operation of the 
plumbing business jointly with a hardware 
store. 

OVERHEAD COST SHEET 

1 License on Bond 

2 Taxes 

3 Rent 

4 Owners Salary 

5 Office Help 

6 Stationery and Printing 

7 Postage 

8 Bad Accounts and Allowances 

9 Collections 

10 Lawyer 

11 Light, Heat, Power, Water 

12 Foreman 

13 Truck Driver 

14 Stock Man 

15 Telephone and '.telegraph 

16 Expense of Horse 

17 Expense of Wagon 

18 Expense of Truck 

19 Office, Shop and Store Equipment 

20 Tool Repairs 

21 Insurance on Stock 

22 Insurance on Horse and Truck 

23 Liability Insurance 

24 Labor Not Chargeable 

25 Depreciation 

26 Damaged Material 

27 Traveling Expens.— 

Conventions, Soliciting, Buying. 

28 Incidental Expense 

29 Workmen’s Compensation Ins. 

30 Candles, Matches, Etc. 

31 Oil 

32 Paint and Dope 

33 Gasoline 

34 Advertising 

35 Trade Papers 

36 Good Fellowship and Gifts 

37 Association Dues 

38 Interest on Capital 

39 Interest on Borrowed Mjney 

Total Overhead 

There was quite a change in the attitude of 
the hardware men after this overhead cost sheet 
had been used for a time. It proved to them 
their old methods were leaky through and 
through and that they had overhauled their 
accounting system just in time. 

Besides adopting an entire new system of 
plumbing records, these hardware men were 


also shown the faulty spots in their store book¬ 
keeping and set about at once to remedy the 
defects. In other words they braced up their 
business by adopting suitable figure records 
that showed them how they stood financially 
from day to day. They regulated buying, 
looked closer to turnovers and are now able to 
show profits where before they were doing 
well to break even. 


When your customer has found what he 
wants, stop showing any other varieties o£ 
goods or you will confuse him and perhaps 
cause him to decide to wait and come again 
another day. 



No. 1 Fire Pot List Price, Etch, $27.20 
Aik for Discount 

Which Shall It Be? 

C. & L. Fire Pots and Torches with a backing 
of the guarantee of a maker with more than 
thirty years experience, or some other makef Try 
the C. & L. Tools and you will find you have the 
best that experience and the best materials can 
produce. They have stood the test of time and 
today are used wherever gasoline and kerosene 
can be obtained. Jobbers supply at factory 
price. Send for catalog. 

CLAYTON & LAMBERT MFG. CO. 

Detroit, Mich., U. & A. 


STOVE & FURNACE REPAIRS 

Welding for All Makes Repairs and Wicks for New Perfection and Puritan Oil Stoves and Heaters 

MYER S. RUBENS wmaum 

ni ATC D C Gold, Silver, Nickel, Bronze, Copper, Of ATCD C 
r LA 1 Hi I\ J Brass, Blue and Gun Metal Oxidizing T L A 1 Li I\ O 

GALVANIZING RESILVERING RETINNING 

Demountable Rims, Etc. Head and Spot Lights Milk and Ice Cream Cans, Etc. 

Silver Ware Refinished 

1009 W. FIRST AVE. Also Rented for Weddings, Banquets, Etc. SPOKANE, WA8H. 
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DEALERS!! 


“Lifetime” 
Trade Mark 
the Guarantee 
of Quality 


Manufactured 

at 

Oakland 


ALUMINUM PRODUCTS CO. ortfc»Pwc-» OAKLAND, CALIFORNIA 


Spokane Stove & Furnace Repair Works 

INCORPORATED 

SPOKANE, WASHINGTON 


Jobbers and Wholesalers 

OF 

Stove Repairs 

MANUFACTURERS OF 

ORIGINAL DIAMOND 
STOVE BREAKOFF 
REPAIRS BACKS 

Efficient Service : Superior Quality : We Solicit Your Inquiries 

“The Largest Stove Repair House in the Northwest ” 
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HARDWARE WORLD 

Retail Selling 

The following are the present market retail selling prices of merchants in some of the large cities. At the 
request of many merchants in smaller towns and cities who do not have the opportunity of eheeking np their 
pnees often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 25%. many merchants use these prices to save time in figuring their own. We will be glad 
to receive suggestions ana corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION—Cartridge*—Metallic 
Box. 

8emi-Smkls 

Blank Rim Fir* Leas Sink Smkls 

22 Short.9 .30 $ ... 

83 Short.40 

Blank Center Fire— 

82 8 * W.65 

88 8 * W. 80 

88 Long Colt. 1.86 

44 W O F. 1.66 

Shot Rim Fir*— 

83 Long .60 

83 Long . 1.30 

Shot Center Fire— 

83 SAW. 1.10 

82 W 0 F. 1.46 

88 8 A W. 1.80 

88 W 0 F. 1.66 

44 W O F. 1.66 

44 X L. 1.80 

44 Game Getter. 1.66 

Rim Fire, Ball— 

BB Caps. 

CB Capa. 

22 8hort .80 

23 Short HP.85 

22 Long .40 

22 Long HP.46 

22 Long Rifle.40 

22 Long Rifle HP.46 

22 W R F.60 

22 W R F, H P.66 

22 Win Auto. 

22 Win Auto, HP. 

25 Short Stereos.70 

26 8terens.90 

82 Short.70 

82 Long . AO 

88 Short. 1.10 

88 Long. 1.15 

41 Short. 1.10 

Center Fire Pistol— 


.70 


1.90 

2.06 

1.90 

.40 

.50 

A5 

.40 

.46 

.66 

.50 

.66 

.66 

.70 

.66 

.70 


88 Colts Long . 1.40 1.60 

88 Colts Polioe Positive. 1.86 1.50 

88 8 A W. 1.85 1.50 

88 8 A W Special.1.60 1.75 

88 Winchester . 1.86 2.80 

41 Colts Short DA. 1.46 1.65 

41 Colts Long DA.1.76 1.90 

44 Bull Dog. 1.50 

44 8 A W Amer. 1.90 2.16 

44 8 A W Rus. 1.90 2.15 

44 8 A W Special.2.15 2.80 

44 Webley . 1.65 

44 Winchester . 1.86 2.80 

45 Colts . 2.16 2.85 

45 Colts Anto.. 2.85 


Center Fire Military and Sporting 


22 Win 88. 

1.45 

1.66 

25 Colts Anto . 

... 

1.60 

25-20 Single Shot. 

1.75 

2.05 

25-20 Win . 

1.55 

1.80 

25-20 Win HV. 

... 

2.00 

7.68 MM-Manaer. 

... 

2.40 

7.65 MM-Manaer. 

... 

2.40 

9 MM-Luger . 

... 

2.60 

82 Colts Anto. 

•.. 

1.70 

82 Colts 8hort. 

1.10 

1.20 

82 Colts Long . 

1.26 

1.85 

82 Colts Police Positive. 

1.26 

1.86 

82 8 A W. 

1.10 

1.20 

82 8 A W Long. 

1.26 

1.86 

82-20 Marlin. 

1.56 

1.90 

82 Winchester . 

1.55 

1.90 

82-20 Win HV. 

... 

2.00 

86 S A W Anto. 

... 

1.75 

88 Colts Anto . 

... 

2.50 

88 Colts Short. 

1.85 

1.50 


22 Savage 

250-8000 Savage. 

25-21 Stevens .2.80 

25-25 Stevens . 1.90 

25-85 Winchester. 

25-85 Short Range. 

25-86 Marlin. 

26 Remington Rimless. 

6 MM U 8 N. 

7 MM Spanish Manser. ... 

7.656 MU Bel Manser. ... 

8 MM Manser. 

9 MM Manser. 

80-80 Winchester. 

80 Remington Rimless. 

80 Government Rimless. ... 

808 Savage . 

82 Remington Rimless. 

82-40 Winchester. 1.20 

82-40 Winchester H V. 

82 Winchester 81f Ld$. 

82 Winchester Special. 

88 Winchester. 

85 Remington Rimless. 

85 Winchester . 

85 Winchester Slf Ldg. 

851 Winchester Slf Ldg. ... 
88-55 Winchester Lead.. 1.45 

88*65 Winchester HV. 

88-56 Winchester. 1.45 

40-60 Marlin . 1.50 

40-60 Winchester .1.50 

40*65 Winchester . 1.50 

40-70 Winchester . 1.55 

40-72 Winchester . 1.65 

40-82 Winchester . 1.65 

401 Winchester Anto. 

405 Winchester.. 

45-60 Winchester. 1.55 

45-70-405 Government... 1.56 

45-76 Winchester .1.55 

45-90 Winchester. 1.66 

SHELLS, LOADED— 

MEDltJM GRADE._ 

BULK—SMOKELESS. 

12 8 dra. x 1 os„ 24 grs. x 1 


1.60 

1.75 

2*86 

1.40 

1.40 

1.40 

1.40 

2.10 

2.10 

2.10 

2.10 

2.80 

1.60 

1.60 

2.80 

1.60 

1.60 

1.86 

1.60 

2.80 

1.60 

2.10 

1.75 
2.80 
2.90 
8.80 

1.76 
1.95 
1.76 


1.75 

1.80 

1.80 

1.70 

2.50 

1.80 

1.80 


os., drop shot.$1.25 

8 drs. x 1 Vi os., 24 grs. x 

1% os. drop shot. 

3)4 drs. x IK os„ 26 grs. 

x 1)4 oi„ drop shot. 

8 % drs. x 1 % os., BB shot, 

drop shot . 

8)4 drs. x Bnck shot, drop 

shot . 

16 2J4 drs. x 74 os., 22 grs. x 

74 os., drop shot. 

264 drs. x 74 os., BB shot, 

drop shot . 

20 2)4 drs. x 64 os., 18 grs., x 
64 os., drop shot. 

HIGH GRADE 8MOKELE88— 

12 8)4 drs. x 1H os. 26 grs. x 

1)4 os., ohilled snot.1.40 

8)4 drs. x 1)4 os„ 28 grs. x 

174 os., chilled shot. 1.45 

16 264 drs. x 74 os., 22 grs. x 

74 os., chilled shot. 1.80 

20 2)4 drs. x 64 os., chilled 

»l»ot . 1.25 

274 drs. x 74 os., chilled shot 1.85 
Trap Loads— 

12 8 drs. x 1)4 ©s., 774 chilled 1.86 
8 74 drs. x 1)4 os., 774 chilled 1.40 
Black Powder—Loads— 

12 8 )4 drs. x 174 os., drop shot 1.05 
Caps and Primers— 

Percussion.20 .... 

Musket Caps.25 .... 

Primers, 100 in box... .86 .... 

Primers, 250 in box... .80 .... 

Empty Paper Shells—Black pow.— 
12, 16, 20, Ga. per 100. ... 1.50 

10 Ga. per 100. 1.65 

MEDIUM GRADE SM0KELE8B— 
12, 16, 20, 28 Ga. per 

100 . 1.80 

10 Ga. per 100. 2.10 

HIGH GRADE 8MOKELE8B— 


12, 16, 20, 28 Ga. 

2.80 

10 Ga. per 100. 

2.40 

Empty Brass Sheila- 
Best qnal. 12, 16, 20 

28, Box 25. 

2.75 

2nd Qnal. 12, 16, 20 

28, box 26. 

2.10 

Wads— 

Cardboard, box 250. 

JO 

Black Edge, Reg., box 

250 . 

.50 

Black Edge, 74 in., 125 
in box. 

.40 

Black Edge, )4 ln„ 250 
in box . 

.60 


ADZES—All makes of Lipped Ship Adzes, 4 to 6, $.5.50; 
larger, $6.00. 

Lippincotts—House, $3.50; Ship, $4.00. 

Whites or Bartons—House, $5.00. 

8hip Axes and Slicks—All makes Ship Axes, $5.50; all 
makes Slicks, 3 to 3 74, $5.00; Standard Slicks, $4.75. 
ALUMINUM WARE. CAST— 


8ize 7. 9.50 

Size 8.10.00 


2 quarts. . .. 

3 quarts. . . . 

4 quarts. . . . 
Skillets— 

Size 6 . 

Size 7. 


8ize 9. 


Bottles, Hot Water— 

Universal. 8.50 

Griddle*— 

Size 7 . 4.25 

8ize 8 . 4.85 

8ize 9 . 5.60 

Size 10 . 5.00 

Size 12 . 6.00 

Kettles, Berlin— 

274 quarts.7.00 

4 quarts. 8.25 

5 quarts.10.00 

6 quarts.11.00 

Kettles, Maslin— 

4 quarts. 6.50 

6 quarts. 7.00 

8 quarts. 9.75 

12 quarts.18.25 

Kettles, Tea— size 7, ueep. 

Size 6.. . 8.50 8ize 8, Deep. 

ANCHORS—Screws per 100, 316, $4.15: 74, $6.25. 

Sebco, 3-16x74 in. 64 in. -1 in.. $1.75 per hundred net; 
74 x 74 in. :64 in. -1 in., $1.96 per hundred net. 


ANVILS—Vulcan No. 2, 20-lb., $8.50; No. 8, 80 lb., $9.50; 
No. 4, 40-lb., $11.60; No. 5, 50-lb., $18.00.. No. 6, 60-lb., 
$14.50; No. 7, 70-lb., $16.00; No. 8, 80-lb., $17.60. Tren¬ 
ton or Columbian—80 to 425 lba., 85c per lb.: 70 to 79 lbs., 
8574c per lb.; 60 to 69 lbs., 86c lb.; 50 to 59 lba., 87e lb. 
With Clip Horn 2c per lb. extra. 

ANTIMONY—Slab, 25c lb. 

APRONS—Carpenters—California Leg, $2.26; No. 12 Leng 
Brown. $1.75; No. 2 Short Brown, 76o. 


Spoons, Mixing 
18-inch, Slotted., 
Waffle Moulde- 
Size 7, Low.... 


uce— 

. . . 6.00 

AUQER8—Greenlee Carpenters' Nnt. No. 

57. 




. 6.75 

Size 

74 

% 

* 

% 

1 

1)4 


. 7.25 

Each . 

_$1.40 

$1.40 

$1.55 

$1.90 

$2.15 

$2.75 



Size . 


174 

174 

2 

274 

8 


. 4.50 

Each . 


. 8.50 

4.00 

4.75 

7.50 

18.50 


. 4.75 

16ths . 

_8-10 

11-12 

13 

14 

15 

16 


. 5.15 

60 each . . . 

_1.65 

1.80 

1.95 

1.95 

2.20 

2.20 


. 6.00 

62 each . . . 

_2.00 

2.15 

2.35 

2.35 

2.60 

2.60 

_ 


16ths . 

... 17 

18 

19 

20 

21 

22 


. .80 

60 each . . . 

_2.40 

2.40 

2.70 

2.70 

8.00 

8.00 



62 each . .. 

_2.90 

2.90 

8.25 

8.25 

8.60 

8.60 


. .80 

16ths. 

. . .. 23 

24 

25 

26 

27 

28 



60 each . . . 

_ 8.45 

8.45 

4.05 

4.05 

4.80 

4.80 


, . 6.00 

62 each . . . 

_ 4.15 

4.15 

4.85 

4.85 

5.75 

5.75 


. . 6.50 

16ths . 

. . . . 29 

30 

31 

32 




, . 6.50 

60 each . . . 

_ 5.70 

5.70 

6.75 

6.75 




*. 7.25 

62 each . . . 

_6.85 

6.85 

8.10 

8.10 




A8BE8TOS— 

Mill board, 80c lb.; Out, 85c lb. 
Paper, 80c lb.; Out, 86c lb. 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


Biggins, Coffee 

0 . 1.20 

10 M . 80 

Kettles, Tea 

80 . 1.15 


Pitchers, Molasses 

601 . 85 

11 . 85 

82 . 60 

00 . 1.40 

010 . 1.60 

25 . .30 

40 . 45 

120 . 60 

40 . 1.85 

50 . 1.50 

60 . 1 65 

88 .65 

84 .75 

Pitchers, Water 

$ . 1.85 

8 . 1.60 

4 .. t r . 1 65 

020 . 1.75 

030 . 1.90 

Cups and Saucers 

70 . 1.85 

80 . 2 15 

35 ............ .90 

86 . 1.00 

Pans, Milk 

00 . 30 

Plates, Deep Pie 

89 . 40 

040 . 2.10 

400 . 60 

90 . 2.50 

060 . 2.40 

Boilers, Coffee 

60 . 1.66 

Cuspidors 

10 . 70 

Ladles, Deep 

100 . .40 

0 . 85 

11 . T T 85 

40 . 45 

Plates, Shallow Pio 

27 . tp 

9.0 fir> 

110 . 45 

is ' Ar\ 

70 . 1.85 

an ) no 

120 . 50 

101 . 40 

20 45 

28 . 85 

80 . 2.25 

100 1 


29 . 40 

90 . 2.75 

2 nn 1 as 

111 .45 

40 an 

30 . 45 

100 . 8.75 

Boilers, Rice 

14 . 1.86 

240 . 1 80 

121 .50 

50 . T , 70 

Plates, Dinner 

19 .40 

300 . 1 65 

Measures 

60 ... - 80 

Dippers, Cup 
i n as 

80 ... . T 95 

20 . 45 

16 . 1.60 

02. 45 

100 . 1.05 

Pots, Fireless Cooker 
1450 ...... r . . 2 25 

18 . 1.75 


oa . . S5 

120 . 1.15 

20 . 2.00 

Dippers, Windsor 

110 .50 

04 75 

Pans, Convex Sauce 

02 .80 

1660 . . . T p 00 

22 . 2.25 

ns 100 

1850 ... 8 25 

21 2 SO 

06 . 1.40 

11 Graduated ... .75 

Pails, Chamber 

1 . 2.00 

Pots, Coffee 

2ft .70 

ns t _ i oo 

112 .56 

03 .95 

28 . 8.75 

A SO 

114 .60 

04 ... T 110 

uippers, Suds 

8 .60 

.05 . 125 

8 .75 

Bowls, Wash 

26 . 55 

06 1 as 

5 . 85 

2 . 2.25 


16 . 1 bo 

4 .80 

8 . 2.50 


25 . 1 io 

28 . 60 

Di#beS ' ®° a P 

50 . , t 45 

4 . 8.00 


86 . l 25 

ao.70 

Pails, Water 

Pans, Combination 
Sauce 

1 D . 2.25 

45 . 1 as 

82 .60 

60 . 45 

55 ... 1.50 

84 . $5 

Fillers, Fruit Jar 

20 . t 40 

lip a 00 

Pots, Tea 

00 . 75 

86 . 1.05 

114 . 2.25 

Buckets, Covered 

*i .; . 60 

Flasks, Coffee 

10 . 75 

Pans, Bed 

1 . 4.50 

Pans, Douche 

2 . 8.00 

Pans, Lipped Sauce 

10 . 40 

01 . 85 

0 . 95 

11 ^ . 70 

10 . 1 05 

Funnels, Pieced 

01 . . 45 

12 . 45 

14 . 50 

22 . 76 

20 . 1.15 

Oi 1 os 

02 . 50 

Pans, Bread 

11 50 

16 . 55 



08 . 55 

18 .60 

Pots, Straight Saaoe 

018 . 1.25 

020 . 1.25 

022 . 1.50 

024 . 1.85 

026 . 2.25 

028 a 00 

28 . 1.50 

^0 . 1-86 

04.60 

05 .80 

12 .65 

13 . .80 

20 .70 

22 .80 

24 .90 

26 . 1.00 

28 . J IS 

32 . 1.26 

150 .75 

250 .85 

06 . 1.00 

Kettles, Convex 

02 .80 

Pans, Cake 

9 .40 

IO 4S 

on e or 

850 . 1.00 

03 . 95 

aa AO 

Pans, Straight Sauce 

150 .70 

450 . 1.15 

04 . 1.10 

70 AS 

030 . T . a 25 

660 . 1.50 

05 .. 1.25 

OOO SS 

032 fi «TS 

850 . 1.86 

06 . 1 86 

Pans, Corn Cake 

706 .80 

250 .85 

Pots, Soup Stock 

818 . 18.00 

1050 . 5.26 

08 . T 1 65 

350 . 1.00 

1260 2.60 

OI 0 A AA 

450 ., -r , , 1 16 

Buckets, Dinner 

no . 2-80 

HI . 2.60 

012 . 2.85 

212 . 1.50 

214 . 1.85 

709 . 1.10 

712 . 1.25 

Pans, Muffin 

406 .70 

650 . 1.50 

Pans, Stew 

8 .45 

824 . 15.75 

336 . 18.00 

212 . 6.50 

112 . $.75 

216 . 2.15 

4 .55 

218 ... 8.75 

Q9A t 1 OA 

118 . 8.15 

218 . 2.50 

220 . 8.00 

409 .•••••••••.. .96 

412 . 1.10 

Pans, Deep Pudding 

50 .85 

100 .40 

1 SO AS 

5 .60 

QDft 1 9 AA 

Knn . 2.00 

6 . 70 

Roasters 

150 . 8.75 

180 . 4.75 

Skimmers, Flat 

10.85 

12.40 

Spoons, Basting 

10.25 

1 2 OA 

508 t . 2.26 

222 . 8.65 

16. SS 

Chambers 

1 .75 

Kettles, Lipped Preserv- 
14 . 1 . n *..... .50 

18 .60 

20 .. . .70 

11 A os 

200 .50 

300 .55 

40(1 60 

22 .80 

2 . 1.10 

a . 1.26 

16 .55 

18 .60 

24 .90 

Pans, Oblong Stove 

04 .55 

Chamber Covers 
m AO 

20 .70 

son 70 

22 . .80 

600 .80 

100 .65 

v.v.v.v: To 

24 .90 

26 .. 1.00 

28 . 1.15 

800 .95 

1000 . 1.05 

200 .70 

300 . 1.00 

325 . 1.10 

14.80 

16 . 35 

Q 

Pans, Dish 

15 .. 2.25 

80 . 1.85 

100 . 1.50 

140 . 1.75 

170 . 2.00 

1 fl AA 

Colanders 

1 .76 

2 85 

30 . 1.86 

32 . 1.50 

36 . 2.00 

40 . 8.00 

50 . 4.50 

350 . 1.25 

400 . 1.35 

425 . 1.50 

475 . 1.65 

550 . 2.10 

Steamers 

7 . 1.75 

8 . 1.90 

8 . 1.10 

Steepers, Tea 

7 VA 

104 .75 

o oe ns 

Kettles, Milk 

71 .75 

210 . 2.25 

Pans, Square Stove 

110 .95 

111 . 1.00 

8 . 80 

806 . 1.00 

300 . 8.50 

Tubs, Oval Foot 

A 1 $1 

72 .95 

400 . 5.26 

Cups 

a (Mng).ao 

73 . 1.10 

Pans, Rinsing 

08 . 1.25 

112 . 1.10 


74 . 1.35 

113 . 1.25 

1 ............ 2.00 

Kettles, Tea 

71 .75 

010 . 1.85 

114 . 1.50 


6 .50 

014 . 1.65 

11 s 1 «s 

8 . 8.00 

8 .25 

72 .95 

017 . 1 85 

116 1 as 

4 . 8.75 

Turners, Cake 

18 .25 

14 .30 

9 .80 

73.: . . . . 1 10 

Pans, Lipped Fry 

30 .45 

118 . 2.00 

120 . 2.25 

10 .80 

74 . 1.85 


Wicking, 1-lb. lots, $1.35. 

Cement, per sack, $7.25: per lb, 10c. 

AXES—Plumbs’ Hunter’s bandied, 12 oz 
lft lb., $1.85. 

Boy Scout—Handled with sheath, $2.25; without sheath, 
$1.75; sheaths, 75c. 

Double Bit—Handled, $8.75; unhandled, $3.00. 

Single Bit—Handled, warranted, $3.50; second grade, 
$3.25. 

BAGS—WATER— 

ft gallon.100 

1 gallon. 1.5C 

2 ft gallon.2.00 

5 gallon. 8.76 

BABBIT—Frictionless, 45c lb. 

18c lb.; No. 2, 23c lb.; No. 


$1.85; 1 lb. $1.85; 


Faucet, 8ft gallon.... 8.50 

Fauoet, 5 gallon. 4.25 

Filter, 6 gallon. 6.25 


Magnolia, 50c lb.; No. 4, 
1, 27c lb.; No. A (genuine), 


, *■ • Challenge, $1.10 lb.; Special Motor, 90c lb.: 

Excelsior, 35c lb.; Acme, 85c lb.; XXXX Nickeled, $1 20 lb 

BA ^ 8 Tv Cro r; Plncb Poinl No * 10 » 18c lb i Wedge No. 15.* 
18c lb.; Dining No. 80, 18c lb.; Digging ko. 680, 27e lb * 
Tamping No. 25, 16c lb.; Claw No. 20, 18e lb. Ripping or 
Wrecking. Goose Neck: No. 8657— ft x 18, 55c each; Gooeo 
Neck No. 8659, 24, 85c each; Goose Neck No. 2662. 

%x24, $1.00 each; Straight Chisel No. 14, ftxl5, 95c. 
BATTERIES DRY CELL—Columbia, No. 6. 50c each; No. 6-ft 
50c each; No 16, $1.40 each Red DeWl or Red Label, No! 
6*D, 50c each. Hot Shot Multiple, No. 1562, $8.55 each* 
No 1662, $4.25 each. Ever Ready, same price aa Columbia! 
Red Seal same price as Columbia and Ever Ready. 
BELLS— Alarm—House, 90c each. Call, steel, iron base, 80c 
each ; Call, bell metal, bronse base, $1.40; Gong, gold bronaed 
steel, 90c; Gong, polished bell metal, 5-inch, $2.85 each: 
6*mch, $8.26; 7*inch, $4.75; 8-inoh, 86.26; 10-inch, $1150 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


BELLS—Continued— 

12-inch, $21.00. Rotary door, bronze, 85c each; stool, 86«; 
iron, 85e; copper, 85c. 

BELL8—Form—(100 lb.), $16.00. 

BELLS—Kentucky Cow—No. 0, $1.75; 1, $1.45; 2, $1.15; 
3, 85c; 4 70c; 5, 60c; 6, 45c. 

BELLS— Electric—2%-inch. Eclipse Iron Box, 90c each; 8-in. 

Nonpareil, $1.00. 

BELL STRAPS— 

Oow— 1% lb., $1.00; 1% lb., $1.15; 1% lb.. $1.85. 
BEVELS—Sliding T—No. 18, 6-in., $1.10; 8-ln„ $1.85; 10-in., 
$1.00. No. 25: 6-in., 75c; 8-in., 85c; 10-in., 90c; 12-in., 
$1.00. No. 1—Odd Jobs, $1.10. 


BIBB8—Compression— 

H-in. 

%*ln. 

%*ln. 

1-in. 

Plain—Rough brass .... 

. 1.50 

1.95 

2.60 


Finished brass... 

. 1.70 

2.15 

2.85 

5.20 

Nickel plated .. . 

. 2.00 

2.45 

3.20 

5.65 

Hose—Rough brass. 

. 1.70 

2.16 

2.85 

9.90 

Finished brass_ 

. 1.95 

2.40 

3.10 

5.75 

Nickel plated .... 

. 2.25 

2.70 

3.45 

... 


BITS—Anger— 


16ths 

R. J. 

Irwin 

Irwin Car 

Common 

3... 


$ .60 

$1.25 

$ .80 

4. 


.55 

1.25 

.80 

5. 


.55 

1.25 

.80 

6,. 


.55 

1.25 

.85 

7. 


.60 

1.25 

.85 

8.. . 


.60 

1.25 

.85 

9. 


.65 

1.35 

.40 

10. 

.90 

.70 

1.50 

.40 

11. 


.75 

1.65 

.45 

12. 


.75 

1.85 

.45 

13. 


.85 

2.00 

.65 

14. 


.90 

2.10 

.66 

15. 


1.00 

2.25 

.66 

16. 


1.00 

2.50 

.70 

17. 


1.25 

.... 

.76 

18. 

. 1.75 

1.20 


.80 

20. 

. 2.00 

1.40 


.85 

22. 

. 2.25 

1.60 


.95 

24. 


1.80 


1.10 


Bits in Sets—Common. 6 bits, $4.00; 8 bits, $5.00; 

13 bits, $7.50. R. J., 18 oits, $10.50. Irwin, 13 bits, $8.50; 
8 bits, $5.50. 

Ship Auger Car Bits same prices as Ship Angers. 
Expansive—Clarks' small, $2.50; large, $8.50; Steers, 
small, $3.75; large, $4.75. 

Expansive Bit Cutters—Clark's No. 1, 45c; No. 2, 55c; 
No. 8, 75c; No. 4, 85c. Steers, No. 1, 75c; No.2, 80c; No. 
8, 85c; No. 4, 90c; No. 5, $1.25. 

BIT HOLDERS—Extension- 


Millers Falls. No. 8— 


12 . 

15 . 

.2.15 

18 . 

21 . 

. 1.90 
. 2.00 

18 . 

.2 25 

24 . 

. 2 85 

21 . 

. 2 85 

Stanley, No. 1— 

12 . 

16 . 

18 . 


24 . 

Millers Falls, 
12 . 

No. 5— 
. 1.75 

. 2.00 
. 2.15 
. 2.25 

15 . 


24 . 

. 2.35 


BLOCKS—Wood Tackle— 



Com 

Com 

Com 

Pat 

Pat 

Pat 


Sngl. 

Dbl. 

Triple 

8gl. 

Dbl. 

Triple 

8. 

. 1.00 

1.80 

2.50 

1.40 

2.60 

8.35 

4. 


2.15 

3.00 

1.55 

2.95 

3.80 

5. 

. 1.25 

2.30 

3.15 

1.65 

3.00 

4.05 

6. 

. 1.50 

2.75 

3.85 

1.95 

3.75 

5.10 

7. 

. 1.80 

3.80 

4.70 

2.25 

4.85 

5.80 

8. 

. 2.50 

3.85 

5.80 

2.95 

5.35 

6.95 

10. 


5.90 

8.25 

4.50 

7.75 

9.80 

12. 

. 6.00 

. . . 


6.90 

12.00 

15.20 


8teel Tackle— Tackle—Dbl. Galv.—176 


Size 

Single 

Dbl. 

Triple 

% . 

... .20 

3. 

.05 

1 75 


1 . 

... .20 

4. 

1.B5 

2.15 

2.45 

1%. 

. .. .25 

5. 

1.05 

2.35 

2.55 

1H. 

... .35 

6.... . 

1.S0 

2.75 

8.35 

1%. 

... .60 

7. 

1.5*0 

2.75 

4.00 

2 . 

... .65 

8_ 

. . 2.T5 

4.50 

5.10 

2 Vi. 

... .85 

10.... 

4.25 

7.00 

7.50 No. 200 Buffalo— 


Wood Snatch— 



12" Complete. 

. . 44.00 

6.... 



4.50 

14" Complete. 

. . 50.00 

8.... 



6.50 No. 700 Climax— 


10.... 


.. . . 

9.00 

12" Complete. 

. . 28.00 


12 . 11.00 


BLOWERS— 

No. 400 Champion, without Tyere Irons, $87.50; No. 400 
Champion, complete, $40.00. 

No. 40 Lancaster, complete, $27.50. 

Royal H, without Tyere Irons, $41.50; complete, $44.00. 
No. 200 Buffalo, Complete—12-in„ $44.00; 14-in., $50.00. 
No. 700 Climax—12-in. complete, $28.00. 

BOARDS, IRONING— 

With Table—No. 2, Plain, $2.50 each; No. 10 Springer, 
60x15 in., no sleeve board, $5.50; No. 20 Springer, 54x13 
in., no sleeve board, $5.25; No. 40 Springer 50x12 in., no 
sleeve board, $4.50. 

Without Table (skirt Boards)—4-foot, $1.00 each; 5-foot, 
$1.85; 5 % foot $1.50; 6-foot, $1.75. 


BOARDS, WASH—Brass, $1.25 each; Toy, Zinc, 26c; Single 
Zinc, 85c; Double Zinc, $1.15; Glass, $1.10; Blue Enamel, 
$1.75; Single Zinc, 95c. 


BOLTS—Common Carriage— 

Size 3-16"&*i" 5-16' r %" 7-16" H 



Doz. iOO 

Doz. 100 

Doz. 

100 

Doz 

100 

Doz. 

100 

1H 

.25 

1.55 

.30 

2.15 

.45 

2.95 

.55 

8.65 

.65 

4.45 

2 

.25 

1.70 

.85 

2.35 

.50 

3.20 

.60 

8.95 

.75 

4.95 

2H 

.25 

1.85 

.40 

2.55 

.50 

8.45 

.65 

4.30 

.80 

5.35 

3 

.30 

2.00 

.40 

2.75 

.55 

S 70 

.70 

4.65 

.90 

5.80 

3H 

.30 

2.15 

.45 

2 95 

.60 

3.90 

.75 

4.95 

.95 

6.26 

4 

.35 

2.30 

.45 

3.10 

.65 

4.20 

.80 

5.30 

1.00 

6.75 

4H 

.40 

2.50 

.50 

3.30 

.65 

4.45 

.85 

5.60 

1.10 

7.25 

5 

.40 

2.65 

.50 

3.45 

.70 

4.70 

.90 

5.95 

1.15 

7.65 

5V* 

.45 

2.80 

.55 

3.65 

.75 

4.95 

.95 

6.80 

1.20 

8.10 

6 

.45 

2.95 

.60 

3.85 

.80 

5.15 

1.00 

6.60 

1 80 

8.60 

6* 

.50 

8.30 

.65 

4.30 

.85 

5.75 

1.05 

6.95 

1.85 

9.10 

7 

.55 

3.45 

.70 

4.45 

.90 

6.00 ' 

1.10 

7.25 

1.45 

9.56 

8 

.60 

3.80 

.75 

4.85 

1.00 

6.60 

1.20 

7.95 

1.55 

10.40 

9 


• • • 

.80 

5.80 

1.05 

7.10 

1.80 

8.60 

1.70 

11.40 

10 



.85 

5.50 

1.15 

7.60 

1.40 

9.25 

1.85 

12.25 

11 





1.20 

8.10 

1.50 

9.90 

2.00 

13.20 

12 


• • • 

. . 

. . * 

1.30 

8.65 

1.60 

10.55 

2.10 

14.10 

14 









2.40 

16.00 

16 


• • • 


... 

• • 

, ,. 

• • • 


2.65 

17.80 

18 


• • • 


. . . 

• e • 

... 

• . . 


2.95 

19.70 

20 




. . . 


. . . 



8.25 

21.55 


BOLTS—Expansion—(See SHIELDS). 

BOLTS—8tov*— 

5-32" 3-16" \i" 5-16" %" 


Size— 

Doz. 

100 

Doz. 

100 

Doz. 

100 

Doz. 

100 

Doz. 

100 

%.... 

.10 

.70 

.10 

.70 







Vi ... . 

.10 

.70 

.10 

.70 

.is 

1.66 





%.... 

.10 

.70 

.10 

.70 

.15 

1.00 





% . . . . 

.10 

.70 

.10 

.70 

.15 

1.00 





% . . . . 

.10 

.75 

.10 

.75 

.15 

1.00 





1 .... 

.10 

.75 

.10 

.75 

.15 

1.05 

.20 

1.50 

.25 

2.20 

lVi.... 

.10 

.80 

.10 

.80 

.15 

1.10 

.20 

1.55 

.30 

2.30 

1% . ... 

.10 

.85 

.10 

.85 

.15 

1.20 

.20 

1.65 

.80 

2.40 

1%.... 

.15 

.90 

.15 

.90 

.15 

1.25 

.25 

1.75 

.80 

2.55 

2 .... 

.15 

.95 

.15 

.95 

.20 

1.30 

.25 

1.85 

.85 

2.70 

2 V4 . . . . 



.15 

1.00 

.20 

1.35 

.25 

1.95 

.85 

2.90 

2Vi.... 



.15 

1.05 

.20 

1.45 

.25 

2.00 

.35 

8.05 

3 .... 



.15 

1.20 

.20 

1.60 

.30 

2.15 

.40 

8.35 

3V4.... 



.20 

1.35 

.25 

1.85 

.30 

2.40 

.45 

3.70 

4 .... 



.20 

1.50 

.25 

1.95 

.35 

2.65 

.50 

4.50 


BOLTS—Machine, Square Head and Nut— 

%" 5-16" fc" 7-16" 


Size 

Doz. 

100 

Dos. 

100 

Doz. 

100 

Doz. 

100 

1-1V4 

$0.85 

$2.45 

$0.45 

$2.85 

$0.50 

$3.45 

$0.65 

$4.20 

2 

.35 

2.55 

.45 

3.00 

.55 

8.65 

.70 

4.50 

2* 

.40 

2.65 

.50 

8.20 

.60 

8.90 

.75 

4.80 

8 

.40 

2.75 

.50 

8.35 

.60 

4.10 

.75 

5.10 

3tt 

.45 

2.90 

.55 

3.55 

.65 

4.85 

.80 

5.40 

4 

.45 

3.00 

.55 

8.70 

.70 

4.55 

.85 

5.70 

4ft 

.50 

3.30 

.60 

4.10 

.75 

5.05 

.90 

6.00 

5 

.50 

3.40 

.65 

4.25 

.80 

5.30 

.95 

6.30 

5% 

.55 

8.50 

.65 

4.45 

.85 

5.50 

1.00 

6.00 

6 

.55 

3.65 

.70 

4.65 

.85 

5.75 

1.05 

6.90 

6H 

.55 

3.75 

.75 

4.80 

.90 

6.00 

1.10 

7.20 

7 



.75 

5.00 

.95 

6.25 

1.15 

7.50 

8 



.80 

5.35 

1.00 

6.75 

1.20 

8.10 

9 



.85 

5.75 

1.10 

7.20 

1.80 

8.70 

10 



.90 

6.05 

1.15 

7.70 

1.40 

9.80 

11 



.95 

6.45 

1.20 

8.15 

1.50 

9.90 

12 



1.00 

6.75 

1.30 

8.60 

1.60 

10.59 


Vi” 

% 

00 



% 

" 


Doz. 

100 

Doz. 

100 

Doz. 

100 

Doz. 

100 

1-1% 

$0.80 

$5.10 

$1.20 

$7.80 

$1.70 $11.65 


.... 

2 

.85 

5.75 

1.25 

8.40 

1.85 

12.85 

‘2.50 

16.80 

2V4 

.95 

6.35 

1.35 

8.90 

2.00 

13.20 

2.65 

17.85 

3 

1.00 

6.60 

1.45 

9.50 

2.10 

14.00 

2.85 

18.90 

3% 

1.05 

6.95 

1.50 

10.10 

2.25 

14.85 

3.00 

19.95 

4 

1.10 

7.35 

1.60 

10.65 

2.85 

15.70 

3.15 

21.00 

4V4 

1.15 

7.70 

1.70 

11.25 

2.50 

16.60 

3.30 

22.05 

5 

1.20 

8.10 

1.75 

11.75 

2.60 

17.35 

8.45 

23.10 

5 Vi 

1.30 

8.55 

1.85 

12.35 

2.70 

18.15 

3.60 

24.15 

6 

1.85 

8.90 

1.95 

12.90 

2.85 

19.00 

3.80 

25.20 

6 V4 

1.40 

9.30 

2.05 

18.50 

3.00 

19.80 

8.95 

26.25 

7 

1.45 

9.65 

2.10 

14.10 

8.10 

20.65 

4.10 

27.30 

8 

1.60 

10.50 

2.30 

15.20 

3.35 

22.25 

4.40 

29.40 

9 

1.70 

11.25 

2.45 

16.35 

8.60 

23.75 

4.75 

81.50 

10 

1.80 

12.00 

2.65 

17.50 

3.85 

25.55 

5.05 

33.60 

11 

1.90 

12.75 

2.85 

18.65 

4.10 

27.25 

5.35 

85.70 

12 

2.05 

13.50 

2.95 

19.75 

4.85 

28.90 

5.65 

87.80 

13 

2.15 

14.40 

3.15 

20.90 

4.60 

80.50 

6.00 

39.90 

14 

2.25 

15.15 

3.30 

22.05 

4.85 

32.20 

6.80 

42.00 

15 

2.40 

15.95 

3.50 

23.20 

5.10 

38.80 

6.60 

44.10 

16 

2.50 

16.75 

8.65 

24.45 

5.85 

35.50 

6.90 

46.20 

17 

2.65 

17.50 

8.85 

25.50 

5.55 

87.15 

7.25 

48.80 

18 

2.75 

18.25 

4.00 

26.60 

5.80 

88.75 

7.55 

50.40 

19 

2.85 

19.00 

4.15 

27.75 

6.05 

40.40 

7.90 

52.50 

20 

3.00 

19.85 

4.35 

28.90 

6.30 

42.10 

8.20 

54.60 

21 

8.10 

20.60 

4.50 

30.00 

6.55 

43.75 

8.50 

56.70 

22 

8.20 

21.40 

4.70 

81.20 

6.80 

45.40 

8.85 

58.80 

23 

3.35 

22.20 

4.85 

32.80 

7.05 

47.00 

9.15 

60.90 

24 

3.45 

23.00 

5.00 

88.45 

7.80 

48.70 

9.45 

63.00 

25 

3.55 

23.75 

5.20 

34.55 

7.55 

50.30 

9.76 

65.10 

26 

3.70 

24.50 

5.35 

35.75 

7.80 

52.00 

10.05 

67.20 

27 

3.80 

25.30 

5.55 

36.90 

8.05 

58.60 

10.40 

69.30 

28 

8.90 

26.10 

5.70 

38.00 

8.80 

55.26 

10.70 

71.40 

29 

3.95 

26.85 

5.85 

89.15 

8.55 

57.00 

11.00 

73.50 

80 

4.00 

27.65 

6.00 

40.80 

8.80 

58.50 

11.85 

75.60 


Digitized by 


Google 






























































































208 


HARDWARE WORLD 


RETAIL SELLING PRICES—C ontin u ed. 


IWVAUJIiO— 


fi 8- * W., No. 508, $1.85 each; 510, $1.40; 8808, 
8310, $2.75; 8708, $8.75; 8710, $3.85; 8712, 

4608, $4.50; 4610, $4.75; 4612, $5.00; 5008, $5 25 
$5.75; 501 2, $6.00; 5014, $6.25; 7008, $5.75; 7010, 
7012, $6.25; 8208, $7.75; 8210, $8.00, 8212, $8.25 
Stanley Ratchet, No. 921, 8-inch, $6.25; 10-inch. $6. 
inch, $6.75; 14-inch. $7.00 ’ * 

Stanley Corner, No. 992, 8-inch, $9.00; 10-inoh, 
No. 982, $5.75. 


$2.50; 

$4.00; 

5010, 

$ 6 . 00 ; 

50; 12- 

$ 10 . 00 . 


BOLTS—Barrel— 

Extra Heary Wrought 
Steel, Japanned— 

4- inch ..20 

5- inch .25 

6- inch .80 

8-inch .60 

Caat Iron, Japanned— 
8-inch .15 

4- inch .15 

5- inch .20 

6- inch .25 

8-inch .40 

CHAIN— 

Caat Iron, Japanned— 

6-inch .50 

8-inch .60 

10-inch .85 

Caat Iron, Amber or 
Bronzed— 

4-inch .45 

6-inch .60 

8-inch .75 

Caat Iron. Ant. Copper 
or Dull Braaa— 

4-inch .75 

6-inch . 1.00 

8-inch . 1.25 

CUPBOARD, Japanned— 

8-inch .65 

6-inch .75 

10-inch . 1.76 

Cupboard, Other Finishee— 
8-inch .76 


FLUSH, Augle—All Finiehee, 


Caet Bronze— 

2- inch .40 

31-inch .50 

4- inch .55 

6-inch .70 

LEVER—Caet Bronze, All 

Finiehee— 

3%-inch . 1.10 

5- inch . 1.25 

T-HEAD—Wrought Bronze, 

All Finishes— 

3- inch .85 

4- inch .40 

5- inch .45 

6- inch .50 

Caet Bronze, All Finiehee— 

8-inch .50 

4- inch .55 

5- inch .70 

FOOT— 

Caat Iron, Japanned— 

6-inch .45 

8-inch .55 

10-inch .85 

Amber or Bronzed— 

6- inch .55 

8-inch .75 

Other Finiehee— 

4-inch .75 

6-inch .95 

8-inch . 1.10 

Foot Wrought 8teel—Cup¬ 
board, Japanned— 

3-inch .65 

6-inch . 1.00 

10-inch .2.25 


BRACKETS—Shelf— 


Japanned— 

8x 4 . 

Pair 

... .26 

4x 5 . 

... .80 

5x 7 . 

... .40 

6x 8 . 

.. • .46 

7x 9 . 

... .50 

8x10 . 

... .60 

10x12 . 

... 75 

12x14 . 

... 1.26 


Copper, 
8x 4 

Brass, Nickel—Pair 

4x 6 


6x 7 


6x 8 


7x 9 


8x10 


10x12 


12x14 



% and 


% to i%- 


.8U 

.25 


.20 

.20 


!l5 

.15 


i -inch 

7i *7i -inch ........ .so 

1% to 2-inch.20 „ 

BRASS—Sheet—Soft, per lb., 75c; Half Hard, 80c; Sign, 80c 
Spring, $1.05. 

BREAD AND CAKE MAKERS—Universal—No. 2, $2.75 

v. „ .o - -— - 


No. 4, $3.50 each; No. 8, $4.00 each; No. 44,' 
BRIGHT WIRE GOODS—See Hooka and Eyee. 
BROOMS—Houee or Parlo: 


.25 each. 


Fmeet selected, 16-15 in„ $1.50 each; aecond grade, 14% 
in., third pads, 14 in.. $1.10; common, 86e; Ware- 

house, $1.25; Railroad or Smelter, $1.25; Switeh, small 05c, 
large, 90c; Toy or Hearth, 1 sew, 80c; 2 sew, 40c. 


6-inch . 1.00 

BOLTS—Toggle—(See Toggle Bolts) 


BOILERS—Range— 

30 gallon . 

40 gallon . 

52 gallon . 

66 gallon . 

82 gallon . 

100, gallon. 

BOTTLES—Vacuum— 


Standard. 

Extra 

Heavy. 

. 14.30 

18.85 

. 19.50 

26.00 

. 36.40 

89.65 

. 54.50 

64.25 

. 65.00 

78.00 

. 95.00 

111.00 


Thermos— FILLERS—Thermos and Uni- 

10 .2.85 versal— 

10Q . 8.75 % Pint. 1.76 

11 . 3.00 1 Pint. 2.00 

11Q . 5.00 1 Quart. 8.26 

14 . 8.50 LUNCH KITS— 


14Q . 

_5.50 

15% . 

_ 8.75 

15 . 

_ 4.25 

15Q . 

_ 6.50 

6. 

_ 4.75 

6Q . 

_ 7.00 

Universal- 


21 ... 

.. . 2.75 

22 . 

... 4.60 

61 . 

... 2.50 

62 . 

... 4.00 

71 . 

... 8.60 

72 . 

... 5.00 

91 . 

.. . 4.00 

92 . 

... 6.00 

81 . 

... 4.50 

82 . 

... 6.50 

692 . 

... 7.25 

Ferrostat— 


504R . 

_11.00 

505R 2-qt. 

-16.00 

505N . 

_16.50 


Thermos- 

892 and 896.. 

898 and 897. 

894 and 398. 

Universal— 

810 . 

410 . 

... 4.00 
... 4.26 
... 5.00 

... 4.00 
,. .. 4.85 

420 . 

... . 4.85 

820 . 

,... 4.50 

4070 . 

,... 6.75 

8070 . 

... 8.76 


Thermos—Food Jars. Fillers 


600 . 4.25 

2.25 

601 . 5.75 

2.50 

602 . 7.50 

8.75 

Thermos— Jugs. 

Fillers 

556. 8.25 

8.60 

557. 8.50 

4.76 

Thermos—Oases— 


104. 

. 5.00 

104Q . 

. 7.00 


114 .10.00 

114Q . 15.00 

180 . 10.00 

180Q . 15.00 


BOXES—Mail—Apartment— Standard style, $5.00 each; with 
mouthpiece and electric push button, $5.25. 

House—Oast Iron, 6x12, $1.25; Steel, 12x5 %x2 in., 
$2.75; Copper Finished, 10x5x2 in., $4.00; Sheet Metal, 
1x4x10 in., 30c; Sheet Steel, 11x5x2 in., $2.25. 

Rural Delivery—Standardized, 18%x6%*7% in., $2.10; 
Standardized, 23%xllxl4 in., $4.25. 


B0XE8—Mitre- 


Goodell— 

Each 

265 26x4. 

-24.00 

885 25x5 . 

- 25.60 

306 30x5 . 

.... 27.00 

Stanley— 

50% . 

.12.70 

246 . 


358 . 


460 . 

.35.00 

Acme— 

72 . 

__22.50 


78 .11.50 

74 . 26.00 

75 . 24.00 

New Langdon Imp- 

72 .23.00 

78 ..24.00 

74 . 25.50 

75 . 27.00 

Steam's Perfection— 

20 .*. 4.75 


Bassine, 14-in... 
Bassine. 16-in... 
Steel wire, 12-in, 
Steel Wire, 18-ln 


Push or Street 

.. 1.75 Rattan, 6 rows, 12-in. 

.. 2.00 Rattan, 6 rows, 14 In. 

.. 1.00 Rattan, 6 rows, 16 in. 

.. 1.60 Rattan, 8 rows, 14 in. 


1.50 

1.60 

1.75 


BRUSHES— 


CA8TING— 

Round . 

.. .80 

Oblong. 

.. .60 

Counter— 

Dusting, com. ... 

... .90 

Extra quality ... 

... 1.20 

White bristles •.. 

... 1.76 

FLOORr- 

Fibre, 12-inch. 

Fibre, 16-inch. 

.. L50 

.. 1.90 

Hair, 12-inch . 

.. 2.10 

Hair, 16-inch . 

.. 2.65 

Mixed, 12-inch .... 

.. 1.75 

Mixed, 16-inch .... 

.. 2.00 

Bristles, 14-inch ... 

. . 5.00 

Bristles, 18-inch ... 

. . 6.25 

Garage— 

Fibre, 16-inch... 

... 2.00 

Fibre, 18-inch... 

... 2.26 

Fibre, 20-inch... 

... 2.60 


Fibre, 24-inch. 

Gear— 

Handles. 

Hand or Nail. 

Horse- 

Rice Root, 12 % lb .. 
Rice Root, 13 lb... . 
Palmyra Fibre, 12 Vi 

Palmyra Fibre, is lb. 
Mixed Fibre, 13 lb.... 
Ox Fibre, 3V4x9 in.. 
Ox Fibre, 4 %xll Vi in. 
Kalsomine— 

7-in- single.. 

8x7% In blocks...., 


Marking—(Reund)- 
White bristles— 

%•% in. 

11% in. 


8.25 

.65 

.10 

.75 

1.25 

.55 

.95 

.90 

.75 

.85 

2.46 

6.75 


.10 

.15 


Paint—(Chinese bristles)— 





Grade. 

1 

2 

8 

4 

5 

2%-inch. 

. . .80 


.65 



8-inch . 

. . .40 

.55 

.85 

1.60 


3%-inch. 

. . .55 

.75 

1.05 

2.26 

S.*75 

4-inch. 

.. .70 

1.00 

1.55 

2.75 

8.50 

4%-inch. 

. 

1.50 


8.50 

4.00 


Roofing—Knotted— 

8 knots 14-lb. 

4 knots, 18 lb. 

Sash—Chisel Point— 

Vixl Vi-in. 

%xl%-in.. 

%x8-ln. 

1x2%- in. 


Scrub- 

Gray Tampico, 10"... 
Gray Tampico, 12"... 

Ox Fibre, 7". 

Ox Fibre, 10". 

Ox Fibre, 12". 

White Tampico, 8". . . 
White Tampico, 11".. 
White Tampico, 12".. 
Sh oe 

Dauber, wood. 

Dauber, iron. 

Brush only, %-ln... 


2.00 

2.50 


.mo 

.80 

.40 


.40 

.50 

.40 

.50 

.55 

.35 

.50 

.70 

.20 

.80 

.86 


Brush only 1%-in... 

Combination . 

Extra bristles. 

Best 1%-ln. bristles 
Sink- 

Ox Fibre . 

Split Bamboo. 

Sharing—Rubber Set— 
Ebonised handle .... 
Boxwood, small .... 
Boxwood, medium... 

Boxwood, large. 

White Bone, small... 
White Bone, medium 

Octagon Bone. 

Octag. Bone, polished 


Stencil— 

1 Ji-in., 2%-lb. 
1%-in- 8%-lb. 
1%-ln., 51b... 
1 % -in., 6-lb... 


.75 

.85 

.60 

.85 


.15 

.05 


.55 

1.00 

1.10 

1.85 

1.00 

1.25 

2.00 

4.00 

.25 

.85 

.45 

.55 
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BRUSHES—Continued— 


Window— 


Squeegee, 10-in. .. 

. .80 

Gray fibre. 

.. .75 

Squeeges, 12-in. . . 

. .35 

Black horsehair .. 

.. .90 

Squeegee, 14- in. ... 

. . .40 

Pope’s Eye. 

.. 1.15 

Squeeges, 16-in. ... 

. . .60 


BUCKETS—(See Galv. Ware) — 


BURNERS—Lamp—%-inch wick, 10c each; 1-inch, 15c; 1%- 
inch, 30c. 

Lantern—For Cold Blast, %-inch wick, 10c each: 1-inch, 
15c; For Kerosene, %-inch, 10c: 1-inch, 15c; Lara, Sperm 
and Sig. Oil, %-inch, 10c; 1-inch, 15c. 

Rubbish—No. 1, 20-inch Steel, $9.00 each; No. 8 , 80- 
inch Steel, $15.00. 

BUTTS—(See Hinges)— 

CALKS—Boot—Screw, all sixes, box of 50, 75c; Drive, all 
sizes, box of 100, 85c; Tote, blunt, side, heel or country 
pattern, 15c lb. 

CANT HOOKS— Maple Hdl. Hickory Hdl. 

2%x4% . 3.00 3.65 

2%x4% .. . 3.25 3.75 

CAPS—Roofing. Per lb., 20c. 

CARBORUNDUM—Grain, per lb., bulk, 50c. 

CARRIERS—Timber—No. 425, 4-ft. maple, $3.75. 

CARRIERS—Hay—Usin$ Manila rope for steel, wood, cable 
track, $12.00 each; using wire cable or manila rope for steel, 
wood, cable track, $15.75; Sling, $22.00; 8teel Hay Carrier 
Track, 35c foot; Steel Hay Carrier Hanging Hooks, 25c 
each; Rafter Brackets, 15c. 

CATCHERS—GRASS—No. 9, all duck, $2.25; 10G, Galv. Bot¬ 
tom, $2.35; 11 all duck, $2.75: 12G Galv. Bottom, $2.75; 


RRi, $1.00; Eureka, 

85c; 16G, 

$1.50; 5G, 

$1.85. 


CES8POOLS—BELL— 


Hinge. 

Loose. 

2-inch 6x6 Bell... 



_ 1.40 

1.15 

8-inch 9x9 Bell. .. 



... 2.00 

1.80 

4-inch 13x18 Bell. .. 



. . . 4.75 

8.75 

CHAINS—Tire. 





Size 

Pair 




Tire—Weeds 


4%x33 .. 


. 7.25 

3 x30 . 

. . 4.50 

4%x34 .. 


. 7.50 

3%x30 . 

.. 5.00 

4%x35 .. 


. 8.00 

3%x32 . 

. . 5.50 

4%x36 .. 


. 8.00 

4 x31 . 

_ 6.00 

4%x37 .. 


. 8.75 

4 x32 . 

.. 6.00 

5 x35 


. 9.00 

4 x33 . 

. . 6.50 

5 x86 


. 9.00 

4 x34 . 

.. 7.00 

5 x37 . . 


. 9.75 

4 x35 . 

.. 7.50 

5%x36 .. 


.12.00 

4 x36 . 

. . 7.50 

5%x37 .. 


.13.00 

4%x32 . 

.. 7.00 

5%x38 .. 


.14.00 

Dozen pair lots. 

10% off. 





CHAIN—New German Straight Link (Coil) — 

6-0, 15c ft.; 5-0, 14c; 4-0, ^3c; 3-0, 11c; 2-0, 11c; 0, 10c; 
1, 8c; 2, 8c. 

Norway Straight Link (coil)—%, 85c lb.; %, 85c lb.; %, 
80c lb. 

Passing Link (coil)—4-0. 18c ft.; 3-0, 11c ft.; 2-0, 10c ft. 
Proof Straight Link (coil)—8-16 black, 30c lb.; %, 25c lb.; 
5-16, 22c lb.; %, 20c lb.; 7-16, 20c lb.; %, 18c lb.; %, 
18c lb.; %. 18c lb. 

Proof Twisted Link (coil)—8-16 black, 88o lb.; %, 28c 
lb.; 5-16, 24c lb.; %, 28c lb.; 7-16, 22c lb. 

B. B. Proof Straight Link (coil) — 5-16, 25c lb.; %, lie 
lb.; %, 20c lb.; %. 20c lb.; %. 20c lb. 

Twisted Machine Coppered (coil)—4-0, 20c ft.; 3-0, 18c 
ft.; 2-0, 17c ft.; 0, 16c ft. 

Jack: Iron—No. 20, 7%c yd.; No. 18, 7%c; No. 16, 7%c; 
No. 14, 7%c; No. 12, 10c; No. 10, 10c; No. 8, 12%c; 
No. 6, 18c. 

Jack: Brass—No. 120, 10c yd.; No. 118, 10c; No. 116, 
12 %c; No. 114, 20c; No. 118, 25e; No. 112, 80c; No. 
110, 40c. 

Safety Brass and Nickel Plated—00 and N00, 20c yd.; 0-N0, 
25c yd.; 1-Nl, 30c yd.; 2-N2, 40c yd.; 3, 45c yd. 

Sash—01 Copper Plated, 5o ft.; 02 Copper Plated, 4c ft.; 
XXXX Copper Plated, 20c ft.; 02P Steel Plain, 3%c ft.; 
10 Cable. 25c ft.; 56 Universal, 7c ft. 

Sash Chain Fasteners—12, 15c set; 100, 45c set. 
CHALK—Carpenters’ White, Blue, Red, 30c doz.. Railroad, 
30c doz. School, 5c doz. Lumber—Dixon’s Black, 75c doz.; 
All colors, $1.20. Metal Workers’—Solid Soapstone, 25c 
doz.; Solid Soapstone, Chisel Point, 40c. Oil Checking— 
5-in. Black, red and blue, 45c doz.; 6-in., 50c. 

CHECKS—Door—All makes. Liquid Checks—A-ll, $7.00; 
B-12, $9.50; C-13, $10.75; D-14, $12.75; E-15, $16.85; 6, 
extra large, $22.50. For hold open arm, add $1.25 each. 
Screen Door Check—No. 01, $3.85. 

CHOPPERS—Meat and Food— Universal 



Enterprise 


0. 

, . . 2.50 

5 . 


. . 4.50 

1. 

, . . 3.00 

10 . 


. . 7.00 

2 . 

, . . 3.50 

12 . 


. . 6.50 

3 . 

. . . 4.75 

22 . 


. .11.00 

304 . 

. .11.00 

32 . , 


. .14.00 

Rnsswin 





OR. 

. . . 2.75 

501 . 


. . 2.75 

1 R. 

. . . 3.25 

602 . 


.. 3.25 

2 R. 

. . . 4.00 

703 


. . 4.50 

8 R. 

_5.50 


CHISELS— 

Socket 
Firmer 
Bev. Edge 

Whites 
No. 2 

Pocket 
Bev. Edge 

Inside or 
Outside 
Bevel 

%. 

.95 

1.30 

1.20 

1.85 

%. 

_ 1.00 

1.35 

1.25 

1.35 

%. 

- 1.05 

1.40 

1.30 

1.35 

%. 

_ 1.10 

1.45 

1.35 

1.40 

% . 

_ 1.25 

1.50 

1.40 

1.50 

%. 

_ 1.30 

1.55 

1.45 

1.65 

% . 

_ 1.35 

1.65 

1.55 

1.75 

1 . 

_ 1.40 

1.75 

1.60 

1.85 

1%. 

- 1.60 

1.90 

1.75 

2.00 

1%. 

_ 1.75 

2.00 

1.85 

2.25 

1%. 

_ 2.00 

2.15 

1.95 

2.50 

2 . 

_ 2.25 

2.30 

2.10 

2.75 


Blacksmiths' 

Bucks No. 4 Cold or Hot Eye 


1 . 



.90 


.75 

1% . 





.85 

1% .... 



1.45 


1.00 

1% . 





1.25 

1% .... 



1.50 


1.50 

1% .... 



2.00 


2.50 

2 .... 

Cold 

Cold 

2.25 

8.00 

Round Diamond 


Com. 

Special 

Cape 

Nose 

Point 

% . 

.20 

.35 

.55 

.50 

.50 

5-16_ 

.20 

.35 

.60 

.50 

.55 

%. 

.20 

.40 

.65 

.55 

.60 

% . 

.25 

.45 

.75 

.65 

.75 

%. 

.35 

.55 

.85 

.70 

.85 

%. 

.50 

.65 

.90 

.90 

1.00 

% . 

.65 

.90 



1.25 

1 . 

.85 

1.00 



1.50 

CHURNS—Barrel—No. 
3, $13.00; 4, $16.75; 

0, $9.25 each; 1, 
5, $19.50. 

$10.50; 

2, $11.50; 

Improved 

$8.75. 

Cylinder— 

No. 1, $6.00; 2, 

$6.75; 3, 

$6.75; 4, 


SturgeR Steel—No. 1, $10.35; 2, $12.65; 3.$14.65. 

Glass Family—Universal, No. 15, $2.75; 125, $3.25; 185, 
$4.00; 145, $4.50. Dazey, No. 10, $1.75: 20, $2.25; 80, 
$2.75; 40, $3.50. Extra Jars, Dazey, No. 10, 55c each; 20, 
90c; 30, $1.25; 40, $1.50. 

Dazey, Tin, without Dasher—2-gal., $5.25; 3-gal., $6.75; 4- 
gal., $8.25; 6-gal., $10.50. 

Dash—IX Tin—2-gal., $2.25; 4-gal., $2.75; 6-gal., $3.25. 
Dash and Handle— 25c extra. 

CLAMPS—Steam’s Special Joiners’—Opens 1 ft, pair $6.50; 
1% ft., $7.00; 2 ft., $7.25. 

Carpenters’—Opens 8 ft., pair, $10.35; 4 ft., $11.50; 
5 ft., $13.00; 6 ft., $22.00; 8 ft.. $28.50. 

Carriage Makers—Common. 2%-inch. 75c each; 3-inch, 
85c; 4-inch, $1.25; 5-inch, $1.75; 6-mch, $2.00; 8-inch, 
$3.00; 10-inch, $4.00; 12-inch, $5.00. 

Quilt Frame—No. 1, 10c each; 3, 20c; 32, 15c; 33, 20c. 

CLEANERS—Window— 

Robber— Wood Floor— 


10-inch. . . . 

. . .45 

16-inch. . . . 

. . .65 

14-inch. . . . 

. . .60 

12-ineh 

. . .50 

18-inch. . . . 

. . .75 

16-inch. . . . 

. . .75 

14-inch . . . . 

. . .60 






CLEVISES—Malleable, 25c lb. Steel, 4”, 25c; 5”, 25c; 6”, 
80c; 7”, 30c; 8", 85c. 

CLIPS—Wire Rope "Bulldog"—8-16 to % inc., each, 15©; 

%, 20c; %. 25c; %, 85c; %, 50c; 1-in., 55c; l%-in„ 60c. 
CLIPPERS—Bolt- 


New Easy— Extra Cutters— 


No. 0. 

_ 425 

No. 0 . 

.2.25 

No 1. 

5 75 

No. 1 ... 

.2.75 

No. 2. 

_ 8.00 

No. 2 . 

. 3.75 

No. 3. 

_ 10.50 

No. 3 . 

.4.75 

0. K.— 

10-inch . 

.8.85 

14-inch . 



CLOCKS—(Alarm)—Ace, $3.75 each; America, $2.10; Auto¬ 
matic, $6.00; Bingo, $4.00; Brownie, $4.50; Circle, $3.25; 
Columbia, $3.75; Ideal, $8.00; Indian, $2.10; Iron Clad, 
$3.25; Lookout, $2.50; Prompter, $3.25; Simplex, $6.00; 
Sleepmeter 2, $4.00; Sleenmeter 3, $3.25; Startle, $8.50; 
Tattoo Jr., $4.25; Tattoo Int, $4.25. 

NOTE—A Government War Tax of 6 per oent has been 
levied on all retail sales of clocks. The retail dealer la re¬ 
quired to keep a record of all tales and pay the tax into the 
Collector's ofnoe each month. 

CLOTH—Emery, Nos. 00 to 2%, 10c strsight; Nos. 1 to 8, 
15c. Carborundum or Aloxitc—Nos. FF-90, 15c straight. 


CLOTH, WIRE— 

Hardware Galvanised 


Mesh. 

8q. ft. 

Screen 

Sq.ft. 

1 inch. 


12 M—Black . 

.04% 

% inch. 


14 M—Black . 

.05 

% inch. 


16 M—Black . 

.06 

2 mesh. 


14 M—Bronze . 

.16 

3 mesh. 


14 M—Galvanized . . 

.05% 

4 mesh. 


16 M—Galvanized . . 

.06% 

6 mesh.. 


14 M—Opal or Galv. 

.06 

1 mesh. 


16 M—Opal or Galv. 

.06% 
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COOKS— 


DRILLS— 


No. 

Each 

No. 

Each 

Ball 660— %-inch. 

. 1.60 

Floats 395—5-inch.. 

. .55 

%-inch. 

. 1.85 

6-inch.. 

. .85 

%-inch. 

. 2.35 

7-inch. . 

. 1.50 

1 -inch. 

. 4.25 

8-inch.. 

. 2.85 

1 %-inch. 

. 6.75 

10-inch.. 

. 4.25 

185 ft-inch. 

. 2.65 

Gas Hose— % -inch.. 

. .65 

%-inch. 

. 2.85 

%-inch.. 

. .60 

%-inch. 

. 3.65 

%-inch.. 

. .80 

1 -inch. 

. 6.65 


1 %-inch. 

.10.25 




Tea Kettles. 


5 pints . 

_ 2.75 

8% inch. 

.. 3.50 

6 pints . 

_ 3.00 

9% inch. 

.. 8.75 

Tea Pots. 


10% inch. 

.. 4.25 

2 pints . 

_ 2.00 

Coffee Pots. 


3 pints . 

... 2.25 

8 pints . 

.. 2.25 

4 pints . 

... 2.50 

4 pints . 

.. 2.50 

5 pints . 

... 2.75 


COPPERS. SOLDERING—Family— 

i . i.es 

* . 1.50 

Tinners— 

% pound, per pair. J5 

1 pound, per pair. 40 

1% pound, per pair.60 

2 pound, per pair.80 

8 to 14 pound*.76 

OORD—Sash, Common—Per Hank: No. 6, $2.15: 8, $8.10; 
10, $4.75; 12, $5.95. 

Silrer Lake—Per Hank: No. 6, $8.10; 8, $8.95; 10, $6.05; 
12, $8.75. 

OORD, TINNED PICTURE— 

No. 0, lOe pkf.; 1, 16o; 2, 15c; 8, 10c; 4, 25c. 

CRAYON—Lumber, 10c; Soapstone, 5c. 

CULTIVATORS— 

Norcross, 1 GC-5, each, $1.25; 5N, $1.50; 8N, $1.25; 

Midget, 60c. 

Pull Easy, PEC, each, $1.85; PE5, $1.60; PEW2, $5.00. 

CUTTERS—Pipe—Barnes, No. 1, $4.00 each; 2, $5.25; 8 , 
$8.60; 4, $16.75; 5; $26.60. 

Saunders—No. 1, $4.76 each; 2, $6.50; 8, $11.25. 

Trimo—No. 1, $4.00 each; 2, $5.25; 8, $8.60. 

DAMPERS—Store Pipe—No. 8, 20c each; 4, 20c; 5, 25c; 
6, 25c; 7, 40c; 8, 60c; 2, 80c; 10. 96e. 

DIVIDERS—Wing, No. 1. 86 A 50, 6-in., 85c pr.; 7*in„ 90c; 
8*in., $1.00; 10-in., $1.85. No. 85, 6-inch, 75c pair; 7-inch, 
85c; 8-inch, $1.00; 10-inch, $1.25; 12-lnoh, $1.86; 14-inch, 
$2.50. 

Excelsior—6-inch, OOo; 8-inch, $1.25; 10-inch, $1.66. 
DOLLIES—Timber- 

No. 649, 6-inch.$9.00 No. 650, 8-inch.$12.60 

DOORS—Ash Pit— 

8x8 .2.00 10x12 . 2.75 

8x10 .2.25 12x15 . 6.50 

ASH TRAPS—Common, 7x9, 80c; Adams Double, 90c. 

DOORS—Screen— 

241 Common Varn. %-ln.—2-6x6-6, $8.75; 2-8x6-8, $3.90- 
2-10x6-10, $4.25; 3x7, $4.50. * * ' 

100 Galr.—2-6x6-6, $3.25; 2-8x6-8, $8.75; 2-10x6-10 
$4.00; 8x7, $4.25. 

200 Galr.—2 6x6-6, $8.75; 2-6x6-8, $4.25; 2-10x6-10. 
$4.50; 8x7, $4.75. 

400 Galr.—2-6x6-8, $5.00; 2-10x6-10, $6.00; 8x7, $6.50. 
276 Black 1%-in.—2-6, $4.00; 2-8, $4.40; 2-10, $4.65. 

311 Black 1%-in.—2-6x6-6, $4.75; 2-8, $5.00; 2-10, $5.25; 
3x7, $5.50. 

891 Galr.—2-8x6-8, $6.00; 2-10x6-10, $6.25; 3x7, $6.50; 
3x6-8, $6.75. 

525 Black—2-8, $7.25; 2-10, $7.50; 3x7, $7.75; 8x6-8, 

$ 8 . 00 . 


Goodell-Pratt 

No. 

8. 

Bench Drills— 

Each 

. 7.25 

No. 

67 

Each. 
12 OO 

8%. 


97. 

i 12.75 

9%. 

.18.26 

118. 

. 7.50 

10%. 

480%. 


Hand— 

1008 . 

.18.00 

1 . 

. 3.50 

1006 . 


2 . 

. 5.25 


11 .22.00 


2B 


4.75 


Berries, Standard—Square or Flat Head— 

% " %" i^»» i^” |» 

Each.75 .80 .90 1.00 1.75 2.60 3.75 6.50 

JOOKERS—Fireless—Duplex—No. 25, $20.00 each: No. 80„ 
$33.50; 35, $22.25; 50, $33.75; 55, $36.00; 60, $40.00; 
70, $56.00. 

Legs—Set, $5.00. 

Soapstone Discs—Each, $1.50. 

COOLERS—Water—Galranized lined—2-gal. with push faucet, 
$5.75 each; 8-gal., $7.00; 4-gal„ $8.75; 6-gal., $10.50; 8- 
gal., $13.00; 10-gal., $15.00; 14-gal., $20.00. 

COPPER—Sheet, 60c lb.; Bara, round, 70c lb.; Tubing, 75e lb. 
COPPER WARE—Rome Nickel Plated— 


Goodell-Pratt Breast Drills— 

6 .. .. Jl AS 

8A . 

5 . 

. 4.00 

. 4.00 

07 . 

.. 5.50 

98 . 

. 5.75 

245 . 

.. g 66 

105 . 

. 3.75 

279 . 

.18.15 

806 . 

. 5.5o 

Millers Falls 
12. 

(Breast)— 
.6 75 

343 . 

1980 . 

. 4.00 

, . .. . 5.75 

12A .. 

... 6.60 



10 . 

Drill Presses—Millers Falls 
_ ii on ia .. 

. 7.50 

11 . 

.. 15 00 

210 . 

.15.00 

22 . 

.... ft 00 



No. 

4 . 

Hand Drills— 

Each. No. 

Each. 

.9.25 


4%. 2.70 

5%. 5.20 

5%B. 5.20 

49 2.10 

53 3.50 

54 3.50 

154 5.00 

259 6.40 

329 3.40 

379 8.50 

385 8.00 

445 8.00 

Chain Drills—Goodell-Pratt 
807 . 4.50 818 . 

816 . 4.50 1500 . 

817 . 6.50 

Yankee Automatic 

41 . 8.00 44 . 

42 2.50 50 . 

Yankee Chucks and Drill Points 
No. Set. No. 

300 1.15 805 . 

301 1.15 

Yankee Drill Points 
Set of 8, $1.00; each 15c; 2 for 25c. 

Bits, Wood (Syracuse Pattern) 
Thirtyseeonds— Ea. 


545 12.00 

550 10.5*> 

555 13.75 

1430 4.50 

1445 . 8.00 

1455 . 9 25 

1530 6.50 

1540 10.00 

1545 12.00 

1550 11.75 

1555 18.75 


8.60 

4.50 


8.75 

4.80 


Set 

.55 


2 . 

3 . 

.25 

I’d . 

18 . 

.55 

4 . 

.25 

14 . 


5 . 

.26 

15 . 

.65 

6 . 

. J5 

16 . 

.70 

7 . 

.20 

17 . 

.75 

g . 

.25 

18 . 

.85 

9 . 

.40 

19 . 

.90 

10 . 

.45 

20 . 

. 95 

11 . 

.4ft 

24 . 

. 1.25 

Bit Stock Twist Drills for metal or wood— 


1-16 .... 

.15 

16-82. 


8-82_ 

. .10 

% . 

.90 

% . •.. 

.22 

17-22. 

. 1.00 

6-82 .... 


9-16. 


8-16 .... 

.80 

19-82. 


7-82 .... 

.85 

% . 

. 1.20 

% . 

.40 

11-16. 

. 1.40 

9-82 .... 


% . 


5-16_ 

.55 

18-16. 

. 1.60 

11-82 ... 


% . 


% . 


16-16. 


18-81 .. . 

.70 

1 . 

. 2.40 

7-16_ 




Straight Shank Carbon steel. 

Short 8et— 


1-32 ... 


7-32. 


3-64_ 

.15 

15-64. 

. .25 

1-16_ 

. 15 

% . 

.80 

5-64_ 


9-82. 


8-82_ 

.16 

5-16. 

.40 

7-64 .... 

.16 

11-82. 

.45 

H . 


% . 


9-64 .... 

.15 

18-82. 

.60 

5-82_ 

.15 

7-16. 

.70 

11-64 ... 

.20 

15-82. 

.85 

8-16_ 


% . 



18-64.20 

Straight Shank, Wire Gauge Carbon Steel— 


1 to 6. is 86 to 

6 to 10.22 41 to 

11 to 15.20 46 to 

16 to 20.20 61 to 

21 to 25. 20 66 to 

26 to 80.16 61 to 

81 to 86. .16 


40. 

45. 

50.. . 

55.. . 

60.. . 
80... 


.18 

.16 

.16 

.15 

.15 

.15 
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RETAIL SELLING PRICES—Continued. 


ELECTRICAL APPLIANCES— 


Universal Goods— 


Dithea, Chafing— 
R021 . 

15.75 

25.00 

E9437 . 

E9439 . 

. 18.50 
. .20.00 

E940 . 

E9635 . 

. . 15.00 

E9850 . 

22.50 

E9637 . 

. . 16.00 

Grills— 


E9639 . 

. . 17.50 

E982 . 

12.50 

E9646 . 

. .21.00 

£984 ... 

15.00 

E9649 . 

. .23.50 

Heaters, Immersion- 

E9076 . 

. .13.50 

E970 . 

7.00 

Ranges, Table— 


Irons, Curling— 


E9841 . 

. .24.00 

E9901 . 

7.25 

Stoves— 


E99011 . 

8.00 

E998 . 

. . 11.00 

Irons, Pressing— 


E1997 . 

. .11.00 

E901 . 

10.00 

E9960 . 

. . 10.00 

E902 . 

8.50 

Toasters— 


E905 . 

8.50 

E915 . 

. . 9.75 

E9023 . 

7.50 

E946 . 

. . 8.50 

E9035 . 

8.50 

Urns, Coffee— 


E9051 . 

0.50 

E916 . 

. .21.00 

E9081 . 

9.00 

E919 . 

. .22.50 

Irons, Waffle— 


E9136 . 

. .18.00 

E930 .. 

20.00 

E9146 . 

. .23.50 

Pads, Heating— 


E9149 . 

. .26.50 

E9940 . 

18.50 

E9166 . 

. .28.50 

Percolators— 


E9169 . 

. .31.00 

E9025 . 

18.50 

E9176 . 

. . 19.50 

E9027 . 

14.00 

E9179 . 

. .21.00 

E9029 . 

16.00 

E9166044 . 

. .52.25 

E9435 . 

17.00 

E9169044 . 

. .54.75 

Hot Point Goods— 
Chafing Dishes—No 

. 20501, 

$14.00 each; 20502, 

$21.00 


20503, $23.50. 

Coffee Percolators—No. 20610, $11.00 each; 20611, 

$12.50;: 20620. $15.00; 20621, $15.00; 20622, $19.50; 
20650, $19.50; 20651, $26.00; 20652, $29.50. 

Grills—20101, $12.50 each; 20103, $15.00; 20104, 
$11.50. 

Percolator Sets—41484, $51.75; 414S6, $41.75; 415S5, 
$48.75. 

Curling Irons—112L1, $8.00; 112L2, $7.00. 

Heaters, Air—30501, $21.00; 30502, $28.50; 30503, 
$38.50; 30603, $40.00; 30604, $54.00; Hedlite, $12.00. 
Heating Pads—50142, $10.00; 50151, $12.50. 

Immersion Heaters—50201, $6.75; 50202, $8.25; 50203, 
$9.75. 

Pressing Irons—11103, $9.75; 11203, $7.25; 11205, 

$8.25; 11206, $8.25; 11307, $10.50; 11308, $10.75; 11310, 
$12.00; 11312, $17.00; 11315, $18.50. 

Ovenette—No. 40701, $8.50. 

Stoves—No. 20301, $8.50; 20302, $8.50; 40101, $9.00; 
40102, $10.25; 40103, $14.25; 40104, $16.50; 40105, 
$19.50; 40106, $7.50. 

Toasters—114T5, $9.75; 114T5%, $8.50; 115T1, $9.50. 
Vacuum Cleaner*—No. 60102, $87.50 each; 60103, $42.00. 
Attachments, $11.00. 


ELECTRICAL SUNDRIES— 

Attachment Plugs, No. 008, Benjamin 

No. 500, Bryant. 

Bells, 2%-Inch Eclipse, Iron Box.... 

8-inch Eclipse, Iron Box. 

Bussers, Iron Box. 

Watch Case . 


Cleats, 2 and 8 wire, tinglesed. 

Clusters, No. 02, Benjamin, 2-light. 

No. 03, Benjamin, 3-light. 

No. 04, Benjamin, 4-light. 

Porcelain Rings for Clusters.. 


Cord, No. 18, Green and Yellow Twisted Lamp. 

No. 18, Heater, Twisted. 


25, 80 amp 
Ball. 


Lamp Guaxds, Style A—16 O. P 

Style H—16 C. P. 

Style H—32 C. P. 

Loxon, 40 watt (guard only). 
Loxon, 60 watt (guard only). 
Key for Loxon Guards. 


Fuses, 6, 10, 15, 20, 
Globes, 6x8 k, R. I. 

8x8)4 or 4, Ball. 
Knobs. No. 5)4* so 
No. 5%. " 


Each 


.80 

.20 

.85 

.85 

.75 

.75 

Pair 

.06 

Each 

1.15 

1.75 

1.75 

.10 

Foot 

.06 

.10 

Each 


.10 
.60 
1.25 
.08 )4 
.05 
~30 
.85 
.45 
.65 


.70 

.10 


Foot 


Loom, 7-82 (250 feet in coil).10 

)4 (250 feet in coil).11 

Each 

Receptacles, No. 226, Porcelain Cleat.25 

No. 105, Freeman Key, brass.65 

No. 188, Freeman Key, brass.75 

Rosettes, No. 810. Cleat.15 

No. 888, Concealed.25 

Switches, No. 400, Common Snap.50 

No. 408. Indicating Snap.60 


No. 450, 8-way Snap . 

No. 4401, Single Pole Push...... 

No. 4403, 3-way Push ... 

No. 707, Single Pole, 1-way Baby Knife 

No. 708, Single Pole, 2-way Baby Knife 

No. 709, Double Pole, 1-way Baby Knife. 

No. 710, Double Pole, 2-way Baby Knife. 

Sockets, %-inch and Pendant Cap Key BB.. 

Pull Chain . 

Shades, 8-inch Tin Cone. 

10-inch Tin Cone. 

8-inch Flat Tin . 

10-inch Flat Tin. 

8hade Holders, 2)4'inch P. A A- BB. 

3)4-inch P. A A., BB. 

Tubes, Porcelain, 5-16x3 . 

5-16x4 . 

5-16x5 . 

5-16x6 . 

Tape. Durafix Friction, )fc-lb. rolls. 

Sticktite Friction, )fc-lb. rolls. 

Paraweld Rubber, V4-lb. rolls. 

Wire, No. 10, S. B. Solid R. C . 

No. 12, 8. B., Solid R. 0. 

No. 14, S. B., Solid R. C . 

No. 18, Single Bell. 

No. 20, Twisted Bell. 

No. 18, Black R. C. Fixture. 

EMERY—Per lb., 25c. 

Stones—See Stones. 

Cloth—See Cloth. 

Wheels—See Wheels. 


Each 

.86 

.60 

.75 

.40 

.60 

.65 

.85 

.45 

.85 

.55 

.60 

.50 

.75 

.15 


.02)4 

04)4 

.06 

.07 

Lb. 

.85 

.85 

.86 

Foot 

-05)4 

.04 

.03 

Lb. 

.00 


100 Feet 
.. 1.40 


FASTENERS—Casement, common brass plated, 30c; Sash 
common brass plated, 15c, two for 25c. 


FAUCETS—Cork Lined— 8-inch, each.80 

7-inch, each.25 0-inch, each..35 


FIBRE WARE—Funnels—1-qt., $1.50; 2-qt., $2.25. 

Lunch Boxes—25c to 40c. 

Measures—1-pint, $2.25; 1-qt., $2.50; %-gal., $3.00; 1- 
gal., $3.75. 

Pails—12-quart, $2.00. 

Spittoons—4x9-in., $2.50; 5xll-in., $2.75; 6xl3-in., $3.50. 
Tubs. Oval—18-inch, $5.00; 23-inch, $8.00. 


FIGURES AND LETTERS (STEEL)— 


Figures. 

)f inch.. 

Set 

Each 


Letters 

.. 1.25 

.20 


Set 

8*16 inch.. 

.. 1.50 

.25 

)» inch 


)4 inch.. 

.. 8.00 

.80 

8-1.6 inch 


5-16 inch. . 

.. 2.50 

.40 

)4 inch 


% inch. . 

. . 3.00 

.60 

5-16 inch 


H inch.. 

.. 4.50 

.85 

% inch 


% inch.. 
% inch.. 

..19.25 
. .29.00 

... 

)4 inch 



Each 

.20 

.25 

.80 


.85 


FILES—Band Saw, slim, 4 inches long, 20c each; 5 inches, 
25c; 6 inches, 30c; 8 inches, 40c; 10 inches, 65c. Knife, 
Bastard, 4 inches, 40c; 5 inches, 45c; 6 inches 50c; 8 
inches, 60c; 10 inches 70c. Regular Taper, 3-3)4 inches, 
15c; 4 inches, 15c; 4)4 inches, 15c; 5 inches 20c; 5)4 
inches 20c; 6 inches, 25c; 8 inches, 40c; 10 inches 60c. 
Slim Taper, 3-3)4 inches, 15c; 4 inches, 15c; 4)4 inches, 
15c; 5 inches, 20c; 5)4 inches, 20c; 6inches, 25c; 8 inches, 
35c; 10 inches, 45c. Warding. Bastard, 4 inches, 30c; 5 
inches, 35c; 6 inches, 40c; 8 inches. 45c. Flat Bastard, 8. 
4 inches, 25c; 5 inches 25c; 6 inches, 30c; 8 inches, 40c; 10 
inches, 50c; 12 inches, 70c, 14 inches, 95c; 16 inches, $1.25. 
Half Round Bastard, 3, 4 inches, 35c; 5 inches, 40c; 6 
inches, 45c; 8 inches 55c; 10 inches, 65c; 12 inches, 85c; 
14 inches, $1.10; 16 inches $1.45. Mill Bastard, 3, 4 inches, 
20c; 5 inches 25c; 6 inches, 25c; 8 inches, 30c; 10 inches. 
40c; 12 inches, 55c; 14 inches, 80c; 16 inches $1.10. Round 
Bastard, 3, 4 inches, 20c; 5 inches, 25c; 6 inches, 25c; 
8 inches. 30c; 10 inches, 40c; 12 inches, 55c; 14 inches, 80c; 
16 inches. $1.10. Square Bastard, 3, 4 inches, 30c; 5 inches, 
30c; 6 inches, 35c; 8 inches, 40c; 10 inches, 55c; 12 inches, 
75c; 14 inches, $1.00; 16 inches, $1.35. 


FIXTURES—Grindstone—Auto—01, $2.00; 02, $2.50: 15 

$1.25; 17, $1.35; 10, $1.50; 21, $1.75. Am. Hoary: 17,’ 

S I.00. Extra Shafts, 15-inch, 60c; 17-inch, 60c. Extra 
ranks, 25c. 


FLASHLIGHTS—Eveready Dsylns— 

Tubular Nos. ...2602 2604 2612 2616 
Complete ea....$1.35 $1.70 $2.00 $2.00 
Case A Bulb, ea. 1.15 1.85 1.50 1.65 

Tubular Nos....2680 2681 2682 2688 
Complete, ea....$1.55 $1.65 $2.25 $2.75 
Case A Bulb, ea. 1.05 1.50 1.75 2.25 

Pocket Noa. 6954 6961 6962 6071 

Complete, ea....$1.25 $1.00 $1.25 $1.00 
Case A Bulb, ea. .95 .70 .85 .70 

Tubular Battery Noa. 705 

Battery only, each.$ .50 

Pocket Battery Noa... 700 708 750 

Battery only, each.... $ .80 $ .40 $ .80 


2610 
$2.25 
1.75 
2684 
$2.85 
2.00 
6972 
$1.25 
.85 
706 
$ .25 
751 
$ -40 


2627 
$1.86 
.85 
2688 
$8.10 
2.75 
6001 
$1.25 
.05 
700 
$ .85 
70S 
• .80 


2628 

$ 1.10 

.75 

2660 

$8.26 

2.76 


$1.50 
1.10 
701 
$ .80 
708 
• .45 
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RETAIL SELLING PRICES—Continued. 


FLASHLIGHTS—Continued— 

Kwiklites 

Tubular Not...5220 5221 5228 5229 5381 6240 6240B 

Complete, ea...$1.35 $1.70 9200 $2.00 $2.25 $1.55 $1.70 

Case A Bulb ea. 1.15 1.85 1.50 1.65 1.75 1.25 1.40 

Tubular Not... 6241 6241B 6249 6249B 6843 6848B 6851 

Complete, ea_$1.85 $2.00 $2.85 $2.55 $2.25 $2.45 $2.75 

Care * Bulb, ea. 1.50 1.65 2.00 2.20 1.75 1.95 2.25 

Pocket Not...2472 2578 3475 8475B 3577 8577B 3579 

Complete, ea_ 1.00 1.25 1.25 1.35 1.50 1.65 1.90 

Cate A Bulb, ea. .7u .85 .95 1.05 1.10 1.25 1.50 

Watch Chain Not. 6239 6289B Watch Chain Bat '7 No. 1204 
Complete, each... .$1.00 $1.10 Battery only, eaoh..$ .25 
Cate and Bulb, each .75 .85 

Battery only, 

Not. ..1202 1208 1206 1207 1271 1301 1308 1809 

Each .$0.80 $0.35 $0.80 $0.80 $0.80 $0.50 $0.40 $0.40 

FLATTERS—Blacksmith—2-in., $1.25; 2 ft-in., $1.65; 8-in., 

$2.00; 3 ft-in., $3.00. 

FORGES—No. 150 Chicago, $15.00; No. 151 Chicago, $17.50 
Buffalo—No. 810 Steel Ball Bearing Riret, $83.00; No. 722, 
$38.00; No. 742H, $40.00. 

FORKS—Hay—Nellis, 94 tingle harpoon, $6.25; 95 double 
harpoon, $3.85; 96 double harpoon, $7.75; 97 double harpoon, 
$4.25; 98 double harpoon, $7.85. Grapple, No. 99 (4 tines), 
$15.50; No. 100 (6 tines), $18.00. Jackson Patterns, 4 ft., 
$19.00; 4ft ft., $19.75; 5 ft., $28.00. 


FREEZERS — Arctic— 


Qts. 

Each. 

1 . 

. 4.00 

o 

. 4.60 

3 . 

. 5.55 

4 . 

. 6.80 

6 . 

. 8.60 

8 . 

. 11.10 

Toy . 

. 4.00 

White Mountain 


1 . 

. 4.85 

FRUES—Special—Each, 

12-in. 


$2.50. Common—Each, 12-L 
$ 2 . 00 . 

GARBAGE CANS—(See Cans) 


2 . 5.65 

3 . 6.75 

4 . 8.25 

6 10.45 

8 13.50 

10 .18.00 

12 21.55 

15 25.60 

20 33.20 


$2.00; 14-in., $2.25; 16-in., 
., $1.75; 14-in., $1.85; 16-in., 


GATES—Molasses and Oil— 

Perfection—ft-inch, 95c each; ft-inch, $1.15; 1-inch, $1.85; 
lft-inch, $1.50; lft-inch, $1.85; 2-inch, $2.50. 

Stebbin's Pattern—1-inch, 85c each; lft-inch, 40c; lft-inch, 
45c; lft-inch. 50c; 1 13-16 inch. 60c. 

Lock Fast—ft-inch, $1.15 each; ft-inch, $1.85; 1-inch, 
$1.50; lft-inch. $1.85; lft-inch, $2.25. 

Enterprise, 8elf Measuring—No. 61, Faucet, $10.50; 97, 
Pump, $24.00. 


GAUGES—BUTT—Stanley— 


No. 

98 . 

Each 

1 85 

No. 

77 . 

Each 

. l 68 

94 . 

2.15 

71 . 

. l.lfi 

95 . 

2.00 

90 . 

. 85 

95ft . 

1.65 

91 . 

. 1.65 

Marking—8tanley— 


98 . 


.26 

97 . 

. 1 00 

64 . 

.50 

98 . 

. 1 00 

66 . 

1.00 




Double Strength .... 

Extras for Putting 
First 8 Brackets. ... 

In Glass— 

- 75% 


65% 

Per light 
. .50 

Second 8 Brackets . . 




. .75 

Third 3 Brackets. . . 




. 1 00 

Larger Lights. 


.$1.00 per hour, per man 

GLASSES— 





Ground Level— 

Proved Level— 


lft. 

• .80 IK 



.. .15 

2. 

SO 2 . 



.15 

2ft. 

.66 2ft 



.. .15 

8. . 

.70 3 . 



. .20 

8ft. 

.76 3ft 



. .80 

GLASSES, GAUGE—Standard— 




ft 

ftAft 

ft 

ft Aft 

ft 

6 .25 





8 .26 





10 .25 

.26 

.30 

.55 

.75 

12 .25 

.80 

.85 

.60 

.90 

14 . 

.35 

.45 

.70 

1.05 

16 . 

.40 

.50 

.85 

1.35 

18 . 

.45 

.55 

.95 

1.85 

20 . 

.65 

.80 


• • • • 

22 . 

.70 

.90 

... 

## % t 

24 . 

.80 

1.00 

... 

.. • . 


GLOBES—Lantern—Cold Blast—Plain, 25c each; Bullseyt, 
40c; 2 Plain, 25c; 2 Bullseye, 40c; 2 Ruby, 55c. 

Railroad—Clear, 20c each; Green or Red, 80c. 

Tubular—Clear, 10c each: Plain, 25c; 8-0 Ruby, 60c; 4-0 
Bullseye, 40c; 5-0 Wizard, 25c; 6-0, 25c each. 

GLUE—Dry- 


No. or Brand Lb. 

AAA .60 

B .70 

OX.45 

D .35 

GX .50 

LXX .45 


Imperial Liquid- 


Size . 1 Oz. ft Pt. ft Pt. ft Pb lPk lQt. 

l.Gal. 

List, Doz.. . . 

1.06 1.80 2.80 4.50 

7.00 

11.25 

54.00 

Sug. Ret. Ea.. 

.20 

.30 .80 .50 

.85 

1.50 

4.50 

Le Page’s Liquid— 






Size . 

. 1 Oz. 

2 Oz. ft Pt. ft Pt. ft Pt. 1 Pt. 

lQt. 

List, doz. 

. .1.60 

1.65 

1.80 2.80 4.50 

i 7.00 

11.15 

Sug. Ret. Ea.. 

. .20 

.20 

.30 .30 .50 

' .85 

1.50 

GOUGES—Bucks, 

Firmer— 





Size, inches... 

ft 

ft 

ft 

ft 

ft 

ft 

List, Dos. 

. 7.76 

8.25 

8.75 

9.80 

10.10 

11.10 

Sug. Ret., Ea.. 

. 1.00 

1.10 

1.20 

1.25 

1.86 

1.50 

Size, inches . . 


1 

lft 

lft 

lft 

2 

List, Doz. 


. 11.65 

13.05 

14.50 

16.00 

17.95 

Sug. Ret., Ea. . 


. 1.60 

1.76 

8.00 

2.36 

2.50 

Bucks, Turning— 






Size, inches... 

ft 

ft 

ft 

ft 

ft 

ft 

List, Doz. 

. 4.45 

4.80 

5.80 

5.65 

6.45 

7.10 

Sug. Ret., Ea.. 

.60 

.65 

.76 

.80 

.90 

1.00 

Size, inches . . 


1 

lft 

lft 

lft 

2 

List, Dos. 


. 8.05 

10.15 

12.95 

15.05 

18.25 

Sug. Ret., Ea. . 


1.15 

1.40 

1.75 

2.00 

2.60 


Altitude Gauges, $5.85. 

Steam Gauges, 4 ft-in. face I O, $5.85. 

Thermometer, Straight, $1.50. 

Thermometer, Angle, $1.75. 

GLASS—Window— 

8B Grade— Large Lott Small Lota 

Single Strength .70% 70% 


P. 8. A W. Firmer— 


160—ft 

inch.... 

... 1.50 

ft 

inch.... 

... 1.50 

ft 

inch.... 

... 1.65 

ft 

inch.... 

... 1.70 

ft 

inch.... 

... 1.80 

ft 

inch.... 

... 2.00 


1 inch 
lft inch 
lft inch 

1 ft inch 

2 inch 


2.10 

3.26 

2.50 

2.75 

8.85 


Boilers, Coffee 
lft quarts.90 

2 quarts. 1.10 

3 quarts. 1.85 

4 quarts. 1.90 

6 quarts. 2.15 

8 quarts. 2.60 

10 quarts. 8.00 

12 quarts.8.40 

Boilers, Wash 


18 . . . 

. . 2.75 

21 . 

. . 3.25 

22 . 

, .. 8.50 

Bowls. Wash 

11 inch diam 

... .40 

13-inch diam. 

. . .50 

Buckets, 

Fire 

12 quarts... 

. . .90 

14 quarts. . . 

. . 1.00 

14 quarts. . . 

. . 1.25 


Buckets, Well 

10 quarts.90 

12 quarts. 1.00 

14 q uarts. 1.10 


Cans, Ash 

10 gals. 4.80 

16 gals. 5.75 

20 gals. 6.75 

23 gals. 7.75 

Cans, Garbage 
5% dis. in lots 3 doz. 
Smooth, Pail Handle 
2 gals. 1.25 

5 gals. 1.65 

6 gals. 2.00 

8 gals. 2.85 

10 gals. 2.75 

16 gals. 3.25 

Corrugated, 

Side Handles 

15 gals. 6.75 

16 gals . 7.25 

21 gals. 8.00 

Gasoline Cans 

(1 P & B, 1) 

5 gals. 3.00 

1 gal.85 

(Side faucet) 

5 gals.2.50 


GALVANIZED WARE 

(Top faucet) 

5 gals. 2.50 

Oil Cans 

1 gal.70 

2 gals. 1.15 

5 gals.2.50 

(Double seamed) 

5 gals.2.00 

(Side faucet) 

5 gals.2.50 

Dippers 

1 quart.30 

Coal Hods 

16 inch. 1.00 

17 inch . 1.20 

Camp Kettles 

1 gal.40 

lft gals.55 

2 gals.70 

3 gals.90 

4 gals. 1.05 

Cement Pails 
14 quarts.2.75 


(Puritan) 

14 quarts. 3.00 

Chamber Pails 


10 quarts. 

_ 1.85 

12 quarts. 

_ 1.40 

Stock 

Pails 

14 quarts. 

. 1.25 

16 quarts. 

. 1.35 

18 quarts. 

. 1.55 

20 quarts. 

. 1.75 

Water 

Pails 

8 quarts. 

.65 

10 quarts. 

.75 

12 quarts. 

.80 

14 quarts. 

.90 

16 quarts. 

.1,10 

(Extra 

quality) 

12 quarts. 

. 1.25 

Refrigerator Pans 

12-inch . . 

.80 

14-inch . . 

.95 

16-inch .. 

- 1.15 


Water Pots or 
Sprinklers 


4 quarts. 1.10 

6 quarts. 1.35 

8 quarts. 1.50 

10 quarts. 1.75 

12 quarts. 2.00 

16 quarts.2.50 

Foot Tubs (oval) 

16- inch .95 

17- inch . 1.00 

18- inch . 1.20 

20- inch . 1.40 

21- inch . 1.75 

Wash Tubs 

18-inch . 1.75 

20-inch .2.00 

22- inch . 2 25 

24-inch .2.75 

(Extra heavy) 

20-inch_... 3.25 

22-inch. 3.35 

24-inch. 3.60 
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916.90 

% .1.16 

%. 1.36 

1 . 


Lt. Heavy. 


GRAPHITE—Flake, per lb., 80c. 

GREASE—AXLE—1 lb. cane, 15c each; 8 lb. cans, 40c; 5 lb. 
cans, 65c; 10 lb. pails, $1.85; 25 lb. pails, $8.00. 

Cup Grease—5 lb. cans, $1.00 each; 10 lb. cans, $1.75; 
25 lb. cans, $3.75. 

Transmission—5 lb. cans, 20c each. 

GRINDSTONES— 

Loose— Cwt. 19 inch. 1.50 

15 to 40 lbs. 6.50 

40 to 200 lbs. .6.50 Mounted—Hand— 

Over 200 lbs. 7.00 7 inch. 8.00 

Fixtures and Axle— 8 inch. 3.25 

15 inch . 1.25 10 inch. 4.00 

17 inch .1.40 12 inch. 4.50 

Pedal Mounts—Prices range from $9.75 to $20.25, according 
to material and quality. 

HACKSAWS— 

Lenox, Power— 17** %.2.80 _ 

Lgth. Wdth. Lt. Heavy. 17" 1. 8.25 4.15 

Am ?' 16 . 90 •••• Hand, Lenox— 

10 %.1.15 .... Length. Each Do*. 

10 %. 1.85 1.95 8-inch.10 .75 

10 1. 2.45 9-inch.10 .85 

12 % . 1.85 .... 10-inch.10 1.00 

12 %. 1.60 2.86 11-inch.10 1.10 

12 1. 2.30 2.95 12-inch.15 1.20 

14" % . 1.70 .... Hand, Victor- 

14" %. 1.90 2.75 8-inch.10 .85 

14" 1. 2.65 3.50 9-ineh.10 .95 

16" %.2.15 8.15 10-inch ..*... .15 1.10 

16" 1. 8.05 8.90 12-inch.15 1.25 

HACK SAW FRAMES—M. F.—4B, 75c; 6, $2.50; 9, $1.85; 
15, $2.75; 77, $1.00; 78, $1.50; 1027, $2.50; 69. $3.80; 
69B, $2.65; 14, $3.50; 4 Milford Adj., $3.75; 7 kilford Adi., 
$1.65; 86 ft Disston, $1.50; 40 Extension, 75c. 

HAMMERS—No. 41ft, $3.00 each; 11%, $2.50; No. 2 Ball 
Pein, $2.25. 

HAMMERS—Maydole Carpenter’s Nall—No. 1, $2.25 each; 
1%, $2.10; 2, $2.00; 11, $2.25; 11%. $2.10; 12, $2.00; 
12%, $1.85; 13, $1.75; 14, $1.65; 200, $3.00, 611%, $3.15; 
J10^5$2.75; 711, $2.25; 711%, $2.10; 712, $2.00; 811%, 

Maydole Chipping—No. 100, $1.90 each; 101. $1.75; 
102, $1.55; 103, $1.40. Maydole Cross Pein—No. 174, $1.50. 

Maydole Machinist Ball Pein—375, $2.50; 376, $2.40; 377. 
$2.25; 378, $2.15; 379, $2.10; 770, $3.35; 770%, $2.85; 
771, $2.65; 772, $2.40; 773, $2.15; 774, $2.00: 775. $1.85; 
776, $1.75; 777, $1.65; 778, $1.50. 

HAMMERS— 


17" %.2.80 

17" 1. 8.25 

Hand, Lenox— 
Length. Each 

8- inch.10 

9- inch.10 

10- inch.10 

11- inch.10 


Hand, Victor— 


Plumb’s Carpenter's Nall— 

K1 . 1.25 

TO 1%. 1.15 

A 11 . 1.20 

A 11%. 1.16 

A 12 . 1.10 

O 11% . 1.60 

O 12 . 1.46 

P 80 .2.26 

P 81 .2.15 

P 82 . 2.00 

P 88 . 1.90 

P 84 . 1.80 

P 85 . 2.25 

P 86 . 2.16 

P 87 . 2.00 

Plumb's Engineer's— 

161 . 2.00 

262 . 2.10 

268 . 2.25 

264 . 2.40 

Plumb's Machinist's Ball 

Pein— 

18 .60 

1370 . 1.75 


1371 . 1.75 

1372 . 1.75 

1373 1.85 

1374 . 2.00 

1375 . 2.15 

1376 . 2.35 

1377 . 2.50 

1379 . 2.90 

Plumb's Riveting— 

220 . 1.25 

221 . 1.25 

222 . 1.85 

228 . 1.60 

251 . 1.40 

252 1.50 

258 . 1.60 

254 . 1.70 

Plumb's Brick— 

461 2.00 

462 . 1.75 

8154 . 1.15 

8155 1.85 

Plumb's Prospector's Pick 

470 . 2.75 

471 .2.85 


HANDLES—Adze, extra select, $1.00; second growth, $1.00. 
Axe-r>Single or double bit, B^ys* No. 1, 60c; Boys' extra 
select, 60c; Turned No. 1, 60c; extra select hickory, 85o; 
second growth, $1.00. 

Chisel—Hickory, 10c; Leather Tip, 15c. 

Hammer and Hatchet—Second growth hickory, 12 inch, 29o; 
14 inch, 25e; 18 inch, 80c. 


Peavey Handles— 

Hickory. Maple. 


2%x4% 
2 % x4 % 


Hickory. Maple. 


1.60 ' 

1.15 

2%x4%... 

.. 2.15 

1.50 

1.80 

1.25 

2%x5 . . . . 

. . 2.35 

1.70 

1.85 

1.35 

2%x5% .. 

. . 2.25 

1.75 

2.10 

1.40 

3 x5 . . .. 

. . 2.75 

1.90 

1.85 

1.35 





Pick—36-inch Drift, Select, 50c; Extra Select, 60c; Rail¬ 
road No. 1, 60c; No. 2, 60c;.Select, 70o; Extra Select, 90c. 
Sledge—86-inch, Select, 60c; Second Growth, 75c. 

Saw. Hand—Disston, No. 7, 60c; No. D8, 86c: No. 12, $1.25. 
Crosscut, Disston, No. 112, $1.00: No. 118, $1.25; No. 114, 
91.50. Simonds Reversible Guara, per pair, $1.60, Simonds 


No. 6, 1.60; Atkins No. 24, $1.60. One Man Cross Out, 
No. 218. 45c; Supplementary, 80c. Auger M. F. No. 1. 
$1.00; No. 2, $1.25; No. 3. $1.75; No. 4, $4.75; No. 6 Com, 
15c; Pecks Adj., 50c; Pratts Ratchet. $4.75. 

HANGERS, BARN DOOR^-Richards-Wilcox— 


No. With Brackets 44-1 for 63 track.... 2.00 

20 %B for 31 track... 4.00 44-2% for 65 track.. 4.00 

27 % B for 31 track... 5.50 v« q q on 

. Without Brackets “v". J. 

30 tor 30 track. 2.40 > °' 240 

135-1 for 31 track.... 3.50 Lanes No. 25. 1.40 

38-1 for 61 track. . . . 1.65 Wilbern, rnd. tr., No. 5 3.00 

HANGERS, PARLOR DOOR—Complete with track— 

Richurds-Wilcox, Double. 14 . 7.15 

No. 11, 14-in. 5.00 15 8.25 

Size. No. 221 16 . 9 40 

25 .12.00 17 10.50 

26 .12.00 18 .11.60 


Richurds-Wilcox, Double. 

No. 11, 14-in. 

Size. No. 221 

. . 5.00 

25 . 

. . 12.00 

26 . 

. . 12.00 

27 . 

. .13.15 

28 . 

. . 14.25 

29 . 

. .15.40 

210 . 

. .16.50 


28 ‘ 14*25 £ rou *y. No. ss. 4.85 

29 .;; 15 40 Prouty, No. 5D. 9.75 

210 16.50 Lanes, No. 0105. 4.85 

, Lanes, No. 0105A....' 4.65 

Richards-W ilcox, Single. Lanes, No. 0105NT . . . 3 75 

No. H, 7-in. 2.50 Lancs, No. 105A ....] 9.45 

Size No. 221 Lanes, No. 105. 9.75 

13 6.00 Lanes, No. 105NT .... 7.75 

HASPS—Common— 

Size 20, 5-in each, 10c; 6 -in., 10c; 7-in., 10c; 8 -in., 15c; 
10 -in., 15c. Size 30, 5-in., 10 c; 6 -in., 10 c; 7-in., 10 c 

10 -in., 30c. 850, 8 -in., each 15c, 10 -in., 20 c. Sixe 36 6 -in 

each 20 c; 8 -in., 25c. ’ ’’ 

Hino-e—912, 3-in., each, 15c; 4%-in., 15c; 6 -in., 20 c; 

8 -in., 25c; 10-in. f 40c; 12-in., 55c. ' 

S. C. 912—3-in., each, 20c; 4%-in., 25c; 6 -in., 30c; 

8 -in. f 40c; 10-in., 55c. 

1308%—3-in., each, 25c; 4%-in., 35c; 6 -in., 40c 
Lock—27 Prouty, each, 60c; 28 Prouty, each, 70c 
Safety—915, 3-in., do*., 20 c; 4%-in., each, 25c; 6 -in. 

each, 40c. ' ’ 

S. O. 915—3-in., each, 25c; 4%-in., 30c; 6 -in., 45c. 

S C. 917—3-in., each, 25c; 4%-in., 30c; 6 -in., 45c. 

925—Each. 40c. 

925Z—Each, 65c. 

S. C. 1310—3-in., each, 55c; 4%-in., 65c; 6 -in., 95c 
941—Each, 65c. 

941J—Each, 70c. 

HATCHETS—Underhill Star, No. 10 , Chicago Pat $3 25' 
No. 5, Boston Pat., $3.25; No. 15 St. Paul Pat., $3.25. 
Sayre—Boston, No. 80, $8.00; Ohicago No. 40. $8.96 
Flooring—Plumb, $3.50; White $ 4 . 00 . 

Broud —1 Plumb, $3.00; 2 , $3.25; 3 , $3.50; 4 , $4.00; 5, 
$4.50. 

Bench—(single or double Bevel )—8 White $ 3 . 00 ; 7 

$3.25; 6 , $3.35; 5, $3.50; 4. $4.00. 

Claw —1 Plumb, $2.50; 2 Plumb. $2.65; 3 Plumb, $2.75. 
Shingling —1 Plumb or equal, $2.25; 2 , $2.50; 3 , $ 2 . 75 . 
Half —1 Plumb or equal, $2.35; 2, $2.50. 

Barrel or Fruit Box—Sayre 400, $3.ou; Sayre 401, $1.75. 

HEADS—MOP—Cotton—No. 9, 60c each, No. 12, 70c; No 16. 
85c; No 18, $1.00. Linen, No. 012, 90c each; No. 015, 
$1.15; No. 018, $1.35; No. 020 , $1.50 
HINGES— 

Wrought Brass—No. 75, 36c pair; No. 76, 80c pair. 
Wrought Steel—No. 1420, 2%-in., 35c pair; No. 1421, 
%-in„ 30c; 3 in., $1.35. 

Screen—No. 5908, %-in., 45c; No. 5906, 1 %-in., 55c; 
No. 5008, blued, %-in., 40c. 

Counter Flap—-No. 9001, $1.65. 

Light Tee Hinges—No. 904, 3-in., 20c; 6 -in., 35c. 

Extra Heavy Tee Hinges—No. 908, 4-in., 45c; 6 -in. 
75c; 8 -in., $1.00; 10-in., $1.35; 12-in., $1.85; 14-in., $2 15' 
Light Strap Hinges—No. 900, 3-in., 20c; 6 -in., 40c; 
Heavy, No. 902, 4-in., 80c; 6 -in., 60c; 8 -in., 75c; 10-in. 
$1.15; 12-in., $1.60; 14-in., $1.85. 

Heavy Galv. Strap—No. 1302%, 6 -in., $1.00; 10-in.. 

$2.00; 12-in., $2.75. 

Gate Hinges—No. 124, 80c; 234-254, $1.00; 274, $1.25. 
Gate Latches—No. 7, 35c; 9, 40c; 14, 40c. 

Hook and Eye Hinges—%-inch, 75c; %-in., $ 1 . 00 ; 

% -inch, $1.50. 

Wrought Hook and Eye Strap Hinges—No. 10 , 95c; 
12, $1.10; 14, $1.25. 

Chicago Floor Hinges—DB6281, l%xl%, $6.00; l%x 2 , 
$9.50; I%x2%, $12.50. 

BUTTS— 

Ball Bearing Butts—BB241F, 3%x3%, $1.75; 4x4, $1.85; 
5x5, $2.25; BB241SF2, $1.75; $2.00; $2.25; BB241H, 

$1.75; $2.00; $2.25. 

Chicago Butts, Single Acting—2002 Jap., 3-in., $2.00; 
4-in., $2.40; 5-in., $2.75; 6 -in., $3.45. 2282DDB and 

2172AC, 3-in., $2.60; 4-in., $3.25; 5-in., $ 3 . 75 ; 6 -in., $4.75 
2112NP, 3-in., $3.50; 4-in., $4.10; 5-in., $5.00. 

Double Acting—2001J, $3.30; $3.85; $4.50; $5.60; $7.15; 
$10.30; $14.25. 2171AC and 2281AB, $4.30; $5.10; $ 6 . 00 ; 

$7.60; $10.00; $14.00; $19.25. 

Galvanized Butts—N q. 1334, 2%-in., 60c; 3-in., 70c; 
4-in., $1.25; 5-in., $2.45. 
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BUTTS—Continued— 

Light Loose Pin Butts—289D2&F, 2x2, 30c; 8x3, 50c; 
289SF2, 30c; 45c; 289N, 50c; 65c. 

Plain Bevel Edge Surface Butts—165D2-F, 2 %-in., 50c; 
8-in., 65c; 4-in., 80c. 165SF2, 2%-in., 55c; 3-in., 65c; 

4-in., 85c. 

Plain Steel Butts—No. 808, 2%x2%-in., 20c; 3-in., 25c; 
4-in., 45c. 

Sherradized Butts—SC804Z&ZZ, 2%-in., 50c; 3-in., 60c; 
4-in., $1.10; 5-in., $1.80. 

Wrought Steel Butts—241D2-F, 2x2, 45c; 3x3, 55c; 4x4, 
70c; 5x5, $1.40. 241SF2, 2x2, 50c; 3x3, 60c; 4x4, 80c; 

5x5, $1.35. 241H, 2x4, 50c; 3x3, 60c; 4x4, 80c; 5x5, $1.35. 

241N, 3x3, 65c; 4x4, 85c. 731%, 2x2, 45c; 3x3, 50c; 4x4, 

70c; 5x5, $1.30. 733, 3x3, 55c; 4x4, 75c* 5x5, $1.40. 

Wrought Steel Plated Butts—286D2&F, 2*in., 30c; 

2%-in. 35c; 3-in., 40c. 286H, 35c; 40c; 45c. 286N, 40c; 

45c; 50c. 

Wrought Steel Butts—No. 804, 3x3, 35c; 4x4, 60c; 

5x5, 70c. 

Wrought Steel Butts—No. 838, 1%-in., 15c; 2-in., 20c.; 
3-in., 25c. No. 840, 10c; 15c; 25c. 

Wrought Plated Butts—291D2&F, 2 %-in., 40c; 3-in., 45c; 
3%-in., 60c. 291SF2&H, 2%-in., 40c; 3-in., 45c; 3 ft-in., 

50c. 291N, 2 % -in., 45c; 3-in., 50c; 3%-in., 55c. 

HOLLOW WARE—STEEL—Bailed Griddles, Cooking surface 
12 inches, $1.95 each; 18 inches, $2.30; 14 inches, $2.50. 

Handled Griddles—Cooking surface 9 inches, $1.30; 10 
inches, $1.50; 11 inches, $1.65. 

Spiders—Diameter, bottom, 8 inches, $1.10; 9 inches, 
$1.20; 10 inches, $1.50; 11 inches, $1.75; 12 inches, $2.00. 
HOLLOW WARE—CA8T—Bailed Griddles—Diameter, top 

11% inches, $2.40; 13% inches, $3.15; 15% inches, $3.75. 

Handled Griddles—Diameter, top, 8% inches, $1.25; 9% 
inches, $1.35; 10% inches, $1.75; 11% inches, $2.10. 

Spiders—Diameter, bottom 8% inches, $1.50; 8% inches, 
$1.60; 9% inches, $1.95; 10% inches, $2.40; 10% inches, 
$3.00; 11% inches, $3.60. 

Long Griddles—7%xl6% inches, $2.30; 8%xl9 inches, 
$2.85; 9%x21 inches, $3.75; 12%x24% inches, $5.40; 

18%x25 inches, $7.50. 

Dutch Ovens, without legs—Capacity 5 qts., $4.60 each; 
6 qts., $5.25; 8 qts., $6.30; 12 qts., $7.75. 

Flat Bottom Kettles—Capacity 6 qts., $3.50; 7 qts., $4.10; 
9 qts., $5.00. 

Regular Kettles—6 qts., $3.60; 8 qts., $4.10; 10 qts., 
$5.00. 

Scotch Bowls—3 qts., $2.20; 4 qts., $2.65; 5 qts., $3.00; 
6 qts., $3.65. 

Yankee Bowls— 4 qts., $2.85; 6 qts., $3.00; 7 qts., $3.60; 
9 qts., $4.00. 

Ham Boilers—No. 8, $7.15 each: No. 9, $7.75. 

Waffle Irons, regular style, $2.75. 

No. 40, steel... .20 .25 .30 .40 .45 .50 .95 


HOOKS AND EYES—(Price per dozen) — 

Screw Hooks Screw Eyes 


Steel 

0 85 

1 75 

2 .60 

3 .50 

4 or 104.40 

5 or 105.35 

6 or 106.25 

7 or 107.20 

8 or 108.15 

9 or 109.15 

10 or 110.10 

11 or 111.10 

12 or 112.10 

13 or 113.10 

14 or 114.10 

Gate Hooks and Eyes— 

Size 1 % 2 

No. 40, steel... .30 .25 

No. 1040, brass. . . .85 .90 

Gross lots, 35% off list. 
Ceiling— Ea. 

2%-inch cast iron.45 

2%-inch cast iron.... 1.50 
2%-inch, other finishes 1.60 

Cast, coppered.40 

Wire, copnered.40 

Wire, Japanned.45 

Wire, tinned.45 

Wire, nickel plated. . . .75 

Wire, brass plated.70 

Coat and Hat— Ea. 
Double, cast, heavy... .60 

Single, cast.40 

Medium, cast.90 

Heavy, cast. 1.25 

Cast, nickel plated... 1.25 
Cast, copper finish... 1.25 
Cast, brass finish.... 1.25 
Oast bronze, all fin... 4.75 

Porcelain, solid.2.00 

Wire, Japanned.25 


Brass 

Steel 

Brass 


.65 



.50 



.45 



.35 



.30 



.25 

.75 

1.25 

.20 

.60 

.60 

.15 

.45 

.75 

.10 

.40 

.60 

.10 

.35 

.50 

.10 

.30 

.40 

.10 

.25 

.30 

.10 

.20 

.25 

.10 

.15 

.20 

.10 

.10 

2% R 

8% 4 

6 

.30 .40 

.45 .50 

.90 

1.50 1.50 

1.75 2.00 

4.40 

Wire, tinned 


.40 

Wire, nickel 

plated. . . 

.50 

Clothes Line— 

Ea. 

Malleable iron, Jap.,. 

.10 

Malleable iron, Galv. . 

.15 

Grass— 


Ea. 

14-in., 16-in. 

, 18-in... 

.05 

Bronzed .. 


.65 

12-in. enameled, green 

.60 

12-in, enameled, black 

.75 

Finest quality steel.. 

.90 

Forged tool 

ateel. 

60 

Hammock- 

— 

Ea. 

To screw .. 


.15 

With plate 


.15 

Hay Fork- 

— 

Ea. 

%-inch pi. wr’ght steel 

.80 

%-inch pi. wr’ght steel 

.45 

%-inch galvanized ... 

.15 

%-inch galvanized ... 

.15 

7-16-inch galvanized.. 

.20 

% -inch galvanized ... 

.25 


HOSE FIXTURES—Hose Washers—%-inch, doz., 5c; bulk, 

45c lb. 

Hose Couplings—Cast Brass, Common—%-inch, 80c each; 
% -inch, 30c; 1-inch, 45c.. Heavy Brass, Clincher, Vi-inch, 

35c; %-inch, 35c. 

Brass Hose Clamps—%-inch, 5c each: %-inch, 6c; 1- 
inch, 15c; 1 %-inch, 20c; 1 %-inch, 30c; 2-inch, 85c. 

Galvanized Steel Hose Clamps—%-inch, 5c each; %-ineh, 
5c; 1-inch, 5c; 1 %-inch, 15c; 1 %-inch, 20c; 2-inch, 25c. 

Hose Menders —Clincher, %-inch, 10c each; %-inch, 10c. 
Sherman Seamless Brass, %-inch, 10c; %-inch, 10c. Wood, 
%-inch, 2%c; %-inch, 2%c. Caldwell Hose Straps, %-inch, 
2%c; %-inch, 2%c. Caldwell Hose Strap Pliers, No. 1 
for % or %-inch Hose Bands, 20c each. 

Hose Nozzles—Boston, %-inch, 90c each. Magic, %-inch, 
$1.25. Oakland Pattern, %-inch 65c. 

HOSE, GARDEN—Coupled in 50 ft. lengths—5 ply, %-in., 22c 
per ft; 5 ply, %-in., 27c; 6 ply, % in., 27c; 6 ply, % in, 
33c; 7 ply, %-in.. 30c; 7 ply. %-in., 37c; Tested, 6 ply, 
%-in., 24c; Tested, 5 ply, %-in., 30c. 

Reel, not coupled—Goodrich Ribbed, %-in., 85c per ft.; 
%-in., 45c; Second quality, %-in., 82c; %-in., 42e; Third 
quality, %-in., 26c; %-in., 82c. 

IRON—Bars, 8mall Lots (Cutting Extra). 


Common Bar.06 lb. Bees 

Angle Iron, % -inch.10 

Angle Iron, 8- 16-inch.08 

Angle Iron, %-inch and heavier.07% 

Rd., sq. and sq. twisted— 

%-ineh and smaller . 7.60 Base 

5-16 inch . 7.00 

% to 2%-inch. 6.60 

3-inch and larger. 7.60 

Flats, all sizes. 6.60 


IRONS— 

Plane, Stanley or Bailey— 2%-inch Single. 1.05 

1 %-inch—Block.55 1 %-inch Double. 1.25 

1 %-inch Single.80 2-inch Double_ .... 1.45 

2-inch Single.85 2%-inch Double. 1.55 

2%-inch Single.90 2%-inch Double. 1.65 

2%-inch Single. 1.00 2%-inch Double. 1.70 

IRONS—Sad. Common, 25c lb. 

Mrs. Potts—No. 50, $3.00 set; 

70, $4.25; G. Pressing, 15c lb.; T Tailors* Goose, 15e 
lb.; N Gasoline, $5.25 each. 

KITS—Lunch- 

Thermos—391-395, $3.75; 392 396, $4.00* 393-397, $4.25; 
394-398, $5.00. 

Universal—310, $4.25; 410, $4.50; 510, $5.00; 320, 

$4.75; 4070, $6.00; 3070. $4.00. 

KNIFE—Corn- 

Corn King, 60c; No. 12 Handy, 65c. 

KNIVES AND FORKS— 

Iron handled, set, $1.75. 

KNIVES—Hay- 

Lightning, $2.25; Iwan Sickle, $3.25; Iwan Serrated, 
$3.25; Heaths Upright, $2.75. 


KNOBS— 

Maple base, each, 5c; doz., 


IJtCING—Belt- 

Rawhide, Cut 

Size %, per ft.04 

Size 5-16, per ft.04% 

Size %, per ft.05 

Size %, per ft.07% 

Size %, per ft.09 

Size %, per ft.10% 

Wire 

0 and 1, coil.60 


LADDERS—Extension, No. 1, 
foot; Special, Crescent, 55c f 


35c. 


2, coil.70 

8, coil.80 

O M, 1 M, 2 M. 8 M, spl .80 

Hooks Bos. 

10 .05 

8, 9, 10.05 

6, 7 .10 


46c foot. Step, Climax, 70e 
ot; Standard, 40c foot. 


LAMPS—Coleman Quick-Lite No. CQ329, $9.50; Quick-Lite 
No. LQ327, $8.50. 


LANTERNS—Dietz Tubular. 
Hot Blast Lanterns 


Little Star Tin Lanterns .90 
Hy-Lo Tin Lanterns.. .90 
Victor Tin Lanterns. . .96 
Monarch Tin Lanterns .95 
O. K. Tin Lanterns.. .100 
No. 2 Royal Tin Lants. 1.10 


Cold Blast Lanterns 
Junior Tin Lanterns.. 1.00 
Junior Brass Lanterns 1.75 
Junior Brass Nickel- 
plated Lanterns.... 8.00 
No. 2 Crescent Tin Lan- 

terns . 1.85 

No. 2 Blizzard Tin Lan¬ 
terns . 1.6® 


Same, Brass Fount and 

Top . 2.00 

No. 2 Large Fount Bliz¬ 
zard Lanterns.1.66 

Little Wizard Tin Lan¬ 
terns .1.10 

No. 2 Wizard Tin Lan¬ 
terns . 1.45 

Same, Brass Fount and 

Top . 8.00 

No. 2 Large Fount Wiz¬ 
ard Lanterns. 1.65 

Same, Brass Fount and 

Top .2.10 

Bash and Wagon Lanterns 
Buckeye Dash Lant'ns 1.2S 
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Junior Wagon Lant’na 1.76 
Roadster Wagon Lan¬ 
terns . 1.76 

Driving Lantarna 
Eureka Driving, plain 

lana . 1.00 

Same, with optical lana 2.86 
Oeto Driring, pl’n lana 4.00 
Sama, optical lana... 4.76 
Union DriTing, plain 

lana . 4.60 

Sama, with optical lana 6.00 
Mill Lantarna 
Watchman*a Mill Lan- 
tarna, anamal. fin... 2.26 
Undarwritar'a Mill Lan¬ 
tarna .2.60 

No. 2 Blissard Mill Lan¬ 
tarna . 8.60 

Fire Dapt. Lantarna 
King Fire Dapt. Tin 

anamal finish.4.76 

Sama, Nickal-platad on 

Tin . 6.26 

Sama, all Braas.6.00 

Sama, Nickal-platad on 

Braas .6.60 

No. 2 Wisard Fire Dapt. 
Braaa Founts with 

anamal finish.6.00 

Sama, all Braas.6.60 


Sama, Brass, Nickal- 

platad .7.00 

Wall T ran tarns 
No. 16 Wall Lantarna 2.60 
No. 25 Wall Lantarna 2.76 
No. 80 Beacon Wall 

Lantarna . 2.76 

No. 60 Beacon Wall 

Lanterns . 8.75 

Street and Hanging Lanterns 
Pioneer Street Lan¬ 
terns, Tin . 7.26 

Same, Brass Founts.. 0.25 

Same, all Braas.12.00 

Pioneer Hanging Lan¬ 
terns, tin. 7.75 

Same, Brass Founts.. 10.75 
Platform Lantarna 
Imperial Platform Lan¬ 
terns .12.50 

No. 1 Climax Platform 

Lanterns .5.00 

No. 2 Climax Platform 

Lanterns . 6.25 

Nos. 1 and 2 Climax 

Nested .10.60 

Unclassified Lanterns 
Police Flash Lanterns 1.50 
Traffic Shrnsl Lant'na 4.00 
No. 12 Display Stand 
and Assortment ..824.50 


LEAD—Bar, 25c lb.; Calking (100 lbs.), 17c lb.; Pig (100 
lbs.), 17c lb.; Sheet (full), 25c lb.; Wool, 35c lb. 

LEVELS—No. 86, 12-inch, $8.85; 18-inch, $4.00; 24-inch, 
$4.75. No. 87, 12-inch, $4.50; 18-inch, $5.26; 24-ineh, 
$6.25. 

Marx Aluminum—12-inch, $8.75; 18-ineh, $4.60; 24-inch, 
5.50; 28, $6.25. 

No. 95. 24-inch, $8.00; 26-inch, $8.25; 28-inch, $8.50; 
80-inch, $9.00. No. 96, 24-inch, $10.00; 28-inch, $10.56; 
30-inch, $11.00. 

Special Nos—No. 0, $2.00; 15, 24 and 26-inch, $4.75; 15, 
28 and 80-inch, $5.00; 26, $5.50. 84, $1.85; 4524, $5.00; 

4424, $6.50; 45 *4. $5.26; 90, $8.76; 98, $5.00; 108, $1.00. 

LEVERS—Tee Box—Brass, 4H-inch, $1.35 each; 6-inch, $2.25; 
9-inch, $4.25. Galvanised, 4H-inch, 50c; 6-inch, $1.25; 9* 
inch, $2.00. Tinned, 8 H-inch, $1.65; 11-inch, $2.65; 14- 
inch, $4.00; 16-inch, $5.75. 

LIFTERS—Hot Pan—25c each. Stove Cover, wire circular 
hanlde, 15c; straight wire handle, 10c. 

Transom, Coppered—%x3-in., 45c each; %x4, 50c.; 5*16 
x4, 80c; 5-16x5, 90c. 

LINES, CLOTHES—Cotton, Braided—No. 850, 65e each; No. 
450, 45c each. 

Cotton. Twisted—No. 140, 50e each; 150, 55e. 

Wire Twisted—50 foot 20 gauge, 40c; 75 foot 20 gauge, 55c; 
100 foot 20 gauge, 65c; 50 foot 18 gauge, 60c; 75 foot, 18 
gauge, 75c; 100 foot 18 gauge, 90c. 

Wire, Solid—100 foot, 9 gauge, 80e each. 


LOOKS—Rim—Steal, 76c aat; Oast, 60e sat. 

MANILA ROPE—8-16-inoh to tt-lnch, 50e par lb; %-ineh 
and larger, 46c. 

MATS. DOOR—Oocoa Fibre, Fine, 14x24, $2.00; 16x27, $2.25; 
18x30, $2.76. 

Cocoa Fibre, Medium—16x27, $8.25; 18x30, $4.25; 20x88, 
$5.00; 22x36, $6.25. 

Flexible Galvanised Steal—16x24, $1.50; 18x80, $2.00; 
* 22x86, $8.00; 26x48, $4.75. 

Steal Matting in Rolls—Par sq. ft., 55a. 


MATTOCKS— 

Short Cutter, Standard, 5% lbs 
Long Cutter, Standard, 6 lbs.. 

Pick, Standard, 6 lb. 

Handled, D E 8. 

Handled. CE3H . 

Handled SQ8H. 


Each. 
1.75 
1.75 
, 1.76 
1.00 
. 1.65 
. 1.25 


MAULS—Post—10-lb., $1.50 each; 18-lb., $2.00; 16-lb., $2.25; 
18-lb., $2.75; 20-lb., $3.00. 

Ship or Top—35c lb. 

Wood Choppers'—Adse or Round Eye, 80a lb. 


MILLS—Cider — 

Junior.42.00 

Medium.48.00 


Senior .65.00 

Force Feed.80.00 


MOPS—Handled— 


Brown Daisy 1 

6.1.00 

g .1.15 

O-Cedar 

4 . 1.00 

8 . 1.50 

Ootton 

120.80 

140.90 

7BD.1.25 

OBD.1.50 

10B.1.25 

11B . 1.25 

180.1.00 

220 . 1.25 


MOP 8TICK8—No. 2, 25c each*. No. 7, 85c eseh; No. 18, 86e 
each; No. 70 or Janitor’s, 75c each. 


MOWERS—Lawn 

Great American— 


15-inch. 

_24.00 

17-inch. 

_26.00 

19-inch.. 

_29.00 

21-inch. 

_82.00 

Common— 


12-inch. 

_ 9.00 


14-inch. 

.. 9.50 

16-inch. 

.. 10.00 

Pennsylvania— 
14-inch. 

. . 22.00 

16-inch. 

. . 25.00 

17-inch. 

.. 36.00 

19-inch. 

. . 40.00 

21-inch. 

.. 44.00 


NETTING, POULTRY—Hexagon, Galvanised after Weaving— 
2-inch, 20-gauge—List roll, 12 in., $2.14; 18 in., $8.08; 

24 in., $3.92; 80 in., $4.68; 36 in., $5.35; 48 in., $7.18; 

60 in., $8.91; 72 in., $10.69. 

Sell Full Roll—12 in., $2.40; 18 in., $3.45; 24 in., $4.40; 80 
in., $5.25; 36 in., $6.00; 48 in., $8.00; 60 in., $10.00: 72 
in., $12.00. 

8ell Cut (lin ft.)—12 in., 2c; 18 in., 8c; 24 in., 4c; 80 In- 

5c; 36 in., 6c; 48 in.; 7Hc; 60 in., 9o; 72 in., 10He. 

lH-inch, 20-gauge—List Roll, 12 in., $8.15; 18 in., $4.58; 
24 in., $5.78; 30 in., $6.90; 36 in., $7.88; 48 in„ $10.60; 
60 in., $13.18; 72 in., $15.75. 

Sell Full Roll—12 m., $3.55; 18 in., $5.10; 24 in., $6.60; 
80 in., $7.75; 86 in., $8.85; 48 in., $11.80; 60 in., $14.76; 
72 in., $16.75. 

Sell Cut (lin. ft.)—12 in., 3c; 18 in., 4Hc; 24 in., 6c; 
30 in., 7c; 86 in., 8c; 48 in., 10Hc; 60 in„ 18c; 72 in., 16a. 

1-inch, 20-gauge—List Roll, 12 in., $4.95; 18 in., $7.12; 
24 in., $9.08; 80 in., $10.83; 36 in., $12.38; 48 in., $16.50; 
60 in., $20.64; 72 in., $24.75. 

Sell Full Roll—12 in., $5.55; 18 in., $8.00; 24 in., $10.20; 
30 in., $12.20; 36 in., $18.90; 48 in., $18.55; 60 in., $28.25; 
72 in., $27.85. 

Sell Out (lin. ft.)—12 in., 5c; 18 in„ 7c; 24 in., 9c; 80 in., 
11c; 36 in., 12c; 48 in., 16H«; 60 in., 21e; 72 in., 25e. 

%-inch., 20-gauge—List Roll,12 in., $8.55, 18 in., $12.80; 
24 in., $15.68 ; 30 in., $18.71; 86 in., $21.88; 48 in- $28.50; 
60 in., $35.63; 72 in., $42.75. 

Sell Full Roll—12 in., $9.60; 18 in., $13.85; 24 in., $17.65; 
30 in., $21.05; 36 in., $24.00; 48 in., $32.00; 60 in., $40.10; 
72 in., $48.10. * 

8ell Cut (lin. ft.)—12 in., 8Hc; 18 in., 12Hc; 24 in., 16e; 
30 in., 19c; 36 in., 21c; 48 in., 29c; 60 in„ 86c; 72 in.. 48c. 

NIPPERS, CUTTING— 

Kraeuter's— 

5- inch . 1.35 

6- inch . 1.50 

7- inch . 1.85 

8- inch . 2.15 

Nettleton’s— 


6-inch . 2.00 

8-inch . 2.25 

10-inch .2.50 

NIPPLES—See Pipe Fittings— 

NUTS—Cold Punched U. S. S. Hexaeon, Tapped—Size H, 5 
for 5c; 5-16, 3 for 5c; %, 3 for 5c; 7-16, 2 for 5c; H. 2 for 

5c; 9-16, each 5c; %, each 5c; %, 2 for 15c; % each 10c; 

1 inch, each 15c. In quantity sell at cost, plus 50 per cent. 

Hot Pressed U. S. S. Square, Tapped—Size %, 8ug. 

retail, 10 for 5c; 5-16, 6 for 5c; %, 5 for 5c; 7-16, 3 for 5c; 
H, 3 for 5c; %, 2 for 5c; %, each 5c; %, each 10c; 

1-in., 2 for 25c. In quantity sell at cost, plus 50 per cent. 

Wing, Tapped. U. S. S.—3-16, 30c doz.; H, 35c; 5-16, 
40c; %, 55c; 7-16, 75c; H. 90c; %, $2.00. 

OAKUM—Plumbers, 20e lb.; Navy, 80c lb.; Beat Unspun. 
85c lb. 


12-inch . 

2.75 

14-inch . 

8.85 

Utica— 


Compound, 5 H -inch., 

2.65 

Compound, 7 H-inch. 

8.15 

Compound, 9-inch... 

. 8.75 

Common, 5-inch. 

. 1.50 

Common, 6-inch. 

. 1.75 

Jeweler's, 8H-inch.. 

. 1.90 

Jeweler's, 4H~inch.. 

. 2.10 


OIL—3-in-l, 1-oz. bottle, 25c each; 3-oz., 35c; 8-oz., 65c; 2H- 
oz. can, 35c. Household Lubricant, 4-oz. can, 25c each; 8- 
oz. can, 35c. 


OILERS— 


3 


2.25 


Oopperised Steal— 


18 . 

.40 

14 . 

.45 

14B . 

.55 

15A . 

.60 

16 . 

.65 

Cannon Pump—Brasi 

B - 

11 . 

2.75 

12 . 

8.00 

13. 

3.50 

Cannon Pump—Tin— 

1. 

, 1.75 

2. 

2.00 

2H . 

2.25 


Felloe— 


4 . 

5 . 

6 . 

Zinc, Chase's— 

00 . 

0 . 

1 . 

2 . 

3 . 

4 . 

5 . 

6 . 


1.75 

1.85 

2.00 

2.15 


.15 

.15 

.20 

.25 

.80 

.85 

.40 

.45 


0PENER8 (CAN)— 

No. Bach. No. 


4 

16 

100 


.10 140 

.15 840 

.80 
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OVENS, PORTABLE— Boh— 


No. 

012. 

Each. 

. 5.26 

No. 

650 

700 

750 

756 

17 

122 


Each. 
5 50 

055 . 

. 6.75 


5 50 

0200 . 

. 6.25 



450 . 

. 5.60 


6 75 

Perfection— 

121 G . 

Pinney A Boyle- 

. 6.25 

G. 

G. 

. . . 4.25 
. . . 7.50 


33 


.. . 3.50 

13 . 

. 3.25 

87 


... 4.15 

17 . .. 

. 4.00 

37 

G . . . 

! .' .* 4^25 

PACKING—Sheet Rubber—Standard 
90c. 

I C., 35c lb.; 

Rainbow, 


Italian Hemp—Comomn, 75c lb. 

Square Flax, braided, $1.50. 

Piston Spiral—Steam, high pressure, $2.50; steam or 
water, low pressure, $1.76. 

PADS—Sweat—No. 68 N12. Red Edge, $1.25; No. 146 A 12. 
Blue and White striped, Jl.75. 


PADLOCKS—Corbin— 


No. 

Each. 

No. 

Each. 

958 . 

> . . .85 

1908 . 

- - r 60 

2802 V4 . 

... .45 

9902 . 

86 

2822 % . 

... .65 

9902 N 0 . 


2869 . 

.. . 1.25 

21090 . 

. 1 Oft 

2879 . 

... 2.10 

Yale— 


2880 . 

... 2.85 

223 . 


2881 . 

... 8.00 

225 . 


2888 . 

... 4.50 

453 J . 


Miller— 


453 X . 


1 . 

... 1.85 

563 . 

. 1.85 

016 . 

... .85 

565 . 

.2.25 

18 . 

... .40 

585 . 


18 B . 

... .40 

635 . 


19 . 

... .40 

645 J . 

. 80 

21 . 

... .50 

803 . 


75 . 

... .55 

805 . 


78 .. T , T . 

... .85 

805% . 

.3.00 

78 T , t . . 

... LOO 

818 . 

.2.75 

96 T-, - - - 

... .55 

815 . 

.2.50 

960 T T .v... 

... . 75 

823 . 

.3.00 

121 . - - T , - 

... .55 

833 . 

.3.50 

5441 .. 

... 1.15 

843 . 


Slaymaker— 


853 . 


1902 . 

... .75 

8454 ......... 



PAINT SUNDRIES— 
Alcohol— (Denatured)— 


1 gallon. 2.20 

5 gallon . 1.90 

Alum— 

Pwd, lees than 100 
lbs, lb.17 


Bensine— 

New eans, oasd, gal .60 
Old cans, uncsd, gal. .40 


Coal Tar— 

5-Gal. 

..Gal. 

.50 

1-Gal . 

..Gal. 

.66 

Creosote— 

GaL . 


.85 


Distillate- 

Light. gal.40 


Glue— 

Lb. 

No. 2 Gelatine.... 

.60 

Chicago White ... 

.50 

Kalsomine, White— 
Bbls, 280 lbs. 

.08 

Kegs, 100 lbs. 

.08% 

4 25-lb. pkgs. bulk 
25 lbs., bulk. 

.09 

.09 

Less 25 lbs. 

.09% 

100 lbs. 5-lb. pkgs. 

.09 

Less 100 lbs. pkgs. 

.09% 


Lamp Black—Bear Brand— 


Linseed Oil, Boiled— 


5’s.Gal. 2.13 

l’s.Gal. 2.40 

% ’s .Vi -Gal. 1.30 

Vi’s .Qt. .70 


%’s .Pt. .40 


Raw Linseed Oil, 2c less 
than price of boiled. Paint- 
ing contractors' pries on 
Linseed Oil, 5c shore cost, 
according to quantity. 


Oil— Gal. 

Floor.75 

Gloss . 1.60 


Lard. No. 1.. 1.80 

Lin-O-Oil.90 

Neatafoot No. 1... 2.40 

Neutral .60 

Paraffine.70 

Paint, Dry Colors— 

Umber.12 

Chrome Green, Med .2o 

Graphite.06 

Princess Metallic.. .06 

Sienna . . .11 

Venetian Red.08 

Yellow Ochre.05 

Painters* Petroleum— 
1-Gal.Gal. .40 


Paints, Heady Mixed—1st 
Tsde, white— 
ils.GaL 4.40 


grad 
Gals. . 
%-gals 
Quarts 
Pints 


%-Gal. 2.80 
....Qt. 1.25 
..Pt. .70 


% -pints V. .V%-Pt.‘ '.40 

1st Grade, Colors— 

Gals.Gal. 4.26 

%-gals. ...%-Gal. 2.26 

Quarto.Qt. 1.20 

Pints .Pt. .65 

%-pints ....%-Pt. .85 

2d Grade, White or 


Colors— 

Gals. ....Gal. 2.90 

%-gals. .... %-Gal. 1.60 
Quarto .Qt. .95 


Inside Floor— 


Gals. 

-Gal. 2.90 

%-gals. ... 
Quarts ... 

, .%-Gal. 1.60 
.Qt. .95 

Porch— 
Gals. 

-Gal. 4.25 

%-gals. .. 

. % -Gal. 2.25 

Quarts ... 



Plaster Paris— 

Less sack, lb.. .08 


Putty, Bladder— 

Less than 100 lbs. .07% 
Putty, Bnlk— Lb. 

1-lb. Oans . .15 


2-lb. Oans. 

8-lb. Cans. 

5-lb. Cans. 

10-lb. Cans. 

25-lb. Cans. 

85 lb. Cans. 

Rosin— 

Lb. 

Tints, Kalsomine— 
Barrels, 280 lbs... 

Kegs, 100 lbs. 

100-lb. bulk. 

25-lb. bulk. 

Less 25 lbs. 


.12 % 
.09 VI 
.09 
.08 VI 
.08 
.06 VI 


.14 

Lb. 

.09 

. 09 % 

.10 

. 10 % 

.12 


100 lbs. 5-lb. pkgs. 
Less 100 lbs. 5-lb. 
Pkgs. 


. 09 % 

.10 


Turpentine 

5’s_ 

l’s 

%’s .. 
%’s .. 

% ’• .. 


. . Gal. 2.IT 
. . . Gal. 2.3o 
% -Gal. 1.25 
. . .Qt. .70 
...Pt. .40 


Painting contractors' price 
on turpentine: 5 gala, or 
more, 2c above cost; less 
5 gals., 5c above cost. 


PAN8—Acme Frying- 


No. 00, each.20 

No. 0, each.80 

No. 1, each.85 

No. 2, each.40 

No. 8, each.45 


No. 4, each.50 

No. 6, each.60 

No. 6, each.75 

No. 7, each.. .85 


PAPER—ASBESTOS—1-16 and under, full roll, per lb., 18c; 
cut, per lb., 25o: over 1-16, full roll per lb„ 14c, cut, p«r lb. 
25c; Asbestos Millboard, 80c per lb. 


BUILDING— P A B Imitation P A B 

No. 1—500. 4.25 3.25 

No. 1-1000. 8.00 6.25 

No. 2-500. 6.25 4.25 

No. 2-1000. 12.00 8.35 

No. 8-500. 9.00 6.80 

No. 8-1000. 16.50 13.40 


Red Resin—17-lb., $1.60; 20-lb., $1.85; 25-lb., $2.35 
30-lb., $2.75. 


Black Glased—No. 1, 600 sq. ft. roll, $1.75; 1000 sq. ft. roll 
$3.00; No. 2, 500 so. ft. roll, $2.50; 1000 sq. ft. roll $4.50; 
No. 8, 500 sq. ft. roll, $8.25; 1000 sq. ft. roll, $6.00 


FELT—Asphalt saturated, per roll, $8.50; Deadening, per 


INSULATING—No. 8, per roll, 

ROOFING— 

Standard or Cronolite 

1 ply square.8.00 

2 ply square. 8.75 

3 ply square.4.50 

Malthoid or Rubberoid 

Rooing— 

1 ply.8.75 

2 ply.4.75 


$2.25; No. 10, per roll, $3.50. 


3 ply.5.75 

Malthoid Junior.4.00 

Roofing Cement— 
Preservative 

Bbls.. per gal.90 

5 Gal., per gal.1.25 

1 Gal., per gal. 1.35 

Pint.30 


' SAND AND EMERY—(Per quire of sheets)— 

0 % 1 1 % 2 2 % 8 
Carborundum ... .80 .96 1.10 1.80 1.50 1.76 

B. A A.46 .50 .66 .60 .75 .85 ".95 

Aztec.40 .45 .50 .60 .70 .75 90 

Aloxite .80 .85 .90 1.00 1.10 1.20 1*45 


SHEATHING — Red or gray — 20-lb., $1.85 per roll; 
$2.25; 30-lb., $2.75. 


25 lb . 


PEAVIE8— 


2%x4 .. 
2V4 x 4% 
2 % x4 % 
2%x5 .. 


Socket. 

Maple. Hickory. 


Socket. 

Maple. Hickory, 

. 8.40 

4.75 

2%x4%.. 

... 8.86 

4.60 

. 8.66 

4.86 

2%x5 .. 

... 4.00 

4.65 

. 8.75 
, 8.85 

5.00 

5.00 

8 x5 

... 4.26 

5.25 


PERCOLATORS, COFFEE—Universal— 


44 5.50 74 

46 6.00 76 

48 6.50 79 

52 5.50 714 

54 6.00 464 

56 6.50 466 

58 7.25 469 

64 6.25 474 

66 7.00 476 

69 7.75 479 

614 8.50 


Percolator Tops, 10c each. 


6.75 

7.50 
8.25 
9.00 
7.00 

7.75 

8.50 

7.50 
8.25 
9.00 


PICKS—Drifting, 8-lb. $1.85 each; 4, $1.50; 4%, $1.65; 5. 
$1.75; 5Vi, $1.85; 6, $2.00. 

Railroad—5-lb., $1.50 each; 6, $1.66; 6%, $1.66; 7-8, $1.75 
Contractors—8-9 lbs., $2.25. 

PINS—Clothes—C—Common, 6e dos.; US—Spring, 15c: H_ 

Hoyt's Spring, 10c. 


Digitized by 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


PIPE— Standard Black Galvanized Cutting and 

Cut Full Cut Full Threading 

Length Length Length Length Cuts Threads 



Pr. Ft. 

Pr. 100 

Pr. Ft. 

Pr. 100 

Each 

Eaeh 

*>6-inch. . 

. .06 

5.25 

.08 

7.75 

.03 46 

.072 

4* -inch. . 

. .07 

6.70 

.09 

8.50 

.03 46 

.072 

^-inch. . 

. .07 

5.70 

.09 

8.50 

.03 46 

.072 

46-inch. . 

. .09 

7.50 

.11 

10.00 

.03 46 

.072 

%-inch. . 

. .11 

9.75 

.14 

12.50 

.03 46 

.072 

1 -inch. . 

. .16 

14.20 

.20 

18.75 

.03 46 

.072 

1 ‘4 -inch. . 

. .22 

19.20 

.27 

25.20 

.04% 

.09 44 

1 V6*»nch. . 

. .27 

23.00 

.35 

30.00 

.00 

.12 

2 -inch. . 

. .35 

30.80 

.45 

40.40 

.08 46 

.16% 


PIPE—Gas and Water (black) — 46 inch, 6c foot; % inch, 7c; 
% inch, 7c; 46 inch, 9c; % inch, 11c; 1 inch, 16c; 144 
inch, 22c; 146 inch, 27c; 2 inch, 35c. 

Galvanized—46 inch, 8c foot; 44 inch, 9c; % inch, 9c; 
46 inch, 11c; % inch, 14o; 1 inch, 20c; 144 inch, 27c; 
146 inch, 35c; 2 inch, 45c. 

PIPE, STOVE—Nested, Full Joints—3-inch, 40c joint; 4-inch 
40c; 5-inch, 40c; 6-inch, 45c: 7*inch, 45c; 8-inch, Japan, 
40c; 4 inch, Japan, 45c; 5-inch, Japan, 45c: 8-inch, Galva* 
nized, 40c; 4-inch, Galvanized, 45c; 5-inch, Galvanized, 55c; 
6-inch, Galvanized. 60c. 

Half Joints—5-inch, 20c joint; 6-inch, 25c. 

Taper Joints—6-inch to 5-inch, 45c joint; 7-inch to 6-inch, 
45c 

PIPE FITTING8—Price, each. 

44 % 46 % 

Blk. Gal. Blk. Gal. Blk. Gal. Blk. Gal. 


Bushings . 

.10 

.10 .10 

.10 

.10 

.10 

.10 

.15 

Caps . 

.10 

.10 .10 

.10 

.10 

.10 

.15 

.20 

Couplings . 

.10 

.15 .10 

.15 

.10 

.15 

.15 

.20 

Crosses . 

.15 

.20 .15 

.20 

.25 

.40 

.35 

.55 

Elbows, 90 degree. 

.10 

.15 .10 

.15 

.10 

.15 

.10 

.15 

Elbows, 45 degree. 

.10 

.10 .10 

.10 

.10 

.15 

.15 

.25 

Elbows, Reducing.. 

.15 

.20 .15 

.20 

.15 

. .20 

.20 

.30 

Elbows, Street .... 

.10 

.15 .10 

.15 

.15 

.20 

.25 

.35 

Floor Flanges .... 

.20 

.40 .20 

.40 

.25 

.50 

.25 

.50 

Lock Nuts . 

.10 

.10 .10 

.10 

.10 

.15 

.15 

.20 

Plugs . 

.10 

.10 .10 

.10 

.10 

.10 

.10 

.10 

* Reducers . 

.10 

.10 .10 

.10 

.10 

.15 

.15 

.25 

Return Benda Close 

.20 

.30 .20 

.30 

.25 

.35 

.30 

.45 

Tee* . 

.15 

.20 .15 

.20 

.15 

.25 

.15 

.25 

Unions . 

.25 

.35 .25 

.85 

.25 

.40 

.80 

.45 



1 144 

146 

a 



Blk. Gal. Blk. 

.GaL 

Btk. 

Gat. 

Btk. 

Gal. 

Bushings . 

.10 

.15 .10 

.20 

.15 

.25 

.20 

.40 

Caps . 

.20 

.25 .25 

.40 

.30 

.45 

.45 

.75 

Couplings . 

.20 

.30 .25 

.40 

.30 

.50 

.45 

.60 

Crosses . 

.55 

.85 .60 

1.00 

.75 

1.35 

1.20 

2.10 

Elbows, 90 degree. 

.20 

.30 .30 

.45 

.35 

.60 

.60 

1.00 

Elbows, 45 degree. 

.25 

.40 .50 

.75 

.55 

.80 

.80 

1.20 

Elbows, Reducing . 

.25 

.35 .35 

.60 

.45 

.70 

.80 

1.30 

Elbows, Street .... 

.25 

.40 .35 

.60 

.40 

.70 

.80 

1.30 

Floor Flanges. 

.30 

.55 .35 

.70 

.40 

.85 

.60 

1.25 

Lock Nuts . 

.15 

.25 .25 

.35 

.25 

.35 

.30 

.55 

Plugs . 

.10 

.10 .10 

.15 

.10 

.20 

.15 

.25 

* Reducers . 

.25 

.35 .25 

.45 

.30 

.50 

.55 

.90 

Return Bends Close 

.55 

.85 .75 

1.25 

.95 

1.50 

1.35 

2.40 

Tees . 

.20 

.35 .35 

.60 

.50 

.80 

.80 

1.40 

Unions . 

.40 

.55 .50 

.80 

.65 

1.00 

.85 

1.30 

NIPPLES— 


44 

% 


46 


% 


Blk. Gal. Blk 

. Gal. 

Blk. Gal. 

Blk. Gal. 

Close . 

.10 

.10 .10 

.10 

.10 

.10 

.10 

.10 

Long. 

.10 

.10 .10 

.10 

.10 

.10 

.10 

.15 

4-inch Long. 

.10 

.10 .10 

.10 

.10 

.10 

.10 

.15 

5-inch Long. 

.10 

.15 .10 

.15 

.10 

.20 

.10 

.20 

6-inch Long. 

.10 

.15 .10 

.15 

.10 

.20 

.10 

.20 

Close . 

.10 

.10 .10 

.15 

.10 

.20 

.15 

.25 

Long. 

.10 

.15 .15 

.25 

.20 

.30 

.30 

.45 

4-inch Long. 

.10 

.15 .15 

.20 

.20 

.35 

.25 

.45 

6-inch Long . 

.12 

.25 .20 

.30 

.20 

.35 

.25 

.45 

6-inch Long. 

.15 

.25 .20 

.35 

.25 

.45 

.35 

.50 

FITTINGS— From 246 

to 

4-inch—Black only. 






246 

3 


846 

4 

Bushings . 


. .30 

.40 


.55 


.70 

Caps . 


. .65 

.95 


1.15 


1.60 

Couplings . 


. .60 

.90 


1.20 


1.50 

Crosses . 


. 1.90 

3.15 


3.45 


6.00 

Elbows, 90 degree . 


. 1.05 

1.60 


2.10 


3.40 

Elbows, 45 degree . 


. 1.10 

1.50 


2.10 


3.00 

Flues . 


. .25 

.35 


.50 


.55 

* Reducers . 


. .85 

1.25 




2.10 

Tees . 


. 1.25 

1.95 


2.50 


8.95 

Unions . 


. 1.75 

2.35 


4.10 


4.90 

NIPPLES— 


246 

8 


346 

4 

Close . 


. .35 

.40 


.60 


.75 

5-inch Long. 


. .50 

.60 


.90 


1.00 

6-inch Long. 


. .60 

.70 


.90 


1.00 

8-inch Long. 


. .80 

1.00 


.... 


1.40 

10-inch Long. 


. .75 

1.20 




1.70 


* Reducers 1-inch and larger reducing to 46-inch and 
smaller advance 50 per cent over prices shown. 

PIPE FITTINGS (STOVE)—Caps, No. 0 15, 60c each; C-16. 
60c each. 

Pampers—No. 3, 4, 20c each; 5, 6, 25c; 7, 40c. 

Elbows—No. 3 Corg., 25c each; 4, 30c: 5, 35c; 6, 40c; 

7. 45c. No. 3 Adj. 4 Pc., 35c; 4, 40c, 5, 40c; 6, 45c. 3- 

inch Adj. Galv., 40c; 4-inch, 45c; 5-inch, 50c; 6-inch, 55c. 
No. 3 Corg. Jap., 40c; 4, 45c. 

In lots of 12 dozen, 5 per cent discount from above. 

Flue Stops, Nos. 1 and 86, 20c each; 8, 20c each; 30, 20c 

3. 3 46 (m kegs). 35c lb.; 4, 5, 85c; 6, 7, 8, 35c; 10, 35c. 

Hoof Plates and Saddles, Nos. 15, 16 (Side), 90c each; 50, 
60 (Ridge), 75c each. 


PISTOLS—Automatio—Colts', .25 Cal., $22.00 each; .25 
Cal. nickel, $27.00; .82 Cal. $27.00; .38 Cal., pocket, $50; 
.45 Cal., military, $42.00. 

Smith & Wesson—.35 Cal., $31.50; Savage, .32 OaL, 

$27.00; .380, $28.00. 

PITCH—Navy Caulking—5-lb. can, 75c; 10-lb., $1.25; 25-lb., 
$2.50; 50-lb., $4.50; 46*bbl., $9.00; bbl., $13,50. 

PLANES—Block-bailey—No. 9 Vi, $3.25; 9*, $4.00; 15, 
$3.50; 16, $3.65; 17, 4.15; 18, $4.00; 19, 4.15. 

Block, Stanley—No. 60, $3.65 each; 60 46. $3.35; 61, 
$3.25; 65, $4.25; 100, 80c; 101, 65c; 102, $1.25; 108, 
$1.65; 110, $1.65; 120, $2.35; 180, $2.40; 181, $8.85; 208, 
$2.00; 220, $2.40. 

Iron, Bailey—No. 2, $5.35 each; 8, $5.60; 4, $6.15; 446. 
$7.00; 5, $7.00; 546, $8.00; 6, $9.10; 7, $10.50, 8. $12.50; 
2C, $5.75; 3C, $6.00; 4C. $6.65; 446C, 7.65; 60, $7.65; 
5 46 C, $8.60; 6C, $9.75; 7C, $11.25; 8C, $13.25. 

Iron, Stanley — No. 602, $6.15 each; 603, $6.65; 604, 
$7.25; 604 46. $8.40; 605, $8.40; 60546, $9.00; 606, $10.50; 
607, $12.00; 608, $14.25; 602C, $5.50; 603C, $7.00; 6040, 
$7.75; 604 46 C, $9.00; 6050, $9.00; 60546C, $9.75; 6060, 
$11.50; 607C, $13.00; 608C, $15.75. 

All Wood—Plain, No. 3W, $1.10; 15W, $1.25; 21W, 
$2.25; 27W, $2.50; 029W, $2.65. Razee, No. 5W, $2.26; 
17W, $1.50; 23W, $2.65; 29W, $3.00. 

Wood Bottom, Bailey — No. 22, $4.00 each; 28, $4.00; 
24, $4.25; 26, $4.50; 27, $5.00; 28, $5.65; 29, $5.65; 80, 
$6.15; 31, $6.15; 32. $6.15; 35, $5.00; 36, $5.60. 

Rabbet — No. 10, $9.00 each; 1046, $7.50; 75, $1.10; 78, 
$4.65; 90, $5.50; 92, $5.50; 93, $6.65; 98, $2.65; 99, $2.65; 
140, $4.15; 190, $4.15; 191, $4.00; 192, 3.65. 

PLATES—GAS, HOT— 

Griswold—No. 601, $3.50 each; 602, $6.00; 608, $9.75; 702, 
$8.00; 702N, $9.75; 703, $11.75; 703N, $13.75; 722, $9.50; 
722N, $10.75; 723, $12.75; 723N, $14.75; 1001, $1.60; 1002, 
$3.75; 1003, $6.00. 

PLIERS—Klein’s Side Cutting—Bernard's No. 102, 446-ineh. 

$1.85; 5 46, $2.25; 7 46, $3.15. No. 201 or 312 5-inch, 
$3.50; 6, $4.00; 7, $4.50; 8, $5.00; 9, $6.00. 

PLUGS—-Spark—$1.00 each. 

PLUMBS AND LEVELS—Metallic, StanVey—No. 86, 6-lnoh, 
$2.75 each; 9-inch, $3.25; 12-inch, $3.75; 18-inch, $4.75; 
24-inch, $5 50; No. 87, 18-inch, $6.25; 24-inch, $7.25; 87G, 
9-inch, $4.50; 12-inch, $5.25; 18-inch, $6.25; 24-inch, $7.25; 
No. 38 46, 95c; No. 39 46, $1-25; No. 84V, 6-inch, $2.26; 
8-inch, $2.75. 

Wood, Stanley or Disston—No. 00. $1.76; 0, $2.00; 2, 
$2.65; 8, $3.50; 18, $4.25; 25, $5.25; 80. $4.00; 86, 

$3.75; 45 46, $6.75; 90, $5.00; 98, $6.50; 95, $8.75; 08, 
$4.50; 101, $8.25; 102, $1.00; 104, $1.26; 012, $2.26; 
6018, $8.00; 6024, $8.50; 6612, $2.26; 6618, $2.85; 

6524, $3.25. 

Pocket, Stanley — No. 31, 246 -inch, 60c each; 8-inch, 66c; 
3 46-inch, 85c; 4-inch, $1.05; 40, 60c; 41, 25c; M. 25c; 

600, $1.50. 

Extra Level Glasses — No. 1, 144 to 2-inch, 15c each; 244* 
inch, 15c; 3-inch, 15c; 346-inch, 20c; No. 6L, 80c; 6P, 50c; 
7L. $1.35; 7P, $1.35. 

POKERS, STOVE— 

No. 120, Straight, 20-inch, 15o each; 126, Straight, 26-inch 
20c; 200. Bent, 20-inch, 15c; 250, Bent, 26-inch, 20c. 
POINTS AND CHUCKS— 


For 30 

and 

81. 

.$ .75 

8-lneh . 


For 85 



. .50 

10-inch . 


Nos. 11 

and 

16, 2-in. 

. .55 

No. 75. 

. 8.35 

3-inch 



. .60 

No. 60. 

...... 1.00 

4-inch 



. .65 

No. 80. 

.85 

5.inch 



. .75 

No. 81. 

. $6 

6-inch 

... . 


. .85 




POLISH (AUTO)—Duroiac, 1 pt.. 60c; 1 qt., $1.00. 

POLI8H (FURNITURE)—Duroiac, 1 pt., 60c; 1 qt., $1.00. 
Calol, 46 pt. 80c each; 1 pint, 45c; 1 quart, 66o; 44 gallon, 
$1.15: 1 gallon, $2.00; 6 gallons, $7.50. 

Liquid Veneer, 4 ounce, 25c each; 12 ounce, 50c; 1 quart, 

$ 1 . 00 . 

O-Cedar —4 ounce, 30c each; 12 ounce, 60c; quart, $1.25; 
46 gallon, $2.00; gallon, $3.75. 

Johnson’s Prepared Wax, 5 ounce, 45c each; 1 pound, 85c; 
2 pounds, $1.70; 5 pounds, $3.00. 

METAL—NonOlio, 44 pint, 5oe each; 1 pint, 75c; 1 quart, 
$1.25. 

SHOE—Shnwhite, 15c each; Midnight Oil, 25e; Royal, 15c; 
Jet-Oil. 15c; 4 O 8 Shoe Satin, 10c; 9 C 8 Shoe Satin, 15c; 
1 O Satinola, 10c; 2 0 Satinola, 15c; 5 P S Shoe 8mtin, lOo; 
10 P S Shoe Satin, 15c; 6 P Satinola, 10c; 10 P, Satinola. 

15c. 

STOVE—Liquid, No. 6 Black 8ilk, 20c each; 8, Black Silk, 
25c: 2, Black Engle, 25c; 10 E, Enameline, 15c. 

Paste, No. 5, Black Silk, 15c each; 10, Black Silk, 20c; 
20, Black Silk. $1.50; 01, Black Eagle, 45c; 95 Black Eagle, 
$1.75; 4 E, Enameline, 10c; 6 E, Enameline, 15c; 75 Black 
Jack, 20c; 1, Rising Sun, 15. 

POTS—Fire. 

Gasoline, 0 A L. 

1 25.00 8 Quart. 1.50 

5 22.75 10 Quart. 1.75 

21 .19 25 12 Quart . 1.90 

71 25.00 16 Quart. 2.25 

72 .22 75 Tin- 

221 .30.00 4 Quart.85 

Watering Galvanized 6 Quart. 1.00 

4 Quart. MO 8 Quart. 1.25 

6 Quart. 1 MB ’+ (M. L«0 
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RETAIL SELLING PRICES—Continued. 


PULLERS—Nail—Rex, $2.00 each; Rex, Jr., $1.75; Red Devil, 
$2.75; Morrill’s, $2.75; Little Giant, $2.75. 

PULLEYS—Brass Screw, No. 350, % inch, 20c each; %, 25c; 
%, 25c; 1, 30c; 1%, 40c; lVi, 65c. No. 370, % inch, 40c 
each, 1, 60c. 

Brass Side—No. 1150, V4 inch, 25c each; %, 80c. No. 
1170, % inch, 40c each; %, 45c. 

Brass Upright—No. 500, 35c each. 

Clothes Line—No. 610, 2 inch, 20c each; 216, 25c. No. 
660. 20c; 670, 20c; 1610, 2 inch, 25c; 2ft, 35c; 1660, 25c; 
1670, 30c; 6350G. 35c; 6500G, 55c. 

Hay Fork, No. 1267, 60c each; 692, 60c; 796, 75c; 46, $1; 
1651, $1.75. 

PULLEYS—Frame—No. 4, Ottumwa, per doz., 90c; No. 5, 
$1,00? No. 9, 95c; No. 105, 90c; No. 109, 90c. 


1899 TD, Feath’wt ..55.00 


189 SF .48.00 

1904 TD, Single shot. 9.75 
1914 TD, Hamtnerless 28.50 
Stevens— 

Little Scout. 8.00 

Crack Shot .10.00 

Marksman .12.25 

Favorite.14.00 

70 TD, .22.19.00 

1919, .22 .26.75 


Winchester— 

1886 SF—Round Brl. 48.00 
TD—Round Brl 56.75 
1890 TD—Oct. Fancy 57.50 
TD—Oct. Plain. 30.00 


1892 SF—Round Brl. 87.50 
SF—Oct. Brl... 88.50 
TD—Oct. Brl.. 45.75 
SF—Carbine . . 82.00 

1894 SF—Round Brl. 85.00 
8F—Oct. Brl.. 42.00 
SF—Carbine .. 35.50 
TD—Oct. Brl.. 54.50 

1895 SF . 47.00 

1895—Govt. Model.. 50.50 

1895 TD . 59.25 

1902 TD—.22 . 10.00 

1903 TD—Plain_42.50 

TD—Fancy .... 69.00 

1904—TD—.22 . 10.00 

1906 TD . 27.50 

1907 TD . 58.00 


PUMPS—P. S.—1, $4.75; 2, $5.25; 3, $6.00; 4, $7.50. 
PUTTY—Per lb., 15c. 

RAKES—GARDEN—Malleable. 12-tooth, 70c each; 14-tooth, 
80c. Steel Straight, 12-tootn, $1.10; 14-tooth, $1.25. Steel 
Row, 11 and 12-tooth, $1.35: 13 and 14-tooth, $1.45; 15 
and 16-tooth, $1.60. Lawn, 85c. 


RASPS—Plain Horse Rasps—14-in., each $1.00; 16-in., $1.25; 
18-in., $1.60. 

Flanged Horse Rasps—14-in., each $1.25; 16-in., $1.50; 
18-in., $2.00. 

Half Round Cabinet—10-in., each $1.25; 12-in., $1.50; 
14-in., $2.00; 16-in., $2.50; 18-in., $3.00. 

Half Round Wood—10-in., each $1.00; 12-in., $1.25; 

14-in., $1.65; 16-in., $2.25; 18-in., $2.90. 

Flat Wood—10-in., each 95c; 12-in., $1.25; 14-in., $1.50; 
16-in., $2.00; 18-in., $2.60. 


RAZORS (SAFETY)— Eveready 

No. No. 


700, each . 


706 B, Blades, Pkg.40 

2, each . 




Gem 

800, each . 


800 B, Blades, Pkg.50 


Enders 

900, each . 


900 B, Blades, Pkg.85 


Durham 

Domino 

1000, each. 


1000 B, Blades, Pkg.. .60 


Gillette 

00, each . 

.. . 7.50 

480, each . 5.00 

460, each . 

... 5.00 

500’, each . 6.00 

460 B, each.... 

... 6.00 

500 B, each . 6.00 

470,* each . 

... 5.00 

501, each . 5.00 

601 B, each.... 

... 6.00 

6 X B Blades, pkg. .60 

12 X B Blades, 

pkg 1.00 



Auto : 

Strop 

1, set . 

_5.00 

2541, set. 6.00 

15, set. 

_6.00 

600 B Blades, pkg. 1.00 

25, set. 

_6.50 

600 Vi B Blades, pkg. .50 

251, set. 

_ 5.00 



REELS—Hose—No. 1 Wire, $1.65 each; No. 60, Wood, $2.25. 


REVOLVERS— 

Colts, Model Each. 

Police Positive.84.00 

Police Positive Special 85.50 
Police Positive Target 86.00 

Army Special . 88.00 

New Service.89.00 

Single Action .86.75 

Harrington A Richardson 

203, 223 .11.50 

203 B, 223 B.12.00 

204, 224 .12.00 

204 B. 224 B.12.50 

263, 273 .12.50 

263 B, 273 B.12.75 

264, 274 .12.75 


D, C < * D . . 

Iver Johnson- 


800, 803, 323. . 


800 B, 303 B. . 


804 . 


RIFLES—No. and 

Model— 

Daisy Air— 

Each 

25 . 


40 . 

. 6.25 

3 . 


80 . 

. 2.85 

11 ... i. 

... . 2 85 

12 . 


King Air— 


4. 


5.. 


11. 

. 1.85 

22. 

. 1.50 

804 B .. 


828 B . 


824 . 



Each. 

824 B .17.25 

843, 853 .17.75 

343 B, 353 B.18.00 

844, 854 .18.00 

344 B, 854 B.18.50 

364 B.19.25 

865 B.19.50 

8mith A Wesson— 

1905 Military, Police..84.50 
Regulation Police .... 82.50 
1903 Hand Ejector... 80.50 
38 S. A W. Perfected 80.50 

1908 Military. 85.00 

1911 Target . 85.00 

New Departure 88. ... 80.50 


Marlin— 

20 TD—Octagon Brl.. 18.50 
27 TD—Round Brl... 21.80 
TD—Octagon Barrel. 24.55 
29 TD—Round Brl.. 15.60 
1897 TD—Round Brl. 22.75 
TD—Octagon Barrel. 24.80 
Remington— 

4 TD—Octagon Brl. . .15.54 


6 TD—Round Brl_10.46 

8 A TD—Round Brl.. 73.27 
12 TD—Round Brl...28.48 

TD—Octagon Brl_31.95 

14 A TD—Standard. .58,36 

TD—Cnrbine.57.25 

16 A TD—Standard. .44.61 
Savage — 

1899 250-3000 .60.00 


RIVETS—Slotted Clinch, Coppered Steel—No. 9, 15c box; 9S. 


10c box. 

Copper—With Burra— 

Size. H Lbs. Lbt. Slse. tt-Lbs. Lbs 

7—St'r Lgths .50 .75 7—Asst.45 .80 

8 “ .50 .80 8 44 45 .80 

9 44 .50 .80 9 44 50 .85 

10 44 .50 .85 10 44 50 .90 

12 44 . 50 . 90 1 2 44 50 .95 


Copper Iron, with Burrs —08 Asst., 25c %-lb. box; 010, 80e 
RIVETS— Tinners—Black, all sices (in kegs), 20c lb. Tinned. 

8, 3Vi (in kegs), 30c lb.; 4, 5. 80c; 6, 7, 8, 85c; 10, 35c. 
RODS. CURTAIN—No. 2, %-in., Steel, Brass.Covered, 18c ft.: 
3. %-inch. Steel. Brass Plated, 13c; 30, 1-in., Wood, Bras* 
Covered, 30c; lVfe-in., Wood, Brass Covered, 35c. 

ROOFING—(See Paper) — 

ROPE—Cotton, Thread—3-16, $1.10; V4 to 5-16, $1.10 lb.; 
% to %, $1.10; % to 1, $1.15. 

Manila—Base, 40c lb. 

Sisal— Base, 80c lb. 


RULES, Boxwood—Lufkin-Stanley—No. 171(36), 60c each; 
372 (36Vi), 85c; 378 (3), $1.50; 386 (32), 90c; 385 

(32V4), $1.30; 488 (57), 80c; 651 (68), 35c; 702 (18). 
55c; 751 (61), 40c; 752 (70), 50c; 761 (63), 50c; 762B 
(7), $1.40; 771 (84), 85c; 780 (62%). $1.00; 781 (62). 
$1.00; 861A (53Vi), $1.00; 8620 (83Vi) $1.50; 871 (52). 
95c; 881 (54), $1.15; 981 (60), $1.40; 3851 (66Vi). 80c; 
3851Y (66), 80c; 3861 (66%), 90c: 8881 (66%), $2.00. 

Rules, Steel—B 85, Blacksmith's, $1.00 each; 1085, Black¬ 
smith’s, 85c; 041 Pocket, 20c; 4141, 4641, Zig-Zag, §1.15: 
4142, 4642, Zig-Zag, $1.85; 4148, 4643. Zig-Zag, $2.75; 
4144, 4644, Zig-Zag, $3.75. 

RULES, ZIG ZAG—Lufkin—Stanley—No. 804 F, 50c each; 
No. 806 F, 70c; 8518 (08), 40c; 8514 (04) 55c; 8515 
(05), 65c; 8516 (06), 75c; 8518 (08). $1.00; 8523 (403F), 
40c; 8524 (404 F), 50c; 8525 (405 F), 65c; 8526 (406 F), 
75c; 8618 (108), 45c; 8615 fl05) 70c; 8616 (106), 85e: 
8624 (854 F). 60c; 8626 (856 F), 85c. 

Aluminoid, Zig Zag—4 ft., $1.75; 5 ft., $2.00; 6 ft.. $2.25. 
SAWS—One Man—Oross-cut— 

Di eston Chinook Chinook 

8 ft. 4.00 5 % ft. 7.70 

8Vi ft. 4.60 6 ft. 8.65 12.80 

4 ft. 5.25 6Vi ft.10.75 14.40 

4 Vi ft. 5.75 7 ft.10.90 16.00 

5 ft. 6.50 7 Vi ft.12.00 17.60 

Simonds Falling same price aa Royal Chinook Croat Out. 


8AW8—Hand- 

12 Disston or 69 Atkina. 

20 inch . 4.15 

18 

No. 7 Diaston 
inch . 

2.50 

22 inch . 

.. 4.65 

20 

inch. 

2.65 

24 inch . 

.. 5.00 

22 

inch. 

2.85 


. 5.25 

24 

inch ... 

8.10 

28 inch. 

.. 5.75 

26 

inch. 

8.20 

30 inch. 

.. 6.00 

28 

inch. 

8.75 

D8 Disston, or 51 

18 inch. 

Atkins 
.. 3.00 

26 

No. 120 Disston 
inch. 

5.75 


. . 3 25 

28 

inch .. 

6.00 

22 inch . 

. . 8.65 

No. 

112 Disston— 

24 inch 

. . 8.85 

26 

inch . 

4.15 

j p <*h . 

. . 4.00 

28 

1 

inch . 

4.50 

28 inch . 

. . 4.65 

>100 or D20 Disatoi 

l — 

Q H i n Vi . _ 

. . 5.00 

26 

inch . 

4.00 



28 

inch. 

4.40 


Simonds Hand and Oross-cut Sawa—Prices on Application. 


SAWS—Miscellaneous— 


Back 


12-inch . 

. 2.50 


. 2.85 

16-inch . 

. 8.25 

22 inch . 

. 4.00 

24 inch . 

. 4.25 

26 inch . 

. 4.75 

28-inch . 

. 6.50 

Butcher No. 10 


16-inch . 

1.80 

18-inch . 

1.90 

°0-inch . 

2.00 

22-inch . 

2.15 


Compass No. 2 


12-inch . 

.85 

14-inch ............. 

.90 

16-ineh . 

.95 


Kitchen No. 2 


12-inch .65 

14-inch .70 

16-ineh .75 


Mitre 


24-inch . 

. .. 5 25 

26 -inf*h T --... 

. .. 5 75 

28-inch . 

. . . 6.50 
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SAW S—MI SOELLANEOU S—Continued— 
Nest, Complete 

No. 8. 2.50 


Pruning 

No. 50 California, 12 in. 1.85 
Book— 

Com Sgl Brace V tooth. 

Com Dbl Brace Tuttle tooth. 

Com. Dbl Brace V tooth. 

No. 150 Special . 


No. 50 California, 14-in. 1.40 
No. 51 California, 12-in. 1.80 
No. 51 California, 14-in. 1.90 
Disston, No. 9, 14-inch. 8.00 
Disaton, No. 10, 14-inch 8.25 

.$1.75 

. 2.50 

. 2.75 

. 1.95 


SAW CLAMPS—No. 8, $2.00; 0, $1.85. Perfection, No. 1W, 
$2.25; No. 3W, $2.75; No. 2W. $8.25. No. 11, with Guide, 
$3.25; Bishop's No. 760, 85c; Stearns' No. 105, $2.75; No. 
200, $1.75; N33, $2.25; No. 8, Disston, $4.50. 


SAW SETS— 

201 G. A P. 1.05 

Spec. Morrill .2.00 

105 Morrill.60 

1 Morrill. 1.85 

10.1.20 

77 . 1.00 

8AW TOOLS— 

Clipper Outfit.80 

Morrill's Baker Gauge— 

No. 1.1.50 

No. 6.2.25 

No. 9.2.50 

Atkins Raker 8wage.. .40 

5-M Tooth Gauge.25 

Jointers Pikes Perf... .75 

Jointers No. 7 Stems .70 


X CUT— 


Morrill No. 3.. 

. 1.85 

Baker No. 8... 


Colonial . 


7 Taintor .. . . 


28 Triumph . . 


Hammer . 

.85 

Lever . 


Morin No. 2. .. 


Morin No. 2 ft . 


Morin No. 8. . . 


Setting Tool 

Disston— 

No. 100. 



No. 4 Setting Blocks— 
No. 4 Blocks, Morin.. 2.00 
Swages No. 0 Disst... 4.75 
8wages, Whitings.... 1.00 


Atkins, Bex . 1.00 

Atkins. Excelsior.85 


SCALES—Family, testing without scoop, $3.50; with scoop, 
$4.25; Peddlers' glass sash, $6.00; glass sash with chains, 
$6.50; brass dial, $7.25; brass dial with chains, $7.50. 
Spring Balance, No. 50 30c each; 51, 60c; family, $6.50; 
No. 202, $6.50. 


SCISSORS—Cast—No. 10, 60c each; No. 44, 7ft inch; 60c; 
3% inch, 65c; 240, 4 inch, 25c; 4ft inch, 30c; 255, 4 inch, 
30c; 4% inch, 35c; 5 inch, 85c; 5ft inch, 40c; 6 inch, 45c; 
320, 85c; 350, 75c. 

Wise—No. 14 B H, $1.85; 54ft, $1.20; 55, $1.25; 55ft, 
$1.30; 56, $1.40; 56ft, $1.50; 57, $1.60; 154ft. $1.45; 
155, $1.50; 155ft, $1.55; 156, $1.60; 156ft, $1.70; 157, 
$1.85; 364, $1.55; 864ft, $1.60; 865, $1.65; 366, $1.85; 
463, $1.40; 463ft. $1.45; 464, $1.50; 578, $1.85; 578ft, 
$2.10: 574ft. $2.80: 663, $1.85; 668ft, $2.10; 664, $2.80; 

763. $1.30: 763ft, $1.40; 764, $1.45; 764ft, $1.50; 765, 
$1.55: 765ft. $1.60; 766, $1.75; 773. $1.45; 778ft, $1.50; 
774. $1.55; 814. $1.55; 814ft, $1.60; 815, $1.65; 815ft, 
$1.70; 816, $1.85. 


SCOOPS—Common Hollow Back—No. 2, $2.40 each; 3, $2.50; 
4, $2.60: 5, $2.75; 6, $2.85; 7, $?.90; 8, $3.00; 9, $3.10; 
10. $3.25. 


SCREENS—Adjustable—Window—Wabash, Wood Frame, 15x 
33, 80c: 18x33, 90c; 24x83, $1.15; 80x83, $1.45; 24x87, 
$1.25; 28x37. $1.50. 

Sherwood, 8teel Frame—18x38, $1.10; 24x83, $1.25; 24x 
37, $1.35; 30x37, $1.65. 


SCREWS—Cap and 8et— 

Machine—Brass, Flat or Bound Head— 

Prices shown are for full gross packages. 

For price of 

one dozen, 

use one-tenth of the full 

package price shown. 

Size. 

ft-in. 

ft in. 

ft-In. 

ft-in. 

l*in. 

2. 

.30 

.85 

.40 

.45 


4. 

.35 

.40 

.45 

.50 

.60 

6. 

.45 

.50 

.55 

.60 

.75 

8. 

.65 

.75 

.85 

.90 

1.10 

10. 

.90 

1.05 

1.20 

1.40 

1.70 

12. 

_ 1.20 

1.40 

1.55 

1.70 

2.00 

14. 

_ 1.50 

1.75 

2.00 

2.30 

2.75 

16. 

- 2.40 

2.65 

2.90 

3.15 

8.65 

18. 

.... 3.00 

8.40 

3.70 

4.00 

4.75 

20. 

.... 8.80 

4.15 

4.55 

5.00 

5.75 

Size. 


lft-in. 

lft-in. 

1%-in. 

t-in 

4. 


.75 

.90 

1.15 

1.40 

6. 


1.00 

1.25 

1.65 

1.90 

8. 


1.85 

1.55 

1.90 

2.25 

10. 


2.00 

2.20 

2.50 

2.85 

12. 


2.85 

2.70 

3.10 

8.50 

14. 


3.10 

8.45 

3.85 

4.25 

16. 


4.00 

4.55 

5.15 

5.75 

18. 


5.20 

5.70 

6.85 

7.10 

20. 


6.60 

7.45 

8.25 

9.00 

Iron, Flat or Round Head— 

Size. ft.in. ft-in. 

ft-in. 

ft-in. 

1-ln. 

2. 

.25 

.30 

.30 

.35 


4. 

.25 

.30 

.30 

.35 

.40 

6.__ . 

.30 

.30 

.35 

.40 

.45 

8 . . -- 

* • . • .35 

.40 

.40 

.45 

.55 

10. 

.... .55 

.55 

.60 

.65 

.75 

12. 

.60 

.65 

.70 

.75 

.80 

14. 

.75 

.75 

.80 

.85 

1.00 

16. 


.95 

1.00 

1.05 

1.20 

18. 



1.85 

1.45 

1.60 

20. 



... 

1.75 

1.95 


Size 

lft-in. 

lft-in. 

lft-in. 

3-in. 

4. 

.55 

.55 

.65 

.80 

6. 

.55 

.60 

.75 

.95 

8. 


.70 

.80 

1.00 

10. 


1.05 

1.20 

1.35 

12. 

.95 

1.15 

1.30 

1.45 

14. 

. 1.15 

1.35 

1.50 

1.75 

16. 


1.70 

2.00 

2.35 

18. 


2.25 

2.55 

2.90 

20. 


2.55 

2.90 

8.20 


Cap Screws— 

Prices shown are for dozen lots. For the price on one 
only, use one-tenth of the dozen price shown. 

U. S. S. Thread, Iron— 


L^th. .ins.) 

ft-in. 

5-10-in. 

ft-in. 

7-16-in. 

ft-ia. 

.55 

.60 

.65 

.80 

1.05 

% . 

.55 

.60 

.65 

.80 

1.05 

1 . 

.60 

.65 

.75 

.90 

1.10 

lft . 

.65 

.65 

.75 

.95 

1.20 

lft . 

.70 

.75 

.80 

1.05 

1.30 

lft . 

.75 

.80 

.85 

1.10 

1.40 

2 . 

.75 

.85 

.95 

1.20 

1.50 

2ft . 

.85 

.95 

1.00 

1.30 

1.60 

2ft . 

.95 

1.05 

1.10 

1.35 

1.70 

3 . 

1.10 

1.15 

1.25 

1.50 

1.80 

3ft . 



1.75 

2.15 

4 . 


.... 



2.50 

Lgth. (ins.) 


ft-in. 

ft-in. 

ft-in. 

1-in. 

1 . 


1.65 

2.25 

3.30 


lft . 


1.70 

2.25 

3.30 

.... 

lft . 


1.80 

2.45 

3.30 

i.i’6 

lft . 


1.85 

2.60 

3.50 

2 . 


2.10 

2.80 

3.80 

4.50 

2ft . 


2.25 

3.00 

4.10 

4.90 

2ft . 


2.45 

3.15 

4.25 

5.80 

3 . 


2.70 

3.65 

4.70 

6.10 

3ft . 


3.05 

4.25 

5.40 

6.95 

4 " . 


8.60 

4.85 

6.00 

7.75 

S. A. E. Thread, Steel- 
Leth. (in.) ft-in. 

5-16-in. 

ft-in. 

7-16-in. 

ft-in. 

ft . 

.60 

.75 

.85 

1.20 

1.25 

% . 

.65 

.80 

.90 

1.20 

1.30 

1 . 

.70 

.80 

.90 

1.25 

1.35 

lft . 

.75 

.85 

.95 

1.30 

1.45 

lft . 

.80 

.90 

1.00 

1.45 

1.60 

lft . 

.85 

.95 

1.10 

1.55 

1.75 

2 . 

.90 

1.10 

1.20 

1.65 

1.90 

2ft . 

1.05 

1.20 

1.25 

1.80 

2.00 

2ft . 

1.20 

1.30 

1.35 

1.90 

2.15 

2% . 

1.30 

1.40 

1.50 

2.00 

2.25 

3 . 

1.40 

1.55 

1.60 

2.15 

2.45 

8ft . 

1.60 

1.75 

1.90 

2.50 

2.75 

4 . 

1.75 

2.00 

2.15 

2.80 

8.10 

Lgth. (ins.) 


9 

16-in. 

ft-in. 

ft-in. 



2.15 

.... 


% . 



2.15 

. ... 


1 . 



2.15 

.... 


lft . 



2.15 



lft . 



2.25 

2.65 

4.45 

lft . 



2.40 

2.85 

4.45 

2 . 



2.60 

3.05 

4.70 

2ft . 



2.80 

8.25 

5.05 

2ft . 



8.05 

3.50 

5.35 

2ft . 



3.25 

8.80 

5.60 

3 . 



8.45 

8.95 

5.95 

3ft . 



3.85 

4.60 

6.75 

4 . 



4.50 

5.25 

7.55 


Prices shown are for dosen lots. For price of one only, 
use one-tenth of the dosen price shown. 


Square Head, V or U. S. S. Thread— 
Lgth..- * “ *“ 

ft 
ft 
% 

1 

lft 
lft 
lft 
2 

2ft 
2ft 
3 

3ft 


ft 

1 

lft 

lft 

lft 

2 

2ft 

2ft 


. (ins) 

ft-in. 

5-16-in. 

ft-in. 

7-16-in 


.25 

.80 

.85 

.40 


.30 

.85 

.40 

.45 


.80 

.85 

.40 

.45 


.30 

.85 

.40 

.50 


.35 

.40 

.45 

.55 


.40 

.40 

.50 

.65 


.45 

.45 

.55 

.70 


.50 

.55 

.65 

.80 



.65 

.70 

.90 



.70 

.80 

1.00 

. (ins.) 


ft-in. 

ft-in. 

ft-in. 


. .90 





. .90 

.... 

.... 



. 1.00 

1.70 

2.40 



. 1.10 

1.85 

2.50 



. 1.25 

2.00 

2.70 



. 1.35 

2.10 

2.95 



. 1.45 

2.25 

3.20 



. 1.65 

2.40 

8.40 



. 1.85 

2.65 

8.90 



. 2.10 

8.00 

4.85 



. 2.35 

8.40 

4.80 


fti*. 

.50 

.55 

.55 

.60 

.65 

.75 

.85 

.95 

1.05 

1.15 

1.40 

1.65 

1-in. 


8.40 
8.75 
4.00 
4.85 
4.65 
6.25 

8ft . 2.10 8.00 4.85 5.90 

4 . 2.35 8.40 4.80 6.50 

Prices shown are for full gross packages. For price of 
one dosen, use one-tenth of the full package price shown. 
Brass. Flat or Round Head— 
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WOOD SCREW8—Oon tinued- 
Sise. *4-in. %-in. % 

0.60 .60 

1.60 .60 

2.60 .65 

8.65 .70 

4 .70 .75 

5 .75 .80 

6 .85 

7.95 1 


8 . 

9. 

10 . 

11 . 

12 . 

18. 

14 . 

15 . 


%-in. 

%-in. 

%-in. 

%-in. 

1-in. 

.65 



.65 





.65 





.70 

.75 

’.85 

i!oi 

i!is 

.75 

.80 

.85 

1.10 

1.20 

.85 

.90 

1.00 

1.15 

1.20 

.90 

1.00 

1.10 

1.15 

1.25 

1.00 

1.10 

1.25 

1.85 

1.50 

1.15 

1.80 

1.40 

1.55 

1.70 

.. . 

1.50 

1.60 

1.75 

1.95 


1.70 

1.85 

2.06 

2.20 


1.85 

2.10 

8.85 

2.55 



2.85 

2.60 

2.85 


Size. 

1%-ln. 

1%-ln 

6... 

. . 1.65 

7... 

. . 1.78 

2.25 

8... 

. . 2.00 

2.80 

9... 

. . 2.25 

2.55 

10. . . 

. . 2.45 

8.00 

11... 

. . 2.90 

8.25 

12. . . 

. . 8.25 

8.75 

18. . . 

. . 3.75 

4.15 

14... 

. . 4.10 

4.65 

15... 

. . 4.60 

5.85 

16... 

. . 6.05 

5.85 

17... 

• • • • • 

6.40 

18. . . 

• • , #l 

7.60 

Flat 

Head, Bright— 

Size. 

%-in. 

%-in. 

0 to 

2.. .85 

.35 

8... 

. . .85 

.85 

4... 

. . .35 

.85 

5... 


.85 

6... 


.40 

7... 

. 

.40 

8... 

. 

.45 

9... 


.45 


in. 1%-in. 2-in. 2)4-in. 2% 


10 . 

11 . 

12 . 

18. 

14 . 

15 . 

16 . 

17 . 

18 . 

20 . 

Site. 

8 . 


1%-in. 1* 


.. . 

8.20 

9.10 




9.75 

10.75 



%-in. 

%-in. 

%-in. 

%-in. 

1-in. 

.85 

.35 

.*35 

.85 

.40 

.85 

.85 

.40 

.40 

.45 

.85 

.35 

.40 

.45 

.45 

.40 

.40 

.45 

.45 

.45 

.40 

.45 

.45 

.50 

.50 

.45 

.45 

.50 

.50 

.55 

.50 

.50 

.50 

.55 

.55 

.55 

.55 

.55 

.60 

.60 

.55 

.55 

.60 

.65 

.65 

.60 

.60 

.65 

.70 

.70 

. .. 

.65 

.70 

.75 

.80 


.65 

.75 

.80 

.85 


. .. 

.85 

.85 

1.00 

. .. 

. .. 

.90 

1.00 

1.25 


. .. 

. .. 

. .. 

1.85 

... 

. .. 

. .. 

• .. 

1.40 

1%-in. 


. .. 


1.75 

2-in. 

2%.in. 

2 %-in. 

8-in. 

.65 

.75 

.Vo* 

.95 

... 

.70 

.75 

.80 

1.00 

i!«6 

.75 

.80 

.85 

1.05 

1.50 

.75 

.80 

.90 

1.10 

1.55 

.80 

.86 

.95 

1.15 

1.65 

.80 

.90 

1.00 

1,20 

1.60 

.85 

.95 

1.05 

1.25 

1.60 

.90 

1.00 

1.10 

1.30 

1.65 

1.00 

1.10 

1.20 

1.85 

1.70 

1.15 

1.25 

1.85 

1.45 

1.75 

1.80 

1.40 

1.55 

1.65 

1.90 

1.45 

1.55 

1.75 

1.85 

2.10 

1.75 

1.85 

1.95 

2.10 

2.40 

2.00 

2.10 

2.80 

2.85 

2.75 

2.25 

2.40 

2.65 

2.90 

8.25 


Round Head, Blued—Sell at 10 per cent advance 
prices shown for Flat Head, Bright. 

SAFETY SET—(Bristo)— 

J4-ineh, any length, 10c each; 516, 10c; %, 12c; 716, 
H. 18e; %, 25e; %, 80c; %, 85c; 1-inch, 40c. 

SCREWS—Lag—Gimlet Point, 8quare Head—80% below 


%, 5-16-in. 
Dos. 100 


Dos. 100 Dos. 100 


%-in. 
Dos. 100 


1 . 

.40 

2.50 









1%. 

.40 

2.50 









1%. 

.40 

2.50 

.45 

3.00 







1%. 

.45 

2.75 

.50 

8.30 







2 

.45 

2.75 

.50 

8.30 

. .70 

4.60 





2%. 

.50 

3.00 

.55 

8.60 

.75 

5.00 

1.10 

7.30 



8 . 

.50 

8.20 

.60 

3.95 

.80 

5.45 

1.20 

7.85 

1.65 

11.15 

8%. 

.50 

8.40 

.65 

4.20 

.85 

5.85 

1.25 

8.45 

1.80 

12.00 

4 

.55 

3.65 

.70 

4.50 

.95 

6.25 

1.35 

9.00 

1.90 

12.10 

4%. 

.60 

8.85 

.75 

4.80 

1.00 

6.65 

1.45 

9.55 

2.05 

13.50 

5 

.60 

4.10 

.75 

5.10 

1.05 

7.00 

1.50 

10.10 

2.15 

14.30 

5%. 

.65 

4.80 

.80 

5.40 

1.15 

7.50 

1.60 

10.70 

2.25 

15.10 

6 

.70 

4.50 

.85 

5.65 

1.20 

7.85 

1.70 

11.25 

2.35 

15.85 

6%. 



.90 

5.95 

1.25 

8.25 

1.75 

11.75 

2.50 

16.65 

7 



.95 

6.20 

1.30 

8.65 

1.85 

12.40 

2.60 

17.45 

7%. 



1.00 

6.55 

1.35 

9.05 

1.95 

12.95 

2.75 

18.25 

8 



1.05 

6.85 

1.45 

9.50 

2.05 

13.50 

2.85 

19.00 

9 




, .. 

1.55 

10.25 

2.20 

14.65 

3.10 

20.60 

10 . 



, .. 


1.65 

11.10 

2.35 

15.75 

3.30 

22.10 

12 . 







2.70 

18.00 

3.75 

25.30 


SCREW DRIVERS—Machinists*, No. 51, 60c each; 61%, 


52, 85c; 52%, $1.10; 53, $1.15; 53%, $1.40; 54. $2.65; 
210, $1.90; 215, $2.25; 218, $2.75. 

Yankee Ratchet—No. 11, 2-inch, 70c each; 8, 85c; 4. 
95c; 5, $1; 6, $1.15; 8, $1.85; 10, $1.65; 12, $1.00; 
15, 2-inch, 75c: 3, 80c; 4, 85c; 5, 90c. No. 80, $3.00. 81, 
$4.00; 35, $2.25; 60, $1.00; 180, $3.75. 

SCREW DRIVERS—G. A P.—367—1%, 85c; 3, 40c; 4, 45c. 
8CYTHES—Bush— Grass - — 


No. 

Each. 

No. 

Each. 

400 . 


200 . 


450 . 


250 . 


Weed- 


100 . 

. 2.50 

300 . 


150 . 


350 . 





SHEETS—IRON—Galvanized—10 to 16, 11 %c; 18 to 24, 
12c; 26 to 27, 12 %c; 28, 13c; 30, 14c. Black, 12 to 16, 
10c lb.; 18 to 28, 11c. Add 10 per cent for cutting. Cor¬ 
rugated, Ptd., 28 Ga., $8.25; Galv., 26, $12.00; 28, $10.50. 
Rockface Siding, $11.50. 

SHEETS—STEEL—Black, soft, 18-20, 22-24, 26, 27, 28, 30 
gauge, 20c cut; 14c full sheet. 

Galvanized Flat, 12-14, 16, 18-20, 22-24, 26, 27, 28. 30 
gauge, cut 22c; 16c full sheet. 

SHIELDS—Expansion—Sebco—Per hundred list. 


3-16 inch.13.00 

*4 15.00 

5-16 .18.00 

% 25.00 

7-16 .32.00 


% 38.00 

% 45.00 

% 65.00 

% 95.00 

1 110.0C 


SHINGLES—Tin, 5x7, $3.00; 7x10, $6.00. 

SHOT—Air Rifle, bulk, 25c lb.; 4 and 5-oz. tubes, 10c tub** 
Balls, Nos. 0, 00, 000, 25c lb. Buck, Nos. 1, 2, 3, 25c lb 
Drop, Nos. 1 to 12, B. BB. BBB, 25c lb. Chilled, 3 to 9, 25c. 

SHOVELS—D Handle, Round Point, No. 102, $2.50 each; 201 
$2.35; 401, $2.00; 1003, $2.25; 1004, $2.35: 1005, $2.50 
D Handle, Square Point—No. 104, $2.50 each; 203, $2.35; 
807, $3.00; 408, $2.00; 404B, $2.00; 1009, $2.65; 1010. 
$2.50; 1111, $2.25; 1112, $2.85. 

Long Handle, Round Point—200, $2.85; 800, $2.50; 
400, $1.90 : 400A, $2.15; 700, $2.50; 701, $2.50; 800, $8.50; 
801, $2.65; 1000, $2.25; 1001, $2.86; 1002, $2.50. 

Long Handle, Square Point—No. 108, $2.60 each; 202, 
$2.35; 304, $2.50; 402, $2.00; 702, $2.50; 1006, $2.25; 
1007, $2.35; 1008, $2.50. 


SLEDS—Hand and Coaster— Jr. Racer. 4.25 

Flexible Flyer— Racer . 5.00 

No. 1.8.00 Tux. Racer. 7.50 

No. 2.8.50 Fire Fly- 

No. 8.4.50 No. 9. 1.75 

No. 4.5.50 No. 10. 2.25 

No. 5.7.50 No. 11. 2.75 

No. 6.16.00 No. 12. 8.25 

SMOOTH-ON—50c lb. 

SOLDER—% and %, 80c lb.; No. 1, 90-100, 65c; wiping. 
40-60, 70c; Wire, 50-50, 85c; Electrical Wire 40-60, 55c. 

SPORTING GOODS— 


Each 

Official Baseballs .... 2.50 
Second Grade Baseb'ls 2.00 
Playground B. B„ Out 
or Plain Seam— 

14-inch . 8.00 

12-inch .2.75 

Baseball Bata, league.. 1.75 
Baseball Masks, '* 10.00 

Chest Protectors.8.50 

Official- 

Rugby Footballs... 10.00 
Soccer Footballs.... 12.00 

Basketballs .15.00 

Volley Balls.8.00 


Handballs.35 

Boxing Gloves, 8-os... 18.50 

Striking Bags . 0.00 

Championship Tennis 

Balls .55 

Best Grade Rackets, 

Sntton .12.00 

Cotton Gym Shirts.75 

White Running Panta. 1 .00 

Bike Jockey Strap.75 

Rubber Soled Tennis 

Gym Shoea. 1.05 

Rubber Soled Tennia 

or Gym High.2.25 

Basketball Shoes .... 5.00 


SPRAYERS—Myers' Bucket Pump, 8 ids., $9.50 each; 6 
lbs., $7.00. Hand—Faultless, 70o each; Misty, 60c. Knap- 
sack—Kant Klog, $7.50; Perfection, $9.00; Utility, $7.25. 
SPRAY PUMPS—Faultless Tin, 75c each; Barnes No. 254. 
$6.55; Barnes, 276, $9.50; Little Giant, 827%, $5.76; Acme 
Pressure 845, $8.50; Defiance, No. 824. $8.50. 

8PRING8, DOOR—Coiled 16-lnch, Japanned Spring, %-lnch, 
10c; 9-32, 10c; 11-32, 10c; 18-82, 10c; %, 15c. Faultless. 
Tight No. 12 Steel Wire, 16-inch, 45c each. Victor, Adjust¬ 
able Tension, 9-inch, 20c each; 10-inch, 25c; 11-inch, 80c; 
12-tnch, 40c. Reliance, Extra Heavy Ratchet Tension, 10- 
Inch, 55c each. Warner*a Coppered Steel Wire for screen 
doors, each, 15c. Torrey Screen Door, 89 in steel rod, 50c. 
SPRINKLERS. LAWN— 

Perforated Tube, Dew Drop, 7 feet long, brass, $3.00 each; 
8 feet, $3.25; 8 feet, galvanized, $2.50. 

Pluvius—Revolving Brass Spon, $1.15 each; Revolving 
Arras, 6-inch, $1.85; Revolving Arms, 11-inch. $2.25. 

Ring—5%-inch diameter, 75c each; 8%-incn, $1.00. 

Rose—3-inch perforated oblong plate spray, 75c each. 
Ross—Perforated oblong plate spray, 75c each. 

Thompson's—Twin, 40c each; Fountain, 50c; Fan, 25c; 
8iraplex Circle, 40c; Shower. 50c; Peerless, 55c. 

Will’s Galvanized Pipe—6 feet, $2.25 each; 7 feet, $2.50; 
8 feet, $3.00. 


Digitized by 


Google 

















































































































HARDWARE WORLD 


221 


RETAIL SELLING' PRICES—Continued. 


STAPLES—Pence Wire—Polished, 8c lb.; galvanised, 9c 
Poultry Wire—ft-inch, 15c lb. 

STARRETT8 TOOLS—Add to Catalogue— 

Micrometers, 50% 

Thickness Gauges, 60% End Meas. Rods, 50% 

Or. Flat Stock. 50% Caliper Gauges, 50% 

Handy Equiv. Table, 50% Micrometer Cases, 50% 
Balance of Book (not itemized) add to list 40%. 

STEEL—Mild—See—Iron. Tool, 22c; Drill, Co„ 20c. 

STONES—Carborundum—No. 78, 50c; 107, $2.00; 108, $2.25; 

109, $1.75; 110, $2.00; 111, $1.85; 112, $1.00; 118, $1.00; 

115, $1.75; 118, $1.75; 117, $1.75; 118, $1.50; 119, 81.50; 

130, $1.50; 121, $1.25; 122, $1.25; 128, $1.25; 124, $1.00; 

130, 75c; 181, 75c; 142, 75c; 148, 75c; 144, 75c; 145, 50c; 
146, 50c; 147, 50c. 

Pike's Oil and Water—No. 18, 60c esoh; 14, 60c; 16, 10c; 
30, 40c; 22, $1.00; 25, 15c; 87, 25c; 40, 25c; 42, 85c; 
48. 50c; 51, $1.00; 52, $1.25; 58, $1.50; 54, $1.00; 55, 
*1.25; 56, $1.50; 59, 15c; 60, $1.75; 62, $2.25; 66, $2.75; 
68, $8.75; 78, 50c; 80, 60c; 86, 75c; 88, $1.00; 92. 50e; 
94, 60c. 

Pike's Scythe—No. 89, 15c eaeh; 40, 15c; 41, 15c; 42, 20c. 


STEEL TAPER- 


STOP AND WASTE— 
ft . 

% . 

% . 


1.60 

2.25 

2.75 


1 

1 ft 


3.75 

5.75 


STRIP—Weather—Rubber, ft-inch, 
Felt, ft*inch, 5c ft.; ft-inch, 7c ft. 

SUPPORTS—Wagon Tongue— 
Lindquist's— 

1 .2.00 

2 2.50 

8 . 8.25 


5c ft.; ft-inch, 7c ft. 


Haggard Spiral— 

0 .... . 1.85 

1 . 1.75 

2 . 1.90 

8 . 2.15 

SWEEPER8. CARPET—Bissel's American Queen, $7.50; Club, 
$14.00; Elite, $8.75; Gold Medal, $7.00; Grand Rapids 
(Nic), $7.50; Grand Rapids (Jap), $6.25; Grand (Jap), 
$8.00; Parlor Queen. $7.75; Princess, $7.25; Prize, $7.00; 
Universal (Nic), $7.00; Universal (Jap), $6.00. 

Vacuum—Superba, $18.00; Grand Rapids, $11.00; House¬ 
hold, $9.00. On account of the freight, retail prices 50 
cents higher prevail in the following Western and Southern 
states: Colo., New Mex., Wyo., Mont., Ore., Utah, Aris., 

Nev., Ida., Wash., Calif., Tex., Okla., Ark., La„ Miss., Ala., 
Fla., Ga„ N. C. and S. C. 

TACKS—Bills Posters', No. 545 Wire, or 555 Out, 8, 85c lb.; 
4, 85c; 6, 85c; 8, 85c; 10, 35c. 

Carpet—484 Out, or 484 Wire ft-lb. papers. No. 8, 10c 
box; 4, 10c; 6, 10c; 8, 10c; 10, 10c; 12, 10c. 

488 Cut, or 488 Wire ft*lb. papers. No. 8, 6c box; 4, 
6c; 8, 6c; 10, 6c; 12, 6c. 

495 Wire in bulk. No. 8, 40c lb.; 4, 85c; 6, 85c; 8, 
35c; 10, 85c; 12. 85c. . 

Gimp—324. No. 2ft, 15c box; 8, 15c; 4, 15c; 6, 15c; 
8, 15c. 

Upholsterers'—804 Cut, ft-lb. papers. No. 1ft, 15c box; 
2. 15c; 2ft. 15c; 8, 15c; 4, 15c; 6, 15c; 8, 15c; 10, 15c; 
12 to 16. 15c. 

805 Cut, or 855 Wire in bulk. No. 8, 40e lb.; 4, 85c; 
6, 85c; 8, 85c; 10, 85c; 12, 85c. 

Double Pointed—Blued ft-lb. papers. No. 9, 6c box; 
lO. 6c; 11. 6c; 12, 6c; 14, 6c. 

Blued in bulk. No. 209, 40c lb.; 210, 40c; 211, 40c; 
212. 40c. 

T A FEg—MEASURING—(Lufkin)—(Starrett)— 


No. 

7lo 

Z 13 

715 

7 16 

7 30 
733 • 

7.9.5 * 

7.? e •• 

pn ... 


Asses' Skin 


Lin< 


Each 

.85 

1.25 
1.75 
2.00 

.90 

1.45 

1.80 

2.25 


;V 

3 l - 

V 


Met a 1 lie 


1.40 

2.25 

2.90 

3.35 


4.00 

6.00 

7.50 

9.00 


100 . . 

6 00 

200 D. 

. 6.00 

108 . 

. 8 25 

203 . 

. 9.75 

105 . 

.12.00 

203 D. 

.9.25 

106 . 


205 . 


200 . 


205 D. 



Asses’ Skin Case—25, 65c; 50. 65e; 75, $1.15; 100, $1.85. 
TAPE—Friction—ft lb., 45c; 2 oz., 15c; 1 os„ 10c. 
TENTS—Single Filling- 


Size 

8-os. 

10-os. 

Size 

8-os. 

10-os. 

7x7 _ 

..14.80 

17.80 

16x18 _ 

.57.26 

67.85 

7x9 _ 

..17.56 

20.45 

16x20 .... 

.68.10 

78.65 

9x9 _ 

. .20.25 

23.70 

16x24 .... 

.71.85 

88.60 

9ftxl2 . 

. .28.85 

27.85 

16x30 . . . 

. .86.96 

101.80 

12x14 .. 

. .32.00 

87.85 

A or Wedge— 


12x18 .. 

. .89.50 

46.15 

5x7. 

. 9.25 

10.75 

14x16 .. 

. .42.00 

49.80 

7x7. 

.11.65 

18.60 

14x20 .. 

. .52.15 

60.60 

7x9 . 

.18.95 

16.85 

Flys Half Price 

of Tenta. 




Wagon Covers— 

Single Filling— 



Size 

8-os. 

10-os. 

Rise 

8-os. 

10-os. 

10x14 .. 

. .. 8.85 

11.10 

12x16 .... 

, .12.90 

15.90 

10x16 .. 

. . .10.15 

12.70 

12x18 .... 

.14.85 

17.90 


Stockmen's Bed Sheets 
Size 

6x12. 


-Single Filling 


THIMBLES—Flue—6-in. 

15c. 


10c; 7-in., 


J-os. 

10-os. 

12-os. 

5.00 

6.50 

7.60 

5.85 

7.50 

8.75 

8.85 

10.85 

12.25 

9.85 

12.50 

14.10 

15e: 

6-In. to 7-in. 

AdJ.. 


TIN— 

Bar and Pig. $1.20 lb. 

Common Roofing, 40c per aheet. 

Valiev No. 4. 6r per ft. I 10. 10ct 14, 14ej 20, 20c. 
Painted 1 vide, 1c extra. two sides 2e 

F lashing. TC. 1x1 S3 25 per 100 feet: ftxl. $8.25. 

Shinglea—5x7 $8 50 prr 100 ft. ^ M 

Valley—14-inch, 17c per foot, $16.00 per roll; 20-kieh, 26e 
per foot S22 on per roll 


TOGGLE BOLTS—Rebco No. 1- 


-Per hundred list. 

—Diameter 


Length ft-in. 

3-inch . 

3 ft-inch . J 25 

5 7.50 

6-inch . 8.00 

Rebco No. 5—With either ronnd 
screws— 

Length 

8-inch. 


flat 


8-16-in. 

8.00 
8.00 
8.50 
9.25 
10.00 

head machine 


ft-in. 
12.50 
9.00 
18.80 
14.80 
15.00 


— 

Diameter— 


ft-in. 

3-16-in. 

ft-In 

2.68 

8.16 

8.50 

2.97 

8.50 

8.65 

3 32 

8.85 

4.20 

3.67 

4.20 

4.55 


Pocket 

143 95 

145 . 1.10 

165 25 

8143 60 

8175 50 

Steel 

240 . 6.00 

243 . 7.00 

245 . 9 25 

246 .12 00 

260 . 6.25 

263 . 7.50 

265 . 9 75 

266 .12.75 

.550 . 5.50 

553 . 7.00 

555 . 9.25 

556 .12.00 

Surveyors* 

276 D.14.75 

5100 .11.00 


TORCHES—Clayton A Lambert—No. 28. Alcohol. $4.25 each. 
Gasoline—No. 14. $6.50 each; 37. $11.00; 38. $11-75; 31, 
$12.50; 32, $13.00; 48, $15.00; 62, $17.00; 112, $11.75. 

TRAPS—Flv—Paragon, 35c each: Balloon. 25c: EdgewoodI I, 
$2 00: Edcewood 2. $2.00: Avia 1, $2.75; Avis 2. $2.50; 
Avis 3. $2.25: Perfect. $1.45. 

Game—No. 0 Newbonse. 65c each; 1 Newhouse. 75c: 1ft 
Newh-nse. $1.15: 2 Newhouae. $1.65: 3 Newhouse. $2.25: 
d Newhouse. *2.75: 5 Newhouse. $20 00: 1 Oneida Jump, 
35c: 1ft Oneida Jump. 55c; 2 Oneida Jump. 90c; 0 V ctor, 
2 5r: l Victor, 30c: 1 ft Victor. 45c; 2 Victor, 60c; 8 Victor, 
$1.00: 4 Victor, $1.25. 

Gopher —Western. 25c each: Noxall. 25c; Maccabee. 15c: 
Ensv R"t. 25c; Newbonse. 25c: Pai5fn*-nia Packet. 40c. 

Mole—Reddick. $1.35 each; Out-O-Sight, $1.75. 

Mouse—Sure Catch, 5c each; Security. 10c: Choker-Wood. 
15c: Choker-Tim, 10c: Delusion. 25c; Holdem, 65c; 
Cage. 25o 

Rat—Sure Catch, 20c each; Security, 25c; Holdem, email, 
$1.15; Holdem, large, $1.35. 

TROWELS'—Rose Brick, Wood Handle. $2.25; Rose Brick. 
Leather Handle, $2.50; Marshalltown Plasterer’s, $3.00; Fin¬ 
ishing, $2.75. 

TWINE—Cotton—Wrapping, $1.25 lb. Budding, $1.25. 

Flax—18 BB. 80c lb.: 24 BB, 80c; 18 BC, 90c; 24 BC, 
90c- 36 BC, 90c: 1018 Be, 90c; 1024 Be, 90c;1036 Be, 90c; 
30 Sackine. 70c; 40 Sacking, 70c; 33 Sacking, 85c; 44 
Sacking, 85c. 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 

TINWARE 


Wash Boilers 


Pot Covers 


8 . 

.... 10.75 

6 

9. 

_ 10.25 

10 

28 A .... 

_ 4.25 

12 

29 A .... 

_ 4.50 

13 

128 B ... 

_ 4.50 

14 

129 B ... 

_ 4.75 

15 . 

229 B ... 

- 4.75 

Cups 

Wash 

Bowls 

09 . 

07 . 

.25 

010 

08 . 

.30 

23 . 

7 . 

.40 

023 . 

8 . 

.50 

211 212. 

Covered 

Backets 

214 . 


Tea Kettles 


11 



.20 

12 



.30 

13 



j*5 

14 



45 

Dinner 

1 . 

Bucketa 

_ _ 

2 



LOO 

3 



lll5 

04 



1.25 

30 




40 



1 00 

600 



1JL5 

675 



lias 

1 

Milk 

Cana 

,40 

8 



70 

4 



90 

01 



.40 

08 



70 

04 



90 

12 . 



2 5o 

14 . 



8.00 

500 



4.00 

508 



B.15 

505 



6.00 

510 



9.00 

10 . 

Oil Cans 

80 

81 


.... 

.60 


Cutters 
All sizes .... 
Dippers 

01 . 

2 . 

02 . 

03 . 

4 . 


Preserving Kettles 

160 45 

200 65 

240 85 

280 1.05 

320 1.80 

Moulds 

2 Melon.... 1.65 

4 Melon_ 2.25 

08 Jelly.15 

15 Jelly.35 

61 Cake.50 

62 Cake.65 

Dairy Pails 


Dish Pans 
IX Tin 


Mnffin Pans 


.Forks 

1, 2, 8, 4. 

5, 6 . 

814 . 

318 . 

421 . 

Funnels 

10. 15. 20. 


Bread Pans 


Milk Pans 


Sauce Pans 


Coffee Pots 


Flour Sievei 


Flour Siftera 


10 . 

20 . 

33 . 

110 . 

112 , 121 . 

128 . 


VALVES— 

Standard Globe and 
Angle Valves— 

$ .. 

& .. 

. 1.00 

& 130 

, * 1.65 

. 2-85 

. 4.55 

2 6.90 

WAGONS—Boys*— 

American 

No. and Size. Eaoh 

118— 8x18. 2 00 

120— 9x20. 2 25 

122—10x22. 2.50 

124—11x24. 8 00 

126—12x26. 8^50 

128—18x28. 4.00 

180—14x80. 4.50 

182—15x82. A 00 

Samson 

826—12x26. 4 00 

328—18x28. 4.25 

832—15x82. 5.50 


Standard Gate Valves— 


Oil Heating Stove Wicks—New Perfection with wire 
carrier, each, 45c. 

Lamp or Lantern Wicks—Flat—No. 0, width %-ln.. 2%e 
each; No. 1, %*inch., 2%c; No. 2, 1-in., 2He; No. A 
1%-in., 5e. 

Rochester Wicks—Circular—No. 1R, size 4x6 in., each. 
10c; 2R, 5x6 in., 10c; 8R, 8x8% in., 25c. 

WIRE— Plain Fence. Baling. 

Per 100 lbs. Black. Galv. 

8 gangs . 6.60 _ _ 

4 . 6.60 7.80 _ 

6*8*9 . 6.50 7.20 _ 


C “ « . 336—16x86. 7.25 

No. and Bize. Eaoh. w irn « ri 

i5S= SiiS :HI Zll .!?-22 

SJ3S35::::::::: H° 0 

126—12x26. also No 10 a K n 

128—18x28. 4.00 No 20 .m’xn 

152=1 if 12.So 0 : ao 

182—15x82. A00 No. 40 .12 50 

— Samson Msrs-Wslls— 

522— 12x20 . 4.00 No. 10.7.50 

j} 2 ®—18x28. 4.25 No. 11.8.00 

832—15x82. 5.50 No. 12.9.50 

WASHERS—Cast Iron—Size % to 2. 13c lb.; Angle, 14c. 
Malleable—Standard, 25c lb.; Nail Hole, 25c lb.; Angle 
85c lb. 

Cut—Size 8-16, 29c lb.; %, 24e; 5*16, 22c; %, 20c; 7-16, 
%, 18c; % to 1, 17e. 

WASTE—Cotton—No. 6X White, 28c lb.; 1 White, 26c: 2 
White, 85c: 01 Colored, 21c; 02 Colored, 20c; 10 Wool, 88c. 
WAX—Floor 95c lb. 

WEANEKS—Calf—Shaws No. 1, 65c; No. 2, 75c. Hoosier 
No. 11, 75c; No. 12, 85c. Kantsuk—Calf, 50c; Cow, 60c. 
WEDGES—Truckee-Alki, lb. 20c; Oregon*Atha, 16c; Cedar- 
Atha, 22c, Cedar-Alki, 18c; Falling, 27c; Saw, 22c. 

WHEELBARROWS—Brick—No. 10 B, $15.25 each; 20, 
$15.00.. 

Garden—No. 2, 4% cu, ft. capacity, $10.50 each; No. 8, 
5% cu. ft., $11.75: No. 21 (Toledo Clipper), $6.25. 
Railroad—No 15, $6.00 each; No. 17, $6.50: No. 19, $10.00. 
8teel Tray and Frame—No. AX, $14.50 each; 4, $17.00; 5, 
$19.00; 10, $25.00. 

WICK 8— 

Oil Cook Stove Wicks—New Perfection with wire carrier, 
each. 45c; Bon Ami with wire carrier, 45c. 


18 . 9.00 

Barbed Fence—Glidden Pat„ $6.90; Glidden Galv„ $7.69; 
Baker Pat., $7.15; Baker Galv., $7.85. Waukeg&nito Galv., 
$8.50. 

Hog. Cattle. 

Am. Special Galv., 80*rod spools, each. 4.70 4.55 

Glidden, 80*rod spools, each. 6.50 6 40 

Broken Colls—Add, 1 to 24 lbs., 8c; 25 to 49 lbs., *c; 50 
to 99 lbs., lc per lb. 

Stove Pipe Wire, 50-ft. coils, 15c each. 

WIRE CLOTH—See Cloth. 

WOODENWARE— 

Spoons Trays, Chopping 

18-inch .15 0—10x18 ins.75 

15-inch .16 8—11x22 inch. 1.25 

WOOL—Steel—1-lb. rolls—0, $1.25; 1, $1.10; 2 and 3, $1.00. 
8-oz. packages, 25c each. 

WRINGERS—Mop—Vanco 78, $4.50; 88, $4.00; 89, $5.00 
Dana or Eagle, 5, 83.25; 10, $4.60; 20, $5.00. 

White’s 3, $4.00; 00, $5.25; 8, $5.25. 


WRENCHES— 


Stillaon Barcsl* 



Agr. 

Coes 

Crescent 

Trirao 

N 

6-inch. 

1.00 

1.65 

1.15 

1.65 

1.15 

8-inch. 

1.15 

2.00 

1.40 

1.85 

1.40 

10-inch. 

1.35 

2.35 

1.70 

2.10 

1.75 

12-inch. 

1.75 

3.60 

2.50 


2.65 

15-inch. 

2.15 

4.15 

3.75 


4.00 

18-inch. 

21-inch. 


5.35 

6.50 

5.50 

4.10 


ZINC—Full sheets, 35c lb.; less than sheets, 40c lb. 
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The modem housewife’s marked prefer¬ 
ence for aluminum cooking utensils is easy 
to understand. Aluminum is light in 
weight, therefore easy to handle. It is 
tough, durable, and neither chips nor 
cracks. Moreover, it is an excellent con¬ 
ductor of heat. 

But the modem housewife wants alumi¬ 
num ware that is sturdily constructed and 
well designed, a branded ware that she can 
identify when she wants to buy again. 
Thousands are asking for VIKO,The Popu¬ 
lar Aluminum — first, because Viko gives 
perfect satisfaction in use; second, because 
Viko is popular in price. 

You can make money on Viko. 



c 'Ask Tour Jobber 

Aluminum Goods Manufacturing Company 

General Offices: Manitowoc. Wisconsin, U. S. A. 
SMakers of Everything in Aluminum 



XTie Popular Aluminum 
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HARDWARE WORLD 


Business Opportunities 


FOB SALE 

125 pair No. 1 B. 27% Expansion Ball 
Bearing Trolley Door Hangers, manufac¬ 
tured by Richards* Wilcox. Address C. 
W. H., care HARDWARE WORLD. 


FOR SALE 

Good paying Hardware and Implement 
business in Sebastopol, Sonoma Co Stock 
about $5,000. AIcB., rare HARDWARE 
W ORLD. 


WANTED 

Experienced general hardware road 
Salesman. Age about 30. State experience 
and record. Drawing account and bonus. 
Eastern Washington. Splendid opportun¬ 
ity for right man. Address XYZ, care 
HARDWARE WORLD. 


FOB SALE 

A general merchandise business in the 
be,t Jf r ‘** t « d T » ll «7 in Nevada, hat been 
established for 10 years, and ia a money 
maker. Stock will run $25,000 to $80,- 
000; did over $80,000 business last year. 
Owner wishes to retire and will sell at 
inventory price. Business includes $7,000 
gents furnishing and dry goods, $6,000 
groceries and the balance in hardware, 
paints, plumbing supplies. Address Ne¬ 
vada, care HARDWARE WORLD. 


UNUSUAL OPPORT UNITY 
. r hardware man with about 

$5,000.00 capital can purchase half inter¬ 
est in a hardware store and be actively 
employed in its management. Store now 
being operated in connection with a lum¬ 
ber yard, but to be incorporated and run 
m a separate building by itself. Splendid 
location in a growing community in one 
of the best sections in So. Calif. Add 
C. L. B. W., care HARDWARE WORLD. 


GENERAL HARDWARE AND 
IMPLEMENT BUSINESS 
FOR SALE 

Established and paying well. In livest 
town in San Joaquin Valley, and excep¬ 
tionally good location. Stock consists of 
general line of builders' hardware, kitchen¬ 
ware, automobile supplies, paints and oils. 
Some valuable exclusive agencies. Write 
Box 638, HARDWARE WORLD. 


FOB SALE OHEAP 

50,000 prs. 2x2 and 2%x2% tight pin 
sheradized steel butts; 60,000 4%-in. 

Hinge Hasps. Union Steel Spec. Co., 5605 
Wayne, Chicago. 


SALESMAN WANTED 
Hardware salesman for central Califor¬ 
nia point with population of 1500. Ad¬ 
dress C. G. F., care HARDWARE WORLD. 


FOR SALE OB LEASE 

Rolling Mill complete. 8, 10, 16 and 18 
inch Mill for rolling steel and iron. Best 
reason for selling. With or without real 
estate. A chance of a lifetime. Address 
Box 43. care HARDWARE WORLD. 


FOB SALE 

A new clean stock of Hardware and 
Household Utensils, all less than two years 
old. A good assortment of salable goods 
and up-to-date fixtures bought at the right 
prices. Stock and fixtures will amount to 
about $20,000.00. 

In very best business location in the 
c»ty. In the most prosperous city of 
southern Arizona, with a population of 
over 20,000. A good opportunity for any¬ 
one to get into a hardware business. 

Reason for selling is that owner wants 
to reduce his business responsibilities as 
he has other interests to look after Add 
“Arizona,” Care HARDWARE WORLD*. 


FOB SALE 

A first class, clean hardware stock for 
sale in one of the best towns in North 
Dakota, situated on the main line of the 
N. P. R. R. Population 1500; good 
schools and churches. Stock of $10,000.00; 
store in the heart of the city; fire-proof 
building. A money maker ’ for a live 

WORLD ddre8S N ‘ D " ° are HARDWARE 


WANTED—SALESMAN 

Want responsible Sales Organization or 
individual representative covering retail 
Hardware ana Paint Stores in Washing¬ 
ton Oregon, Idaho and Montana. Ex¬ 
cellent opportunity for attractive side 
line. Established factory product of merit 
and reputation. References required and 
given. Address Burnett Chemical Com¬ 
pany, 421 West 18th Street, Los Angeles, 
California. 


FOR SALE 

The best paying Hardware and Imple¬ 
ment business in Fresno County, California. 
We make this statement with the full 
kn owledge that such an assertion sounds 
broad, but evidence will be available to 
really interested parties. Address Hard 
ware, care HARDWARE WORLD. 


WANTED — HARDWARE SPECIALTIES 

We can give due consideration to selling 
Hardware Specialties to the trade on a 
commission basis. Address Starks Mfg 
Co., 325 13th St., Oakland, Calif. 


FOB SALE 

Hardware Stock in good town 100 mile* 
from Spokane. Invoice $6,000. Write 
for particulars. Address H. B. R., HARD¬ 
WARE WORLD. 


FOB SALE: 200,000 feet galvanized 
screen wire. Full rolls, 
widths 16 to 48 inche*. 
14 and 16 mesh. 

Curry Fly Trap Company, Tulsa, Okla. 


WANTED 

Party with $15,000 or $20,000 caah to 
invest in established jobbing business ia 
California, to take active part. Must 
give good references. Box 409, HARD¬ 
WARE WORLD. 


TRADE BHTMB8 $1.00 

Any advertiser can have a three verse 
trade rhyme or five two-line slogans sent 
them on approval by investing $1.00. 
Send any suggestions or circulars to 
(Reegtberhymer) H. Summer Geer, Studio 
No. 62, 209 Dvckman St., New Tork City. 
Suggestions selected and used $1.00 each. 


SALESMAN WANTED 

High grade salesman calling on whole¬ 
sale and large retail trade in Oregon and 
Washington to sell several leading factory 
lines, on commission. Socket Wrenches, 
Electric Lamps, Blow Torches, Towel Bars, 
Metallic Gas Tubing, Automobile Tubes, 
etc. Good opportunity for the right man. 
Add. H. G. E., care HARDWARE WORLD. 


POSITION WANTED 
As assistant manager or director of a 
housefurnishing department in a retail or 
department store is the position I would 
like. Nine years' experience should be 
sufficient to guarantee my ability to fill 
the position. Twenty years as a road man, 
visiting this same trade, has kept me in 
touch with the line specified. Salary no 
particular object, but a living remunera¬ 
tion expected for my services. Address 
G. 8. H., care HARDWARE WORLD. 


FOR SALE 

Hardware Store, clean up-to-date stock 
hardware and household utensils. One of 
the best locations in San Francisco. Ex¬ 
cellent lease, cheap rent. Ten to twenty 
thousand will handle. Address T. K., 
care HARDWARE WORLD. 


WANTED 

Young man wanted who in willing to 
learn the Automotive Equipment business 
from the wholesale basis. We want n 
good live young man to take care of our 
eat a lo gue department, who wants to make 
himself useful and who would like to 
learn the business in all its details. Ad- 
dross Automotive Equipment, eare HARD¬ 
WARE WORLD. 


FOR SALE 

Hardware, Electrical and Sporting Goods 
store. Established 88 years in one of the 
busiest growing sections of San Francisco. 
Owner wishes to retire. Bargain for cash 
buyer. Address Box 2744, care HARD¬ 
WARE WORLD. 


FOB SALE 

Only exclusive Auto Accessory and Tire 
Store in one of the best county seat 
towns in the San Joaquin Valley, Calif. 
All new stock, good fixtures and good 
lease. Family affairs demand that present 
owner return East. Invoice about $7,000. 
Address Forced Sale, care of HARDWARE 
WORLD. 


SYSTEMATIZE YOUR STOCK BINS 

Bin label cards for Ford Auto parts, 
sheet metal card holders, transparent cel¬ 
luloid card covers, bin markers and atock 
record cards for mill, hardware, auto and 
plumbing supplies. Send for samples and 
prices, and free booklet, "How to Sys- 
temize the Stock Room.” Haddon Bin 
Label Company, Haddon Heights, N. J. 


WANTED 

Aceountnnt not over thirty-five year* 
old. experienced in hardware store work 
on single and double entry system, familiar 
with names and prices on hardware mer¬ 
chandise. Must be willing to travel ex¬ 
tensively. State details of education, ex¬ 
perience and salary expected. Addres* 
reply to Box 437, care HARDWARE 
WORLD. 


EXECUTIVE WANTED 

An established wholesale hfeavy hard¬ 
ware company, located in a Western State, 
wants a man with either office or travel¬ 
ing experience in the line. Must he will¬ 
ing to cooperate with the other two mem¬ 
bers of the firm actively interested. The 
business is excellently located in a proven 
field. The opening requires a man ready 
to enter business for himself and A1 as¬ 
sociates. The position requires and justi¬ 
fies an investment. Address M. F. G.. 
care Hardware World. 


FOR 8ALE 

The only complete hardware stock in 
town of 2.000 for sale. Will invoice from 
$12,000 to $15,000. The business run* 
from $35,000 to $40,000 per year. Selling 
on account of old age; business estab¬ 
lished for forty-two years. 8tore and fix¬ 
tures rent for only $70.00 per month. 
Fine climate, in one of the best and most 
prosperous sections of California. A good 
paying plumbing business is ran in con¬ 
nection with it. Draws trade from a ter¬ 
ritory of from 25 to 80 miles. Address 
California, care of HARDWARE WORLD 


TRADE OR SELL 

Have fifteen acres, including apples, 
peaches, pears and small fruits; six mom 
house, electric lights, city water and tele 
phone. Greenhouse, packing and storage 
houses, garage, cow barn and corral. All 
modern conveniences of city home. Ten 
blocks to accredited grade school, railroad 
station and postoffice, on well sprinkled 
road. Will trade this property for Hard¬ 
ware Stock of equal value, or sell for caah. 
Books 4how $2600.00 profit and hare done 
no manual labor myself, hiring it all done. 
An ideal place for someone wanting to 
retire; perfect climate. Write to F. C- 
Paist, 430 Symes Bldg., Denver, Colorado. 
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Absorene Mfg. Co.131 

Albert Lea Sprayer Co. 79 

Alert Tool Co.161 

Alexander Mfg. Co.. 78 

Aluminum Goods Mfg. Co.136-223 

Aluminum Products Co.204 

American Bolt A Screw Case Co.199 

American Chain Co. 20 

American Grinder Mfg. Co.183 

American Ironing Machine Co. 101 

American Saw A Mfg. Co. 77 

American Steel A Wire Co. 26 

American Wire Fabrics Co. 69 

Apco Mfg. Co.173 

Armstrong Mfg. Co.195 

Atkins. E. C. A Co. 15 

Atlas Mfg. Co., The. 90 

Atlas Shear Co. 93 

Auto Specialties Mfg. Co.191 

AutoStrop Safety Razor Co.38-39 

Auto Wheel Coaster Co., Inc. 83 

3 

Baker, Hamilton A Pacific Co. 48 

Barcalo Mfg. Co. 18 

Baldwin Refrigerator Co. 16 

Barr Bros.’ Company. 75 

Bassick Company. The.10-11 

Beaton A Cadwell Mfg. Co.197 

Beaton A Corbin Mfg. Co.199 

Benjamin Air Rifle Co. 92 

Benjamin Electric Co.135 

Berger A Co.173 

Berger Bros. Co. 94 

Bernz Co., Otto. 202 

Billings A Spencer Co. 14 

Bissell Carpet Sweeper Co.128-129 

Black A Decker Mfg. Co.226 

Boiler Machine Works. 87 

Bommer Spring Hinge Co. 81 

Boston Brass Co.199 

Boston Woven Hose A Rubber Co... 102 

Boyle Mfg. Co.187 

Brainerd Mfg. Co. 82 

Bridgeport Hardware Mfg. Oorp. 71 

Brier Hill Steel Co. 64 

Bright Star Battery Co.147 

Buckeye Aluminum Co. 100 

Buffalo Forge Co. 76 

Buffum Tool Co.Cover 

Bullen A Co.194 

Burgess-Norton Mfg. Co.145 

Burton, R. M. Sales Agency. 87 

Butterfield A Co..165 

C 

Caldwell Sales Co... RS 

Cannon Oiler Co. 83 

Carbona Products Co.155 

Cedar-Sweep Co.177 

Champion Blower A Forge Co. 65 

Champion Ignition Mfg. Co.141 

John Chatillon A 8 ons. 101 

Chicago Flexible Shaft Co. 21 

O. J. Childs Co.161 

C. F. Church Mfg. Co.197 

Clavton A Lambert Mfg. Co.197-203 

Clemson Bros.42-43 

Coes Wrench Co. 22 

Colt’s Patent Firearms Co. 65 

Columbian Rope C* . 35 

Columbus Anvil A Forging Co. 82 

Coleman T amp Co. 31 

Collette Mfg. Co. 62 

Connors, Wm. Paint Mfg. Co. 94 

Converse Rubber Shoe Co.163 

Corcoran Mfg. Co.150 

H. C. Cook Co. 74 

Cr*rhin Cabinet Lock Company.Cover 

Corbin Screw Corporation.149 

C. W. B Cornelius....193 

Corning Glass Works . 59 

Crescent Tool Co. 60 

Cronk A Carrier Mfg. Co. 72 

Curtis Pneumatic Machinery .185 

D 

Delta File Works. .. 60 

Detroit Twist Drill Co. 7 

The Dexter Company .Cover 

Diamond Rubber Co. 189 

Diamond Saw A Stamping Works. 71 

R E. Dietz Co. 45 

Henry Disston A Sons. . 5 

.To^oh TVxon Crucible Co.177 

Duluth Show Case Co.'. 99 

Dunham, Carrigan A Hayden Co. 53 

Durham Mfg. Co. 99 

Du Pont Powder Co. 18 

B 

Elastic Tin Co. 84 

El®rin Stove A Oven Co. 97 

Empire Rubber A Tire Co. 151 

Eyelet Tool Co. 74 
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F 

Faultless Caster Co. 40 

Foss A Jones. 93 

G 

G. A J. Tire Co.158 

Gem Safety Razor Corp. 92 

Geneva Cutlery Co. 47 

Giant Powder Co. 49 

J. E. Gilson Co. 79 

Goodrich Co., B. F.169 

Goodell-Pratt Co. 19 

Goodyear Rubber Company. 88 

John W. Gottschalk Co. 46 

Grinnell Co. 6 

H. J. Gute A Co. 52 

H 

John E. Hardy.162 

Harvey Spring A Forging Co.146 

Hays Mfg. Co.201 

Hay-Budden Mfg. Co. 81 

Hercules Powder Co. 61 

Hercules Products Co. 94 

Higgins Spring A Axle Co.161 

John J. Hildebrandt Co.190 

A. M. Holter Hardware Co. 89 

Frank A. Hoppe. 94 

Hotter Hardware Co. 89 

Honeyman Hardware Co. 89 

Hunt, Helm, Ferris A Co. 80 

Hygrade Lamp Co.145 

Hyfield Mfg. Co. 79 

I 

International Silver Co. 58 

J 

W. E. A W. H. Jackson.181 

Jobbers’ Mfg. Co. 82 

K 

F. D. Kees Mfg. Co. 80 

C. Kenyon Co., Inc.139 

King Lock Co.157 

M. L. Kline Co.193 

L 

Lalance A Grosjean Mfg. Co. 95 

Landers, Frarv A Clark. 63 

Lane Bros. Co. 75 

Will B. Lane Unique Tool Co. 157 

Lawson Mfg. Co. 27 

Lindemann. O. A Co. 92 

Lockwood Mfg. Co.149 

Ludlow-Savlor Wire Co. 66 

Lufkin Rule Co. 79 

M 

Maine Mfg. Co. 98 

Mangrum A Otter. 87 

R. H. Merchant Co. 75 

Massasoit Mfg. Co. 57 

Maydole Hammer Co. 77 

Mayhew Steel Products, Inc. 69 

McCaffrey File Co. 80 

McKinney Mfg. Co. 12 

M. H. Merchant Corp.153 

Meyers Mfg. Co.. Fred J. 91 

F E. Meyers A Bro. 78 

Millers Falls Co.8-9 

Monarch Refrigerator Works. 36 

Montauk Paint Mfg. Co. 92 

Frank Mossberg Co.154 

Motor Mercantile Co..165 

L. J. Mueller Furnace Oo. 50 

N 

National Cash Register Co. 33 

National Enameling A Stamping Co... 137 

New England Mills Co.153 

New Haven Clock Co. 90 

New York Stamping Co. 17 

Nicholson File Co. 24 

C. 8. Norcross A Sons. 78 

North Bros. Mfg. Co. 57 

North A Judd Mfg. Co. 32 

The Nye Tool A Machine Works.201 

O 

Ohio Wire Goods Co.165 

Ohlen-Bishop Co. 82 

Ontario Knife Co. 96 

Operollo Phonograph Co. 95 

Wm. H. Ottemiller Co. 72 

Overland Tire A Rubber Co.171 

P 

Pacific Pumn A Supply Co.195 

Pacific Sanitary Mfg. Co.195 

Pnckham Crjmner Co. 83 

Panama Lamo A Commercial Co. 62 

IT. W. Peabody A Co.Opp. 34-35 

Peck, Stow A Wilcox. 23 

Pennsylvania Lawn Mower Works.... 68 

Peters Cartridge Co. 85 

Perfection Mfg. Co. 96 
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Philadelphia Lawn Mower Co. 76 

Phoenix Horse Shoe Co. 64 

Pilliod Lumber Co. 67 

Pioneer Paper Co. 91 

Pittsburgh Steel Co. 74 

Porter, H. K. 70 

Portland Cordage Co. 88 

Precision Machine A Tool Co. 76 

Prentiss-Wabers Stove Co.167 

Progressive Mfg. Co. 82 

Q 

Queen Incubator Co. 41 

Quick Meal Stove Co. 9o 

R 

Reed A Prince Mfg. Co. 77 

F. C. Reichard Mfg. Co. 73 

Remington Arms Co., Inc. 55 

Republic Auto Parts Co.149 

Rhode Island Fittings Co.193 

Rid-Jid Products Corp. 37 

Ritter Can A Specialty Co. 98 

H. Roth A Sons.*.. 84 

Rochester Can Co.IOO 

Romort Mfg. Co.153 

Royal Mfg. Co. 56 

Royal Self Heating Iron Co. 98 

Myer S. Rubens Stove A Furnace 

Repair Works.203 

Rubber Corporation of America.173 

A. C. Rulofson Co. 64 

John Russell Cutlery Co.29 

Rutenber Electric Co. 93 

8 

Safety Interlocking Stove Pipe Co... 76 

Salt Lake Hardware Co. 86 

Samson Cordage Works. 82 

J. Sand A Sons. 74 

Sargent A Company. 25 

8avage Arms Ctorp. 67 

Savills Sons, Thomas.199 

Wm. B. Scaife A Sons.201 

Schaw-Batcher Co.78 

R. F. 8edgley, Inc.161 

Shelby Spring Hinge Co. 70 

Simonds Mfg. Co. 68 

Slaymaker Lock Company. 77 

Smith Mfg. Co.. F. H.. 80 

Specialty Mfg. Co. 80 

Spokane Stove A Furnace Repair Wks.204 

Spring Leaf Lubricator Co.178 

Standard Four Tire Co.175 

Stanley Rule A Level Co. 66 

Stanley Works.Cover 

Stanwood Equipment Co.179 

Star Expansion Bolt Co. 82 

Star Heel Plate Co. 75 

Stark Rolling Mill Co. 28 

Starrett, L. S. A Co. 51 

E. C. Stearns A Co.173 

Stine Screw Holes Co. 71 

Strevell-Paterson Hardware Co. 89 

Superior Laboratories. 97 

Superior Spring Hinge Co. 72 

Jas. Swan Co. 70 

T 

Tamms 8ilica Co.183 

Thompson Mfg. Co. 78 

Thomson-Diggs Oo. 86 

Three-In-One Oil Co. 99 

Topping Mfg. Co. 78 

Triner Scale Mfg. Co. 91 

Tritch Hardware Co. 44 

Tucker Duck A Rubber Co. 74 

Tungsten Mfg. Co.159 

Turner Brass Works.197 

U 

IJ. S. Rubber Company.158 

U. S. 8teel Products Co. 26 

United Auto Supply Co.181 

United Royalties Corp. 97 

V 

Vaughan A Bushnell Mfg. Co. 81 

Vogt Mfg. Corp.143 


Wagner Mfg. Co. 74 

Walden-Worcester, Inc.157 

Warren Axe A Tool Co. 81 

Washington Hardware A Implement 

Underwriters . 84 

Joe Welsh . 83 

Wellston Mfg. Co. . . .. 54 

Western Brass Mfg. Co. 85 

Western States Cutlery A Mfg. Co. . . . 93 

Whitlock Cordage Co. 3 

W. H. Wilburn . 91 

Winchester Repeating Arms Co. 83 

Wrought Washer Mfg. Co. 69 


Y 


Yakima Hardware Co. . 

Yost Gearless Motor Co 
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Exhibit “J” 

BLACK & 


DECKER 


PORTABLE ELECTRIC DRILLS 


r h the PiKtol C rril ) iind Trii pi cr Sn itch ' ’ 


The Stutz Motor Car Company, 
Indianapolis, Ind., who build cars 
with an international reputation, 
are using the Drill “ With the Pis - 
and Trigger Switch” 


exclusively. i ney nave over 
thirty of these Drills in use in 
their plant at the present time. 

It is not strange that quality 
tools should be used to produce 
a quality car. 


nr** BLACK GL DECKER MFC. CO. 

TOWSON HEIGHTS, BALTIMORE. MD.,U. S. A. 

ible Electric Drills Electric Valve Grinders Electric Air Compressors 


urtablc Electric Drills Electric Valve Grinders Electric Ai 
BRANCH OFFICES: 

New York, N.Y. Philadelphia, Pa. Atlanta, Ga. San Francisco. Cal. 

Detroit, Mich. Cleveland. Ohio Buffalo. N. Y. Bo.ton. 


co, Cal. Chicago, Ill. 
Boaton, Man. 
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THE BUFFUM TOOL CO. 

LOUISIANA, MO. 


High Grade Tools 



for High Grade Workmen 


TO MR. BUYER: 


NEW GOODS 


ALL TOOLS ARE WARRANTED 


UST 

EACH 


No.208-C“Special”Blued Chisel and Punch Set (8 tools).$3.50 

No.394 “Special’’Blued Chisel and Punch Set (12 tools). 3.50 

No. 285-C“Reliable” Polished End Chisel Set (8 tools). 2.50 

No.313 “Special” Blued Auto Punch Set (7 tools). 3.00 

No. 313V2“Reliable” Polished End Auto Punch Set (7 tools). 2.75 



BUFFUM foot CO. 
LOUISIANA MO. 



PUNCH S CHISEL SET EOB-C 


Furnished with a Canvas Roll 



OIL FINISH BODY, POLISHED ENDS 



No. 208C 


No. 313 


AJAX AUTO TOOL KIT 

in a Canvas Roll, Consisting of 

1/12 doz. No. 1018 Hammer, No. 2324 Wrench, No. 2015 Driver —■ 
1/12 doz. Eng. Wrenches Ea. No. 2250-51-52, No. 1902 Cotter pf[fcE 

Pin Tool . *4 Cft 

1/12 doz. No. 2377 Plier, No. 572 Hand Punch, No. 24 Cold Chisel 

Write for Discount and Sample Tool Sets 



PROMPT SHIPMENTS PROMISED 


C. W. GAUSE CO., Western Sales Agents 
693 Mission Street, San Francisco, Cal. 
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Metal 


Corbin Cabinet LockCo. 

THE AMERICAN HARDWARE CORPORATION SUCCESSOR 

New Britain,Conn.,U.SA. 


NEW YORK 


CHICAGO 


PHILADELPHIA 
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For Security 

SAFETY HASP NO. 915 


When closed all the screw holes are 
covered, making this hasp as near 
burglar proof as possible. 

Made of Wrought Steel 
in sizes 3, 4V 2 , 6 inches. 

No. 915 1 / 2 is the same as 
No. 915, except it is ex- 

tra heavy, made in 7 inch *’ fl * 


NEW YORK 

































DEXTER Duchess 


SUPERIOR FEATURES INCREASE SALES 


ACHINE cut gears running smooth as oil—no 
friction. 


noise—no 


Oilless lignum bearings—require no lubrication. 

One lever gives complete control—washing mechanism gov¬ 
erned automatically by the lid. 

Improved swinging wringer with safety release and tilting 
water board. Compact and convenient in design—sturdy in con¬ 
struction. 


Washes soiled clothing beautifully clean—makes friends and 
builds business wherever it is used. 

If the Dexter Duchess is not sold in your community, write 
us today for details of an attractive agency proposition. 

THE DEXTER COMPANY, FAIRFIELD, IOWA 


Distributed by 


Fairbanks Morse & Company, St. Louis and Kansas City; Lee Colt Andreesen Hdwe. 
Co., Omaha; Jannoy Semple Hill & Co., Minneapolis; M. Seller A Company, Portland, 
Seattle and Spokane; A. A. Wilson, Los Angeles. 
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■^ITUty 


Used Extensively 
by the United States Navy 


A single order for the Portsmouth (Va.) Navy Yard specified more than 
1,400,000 pounds. 


Our strength and yardage guarantees were higher than those of other 
manufacturers and our deliveries were in excess of our promises. 


Users of WHITLOCK CORDAGE for Marine or other purposes are 
assured of uniformly satisfactory service. 


Whitlock Cordage 
Company 


46 SOUTH STREET 

NEW YORK 


Branches: 

BOSTON. CHICAGO 
and KANSAS CITY. 


Factory and Warehouses: 
Jersey City, N. J. 
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Make Satisfied Customers 


It is generally admitted that Disston Levels 
cause less trouble from warping than any 
others. They are made from specially treated 
hardwood stock—wood that has been scientifi¬ 
cally cured in the Disston plant, so treated as 
to allow the least possible warp. 


Then, too, Disston has developed the easiest 
and most positive level adjustment on the 
market. The turning of two small screws 
enables anyone to true up the bubble. This 
is a most simple arrangement to offset the 
invariable slight variation due to heat, cold, 
dampness, etc. The adjustment is solid when 
set, and there are no springs to allow an 
annoying inaccuracy. 


Write us for information on levels. 
It will mean more sales for you. 

HENRY DISSTON & SONS, Inc. 

General Offices: 
Philadelphia, U. S. A. 


DISSTON 

SAWS AND TOOLS 
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Satisfied customers are your biggest asset. 

There are no “ ifs ” or “buts” about Grinnell Perfect Fittings. Every one you sell is 
doubly inspected—in the blank and after threading. Every one will make an easy, perfect 
joint. <4 G” fittings HAVE GOT to be right—we use them exclusively in our Grinnell Automatic 
Sprinkler systems. 

Plumbers’ time costs money these days. A few minutes spent botching a poor fitting costs 
a lot more than a good “G” fitting to begin with. Satisfy your customers with double in¬ 
spected 44 G” fittings. 

WHERE TO GET REAL SERVICE 


Why not test our service with an order for 
Pipe cut and threaded to sketch. 


GRINNELL 


*G” fittings or National Tube Pipe today. 


COMPANY 


f h e 


453 MISSION STREET, SAN FRANCISCO 
439 EAST 3rd STREET, LOS ANGELES 


Ask the owners of 25 million Grinnell sprinkler fittings 


— It’s Up to You 

How many pipe fittings do you unknowingly sell which are so roughly made or t hr eaded 
that the man on the job can’t use them? 

How often does your plumber or steam fitter customer find this out on the job—where he 
can’t afford to lose time? 

How often do faulty fittings have to be forced onto a joint—and afterwards turn out leaky? 

And all these fitting troubles come straight home to you—the man who sold the faulty pipe 
fittings. 

BE SURE OF THE FITTINGS YOU SELL 


Perfect or Imperfect Fittings 


Lock for the 


on all 
cast iron 
fittinps 


Drillng outlet flange on Bpecial 
order s for cast iron standard flange 
tees, on one of the Baush Radial 
Drills in our foundry. 














Drilling Holes for the 
Sentinel of Business 


If you were to examine the cash regis¬ 
ter's mechanism—its frame parts—in¬ 
dicator shaft supports — registering 
keys —tubular locks — parts on shafts 
and pinion lines—printer frames—cabi¬ 
net—and drawer cabinets—you would 
marvel at the number of different-sized 
holes drilled in each of these parts. 

Yet, even an inspection of this kind 
would increase your knowledge and 
your appreciation of the important part 
that drill holes play in the servants of 
modern business. Also, it would cause 
you to agree that accurate drill holes 
are a vital part of the tools of business 
administration. 

Those who build the tools of business use 
Detroit Twist Drills because of their day-to- 
day record of giving more accurate holes with 
less regrinding and with less cost for power. 

When You Buy Drills 
Specify Detroit Twist Drills 

Detroit Twist Drill Company, Detroit, Mich 

New York Sales Office: 45 Warren Street 











8 


HARDWARE WORLD 



This advertise¬ 
ment appeared 
in The Saturday 
Evening Post for 
August 21 
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No. 5 Hand Drill is a 
favorite for light metal 
work 


No. 32 Ratchet Brace — 
the carpenter’s stand - by 
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Work of Hand, Head and Heart 
—and your part in it 


M EN who work with 
their hands love 
good tools. All day long, 
their tools are their 
intimate companions. 
Accurate balance, smooth 
operation, keenness of 
cut are part of their very 
thought. 

Men such as these are 
your best customers. As 
they build up their kits, or 
replace tools which, after 
years of service, have 
lived their life, they come 
to your store for Millers 
Falls Tools. Training- 
school graduates and 


seasoned veterans both 
know that the Millers 
Falls trademark stands 
for the best. 

Through advertise¬ 
ments in The Saturday 
Evening Post, the story of 
Millers Falls quality is 
being told to your big 
untouched market—the 
man who “tinkers” about 
the house. If he buys his 
Millers Falls tools from 
you, he will as well buy 
hinges, hasps, screws, 
locks—the hundred-and- 
one things that a handy 
man adds to his home 
and his car. 


The Millers Fells Meehenies Handbook will 
be sent you for ten oents to oover postage 


MILLERS FALLS COMPANY 

Millers Falls, Massachusetts 
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YYNLY Billings & Spencer 
drop forge this wrench 
throughout. The difficulty of 
drop forging a jaw makes others 
take! to easier and cheaper 
methods. That’s the short fact 
behind the long service. 





THE BILLINGS & SPENCER GO. 

HARTFORD, CONN. 
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Lawson Nu Jamb Spring Hinges 
Stand Any Comparison 



■DOOR LEAF 


SPRING BUSHING 
BRASS BEARING WASHE 
SPRING TENSION LUG 


IP 

I 

i 9 

I . J . 


THE OLD WAT 
Requires a hanging atrip. 
Coats more to put on. 
Takes longer to apply. 

Does not last as long. 

The door is not held in place 
ae firmly. 


We have spared no expense 
to make this Nu Jamb Spring 
Hinge the best on the market. 

Dealers, contractors, and ar¬ 
chitects are invited to make 
their own comparisons and 
then judge whether we have 
succeeded. 

Lawson Manufacturing €o. 

228-230 W. Superior St. 
Chicago Illinois 

Eastern Representative 
JOHN H. GRAHAM & CO. 

113 Chambers St. 95 Reade St. 

New York City 

Pacific Coast Representative 
C. N. & F. W. JONAS 
Seattle, San Francisco 
Los Angeles 


1 

H 

1 



• 

} A 
1 £9 

| 

» 

j sgf 


i 

Jimp 







THE LAWSON WAT 

No hanging atrip required. 

Saves you $1.50 on every 
door you hang. 

More easily and more quick¬ 
ly applied. 

It gives far more solid sup¬ 
port fastened to the door 
jamb than if a hanging 
strip were used. 

Approved by leading archi¬ 
tects everywhere. 
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The Silent Door 

H INGES make doors possible ! And doors 
play too important a part in our lives to 
be cheapened by a careless selection of hinges. 

We realize that a squeaking, sagging door 
is enough to shatter the nerves of the most 
patient. For this reason you will find the name 
“McKinney” stamped on all the hinges we sell. 

Other hardware products are chosen with 
the same care. You will only find the best on 
our shelves. Our front door is easy to find. 
Stop in and let us discuss your hardware needs. 

(Dulir's NiAi H*r«) 



Hardware Advertisements 
for your Local Papers 


When You Buy Hwdwart 

C? 00 ' mr r* * —*• 


. fc pm. »— — - 


These general hardware advertisements 
will be sent to any McKinney dealer 
free. They are for use in your local 
newspapers and are furnished in elec¬ 
tro form. Ample space is afforded at 
the bottom of each advertisement for 
display of your name and address. 
There are six advertisements in the 
series. 


McKinney dealers, using these adver¬ 
tisements, give their store and products 
valuable publicity. They also become 
more active in the big nation-wide mag¬ 
azine campaign which is making every¬ 
one realize more and more the im¬ 
portance of hinges — those stamped 
with the name McKinney. Electros 
upon request. 


McKINNEY MANUFACTURING COMPANY, Pittsburgh 


MCKINNEY 

Hinges and Butts 





















CONCENTRATE! 


Would you rather carry one hundred articles in stock and turn 
them once a year—or ten, and turn them ten times a season ? 
Answer—obvious. 

Apply the principle to your stock of shotgun shells. Concen¬ 
trate your stock on the loads listed below. We know from long 
experience that these loads meet every requirement and give 
perfect satisfaction. (They are for 12-gauge guns.) 



DUPONT 

SMOKELESS 

Drams 

BALL STITE 
SMOKELESS 
Grains 

DUPONT 

BLACK 

Drams 

OUNCES 

Shot 

SIZES 

Shot 

Large Ducks. 

3. 3Ji or 3V& 

24,26 or 28 

3*4 

1*8 or 1% 

4, 5,6 or 7 

8malland Medium Ducks 
Grouse, Partridge, 

3,3*4 or 3% 

24, 26 or 28 

3ft 

1*4 or 1*4 

5,6,7 or 8 j 

Prairie Chicken . . . 

3 otZ'A 

24 or 26 

3Vi 

1*8 

6, 7 or 1% 

Pheasants . 

3 

24 

3*4 

1 % 

5,6, 7 or 7% 

Geese. 

3% 

28 

3*4 

14 

4.3,2, l,or BB 

Wild Turkey. 

3fl4 

28 

3% 

1*8 

4, 3,2 or 1 

Squirrel, Rabbits . . . . 

3 

24 

3*4 

14 

6 or 7 

Doves, Pigeons. 

3 or 3*4 

24 or 26 

3*4 

1*8 

6, 7 or 8 

Quail. 

3 or 3*4 

24 or 26 

3V4 

1 or 1% 

7k, 8 or 9 

Snipe, Woodcock .... 

2% or 3 

22 or 24 

3 

lor 1*4 

8, 9 or 10 

Shore Birds. 

2*4 or 3 

22 or 24 

3 

1 or 1*4 

8,9 or 10 

Sora Rail. 

2\ or 3 

22 or 24 

3 

1 or 1*4 

8, 9 or 10 

Trap Loads . 

3 or 3% 

24 or 25 


1*4 or lK 

7H or 8 


Cut down your investment—eliminate the dead ones. Get 
quicker tum-over and greater profits by concentrating on these 
Du Pont loads. 

Keep this list handy. Use it when ordering shells. Remember— 
For quick tum-over specify 



SMOKELESS SHOTGUN POWDERS 

Most shooters use Du Pont—any shooter will. 

E. 1. du Pont de Nemours 8C Co., Inc. 

Sales Dept.: Rifle and Shotgun Powders Division 

Wilmington, Delaware 

















The COES Line 
Is Much Larger 
Than Most Dealers Think 

There’s the well known “Knife-Handle” 
pattern—the most popular wrench ever made 
for all general purposes. 

The strong six parts “Steel-Handle” model 
—the finest tool on the market for railroads, 
machine shops and places where steam, damp¬ 
ness, water or insects would injure a wood 
handle tool. 

The mighty “Key-Model” made of heavy 
steel forgings—the wrench to sell to engineers 
for work in boiler rooms, also gas and water 
works, pipe line companies, refrigerating 
plants, etc. This wrench is unequalled for re¬ 
moving valve bonnets without injury and con¬ 
serving material. Sizes 28' to 48". 72" to order 
only. 

Most dealers carry the entire line, because 
they have calls for all these wrenches. 

Your Jobber will supply you. 

COES WRENCH CO. 

Established 1841 In 

WORCESTER, MASS. 

J. C. McCARTY & CO. * - 29 Murray Street, New York 

JOHN H. GRAHAM & CO. - 113 Chambers Street, New York 

Pacific Coast Agents 

JOHN H. GRAHAM 3s CO., 268 Market St., San Francisco 
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GRINDING CIRCULAR SAWS 

Saw grinding has a 
very important bearing 
on lumber production. 
If a saw is not ground 
properly production is 
interfered with. E. G. 
Atkins, the founder of 
this business realized 
this in the late fifties when 
he invented and devel¬ 
oped exclusive saw 
grinding machines. 
Many improvements 
have been made with the 
result that Atkins Silver 
Steel Saws are known for 
their excellent work in 
the leading saw mills. 


Send for Catalog 


E. C. Atkins & Co., Inc. 

tUlablvMhfd IH57 

"The Silver Steel Saw People** 
Home Office & Factory, Indianapolis, Indiana 
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Write tor descriptive circular 
No. 200 W 


OR many years Bassick Casters have 
r filled every caster need, from the tiny 
cabinet caster to the 8-inch truck 
caster that permits the easy moving 
of huge loads from place to place in 
the factory or warehouse. 

In many ways, in many industries, 
they have helped to cut costs in han¬ 
dling goods. 

There is a large demand for the well 
known Steel Gem Line, also for the 
Gem and new steel Harvard truck 
casters. 

Are you in a position to meet your 
customers’ wants for this line? 




*Tt° 


Upto# 


The Bassick Company! 

Which is a consolidation of— 

The Universal Caster A Foundry Work s 
The M. fi. Schsnck Company 
Ths Burnt A Bassick Company 


General Offices 


BRIDGEPORT 


CONN. 
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STILL TIME 

To get your share of the 
profits diet are bound to 
be made during 

GENCO WEEK 

November 8 to 13 



If your window decorator or your cutlery department have not as 
yet entered in the Genco Week Window Display Contest, have them fill out 
and mail the coupon today, when we will immediately send display ma¬ 
terial. Urge your decorator to compete for the 


$1000 in Cash Prizes 


Genco Week will be more than a 
window contest week. It will be a 
shaving service week. 

Our advertising in the Saturday 
Evening Post and particularly in the 
issue of November 6 (the Saturday be¬ 
fore Genco Week) will tell of the per¬ 
sonal shaving service that Genco Dealers 
are prepared to furnish. 



Geneva Cutlery Corporation 

157 Gates Art., Geneva, New York 


Men will be looking for the Genco 
Windows in their town and will be 
going into Genco Dealers’ Stores to buy 
the razors that will shave THEM. 

A complete supply of dealer helps 
and brief but thorough salesmen’s in¬ 
structions will be sent to dealers with 
every set of window display material. 

Be sure to have a Genco Display 
Cabinet on your cutlery counter during 
Genco Week. 

The cabinets are supplied with the 
special Genco assortments that contain 
razors for every condition of beard and 
skin. 

If your Jobber cannot 
supply you, write us. 


GENEVA CUTLERY OORP’N, 

157 Gates Ave. ( Geneva, N. Y. 

Enter na in Genoo Window Display Contest. 
Send na materials and details. 
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Barcalo Manufacturing Combny 

BUFfiALOlN.Y.. U.5.A. 
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Show him The Starrett Data Book for Machin¬ 
ists. He's heard about it from one of the thou* 
•aagds of mechanics who have already bought 
the book. He's seen advertisements, like the 
one reproduced here, in all the trade maga¬ 
zines. 


Starrett national advertising has put him —and thou¬ 
sanda more—in a buying humor. Close the sale by 
showing him the book. He’ll buy—for “what he 

wants to know 4s right there.” 

Also—the more Starrett literature you get into the 
hands of yonr customers, the more Starrett Tools 
they are likely to get into their kits. 


Starrett BooKs ~V< 


"What you want to 
know is right here” 

TW, mUM W™, *<•'"<' O-. 

IHLS STAWCTT CMUMXT 


THE L. S. STARRETT CO. 

Tk$ World's Greatest Toolmakers 
Marntfactwrors of Hack Sato* Unexcelled 
ATHOL. MASS. 
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TRADE 


L| THE HONOR 
i OF THE 
ACCO FAMILY 


chains for Motor Cart! 1 his gives the work of the 
• t cl* i Acco family honorable and 

Chains for Ships! distinctive responsibility which 

for Railroads! is reflected in every link of 

, , . every Acco product—“From 

ces that make travel P | umbcrs - Safety Chain to 
and and sea, that can Shi • Anchor Chain." 

>lutely depended upon 

ict human life, are typ- In the Acco family, loyalty 
the nature and quality to the work itself is rated above 
o products. everything. 

worker, who make up ,™» i. true of every worker 
co family know they whether the job u directing all 
ng more than making pl« n,s - « 

dities merely lobe mold. °P« at,n « « 2,000.000 pound 

. tester, or a typewnter. 

f know that it is their , £ . A £ 

hat hold, million, of .. The honor of the Acco fam- 

:.r. and truck, to .lip- ** '* ,n “* e . h,nd ‘ ° e « h 
member of it, even to the 

youngest worker. 

their work which en- Thev . „ e , he [casons why 

lI ? ^ 8 JP 8 , ° ” ? 8a i^’ it is possible to say not only 

chor. whether in harbo, ^ Weed 7 b 

leu on a lee .here. tewl - bu , ^ every ^ b 

their work which makes every chain made by the 
; the safe operation of American Chain Company will 
ids of railroad trains. hold for the purpose intended. 

The big ACCO Line includes chains for every 
purpose—from Plumbers’Safety Chain to Ships* 
Anchor Chain—all Styles , Sizes and Finishes. 


American Chain Company 


INCORPORATED 

Bridgeport, Conn., U.S.A. 

In Canada- Dominion Chain Co.. Ltd.. Niagara Falla. Ontario 
GENERAL SALES or net I crano central terminal, new YORK CITY 
District sales or nets: boston, Chicago knilaoelpnia. pit rsauncH. portlano.orc,san franosco 

t / Largest Manufacturers of Chains f~Y I /A 
EjttvAr in the World 

All Styles, Sizes and Finishes Jl 


Ships Anchor 
Chains 
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gMalliM 


MR. PUNCH SAYS: 

Take advantage of Goodell-Pratt 
advertising, use their window and 
store display material, it is free and 
their use certainly does favorably in¬ 
fluence your customers. 


GOODELL- 

PRATT 


•1500 GOOD TOOLS 


Goodell-Pratt Company Greenfield, Mass.,U.S. A. 
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The “Put-It-Offs” are 
Good Customers Now 

A LOT of people in your territory have been sold on the 
Mueller Pipeless Jhirnace through our national adver¬ 
tising. They have been intending to buy but kept 
putting it off. Now the first tang of fall is in the air and 
home owners who postponed getting furnaces are stirred to 
buying action. 

They want the Mueller because it can be installed in one 
day, heats the whole house at a fuel saving of a third to a 
half, and is so durably built that repair costs are practically 
eliminated. They are going to buy and you can sell them— 
if you have a Mueller on your floor. 

MUELLER 

“The Big 3” 

PIPELESS FURNACE 

The only furnace combining these three ages —Permit withdrawal of large volume 
construction features that insure economy of cool air from rooms while delivering an 
and heating efficiency: equally large volume of warm air into 

1. Large and Properly Proportioned them. 

Register Pace— Insures delivery of big 3 . vast and Scientifically D esig ned 

volume of warm moist air and rapid distri- Heating Surface — Insures full benefit 
bution of air to every room in the house. f rom f ue i burned. Prevents hard firing, 

2. Spacious Unobstructed Air Pass- overheated castings and big fuel waste. 

Write for the Mueller Sales Plan 

Let us tell you how we have laid the groundwork for big sales through 
national advertising in publications having a big circulation in your terri¬ 
tory. Get our plans for co-operation and our attractive offer. Write for 
this now. 

L. J. MUELLER FURNACE CO. 

Makers of Heating Systems of All Types Since 1867 

233 Reed Street _ Milwaukee, Wis. 

DI&TBIBUTOQKS 

The Salt Lake Hardware Company, Salt Lake City, Richards & Conover Hardware Co., Kansas City, 
Utah, and Pocatello, Idaho. Missouri, and Oklahoma, Okla. 

Holbrook, Merrill & Stetson, San Francisco and Los Lee-Coit-Andreesen Hdwe. Co., Omaha, Nebraska, 
Angeles, California. and Denver, Colo. 

The Jackson Hardware Co., Aberdeen, So. Dakota. 

Stocks also carried at Brooklyn, Buffalo and Syracuse, N. Y.; Pittsburg, Scranton, Lancaster and Phila¬ 
delphia, Pa.; Atlantic City, N. J.; Baltimore, Md.; Toledo, Ohio; Nashville, Tenn.; Detroit, Mieh.; 
Minneapolis and St. Paul, Minn.; Chicago, Ill.; St. Louis, Mo.; Omaha, Neb.; Portland, Oregon; I 

Wenatchee, Spokane, Seattle, Washington. I 
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ttKMANICS HAND TOOLS AND BUILDERS HARDWARE 

Digitized by Google 


More than a catalog, this wonderful book is a silent salesman of indispensable 
daily help to hardware buyers, salesmen, clerks, etc.—just off the press. 


Your copy of„ this remarkable centennial 
edition is ready. 257 pages of information, 
covering the most complete line—Pexto—of 
mechanics’ hand tools, builders’ and general 
hardware manufactured by any one maker. 

Shows colored illustration of all the prin¬ 
cipal products with descriptive talks to aid in 
making sales. Contains news and illustrations 
of text books for workmen, pruning book for 
the gardener, standard details for contractors 
and builders. Explains the new re-hardware 
idea which increases the builders’ hardware 


business of the merchant. A wonderful book 
—this centennial edition—which supplants all 
previous editions of Pexto Catalogs. Your 
copy will be promptly sent on request. 

THE PECK, STOW & WILCOX COMPANY 

Mfrt. Mechanics* Hand Tools. Tinsmiths' 
and Sheet Metal Workers' Tools and Ma¬ 
chines, Builders' and General Hardware. 

Southington, Conn. Cleveland, Ohio 

Address Correspondence to 233 West Center Street, 
Southington, Conn. 
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Rapid Transit 

A great mechanical industry of itself, yet multiplied in 
importance in the industrial world because it enables the 
strategical concentrations of workers that are essential to 
today’s production in unprecedented volume. 

NICHOLSON FILES 


have kept apace with the manufacturing developments that 
have built up modern interurban and street railways and 
have served faithfully in car building and repairing plants. 
Day by day, year by year, better files, more of them. And 
always of the uniformity of cutting quality that has won 
them staunch friends among those who know and value good 
files. 



Write for oar Catalogue and for 
File Flloeophy—a most InstrnctlYe 
booklet about flies and tbelr uses 

Nicholson File Co. 

PROVIDENCE, R.I., U.S.A. 
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With the advent of Fall, people begin on those little odd 
jobs around the house preparatory to making themselves 
comfortable and secure for the winter. 

This is the time to let your customers know that you carry 
Sargent Cylinder Day and Night Latches. 

It is surprising, when you think of it, how a small article 
like a latch, when properly merchandised, will boost 
turnover. 

Think of all the doors in your neighborhood which have 
insecure fastenings—not only those on dwellings, but 
store doors and apartment doors. Every one is a sale if 
you go after it. 

For safety, security and strength, Sargent Cylinder Day 
and Night Latches have no equal. They have many special 
features, chief of which is the PUSH BUTTON STOP, 
found only in Sargent Day and Night Latches. They are 
simple, convenient and safe, and there is no possibility of 
their getting out of order by forcibly closing the door. 

Make Sargent Day and Night Latches your standby. 
Keep them before your customers, and before your sales¬ 
men as well. 

SARGENT & COMPANY 

Hardware Manufacturers 
New Haven, Conn. 

New York Chicago 
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Is a Fence and Not a Netting 

The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong: and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PRODUCTS COMPANY 

SELLING AGENTS 

San Francisco Los Angeles Portland Seattle 

Awarded the Grand Prize at the Panama-Pacific Exposition 
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Ideal Poultry 

and 

Rabbit Fence 
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K££N 


JCUTT0R 


rmt lArvaoAr tvt*t*c ro$r 1 

(Christmas fiifts 

For Those Who Love Fine Tools i 


Reaching Your Entire Tool and Cutlery Trade 



'T'HOSE who buy and use tools and cutlery 
A see Keen Kutter advertising time and 
again. Every advertisement carries to the skilled 
mechanic, the occasional user of tools or the 
women of the homes a straight selling talk on 
the advantages of Keen Kutter marked goods— 
their thorough development, their proved quality, 
their absolute guarantee of satisfaction or money 
back. 


Double page spreads in the Saturday Evening 
Post reach practically every class of your trade. 
Practically every union carpenter is reached more 
directly through pages in The Carpenter. And 
there is page after page in the Federationist, the 
official publication of the American Federation 
of Labor. Your trade in the rural section is 
reached by Keen Kutter advertising in the lead¬ 
ing farm papers of the West. 

Turn this sales influence to profit—link your 
store with this intensive Keen Kutter selling 
campaign. Show the advertisements in your 
windows. Make use of the S. A. S. (Simmons 
Advertising Service). Its complete direct adver¬ 
tising service is yours for the asking. 


“The recollection of QUALITY remains 
long after the PRICE is forgotten" 
Trade Mark Registared £. C. Simmons 
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Mary's Help Hospital, San Francisco. The Guilfoy Cornice Works used Toncan Metal for all the Sheet Metal Work 

on this building. 

Toncan Increased His Business Over 50 f 

The Guilfoy Cornice Works of San Francisco has been a constant user of Toncan 
Metal for many years. In a letter dated July 15, 1920, Mr. Thos. J. Guilfoy says of 
Toncan: 

1 * Since Toncan Metal was placed on the market, I have increased my business over 
50%, and the reason is easily explained, to wit: 

“In using Toncan Metal I am giving my client the best metal in the market, 
barring copper, for cornices, gutters, skylights, and other sheet metal work on build¬ 
ings, and my customer soon realizes, that he has very few repairs on a Toncan Metal 
job, against steel; consequently, when he builds again I have no trouble in securing 
the job against my competitors. Most of them use steel, because it is a fraction 
cheaper, but my contention is that I am in reality the gainer, because Toncan Metal 
is more pliable, consequently takes less time to form, saving considerable labor, which 
more than offsets the difference in cost. ’ * 

Its supreme lasting qualities and easy working qualities have made Toncan a favorite 
among sheet metal men everywhere. Ask nearest distributor for full information. 

The Stark Rolling Mill Co., Canton, Ohio 

COAST DISTRIBUTORS 

THE BERGER MFG. CO. OF CAE. 

San Francisco, Los Angeles 

HOLBROOK, MERRILL & STETSON THE FAILING-McCALMAN CO. 

San Francisco. Los Angeles Portland, Ore. * 


Build for Bi££er vy^i^p^^^Lastin^Iconoics 1 
Better Business vitiN/'MEffliv' Satisfactory-USERSK# 
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MAKE YOUR SALE A SUCCESS 

Handle 

American Maid Aluminum Ware 

The Popular Price Line 




A 

Quick 

Profit 

Maker 


(( American Maid 99 

For years we have had one main ideal in the manufacture of aluminum cooking utensila 
—“to produce and sell at a moderate cost a line to meet all demands, coupled with entire 
satisfaction.” We have attained this in the production of the American Maid line. 

Mr. Dealer: You will find every housewife an enthusiastic buyer for American Maid 
Ware—she cannot resist the popular prices; your sales will prove a success and your 
profits astonishing. 

ASK YOUR JOBBER FOR AMERICAN MAID ALUMINUM WARE 

Manufacturers 

ILLINOIS PURE ALUMINUM CO. 

LEMONT, ILLINOIS, U. S. A. 
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of the differ 


The STAR Lint 


*'Something to Sell 
the Year Round ” 

Bam Equipment 
Litter Carriers 
Water Bowls 
Feed Trucks 
Harvester” Hay Tool* 
Door Hangers 
Garage Equipment 
Coaster Wagons 
Tank Heaters 
and Other Farm , 
Specialties 














































































Retails 
for *5.52 


Cannot Wiggle, Wabble, Jiggle, Slip or Slide 




Only Iropift^labl 

sfaiionally Advertised 


break or collapse; all joints 
| protected by metal plates. 
Opens or closes with one 
L motion. Weight, 14 lbs. 
kMDnly 2'/ 2 inches thick 
Kfov when folded. 


Rid-Jid 

Open End, Folding 

leaning Table 


A sure-fire, staple commodity and housekeeping necessity to keep the old pot boiling by 
bringing a steady stream of customers into your store and a constant flow of money 
into your till. Prove it at our risk. 


Special Offer 


If you are not now handling Rid-Jid Ironing Tables 
and will write us promptly and mention your Job¬ 
ber’s name, we will ship you direct from our nearest 
factory, Express Charges PREPAID by us, one- 
quarter dozen (three) Rid-Jid Ironing Tables. 

This Trial Order will be billed at $9.87 through 
your Jobber, and if you return any part of the 
shipment to us within 30 days (at our expense) 


the charge for the goods returned will be cancelled. 

Note; This Special Offer is extended only to 
merchants not now handling the Rid-Jid and ALL 
orders for more than one-quarter dozen, from new 
or old dealers, will be filled only in the regular 
way—through Jobbers. 

RID-JID PRODUCTS CORPORATION 

WAUKEGAN Dept. 14 ILLINOIS 

(Western Factory at Portland, Ore.) 


»n*t fail to see our big, attract We Rid-Jid advertisements appearing every month in 


il SATURDAY EVENING POST 

i 


—and— 


GOOD HOUSEKEEPING MAGAZINE 

er — m, mw mw mw i>" mw w tf ■ ■ tr 


"— n —ar: 
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CHICAGO. 

.326 W. MADISON ST 




127 DUANE STREET 


NORTH & JUDD MANUFACTURING CO. 

NEW BRITAIN, CONNECTICUT 
WHOLESALE ONLY 

BRANCH ISXETST BRANCH 

SALES OFFICES . . SALES OFFICES 


608 VICTORIA BLDG. 


Even if the tongue should become spread, the spring 
cannot fall out . It is fastened securely at the bottom and 
held in position at the top. Extra thickness of metal at 
points exposed to wear gives "LOXPRING” Snaps extra 
life. 

A good way to speed up your turnover is to sell your 
customers what they want. After they have used 
"LOXPR1NG” Snaps they will never accept any other. 

There Is a “LOXPRING” Snap for 
Every Desirable Purpose 


NEW YORK. 


ST. LOUIS. 


m 




fiOumu 






_ 


^ INCREASED PROFITS FOR ^ 
WIDEAWAKE HARDWARE DEALERS 

LOXPiiNG HARNESS SNAPS 


[patented] 


One of T the many 

THE SPRING X IS LOCKED IN 
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TEASE MASK 

AMMUNITION 

WIMBLEDON CUP MATCH 

The historic Wimbledon Cup Match, the blue ribbon military long range 
rifle shooting event, was won by Lieut. Lewis A. Yancy, U. S. Navy, with 
Remington Palma 180 grain .30 caliber cartridges. Lieut. Yancy made a new 
record of 100 possible and one extra Bullseye. 

Capt. C. J. Van Amburg was third with 99 and Chamberlin, of Michigan, 
fifth with 99, both shooting Remington ammunition. 

OTHER EVENTS 

THE PRESIDENT’S MATCH 

Lieut. Michael Foddy, Thirteenth Cavalry, U. S. Army, won 
the President ’a Match and established a new record with Remington 
Palma 180 grain .30 caliber Springfield cartridges, scoring 296x300.' 

Lieut. Foddy hit the 4-inch spotter 19x20 shots at 600 yards. His 
mean vertical deviation was two inches. 

HERRICK TROPHY MATCH 

With a new record score of 1735 x 1800 for a team of eight men 
shooting 15 shots each at 800, 900 and 1000 yards, the Massachusetts 
CivUian Team won the Herrick Trophy, shooting Remington ammu¬ 
nition under Palma Match conditions. 

ADJUTANT GENERAL’S CUP MATCH 

John W. Hession, New York A. C., making a 100 possible score 
and 21 Bullseyes over—a new world’s record of 31 consecutive 
Bullseyes at 1000 yards—won the Adjutant General’s Cup with 
Remington Palma 180 grain .30 caliber Springfield cartridges. 

GOVERNOR’S CUP MATCH 

Capt. C. J. Van Amburg, scoring 149 x 150 with Remington 
Palma 180 grain .30 caliber cartridges, won the Governor’s Cup. 

CATROW CUP MATCH 

John W. Hession, New York A. C., won the Catrow Cup Match, 
making a perfect score of 105, and 14 extra Bullseyes, shooting 
Remington Palma 180 grain .30 caliber cartridges. 

ADJUTANTS' GENERAL MATCH 

Adjutant General Richard D. LaGarde, U. S. A., won the 
Adjutants’ General Match, shooting Remington ammunition, with 
a score of 93 x 100. 

For Best Results U$e 
Remington Ammunition 

REMINGTON ARMS COMPANY, INC. 

Successor to 

The Remington Arms Union Metallic Cartridge Co., Inc. 

Woolworth Building, New York City 
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This Attractive Counter Display 

now furnished with 

DOMES of SILENCE 


E ACH set of four is separately boxed. One-quarter gross sets to the display- 

DOMES of SILENCE when attached to furniture legs, save floors, rugs and 
furniture. They are made of case hardened steel and wear indefinitely. The counter 
display in your store will reap the benefits of extensive national advertising. 


Order From Your Jobber Today 

Special assortment “ F-2 ” consisting of one-quarter gross 
sets each of the following fast selling sizes: f", §", 


Henry W. Peabody & Co. 17 State Street, New York City 

Domes of Silence Division 
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Here are the jobbers wbo already have the NEW Domes of Silence display package in stock 


Lon Angrelea, Cal. 

California Hdwe. Co. 

Union Ildwe. & Metal Co. 

Henry 1*. Hoffman Whol. Hdwe. Co. 
No Sweat or Mar Mtg. t^o. 

Harper & Reynolds 
Southwest Hdwe. Co. 

San Frnnciaco, Cal. 

Dohrman Commercial Co. 

Dunham, Carrigau & Hayden Co. 
Sloss & Brittain 
Hulsc-Bradford Co. 

Baker, Hamilton & Pacific Co. 

D. N. & E. Walter & Co. 

The Heyman Weil Co. 
Sacramento, Cal. 

The Schaw-Batcher Co. 

Oakland, Cal. 

Maxwell Hdwe. Co. 

C. L. Greeno Co. 

A. Schlueter & Co. 

San I)1«ko, Cal. 

Whitney & Co. 

Denver, Colorado 
Geo. Triteh Hdwe. Co. 

Wm. Volker & Co. 

Rrldg:eport, Conn. 

The Bassick Co. 

Hartford, Conn. 

Clapp & Treat, Inc. 

The Tracy, Robinson & Williams Co. 
L. S. Knock & Co. 

New Haven, Conn. 

The John E. Bassett & Co. 

Bronson & Townsend Co. 

Cairo, Ill. 

Woodward Hdwe. Co. 

Chicago, IlllnolM 

Hibbard, Spencer, Bartlett & Co. 

Carson, Pirie, Scott & Co. 

Lussky, White & Coolidge, Inc. 
Marshall Field Co. 

S. A. Maxwell & Co. 

E. Silverman Sons 
Butler Bros. 

Rehm Ildwe. Co. 

Decatur, 111. 

Morehouse & Wells Co. 
Evanavllle, Indiana 
Clifford Hdwe. Co. 

IndianapollN, Ind. 

Van Camp Hdwe. & Iron Co. 

Rea Molnea, Iowa 
Brown-Camp Hdwe. Co. 

L. H. Kurtz & Co. 

Fort Dodgre, Iowa 
Prusia Hardware Co. 

Ottumwa, Iowa 
Haw- Hardware Co. 

Sioux City, Iowa 
Dymond-Simmons Hdwe. Co. 

Knapp & Spencer Co. 

AtchiMon, KnnMan 

Blish, Mize & Silliman Hdwe. Co. 

The Klostermeier Bros. 

Sallnn, Kanaaa 
Lee Hdwe. Co. 

Louiaville. Ky. 

Belknap Hdwe. & Mfg. Co. 

Otis Hidden & Co. 

New Orleana, La. 

United Hdwe. Co. 

A. Baldwin & Co., Ltd. 

Lewiaton, Maine 
Hall & Knight Hdwe. Co. 
Portland, Me. 

The Emery Waterhouse Co. 

Talbot. Brooks & Ayer 
Edwards & Walker Co. 

Raltimore, Md. 

Eastern Hdwe. & Supply Co. 

Meyer & Thalmeier 
American Wholesale Corp. 

Itoaton, Mnaa. 

W. T. Hight & Co. 

Burditt & Williams Co. 

Chandler & Farquhar Co. 

Decatur & Hopkins Co. 

Atlantic Coast Hdwe. Co. 

I. B. Hunter Co. 

Bigelow & Dowse Co. 

Cambridge, Mama. 

J. L. Hammett C<>. 

Fitchburg:, Maaa. 

Fitchburg Hdwe. Co. 

Plttalield, Maaa. 

Pierson Hdwe. Co. 

Sprlngrfleld, Maaa. 

Carlisle Hdwe. Co. 


Detroit, Mich. 

Buhl Sons Co. 

Standart Bros. Co., Ltd. 

Saginaw, Mich. 

Morlcy Bros. 

Grand Raplda, Mich. 

Foster, Stevens & Co. 

Michigan Hdwe. Co. 

Mlnneapolia, Minn. 

Butler Bros. 

Janticy, Semple, Hill & Co. 

Hall Hdwe. Co. 

Dulnth, Minn. 
Kelly-How-Thomson Co. 
Marshall-Wells Co. 

St. Paul, Minn. 

Adam Decker Hdwe. Co. 

Far well, Ozum, Kirk & Co. 
Hackctt Gates-11 urty Co. 

G. Sommers & Co. 

Kanana City, Mo. 

Townlev Metal Sc Hdwe. Co. 

S. A. Maxwell & Co. 

Bunting Hdw-e. Co. 

Richards & Conover Hdwe. Co. 
Abernathy Furniture Co. 

Wm. Volker & Co. 

St. Joaeph, Mo. 

Wyeth Hdwe. & Mfg. Co. 

St. Lonla, Mo. 

Butler Bros. 

Blackwell-Wielandy Book & 
Stationery Co. 

Ely & Walker Dry Goods Ur\ 
Southern Ildw-e. & Suj/plv C . 
Ruhelman-Lucas Hdwe. Co. 
Simmons Hdwe. Co. 

Gellcr, Ward & Hasner Ildwe. Co. 
Shapleigh Hdwe. Co. 

Witte Hdwe. Co. 

Lincoln, Xebraaka 
Picper Bros. 

Omaha, Neb. 

Wright & Wilhelmy Co. 

Keene, X. H. 

Spencer Hdwe. Co. 

Newark, N. J. 

Banister & Polard Co. 

John Giesinger & Co. 

Roy & Conover 
New York City 
Masback Hdwe. Co. 

Butler Bros. 

C. H. & E. S. Goldberg 
Hammacher, Schlemmer & Co. 

R. K. Carter Co. 

Chas. Cordts & Co., Inc. 

Hdwe. House of America 
E. Ullman & Sons, Inc. 

Mathews, Richardson & Co. 

W. L. Blumberg & Co. 

R. Christensen 

Benz, Intcrmann & Granett, Inc. 
Wm. Goldenblum & Co. 

Gould Mcrsereau Co. 

Chas. Kurzon & Co. 

Neal & Brinker Co. 

Sickcls-Loder Co. 

Chas. H. Pratt 
Chas. J. Smith & Co. 

C. A. Baynon 
Benjamin Gillespie Co. 

Neuss Ilesslein & Co.. Inc. 
Underhill, Clinch & Co. 
Rlnichamton, N. Y. 

Crocker & Odgen Co. 

Babcock, Hinds & Underwood 
llnfTalo, N. Y. 

H. D. Tavlor Co. 

Weed & Co. 

Buffalo Wholesale Hdwe. Co. 
Beals, McCarthy & Rogers 

Elmira, N. Y. 

Barker, Rose & Clinton Co. 
Ithaca, X. Y. 

Treman. King & Co. 

Kingston, N. Y. 

L. S. VVinne & Co. 

Plattfchurich, N. Y. 

M. P. Myers & Co., Inc. 
Rocheater, N, Y. 

Mathews & Boucher 
Schenectady, N. Y, 

Clark, Witbeck Co. 

Syrncnae, N. Y, 

Burhans & Black, Inc. 

Troy, N. Y. 

T. M. Warren & Cc. 

Utica, N. Y. 

Roberts Hdwe. Co. 


Watertown, N. Y. 

W. W. Conde Hdwe. Co. 

Canton, Ohio 
Canton Hdwe. Co. 

Chlllleothe, Ohio 
Spetnagel Hdwe. Co. 

Cincinnati, Ohio 

The Kruse & Bahlmann Hdwe. Co. 

The Kruse Hdwe. Cu. 

Cleveland, Ohio 
The W. Bingham Co. 

The Luetkcmeyer Co. 

The Wm. Edwards Co. 

The Geo. Worthington Co. 
Columbua, Ohio 
Smith Bros. Hdwe. Co. 

Columbus Uphol. Supply Co. 

Toledo, Ohio 

The Bostwick Braum Co. 

Marietta, Ohio 
The Union Hdwe. Co. 

Portland, Oregon 
Marshall Wells Co. 

The Iloneyman Hdwe. Co. 

F. S. Harmon & Co. 

Allentown, Pn. 

C. Y. Schelly & Bro. 

Erie, Pn. 

Palace Hdwe. Co. 

Huntingdon, Pa. 

C. H. Miller Hdwe. Co. 
Lancaater, Pa. 

Herr & Co. 

Reilly Bros. & Raub 
Philadelphia, Pa. 

Dunn & Eldridge Co. 

Supplee, Biddle Hdwe. Co. 

W. H. & G. W. Allen 
J. Jacob Shannon & Co. 
Pittaburfgh, Pa. 

James C. Lindsay Hdwe. Co. 

Fort Pitt Hdwe. Co. 

Logan Gregg Hdwe. Co. 

The Hukill-Hunter Co. 

S. A. Maxwell & Co. 

Steiner & Voegtly Hdwe. Co. 
Joseph Wood well Hdwe. Co. 

J. A. Williams & Co. 

Reading:, Pa. 

Bard Hdwe. Co. 

Stichter Hdwe. Co. 

Scranton, Pa. 

Weeks Hdwe. Co. 

Providence, R. I. 

Belcher & Loomis Hdwe. Co. 
Dalian, Texas 
Butler Bros. 

Huey & Philip Hdwe. Co. 

Laredo, Texan 
A. Deutz & Bro. 

El Paao, Texan 

Krakauer, Zork, Moyes, Sues, Inc. 
San Antonio, Texan 
Geo. Potchernick 
Heusinger Hdwe. Co. 

Salt Lake City, Utah 
Strevell Paterson Hdwe. Co. 

The Salt Lake Hardware Co. 

Zion Co-operative Mercantile Inst. 
Richmond, Va. 

Virginia Carolina Hdwe. Co. 
Tacoma, Wanh. 

F. S. Harmon & Co. 
Belllngrham, Waah. 

Morse Hdwe. Co. 

Seattle, Waah. 

Spelger & Hurlburt, Inc. 

Schram & Ware, Inc. 

F. S. Harmon & Co. 

Seattle Hdwe. Co. 

Rhodes Bros. Co. 

Whiton Hdwe. Co. 

Spokane, Waah. 

F. S. Harmon & Co. 
Jensen-King-Byrd Co. 

Hniter Hawe. Co. 

Everett, Wanh. 

Pacific Hdwe. Co., Inc. 
Waahlngrton, D. C. 

Barber & Ross 
Parkeraburg:, Went Va. 

W. H. Smith Hdwe. Co. 
Milwaukee, Win. 

Wm. Frankfurth Hdwe. Co. 

John Pritzlaff Hdwe. Co. 

Green Day, W r la. 

Morley, Murphy Hdwe. Co. 
LaCroaae, Win. 

V. Tausche Hdwe. Co. 


Henry W. Peabody & Co. 17 State St, New York City 
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“Yes—it’s Tape-Marked Columbian 
Pure Manila Rope” 

“See this Tape with the red, white and blue colors bearing the name 
and trade mark of the Columbian Rope Company, which I have pulled out of 
this strand and untwisted. This Tape-Marker is imbedded in that strand for 
the entire length of the rope and is an absolute guarantee that the Columbian 
Rope Company stands behind its Tape-Marked Rope as regards durability, 
strength, quality of fibre and workmanship. 

It’s easy to sell this superior rope when the broad guarantee of the 
manufacturer is backed up by this red, white 

and blue marker and signature in every foot ~7— 

of it. Each customer benefits by that guar- 
antee whether he buys ten feet or ten coils of 

this Columbian Cordage.” ImEf | if.X3 


COLUMBIAN ROPE COMPANY 

V AUBURN, N. Y. ‘‘The Cordage City ” 


Branches: 


New York 
Baltimore 


Chicago 

Houston 


Boston 
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“Will he come back again?” 

That's the big question that every 
thinking dealer should ask when his 
customer takes his purchase under 

his arm and goes toward the door. 
The amount of one sale may be small, 
but the profit one customer may 
bring into your store throughout the 

years is what really counts in build¬ 
ing your business. 
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Every time you include extra satisfac¬ 
tion in the package of goods you sell 
a customer, you have wrapped up the 
seed of repeat sales that will grow into 
a larger business. 

Star Saws in the famous green box have 
been the standard hack saws in the 
hardware and supply trades for 37 
years because no other saw begins to 
give the same results in cutting all 
kinds of metal under all kinds of condi¬ 
tions. 

For years Star Blades have been as 
staple in the trade as sugar in a grocery 
store. They are the kind of business 
builders on which wise dealers always 
standardize. 

Star Hack Saws are now sold by Clem- 
son Bros., Inc., Middletown, N. Y., who 


have made these famous saws since the 
beginning in 1883. This new policy of 
selling our own product enables us to 
give both trade and consumer a more 
direct and effective service than ever 
before. We stand behind our product 
to help you in every way to make it 
profitable. 

Our large national advertising on Star 
Hack Saws, which has been making 
these saws more than ever the largest 
selling blades, will be continued on a 
larger, broader scale than ever the com¬ 
ing year. 

When ordering through jobbers, be sure 
to specify “Star” and accept no substi¬ 
tutes. Send any inquiries or direct 
orders to our factory address and they 
will have every attention. 



CLEMSON BROS. Inc 

MIDDLETOWN. NY. 


SAW BLADE5 
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This Jams the Door Snug to 
the Door Jambs 


IT’S THE BALDWIN REFRIGERATOR LOCK 
“BALDWIN” PATENT AND DESIGN 


It’s the best Refrigerator Fastener made—squeezes the door 
tight to the refrigerator, and in combination with the rubber inser¬ 
tion which we put around “Baldwin doors,” makes an absolutely 
tight joint. 


Photograph shows the plain polished Nickel style, used on our 
“Snow White” Opalite Glass and “Sanitas” Porcelain lined and 
some other styles. 




Stock carried by Heyman-Weil Oo. San Francisco, California 


Made in Roman Gold 
finish, ornamental design 
for the more moderate 
priced goods. 

This Lock is different 
and better than other mak¬ 
ers use. It’s a practical 
feature of excellent merit 
and helps save the ice. 


Jam Your Order 
in Now 


Baldwin Refrigerator Company 

Burlington, Vermont 
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Take Mops— -for instance 


There are more mops used in your district than 

you would believe unless you stopped to figure it out—or 
unless you are already carrying Masco MofiS and know the demand. 

A MASCO MOP 

FOR EVERY USE 

For the Office Building, Hotel, Club and Hospital 

DANDY, STAR, DAISY, MASCO, THREAD 

For Steamships and Yachts 

LILY, LOTUS, LUNA, THREAD 

For the House-keeper 

LILY, THREAD, EUREKA, MASCO, STAR, DAISY 

For Factories, Mills and Railroads 

DANDY, DAISY, EUREKA, STAR 

YOUR MASCO MOP CUSTOMERS 

Managers of Office Buildings, Hotels and Clnbs, Hospitals, Public 
Buildings, Factories and Mills, Railroads, Steamships. 

Owners of Yachts, Motor Boats. Apartment Owners. Honse holders 


vners ox xacnts, motor .Boats. Apartment uwners. noose noiu 

It pays well to carry Masco Products 




Massasoit Manufacturing Company 

FALL RIVER MASS. 

Manufacturers of Masco Products 



f MASCO 1 
r PRODUCTS 


Other Masco Products 

MACHINED COTTON WASTE, MASCO MOTOR WASTE, POLISHING AND CLEANING CLOTHS, DISH AND 
TOILET MOPS, CAULKING COTTON, COTTON WICKING, BLEACHED AND PREPARED COTTON 
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Why dealers who demonstrate 

make the biggest sales 

Live merchants everywhere find that 
it pays to (< show how it works 


A utoStrop Mason soil thomsolvos whom 
tho talisman domonstratos thorn. 
Show tho customor how tho binds opons 
for dooming liho tho loaf of a booh. 

To doom, simply rinso and dry. No 
ports to mnscrow — nothing to toko 
opart and roossomblo. Tho soms lovor 
that roloosos tho blodo adjusts it for 
closo, modinm or light shoving. 


W ITH the average man 
seeing is believing. 
Five minutes of 
“seeing how it works” will 
do more to convince him than 
hours of carefully prepared selling 
talk. Just let him once try out the 
article and test it for himself and 
the chances are ten to one he will 
buy it. 

Big profits are coming to 
hundreds of dealers who realize 
that the best way to sell an 
AutoStrop Razor is to demonstrate 
it—to show the customer how it 
works, and to let him try it for 
himself. When the prospect sees 
how easy it is to strop, how it can 
be cleaned and dried, all without 
taking apart or removing the 
blade, how a touch of the thumb 
adjusts it for a close, medium or 
light shave, the sale is made. 

There is no good reason why 
your razor showcase should not 
become one of the most important 
and profitable in your whole store. 
When well demonstrated, the 
AutoStrop Razor practically cells 
itself. 


yy 


What demonstration has done 
for others 

One dealer in New Jersey has 
thought of a novel way to get 
customers t o demonstrate for 
themselves. To anyone who can 
make the mechanism of the 
AutoStrop Razor cut or injure the 
strop while restoring the edge, he 
offers an AutoStrop Razor free. 
Due to this scheme his store has 
become known for miles around as 
* * Razor Headquarters. * 1 

A dealer in a small Iowa town 
gives his customers a chance to 
try the AutoStrop Razor for 
themselves, and finds there is 
nothing like a demonstration to 
increase sales. For the past 
two years he has averaged 
more than $3,000 a year—selling 
AutoStrop Razors. 

And so it goes—everywhere men 
who own 3 and 4 kinds of razors 
are being appealed to by the 
AutoStrop Razor guarantee of at 
least 500 cool, smooth shaves from 
each twelve blades. 
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How successful dealers 
handle a demonstration 


6 2 0 newspapers are 
carrying the story of the 
AutoStrop Razor to every 
locality in the United 
States. 

Special advertising, the 
most effective we have 
ever run, will reach a 
total of 25,000,000 live, 
up-to-the-minute 
newspaper readers. The 
selling appeal in these 
advertisements has been 
tested and proved. In 
1919 this same kind of 
advertising trebled the 
business. 

A magazine audience of 
another 20,000,000 

44 big advertisements, 
some of them two-page 
ads, every one tested, are 
running in such big 
national magazines as 
Literary Digest, Collier ’s, 
American Magazine, The 
Red Book, 'Cosmopolitan. 
Life, and the American 
Legion Weekly — all 
men’s magazines of big 
pulling power. 

There never was an 
AutoStrop campaign so 
comprehensive as this. 
We are pushing right 
ahead—will you be with 

us j 


These dealers who are 
making a success of their 
razor business do not, of 
course, wait for the customer 
to ask for help. 


is urged to handle and try 
out the razor for himself. 

These are practical 
business-building ideas that 
have proved their worth with 
other dealers. They will help 
a lot toward making your 
store stand out in the 
community — toward giving 
it a personality that will 
attract customers and hold 
them. 

Dealers : Write for our 
merchandising plan and 
other dealer helps. We can 
help you to duplicate the 
success you have just read 
about. 

AUTOSTROP SAFETY 
RAZOR CO. 

New York Toronto London 
Paris 


No matter what a man 
comes into the store to buy, 
the talk is led around to 
shaving economy and the 
AutoStrop Razor—then for 
a real demonstration. The 
customer is shown how it 
takes only 10 seconds to 
renew the keen, fine edge of 
the AutoStrop razor blade— 
how it can be rinsed and 
dried in less than half a 
minute—how easy it is to 
insert a blade when a new one 
is finally necessary. Then he 


On razor*, strops, blades, etc., 
hereafter manufactured by us we 
shall apply the trade mark" Valet * * 
in addition to the trade mark 
“AutoStrop as an additional 
indication that they are the genuine 
products of the AutoStrop Safety 
Razor Co.. Sew York 


/lutoStrop Razor sk 










DIETZ 

“EUREKA" 

PARKING LAMP 

(FOB KEROSENE) 


SAVES BATTERIES 


Also Known u 1 ‘Eureka’ ’ Driving 
Lantern for Horae Drawn Vehicles 



R. E. DIETZ COMPANY 

NEW YORK 

Largest Makers of Lanterns in the World. Founded 1840 
Your Jobber Stocks DIETZ Lanterns 
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OTWITHSTANDING our 
announcement of July 
first that we had discon¬ 
tinued, for the present, the 
manufacturing of twelve of our 
less prominent brands, our ad¬ 
vance orders from Jobbers, for 
the season of 1921, specify for 
a larger number of- Mowers than 
we were able to produce in the 
the past season. 

We hope to make better 
deliveries, but are unable to 
guarantee anything except the 
‘Quality” of our product 
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Irvcubaior 

That's Why It's Easy To Sell 

Queen. Incubator Co., lincolrv,Nebr. 
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Which Way Do You Handle Nails? 


M ANY a Hardware man has his hands all 
“Scratched up” getting nails out of a 
keg—others have grown tired chasing 
to a bin and using a nail claw—wasting their 
own time and keeping customers waiting. 

The quickest and easiest way to sell nails is 
with a scoop and an “ECLIPSE” Sectional 
Revolving Ball Bearing Nail Bin which is 
Used by More Than 9,000 Stores 
The “ECLIPSE” is built with individual 
revolving sections. Each section works inde¬ 


pendently of the others and revolves upon ball 
bearings. The slightest touch will turn any 
section, even when loaded to full capacity. 

This strong all steel fixture holds from 15 
to 25 kegs of nails (according to size), and oc¬ 
cupies only 4 feet diameter floor space. 

Each compartment holds better than a keg 
of nails, and saves both time and nails in wait¬ 
ing on customers. 

The “ECLIPSE” is also a fixture that you 
will be proud to have in your store. 


Western Branch Offices, LE'ROY SMITH, 112 Market Street, San Francisco, Cal. 

Shipments made direct to you upon receipt of order from your Wholesalers and full and complete 

description sent upon application. 


‘HE WELLSTON MEG. CO 


WELLSTON, OHIO. 
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faster 



PACIFIC COAST REPRESENTATIVES 

CHAS. A. DOWD SALES COMPANY, 320 Market St., San Francisco, Calif. 


Evansville 


Indiana 



Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 
leading line of these goods. 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog *'G” 



Full Size Plate 2-8 


Move the FAULTLESS Way’ 
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Examples of Hercules Powder 
Co. advertising now appearing 
in farm papers in every part of 
the United States. 

Our advertising is helping our 
dealers to sell millions qf pounds 
ofHercules Dynamite every year. 


Sell 

HERCULES 

DYNAMITE 

The American Farmer is buy¬ 
ing dynamite. 

Through articles in farm publications— 
advertising such as that reproduced here 
—demonstrations given by the Hercules 
Powder Co.’s Service Men, and through 
theirown experience, farmers have learned 
that they must use explosives to work their 
land to its fullest capacity. 

The demand is created. Are you ready to 
supply the explosives? 

Write the Hercules Powder Co. for in¬ 
formation regarding the storing and hand¬ 
ling of explosives. We can help you in 
many ways to increase your profits bj 
selling Hercules Dynamite. 

HERCULES POWDER CO. 


1043 Orange Street 


Wilmington 


Delaware 
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ONE PIECE 
COLD HANDLE 


THEY BUILD 
UP YOUR 
TRADE AND 
SATISFYYOUR 
CUSTOMERS 


INSIST ON THE 
“GENUINE” 
ACME 


SOLD BY ALL 
FIRST - CLASS 
JOBBERS 
THROUGHOUT 
THE WEST 


Pacific Coast 
Representatives 

Wm. P. Horn Co 

Rialto Bldg. 
San Francisco 

Portland 
Los Angeles 
Seattle 


NEW YORK STAMPING COMPANY 

Brooklyn, New York 
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THE IRON THAT DOES NOT 
COME BACK FOB REPAIRS 

The hardware dealer builds his reputation 
on the efficiency of the goods he handles. 
In electric irons he wants a product on which 
there are no complaints. This is the record 
of the Domestic, from the enthusiastic letters 
received from dealers the country over. Here 
is one: 

Tucson, Arii., Aug. 13, 1020. 

We have sold a good many Domestic Electric 
Irons and have never yet received a complaint of 
any kind. In finish they are not excelled by any 
iron on the market; they make a neat appearance, 
are well shaped, and are very reasonable in price. 

W. J. CORBETT HARDWARE CO. 

This is the iron for you to stock—start with 
a trial order of six or a dozen—get them 
from your jobber or from us. 



The Reputation of the Chicago Flexible Shaft Company is Back of 
the Domestic Iron — Your Sales Easy, Profitable, Satisfactory 



In the car 
while driving— 
Keeps the pas¬ 
sengers warm. 


Under the 
hood while 
s t a n ding— 
Keeps the en¬ 
gine warm. 



THE DOUBLE USE OF THE CLARK HEATER MAKES 
LARGER SELLING OPPORTUNITY 


The efficiency and economy of the Clark 
Heater for comfort in cold weather driv¬ 
ing is well known. The autoist will find 
additional service in the elimination of 
cold weather starting troubles. Take 
heater from car and place under the hood 
on opposite side of engine from carbure¬ 


tor, when car is standing in garage or 
street. No waste of oil or gas in “warm¬ 
ing up.” 

Increase your sales on heaters this season 
by telling your customers about this addi¬ 
tional use. Order now from your jobber, 
and be ready for the first cold days. 


CHICAGO FLEXIBLE SHAFT COMPANY 

5004 Rooaevolt Road, Chicago, PI. 
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Announcement 

W E take pleasure in announcing that The HOFFMAN 
HARDWARE CO., Los Angeles, California, will distribute 
MONARCH REFRIGERATORS in Southern California and 
Arizona, effective at once. 

We wish to thank the dealers who have handled our Refrigerators 
in the past and solicit for The Hoffman Hardware Co. their future 
orders. 

The Hoffman Hardware Company is prepared to fill orders for 
Monarch Refrigerators at the present time. It will be our aim 
in the future as in the past to see that dealers are provided with 
Monarch Refrigerators from the large stocks in Los Angeles and 
San Francisco. 

The Monarch Refrigerator Works, Burlington, Vt 


THE HOFFMAN HARDWARE CO. 
Los Angeles 


SLOSS & BRITTAIN 
San Francisco 
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This clerk makes no mistakes 
in adding the items of a sale 


She records the price of each article 
on the new kind of National Cash 
Register. The register does the add¬ 
ing. The total always is correct. 

No mental addition, and no mis¬ 
takes. 

The register also does many other 
important things for merchants, 
clerks, and customers. 

Every merchant should know 
about this new cash register. 

Let our branch manager explain it 
to you. 


New National Cash Register 

that many merchants have 
Men looking for 
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1920 


“MODEL” ROASTERS 

THE ROASTER OF SATISFACTION 


Seamless 

Sanitary 

Self-Basting 

Self-Browning 

Satisfactory 


No Basting Ovor Hot Ovon 



Best Shape and 
Construction 
For Efficiency 


OVAL IN SHAPE 
(AMPLE 
CAPACITY) 



HAS HOT AIR 
JACKET 

(Prevents Burning) 

CLOSE FITTING • 
HANDLES 
(Economy of Space) 



BIm Glazed Bmamel 



TRADE MARK 

Fish Backs ean ba fur¬ 
nished for use with the 
router, but are not in¬ 
cluded unless ordered 
extra. 

TWO SIZES 

Small Bolds 
10 Lb. Bound Bout 
8 Lb. Bib Bout 
8 Lb. Leg of Lamb 
1 10 Lb. Turkey or 
3 4 Lb. Ohiekens 

Large Holds 

18 Lb. Bound Bout 
14 Lb. Bib Boast 
15 Lb. Leg of Lamb 
1 16 Lb. Turkey or 
8 4 Lb. Ohiekens 
Small 10% • in. x 15% *in. 

including Handles 17 in. 
Large 11%-in. x 17%-in. 
including Handles 10 %* 


Gray Mottled Enamel 


Represented in California 
by 

BARRETT & ROBS 

Rialto Bldg., Room 329 
New Montgomery and 
Mission Streets 
San Francisco, Cal. 

In the State of Texas 

by 

CHAR. A. SCHMIDT, Jr. 
San Antonio, Texas 



Represented in the States 
of Washington, Montana, 
Idaho, Oregon, Colorado 
and Utah by 
FRED A. LEB 
1620 Thirteenth Avenue 
Seattle, Wash. 


One Size 12% in. x 18% in., including Handles 20% in. 

Two Finishes—Polished Sheet Steel and Blue Glazed Enamel. 


THE CENTRAL STAMPING COMPANY 


- NEW YORK 
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UNIVERSAL 
f lecrric Iron 
No. E905 


l 3he Trade Marjj kno\tin in Every Home 


The Servant Problem 
Its UNIVERSAL Solution 


LANDERS, FRARY & CLARK 


NEW BRITAIN, CONN. 


I N they come, out they go, wagging their 
wails behind them. Bridget succeeds 
Hilda, Hilda succeeds Susie, Susie suc¬ 
ceeds Dinah—and none succeed in staying 
on the job. About the time the housewife 
finds a jewel of a maid she acquires appen¬ 
dicitis or a husband, and neither will allow 
her to work any more. 


Maids are hard to get, hard to keep but 
easy to do without when the house is equip¬ 
ped with “Universal” Appliances. The 
problems of washing, ironing, cleaning and 
cooking are met with the “Universal” 
solution. 


Within easy reach of every Universal dealer 
are many women who are ready to put money 
into Universal Home Needs which they can 
keep, rather than to pay wages to maids who 
leave. “Universalize” your store. Let it 
be the furnisher of “The Universalized 
Home.” Don’t be satisfied to sell something, 
but sell everything “Universal.” It will 
pay—and pay big. 
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Profit 

Without 

Effort 


wonderful little Big Profit maker 


O NE chain of stores in the country sells over 25,000 packages of 
Mendets A WEEK. A score of other concerns sell from 500 
to 5000 weekly. Wherever there are pans and kettles, Mendets are 
needed for both convenience and economy. That’s why this patented 
patch sells so speedily and in such big volume. 

They go on with a twist; require no heat, solder, cement, or rivet; 
and stay water-tight. Mendets save millions of dollars annually for 
prudent housewives. 

Mendets instantly mend granite- 
ware, aluminum, iron, and tin; fit 
any angle; stand extreme heat; also 
mend leaks in all rubber goods. 

Sell Mendets, 10c and 25c Packages 

The Silent Salesman cabinet on your 
counter does the selling. The slogan, 

“Don't throw it away, mend it with 
Mendets" is being advertised to millions 
of people every week. Order by name, 

Mendets. 




Ask your jobber —write us for details 

COLLETTE MFC. CO., Amsterdam, N.Y. 


Over 

Half Million 
Sold 

Every Week 


a PATENT PATCH 
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80 per cent of the leading Hardware Jobbers 
carry PYREX. 

They admit PYREX is a profitable line. 

It’s an all-year-round seller, and always attracts 
the eye of the housekeeper. 

A display of PYREX is all that is needed to sell it. 

PYREX 

Transparent Oven Dishes 

Are all-year-round sellers 

PYREX is nationally advertised. 

PYREX is guaranteed. 

The leading manufacturers of metal mountings have 
adopted PYREX for their standard insets. 

Jobbers handling housewares have complete stocks 
of PYREX. 

Genuine PYREX is guaranteed by the name stamped 
in every piece. 

A booklet “How to Sell More” will be posted to 
buyers and salespeople, free on request. 


Pyrex Sales Division 

CORNING GLASSWORKS 

World's Largest Makers of Technical Glass 
555 Tioga Avenue, Corning, N. 7. 


’(pyrex) 

\ AtRAMSW&ENT/; j 
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The Ingenius Yankee Still Works 


His Newest Is 

Saturn Stationary 
Can Opener 

DISCARD THE TNT; LAY AWAY THE 
HATCHET; NEVER MIND A HELPER. Just 
set a can under the knife and turn it around as 
you work the pump handle, and there it is, all 
done. Opens any ordinary size can; smallest or 
largest; square or round. A child can operate; 
no more bloody fingers and no more strong lan¬ 
guage. Just look at it and judge for yourself 
whether every home, restaurant, hotel, club, camp, 
etc., will buy it on sight. Nothing has been 
longer demanded. 

Shipments October 25th. 



OPENS CANS OF ANY SIZE OR SHAPE 


TABLE 



WESTERN SALES REPRESENTATIVES 

Oilier Ooz, Postal Tolag’h Bldg- San Francisco, CaL 
Sands * Ooz, San Fernando Bldg., Los Angeles, CaL 
Strlmple k Ooz, L. O. Smith Bldg., Seattle, Wash. 
Jones k Ooz, Newhonse Bldg., Salt Lake City, Utah. 
Turnbull k Ooz, Inter State Trust Bldg., Denver, Ool. 
Strlmple k Ooz, Oorbett Bldg., Portland, Oregon 


Ladd All-Steel Beaters 


3 Sizes—For All 
Requirements 

Candidly, we don’t know 
of a single dealer who ever 
sold these Beaters during 
their 8 years of life who 
does not declare them the 
MOST PERFECT EVER 
PRODUCED. They are 
made for SUPERIOR trade; 
MUST BE SUPERIOR 
GOODS, thus we are obliged 
to make them of ALL- 
STEEL. First COPPER- 
PLATED, then NICKEL- 
PLATED ; a fine attractive 
finish every woman ap¬ 
proves, and buying, finds 
construction and operation 
a revelation to her in re¬ 
sults produced. 

NOT IN 10c STORES. 

JOBBERS the world over 
and US. 



LADD 

Mixer-Ohnrna 



UNITED ROYALTIES CORPORATION 

1133 BROADWAY. NEW YORK 
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'Home! 


s 


NQUIRY at your home tonight will disclose that your 
Bissell Carpet Sweeper is in daily use and considered a 
necessity, no matter what other cleaning devices you may 
have for periodic use. Other homes find the sweeper just as 
needful. The Carpet Sweeper has maintained this position of 
indispensability through fourteen years of vacuum sweeper 
enthusiasm and disappointments. And of all home utilities, 
the Bissell Carpet Sweeper is perhaps the least “mechanical”, 
the most automatic in action and service and entails the least 
trouble chasing. 


Uloral—Order IJour Fall Requirements Early 


BisselTs New Lightweight Vacuum Sweepers (with suction 
power greater than some electrics) furnish efficient cleaning 
for those homes not wired for electricity or who count the 
cost You probably have many such customers. Remember 
there are no motor or other intricate parts to cause annoying 
complaints. They are really easy running. They are a satis¬ 
factory article to sell. 


Bissell Carpet Sweeper Co. 

Oldest and Largest Sweeper Makers 

Yoric (2$ Wanes SO GRAND RAPIDS, MICH. Niacmrm Falla, Ont. (Factor 
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The Man as a Purchaser 
of Silverware 

Pew men are good at remembering anniversaries or at 
knowing what to give, even while they are anxious to 
ffive something and have that something right. But if 
they know that the wife, or mother, or daughter is gradu¬ 
ally acquiring a silver service—flatware and hollowware 
all in the same pattern—the question of what to give is 
solved—not for one anniversary but for several in sue- 
cession. 

The man who becomes a regular customer is worth culti¬ 
vating. 

INTERNATIONAL SILVER COMPANY 

Meriden, Conn. 

Pacific Coast Warerooms, 150 Post St., San Francisco, Calif. 

The Famllp Plate for Seventy Yean. 

1847 ROGERS BROS. 

SILVE R WARE 




‘Cromwell" 

Pattern 
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The cleaner that 
sells itself 



The BEE-VAC 

Electric Vacuum Cleaner 
Retails at $42 

and shows a fine profit for the dealer. 

There is no better cleaner made at 
any price. 

GREATER SUCTION THAN 
OTHERS 

GEAR DRIVEN BRUSH 
REVERSE REVOLVING 

Perfect balance of machine and won¬ 
derfully light weight. Makes it easiest 
of all to handle. 

Drop us a line about it and get more 
detailed information. 

H.cJ.Gvte &Go. 

t ============= 

PACIFIC COAST 
FACTORY REPRESENTATIVES 

150 Post Si. Sa^n Francisco 

Cali f'ofini la. 
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Stove and Cordwood Is High 

Coal Is Scarce 


Good Time to Sell Wood-Sawing Outfits 



Challenge Wood Sawing Outfit 


The best tilting table frame ever put on the market. 

Its biggest feature—the fly wheel is below the mandrel on a separate 
shaft, which permits of cordwood or poles being cut any desired length. 

Weight, 400 lbs.; pulley, 6x6; speed, 1500 R. P. M. 

Have in stock—Steel Frame Sliding Table and Wood Frame Tilting 
Table Outfits and Portable Sawing Rigs mounted on Steel Trucks, operated 
by Gasoline or Kerosene Engines. 

ALSO PERFECTION PORTABLE DRAG SAWS WITH 4 H. P. 
GASOLINE ENGINE. 

Complete Stock of Crosscut Saw Blades in Stock 

WHITE FOB F UR TH ER INFORMATION AND PRICES 


Baker, Hamilton & Pacific Company 

SAN FRANCISCO, CAL. 
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“Everything for Blasting 

Branch Offices: Denver, Portland, Salt 
Lake City, Seattle, Spokane 


EX PLOSIVE S 

m— /It LV/^/f r m— 


Digitized by V joogie 


The proper use of 

proper explosives 


Giant Explosives save time, money and 
labor in blasting because they are made 
especially to suit Western requirements. 


As the Giant Line includes all strengths 
and grades of explosives, you will have no 
difficulty in supplying exactly the right 
explosive for your customers’ purposes. 


The extra care and skill employed in man¬ 
ufacturing Giant Explosives are your 
guarantee of their strength, stability and 
uniformity. 


It's good business to handle Giant Ex¬ 
plosives. You are not required to tie up 
any capital. The demand for Giant brands 
is already established. We ship promptly 
from our nearest magazine. We have a 
well organized Dealers’ Help Service that 
cooperates to increase business for Giant 
dealers. Write TODAY. 


THE GIANT POWDER CO., Con. 

SAN FRANCISCO 
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ELECTRICAL SUPPLIES 

Constru&ionTools, Heating Devices, Etc. 

This Department has been kept up-to-date by many new lines and 
carries the most complete line of Electrical Apparatus and Supplies, Con¬ 
struction Material, Wire, Cable, Etc., of any hardware jobbing house in 
the United States. 

It also includes many articles of Standard Equipment for the Auto¬ 
mobile Trade. 



Ia#3sv..l 







^ full line of these goods with illustrations, 
™ xjw descriptions and prices will be found by re- 

/ _Steam ferring to our general catalog No. 66, pages 

1100 to 1418. 

WHOLESALE DISTRIBUTORS 

DUNHAM, CARRIGAN & HAYDEN CO. 

SAN FRANCISCO, CALIFORNIA, U. S. A. by CiOO£ le 
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The EASY 


'KCiLE fU 


ADJUSTABLE TAr WPENCh AmTH EACH r .E T 


OLTS 


FIREARMS 


I W A COLT Automatic Pistol or Colt 
* - \ Revolver the only reason 
v strong enough to convince this 

y intruder that it does not pay to break 

the law. 

You are aiding in the good work of 
maintaining law and order every time 
you essential home protection—a 

Colt Automatic Pistol or a Colt 
sehold could meet unlawful in- Revolver, 

the authority of a Colt Auto- Every householder is entitled to the 

or Colt Revolver, there would be ®‘ protection that he can buy, and 

uch heard about midnight bur- ^ be^t * C ° y °" 816 gmng hm 

Manufacturers of lUuetrated printmd matter mailed free on requeai 

rowning) Automatic ' , M«hin.*Gun P . i,t ° U COLT'S PATENT FIRE ARMS MFC. CO. 

rowning) Automatic Machine Riflea Hartford, Conn. 

PHIL. B. BEKEABT COMPANY, Pacific Coast Representative, San Francisco, CaL 


No. 50. Cham¬ 
pion One-Fire 
Variable Speed 
Electric Black¬ 
smith Blower. 


No. 401. Rivet Forge 


SALl 

SLAKING 


Screw Plates In Four Styles, Cutting up to 1 y 2 " 
CHAMPION TOOLS, Built for Service 

CARRIED IN STOCK AND DISTRIBUTED 
BY ALL THE LEADING JOBBERS 
Write for Our 350 Page Catalog 

CHAMPION BLOWER & FORGE CO. 

Lancaster, Pa., U. S. A. 
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i*" TOa" THICK 


STOCK 


LIGHTER 

[Width 
vi Length 


PHOENIX 


HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 


BEST IN THE WORLD 

Phoenix IRiom art Ktpt In Stock by tho Following Houses 


Boise, Idaho.Northrop Hardware Oo. 

Butte, Montana.Montana Hardware Oo. 

Fresno, California.Inland Iron Oo. 

Hamilton, Montana-The Valley Mercantile Oo. 

Loo Angeles, Calif.— 

W. T. McFle Supply Company 
Percival Iron Company 
Waterhouse ft Lester Company 

Ogden, Utah.Geo. A. Lowe Company 

Portland, Oregon— 

Northwestern Hardware A Steel Oo. 

J. E. Haseltlne Company 


Pocatello, Idaho. .Salt Lake Hardware Company 

Sacramento, Calif.Schaw-Batcher Company 

San Francisco, Calif.— 

Baker, Hamilton A Pacific Company 
Scovel Iron Store Oompany 
Spotswood-Helfor Oompany 
Taylor-Spotswood Hardware Company 
Waterhouse A Lester Company 
Salt Lake Oity, Utah... .Salt Lake Hardware 0* 

Seattle, Washington.Gray Brettas 

Spokane, Washington. .HoUey-Maeon Hdwe. Os. 
Tacoma, Washington.West Coast Wagon Oe. 


MANUFACTURED BY 


PHOENIX HORSE SHOE CO. 

Largest Horae Shoe Manufacturers in the World 

ROLLING MILLS AND FACTORIES JOLIET, ILL, POUGHKEEPSIE, NEW TOBK 


HARDWARE WORLD 


WCdD.TO f 

MANUFACTURERS OF 

Plates ( Blue Annealed ^Sheets 


PRODUCTS 
Washed Metal 
Basic and Besse¬ 
mer Pig Iron 
Low Phosphorus 
Pig Iron 

Forging and Re- 
Rolling Billets 
Slabs, Sheet and 
Tin Bar 

Blue Annealed, 
Black and Gal¬ 
vanized Sheets 
Formed Roofing 
and Siding 
Single and Double 
Pickled Sheets 
Furniture, Auto¬ 
mobile and Deep 
Drawing Stock, 
Etc. 


General Offices 
YOUNGSTOWN, OHIO 

DISTRICT OFFICES 
New York, Chicago, Philadelphia 
Cleveland, Kansas City, Lynd 
burg, Pittsburgh, New Orton 
Salt Lake City, San Franeiae 
San Antonio. 

EXPORT AGENTS 
Consolidated Steel Corporate 
New York City 
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SELF-DRAINING 

"•^FEATURE 


X TUB WASHER 


E 24 VACUUM DASHER. 




MFG. CO. 


Ill Iowa, U.S.A. 


Digitized by 


Google 


Wm\ 





























bss o’clock, 
am sho’ 
nine o’clock 















t U 

■■•gsjS 











mm 


ilpll tei 




\ - 


x W (frkt 








— 


SdK i.jj 


“Me an' dis VOSS Washer 
am some Laundry.” 


Voss Triple Tub Washer 


j 

\ 


I 


A housekeeper’s vision of efficiency realized. Not merely a Washer, but a com¬ 
plete laundry in itself. 

No tubs to lift. It is self-draining. All three tubs drain into a common drain pipe 
under the Machine. Supplied in either vacuum or peg dasher for either gasoline power 
or electric power. VOSS BROS. MFG. CO., 

Davenport, Iowa. 


MAIL 

this 

COUPON 

for our new 
PRACTI¬ 
CAL IN¬ 
FORMA¬ 
TION 
BOOKLET 
and our 
beautifully 
colored 46- 
page cata¬ 
logue. 


'—>(■ ■ 


VOSS BROS. MANUFACTURING CO. 


Gentlemen: 


DAVENPORT, IOWA 

(Check one of the squares) 


Name. 

Street . 

City..State. 

ED Send the writer descriptive literature on Voss Washers. 
□ Have your salesman call on us. 


I I Enter our order for.... of your. 


(Number of Machine) 


I I I desire this for. 


(State whether for electric or power) 
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Nos. 50, 65 and 56 Machinist's Casa 

PILLIOD 

Tool Cases 

THE 

BUILT FOB SERVICE 


LINE 

Tool Cases for every pur¬ 
pose, sturdy, light weight, 
beautifully finished quality 
cases for Machinists, Car¬ 
penters, Auto Owners, Au¬ 
to - Repairmen, Plumbers, 
Household Tools and Fish¬ 
ing Tackle. “The line that 
sells and satisfies.” 

The Pilliod Lumber Co. 

SWANTON, OHIO 

Western Representative 
SPRAKE SALES 00. 

822 Higgins Bldg., Los Angeles, California 

525 Market Street, San Francisco, California 
633 Railway Exchange, Portland, Oregon 
223 Kerns Bldg, Salt Lake City 


Every Foot of 


Ludlow-Saylor “Perfect” 
Galvanized Hardware 
Cloth.... 






by reason of 

our thorough 

equipment, 

extensive 

experience 

and 

established 

high 

standards, 
is more than 
a Galvanized 
Hardware 
Cloth; 
it is “The 
Hardware 
Cloth 

that stands 
Hard wear” 
and is 

“ Guaranteed ” 


It is woven of the best steel wire, 
the joints are all securely soldered by a 
good coat of galvanizing after weaving, 
and measures up to the most exacting 
demands of critical customers. 

Order your requirements through 
your regular jobber, also the “Perfect” 
Window Screen Cloth, Poultry Netting, 
Fly Traps, etc. 


Manufactured by 

The LUDLOW- SAYLOR 
WIRE CO. 

8T. LOUIS, MO. 
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Convert Your City House Into An Airy 
Summer Home or a Cozy Winter 
Residence at Your Pleasure 


41 


CASEMENT WINDOW 
HARDWARE 


ST.LOUIS Aurora.!llinois.U.&A. mTSS 

LOS AMCKLKS >WRnMM 





ASK FOR 
CATALOG- No. 0 
AND PRICES 


f 


BERGER BROS. CO. 

Office, 229-231 Arch Street 
Store, 237 Arch Street 

Wererooms and Factory 100 to 114 Bread Street 

PHILADELPHIA 



TROJAN OPBN BYB SNAP 
Not. 520 Bit, 521 Chain, 522 Traea 

S*U by All JtUtrt 

COVERT MFG. CO. 

TROY, N. Y. 
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THE RECOGNIZED LEADER” 



ELECTRO-ZINCKED AFTER WEAVING 

GALVANOID has won the pre-eminent favor of the trade because it is the most depend¬ 
able zincked screen cloth made. You can confidently recommend GALVANOID to your 
best trade 

ORDER NOW AND TAKE SHIPMENT EARLY 

If your Jobber cannot furnish, advise us and we wiU see that you are supplied. 

WE ALSO MANUFACTURE 
BRONZE, COPPER, PAINTED AND GALVANIZED 

AMERICAN WIRE FABRICS CO. 

208 So. La Salle Street, Chicago, Illinois 

FACTORIES: 

Chicago, Illinois Mt. Wolf, Pa. 

REPRESENTATIVES: 


EWING-LEWIS CO., San Francisco and Los Angeles, Cal. 


D. L. HERMAN, Seattle, Wash. 


There Is a Difference in Washers 




Just ns in any other commodity. Our Washers are 
made of the Best Material and with the utmost care. 
That’s why the largest users of Washers prefer thoee 
of our make. 

We also make 

Maleable Washers and Cast Inn Washers 
Wroagbt aad Steel Plate Washers 

•f all descriptions. Round and Square, Plain or 
Galvanised. 

tawM IBvet Buts Felon Pletes 
an wmw& ana rnncneo runes 

PROMPT SHIPMENTS 

Wrought Washer Mfg. Co. 

MllwaukM p Wis. 

Coast Representatives, 

HT7GH80N ft MERTON, Inc. 

Francisco, Osh; Los Angelos, Oal.; Portland, Ore.; 
Seattle, Wash.; Denver, Colo. 


Made for Men 
Who KnowTools 

They stand up under critical 
examination. The set of four 
pin punches, made of Mayhew- 
quality steel, shown below, 
have the patented knurled, non¬ 
slipping handle. The points are 
four inches long and are 8-16, 
V4, 5-16 and % m diameter. 

The Bushing punch has a .pat¬ 
ented point that grip*—it won’t 
slip oil the bushing. It is made 
of the same hand-forged, elec¬ 
trically-tempered steel and 
is fully warranted. /&- 

Mayhew Steel Products, Inc. 

291 Brosdway, New York City 
508 Misiios St, Sen Francisco, CsL 


"Every Blow 
of the 
Hammer 
Refines the 
Steel '' 


MAYHEW- 
TOOLS 

ARE 
RIGHT 


No, 600 Bushing 
«ds Bunch 

No* 696 Pin Punch Set 
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“Sterling” 



Hard TUNGSTEN STEEL Flexible 

HACK SAW BLADES 

Many years of personal caretaking attention to manufacturing details have produced 
in STERLING Blades a cutting tool of unquestionable merit. 

We claim Endurance—Dependability—Fast cutting — Long Life — Satisfaction to 
Dealers and Consumers. 

Users declare that our slogan—“They don't Scratch, They Cut”— tells the story. 
SOLD THROUGH JOBBERS ONLY 

CORRESPONDENCE RESPECTFULLY SOLICITED 

DIAMOND SAW & STAMPING WORKS, BUFFALO, NEW YORK 

CALDWELL SALES COMPANY, 320 Market St., San Francisco, Cal. 

Exclusive Pacific States Representatives 


WIN cm STM 



SIMM, 

UTILITY 





First (holts for lubricating, tleaning , 
polishing, and preventing rust in the 
horns, ths office, ths factory, on ths farm. 


It sells because it’s 
needed —repeats because 
it’s better. A good profit 
and a quick turnover. A 
splendid lubricant that 
will not gum. Stock now. 


WINCHESTER REPEATING ARMS CO. 

New Haven, Conn., U. S. A. 



THE PACKHAM 

Stove Pipe Crimper and Beader 


MADE BY 

THE PACKHAM CRIMPER CO. 


If Your Jobber Does Not 
Carry It, Write U« 


The Oily Strew 
Holes in the World 

The “Hole” 
Problem 

The advantages of 
Screw Holes are: they 
can be used without 
damage to receiving 
material; they enable 
you to Standardize to 
wood or machine 
screws in all mate¬ 
rials; they are made 
of brass and will not 
rust under atmospher¬ 
ic or moisture condi¬ 
tions; special tools are not needed for using them 
in any material; they can be used in any place a 
screw can be used; no special screws are needed— 
these Screw Holes fit any wood screw or machine 
screw now in stock; they make the neatest possi¬ 
ble job in any material; they are endorsed by all 
dealers in screws, and by all users of screws; in 
spite of the high cost of brass, Screw Holes are 
yet cheap; they make everlasting holes in any 
material, and anyone who can drive a nail can 
use them. 

You must stock Screw Holes, for your trade 
demands them. 

THE SURE SCREW HOLES CO., Waterbary. Conn., U. S. L 

_ 
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BRIDGEPORT HARDWARE MFG. CORP. 


BRIDGEPORT, OONN. 

AUTOMOBILE TOOLS 


MATCHLESS KNIFE HANDLES 

Length 11% inches. 

List. 

No. 38 Polished Ends.*6.00 dos. 

No. 39 Full Polished.$9.00 do*. 




REX—ALL STEEL 

Size lttxlHxll% 


No. 154 Blued Polished 
No. 1154 ALL Bright . . 


Ends. 


List. 

t 4.00 dos. 
8.00 dos. 




COMBINATION SIDE CUT PLDER 

Hardened and Tempered Jaws 

6-in. 7-in. 8-in. 

No. 118 Black, List, dos_$14.50 $12.00 $18.60 

No. 632 Pol’d, List, dos_ 18.00 19.80 21.00 


No. 250—Thor, 


TIRE TOOL 

Bright Finish 
%x%xl6. List, dozen. 


.$4.00 


C. W. CAUSE CO., Western Sales Agents 

093 Mission St., San Francisco, OaL 


VALVE LIFTERS 

Natural Forge Finish 

No. 1—Fav-Oh-Rite, 12 inch. List, dozen.$24.00 


BIO BULLY DRIVER 

Blade through the handle. 

No. 800 Oct’g Blade 7-16x8. List, dozen.$9.00 

J. C. McCARTY CO. 

Eastern Sales Agents New York Oitj 


Door Hangers and Tracks 


«*• 

Quality hangers and tracks designed to overoome all the troubles and 
draw-backs of cheaply built hangers and tracks that are made merely to sell 
at a price. Wagner Hangers have roller-bearing wheels, tandem trolley with 
bumper on end to protect wheels, a very simple and practical cam vertical 
adjustment and other features that put them out of the ordinary class. Tracks 
are self-cleaning, bird-proof and much heavier than ordinary tracks. They 
please customers and build trade. Write for catalog showing entire line. 
Complete stock canted at Tigard , Oregon, Brandt WAGNER MFG. 00. 



Dept. T, Oedar Falla, Iowa. 



Handle Detached. Out shows Right Band 0 


Casement Adjuster 

For windows that open out 
Operates without disturbing the screen 

Superior Casement Adjuster is the meet 
convenient to operate because all that is re¬ 
quired to unlock and move the window is to 
simply move the handle; when yon let ge Ike 
handle the window ia locked automatically. 


sent Adjuster 

Digitized by 


Superior Casement Adjuster is the strong¬ 
est because it locks on the rod fastened to 
the window and thus combine* the strength 

of the two rods. 

Superior Casement Adjuster holds the win¬ 
dow firmly at any angle and does not allow 

the window to rattle. 

SUPERIOR SPRING HINGB CO. 

136 W. Lake Street, Chicago 

Google 
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Uncle Si Keeps Moving 




Mifthvst Olialttv 

*2 



Come in and examine The 

Simonds Saw 




■ 

Si -monos"— Av Itr-tt Snwiutu 



This popular trade character so well and 
favorably known to thousands of carpen¬ 
ters, is pictured on the transparent shade 
of the display fixture herewith illustrated. 
The shade is about 12 inches in diameter 
and revolves slowly, due to the action of 
the heat from an incandescent lamp which 
can be connected in any store equipped 
with electricity. 

NOTHING LIKE ACTION TO 
CATCH THE EYE 

Uncle Si invites the person who stops to look, to 
stop also to see the goods in your store. 

One of these revolving shades sent 
free with your Simonds Saw order 
or shipped directly on request. 

Simonds 

Manufacturing Co. 


“The Saw Makers” 
FITCHBUBO, MASS. 


5 Factories 


12 Branches 


REIC HARD’S 

Combination Spring-Tooth 

Magic Weeder Hoes 

SAVE TIME AND STRENGTH 

Strong in 

V A 8 ^ construction, 

light in weight. 
r Quick sales. 

\ i Styles and 
g j I 11 5 81zes * or every 

There is satis- 
\i I faction and 
J profit in han¬ 
dling the ac- 
k n owledged 
-h o “Kin? of Gar- 
„ den Tools.” 

Booklet and 

Manufactured by 

THE F. C. REICHARD MFG. CO. 

Bangor, Pa., U. S. A. 



is 



GILSON 

GardenTools 


The Gilson Triplex 

Three tools in one—cultivator, weeder 
and plow. Changed from one use to the 
other almost automatically. 

The Liberty Cultivator 
Adjustable for 4 to 10" widths. Made 
in both hand and wheel types. V- 

shaped teeth get the weeds. 

The Gilson Weeder 

A combination weeder and rake with 
double edged blade, making every 
stroke count. 

DEALERS— Business in Gilson Garden 
Tools gets better every year. Write for 
catalog, prices and information about Gilson 
Selling Helps. 

J. E. GILSON CO. 


PORT WASHINGTON 
WISCONSIN 
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“PITTSBURGH PERFECT” 


WIRE NAILS 


BARBED WIRE BALING WIRE 


ALL 

KINDS 

BALE TIES 


“Pittsburgh Perfect’* Electrically Welded 

and 

“Columbia” Hinge Joint 

WIRE FENCING 

AT RIGHT PRICES TO YOU 

Carload shipments from Pittsburgh mills to all points on the Pacific Gout 

MANUFACTURED BY 

PITTSBURGH STEEL CO., SAN FRANCISCO, CAL 

A. 0. RULOFSON OO, Sales Manager*, 369-363 Monadnock Bunding 

BRANCH OFFICES: 2113 L. 0. Smith Bldg., Seattle, Wash. 

1446 Malvern Ave., Los Angeles, Cal. 

Distributors of “Pittsburgh Perfect’ 9 and “Columbia*’ Wire Fencing: 

J ^ Dunham, Oarrlgan ft Hayden Oo., 

^ Ban Francisco, Cal. 

Northern California and Nevada. 

Whlton Hardware Company, 

Seattle, Wash. 

^ M Washington and Oregon. 


SHELBY SCREEN DOOR HARDWARE 



SHELBY 
SCREEN DOOR 
BRACES 


Shelby Screen Door Check and Closer 


For Screen, Storm and Light Intide Doors 
and Office Gates 


GOOD TONIC 
FOB SAGOINO 
SCREEN BOOBS 


THE SHELBY SPRING HINGE CO. 

POND HARDWARE SPECIALTY CO.. Lot Angeles. Cal. 


SHELBY, OHIO, U. S. A. 


■ Coast Rsprsssntattcss i 


D. L HERMAN. SottU. Wuh. 


EYELET TOOL CO. 

Manufacturers of Punches and Sets 
(hand drive and foot power) for 
Leather, Cloth and Metal. Pnneh 
Tubes, Punches and Dies. All kinds 
and sizes made to order. Write jobber 
Booklets free. Established 1858. 

■ ^ 40 Lincoln Streat 


SAND’S PLUMBS AND LEVELS 


Deserve your confidence became thev are known and 
wanted throughout the building trades and repreesat 
the easieat selling level stock on the market. 

YOUR JOBBER CARRIES THEM 

I. SAND A SONS Dotrolt, MIcMga* 
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r Blacksmiths and garagemen are w 

determined to have the best y fk 
that may be had in tools—their 
work today demands it. 

Buffalo Forges, Drills, Blowers, Punches and 
Shears are backed by the critical test of over 
forty years. Each machine is designed to 
meet specific requirements. Dealers find the 
Buffalo line profitable sellers. 

Write Dept. 37 for Complete Catalog 

BUFFALO FORGE COMPANY 

BUFFALO, NEW YORK 


LARGEST MAKERS OF HIGH-GRADE 
LAWN MOWERS IN THE WORLD 


Hand—Hors©—Motor 


31st and Chestnut St. 


Philadelphia, Pa. 


PIPES 


Fire 

Preventing 


Home 

Protecting 


Ambrose P. MeGuirk’e Patent 

Our Asbestos-Covered Interlocking Furnace Pipes, Interlocking Stove Pipes, Interlocking Asbestos-Covered Flue Thimbls. 
Interlined Interlocking Ring Flue Caps and Interlocking Elbows are not luxuries nor needless accessories. They are very 
necessary where stoves and furnaces are used. By fastening and cementing the Flue Thimble in the Flue Hole, and putting 
in and turning the pipe joint and locking it firmly therein, it can’t pull out or be pushed in too far. Each successive pipe ii 
looked to the receding one, until the whole pipe is firmly locked together, and to the Stove Collar, so that the pipe cam’I 
fall down. When the pipe is taken down put in the Flue Cap and lock it, making the flue hole fire safe. 

Every home and factory owner is morally liable for impending fires on his property, and as fast as flames reap losses 
will our dealers reap profits on our Fire Safe, Rust Proof, Interlocking Pipes, Flue Thimbles, Caps and Elbows. 

_ _Send for Price List and Descriptive Statement. 

SAFETY INTERLOCKING STOVE PIPE CO., MT. PLEASANT, IOWA 
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STANLEY “EVERLASTING” CHISELS 

Blade, Shank and Head One Piece of Solid Steel 

This not only insures great strength and durability, but enables the full power of the 
blow struck by a hammer or mallet to be transferred directly from the head to the cut¬ 
ting edge. 

The Blade is forged from one end of the steel rod, the other end being upset to 
form the Head. 

A leather washer (A) is placed between the head and the handle. This acts as a 
cushion, relieving the handle from shock when a blow is struck, thus preventing same 
from splitting. A Brass Ring (B) is driven into the large end of the handle, provid¬ 
ing an additional safeguard. 

The illustration shows the general construction of all “Everlasting’’ Chisels. 

A Line that will attract attention 

The StanleyRule & Level Plant. 

The Stanley Works 

New Britain, Conn. U.S.A. 


MAYDOLE HAMMERS 

THE WORLD’S STANDARD 

Highest Quality Steel Handled Hammers 
Guaranteed First-Class in Every Respect 


The David Maydole Hammer Co. 

NORWICH, N. Y„ TJ. 8. A. 



LENOX 



HACK SAWS 


BAND SAWS; 



American Saw & Manufacturing Co. 

SPRINGFIELD , MASSACHUSETTS U. S.A. 
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UNLESSTHI 
NAME 

IN FUL 



ON THE 
HANDLE 


NOTA 

HHHuine 

CRf SCENT 




ChicacQ 

MARK 

SPRING HINGES 

Here is the “Triplex”— 
a hinge in great demand. 
Note its graceful lines and 
handsome appearance. 




You can safely stake your 
reputation on its quality and 
performance. It swings doors 
faultlessly. Thousands in use. 

Sell a product that brings sat¬ 
isfaction and nets a good 
profit. Keep well stocked. 

Send for Catalogue 
W-36 

Chicago Spring < Btsii Compsntg, 


CHICAGO 


NEW YORK 


E wing-Lewis Oo., San Francisco, Los Angeles 
Pacific Coast Representatives 
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“YANKEE” 



TAP 

WRENCHES 


Right and Lift Hand and Rigid 

THH.TTR BUSES 

No. 250 Capacity up to 3/16 in. Taps 
No. 251 “ “ 5/16 “ “ 

No. 1251 Same as 251 with long shank 

Yankee Tap Wrenches are especially adapted for 
work in close quarters and places out of reach. 
The cross arm is easily drawn to one side and 
with the ratchet movement, holes are readily 
tapped in close corners. The No. 1251 is 13 
inches overall, giving a long reach into inaccessi¬ 
ble places, making it indispensable in Automobile 
work and work of similar character. 



Your Jobber Will 
Supply You 


NORTH BROS. MFC. CO. 

PHILADELPHIA, PA, U. S. A 


ATTRACTIVE WINDOW OR STORE TRIM 

22 PIECE SET IN 7 COLORS, CARDS AND CUT-OUTS 
SENT, NO CHARGE, POSTPAID, ON REQUEST TO ANY DEALER 
IT HELPS SELL THE GOODS-ASK US FOR IT 


f UFKJN 

TH £/UFK7N j?(/LEl 


MEASURING TAPES 
WOOD RULES 
STEEL RULES 


SAGINAW, MICHIGAN 
106 Lafayette St., N. Y. 
Send for Catalogue 


j SAMSON SPOT SASH CORD 


The Only Wrought Iron Anvil Manufac- 
tTirp<J states 

■ . % 



Extra quality, guaranteed free from all imperfection!. 
Can be distinguished at a glance by the Colored Spots. 
Specified by architects and builders everywhere. 

We manufacture braided cord in all sixes and colors, for 
all purposes. Carried by all jobbers. 

Sadi Cord Shade Cord 

Clothes Lines Masons’ Lines 

Solid Braided Rope Chalk Lines 

Send for catalogue and samples 

SAMSON COROAOf WORKS - fMtM, 

JOHN T. ROWHTBBB, INC., Sep. 

San Francisco, Los Angeles, Seattls, 

Denver, Salt Lake City 


The body is made of wrought iron, the face ef 
highest grade erucible cast steel. 

The COLUMBUS ANVIL & FORGING 00. 

Columbus, Ohio 
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Remove Stock Rapidly 
§ and Smoothly a 


MPILES i 
OP 

vQUAUTY^ 


DELTA 


Is the only Line of Files 
from 3 to 24 inches that are 
made absolutely of 

CRUCIBLE 

STEEL” 

This high quality material 
and our scientific hardening 
and tempering methods en¬ 
able us to produce files of 
exeeptional durability. 

Delta Files are made in sev¬ 
eral shapes and sizes—there 
is a shape and size for your 
particular requirement. 

Use Delta Files in your shop 
—you will increase your out¬ 
put and greatly reduce your 
cost of filing. 



The "PONT” 

Is the very best Hand Machine that money 
can buy, for setting Tubular or 
Bifurcated Rivets 



DELTA 


This trade mark safeguards the 
interests of thousands of file users 
everywhere. Always look for it. 


DELTA FILE WORKS 

PHILADELPHIA, PA 


IT'S GUARANTEED 
SOLD BY JOBBERS EVERYWHERE 

Made by 

F. H. SMITH MFG. CO. 

CHICAGO, U.8.A. 
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•JFACT'JRIN&CO. 


*± < 




* fctiTWNATlJMi tf 

i Vv > 






Vaughan’s Vanadium Nad Hammers 


DOUBLE ACTING 
SPRING BUTT HINGES 


NON- 

SUP 

CLAW 


M have the weight IP 

supporting 
bearings cor- 
rectly located to 
liberate the ' f, > 

action of the 
springs, redu- mm I 'S 
c i n g breakage 
and Increasing 
spring power, ]> , I 

preventing une- c s 1 ' Ji. J; “ 
qua] wear of ■Bllittpi 

the barrels, and ^HdvmHQ 

giving practi- 
cally unlimited A 

durability. ^ 

Bommer Floor Surface Spring Hinge 

Has Beleaae and Holdback Features, Ball 
Bearing and Alignment Device 

The most durable hinge of its type; holds the 
door open when swung to 90 degrees. The spring- 
action can be entirely released so door will swing 

■ free, without spring-action, by inserting a 
wire nail (when the door is open) into a 
hole provided in the side plates. The 


Solid 

Forged 


SAGER CHEMICAL 
PROCESS AXES 


AND 


BULL DOG 
LOGGING TOOLS 


Entire top being in one piece of high-grade forged 

steel, makes a loose face Impossible. 

For over a quarter of & century, the name 
of “Hay-Budden” in connection with 
anvils has stood for perfection. The first 
Wrought Anvil Makers in America. An¬ 
vils made from the best American wrought 
iron and steel and sold by all the leading 
hardware jobbers. 

WESTBBN SALBS BBPBB8BHTATXVB8 
Omar Ool Foetal Telegraph Bldg., San Franoiaeo, OaL 
Sands a Cox, San Fernando Building, Loe Angelos* OaL 
Btrlmplo a Oox, L. 0. Smith Building, Sea*Ua,Wa*. 
Strlmple a Oox, Oorbett Bnlldiiig, Portland. Oregon 
Jpnos a Oox, Howhonee Building, Salt Lake City, Utah 
Turnbull a Oox, inter State Trust Bonding, Denver, OoL 


Recognized all over the 
United States as the 
BEST money and skill 
can produce 


WARREN AXE ffTOOL CO. WARREN. PA. U.S.A. 
DAILY CAPACITY 38*00 AX£3AHP LOCOING TOOLS 
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OHLEN - BISHOP 

OTBCULAB A VITO HAND 

OBO 88 OUT W A lA / V COMPASS 
BAND iJA f f BUTCHER 

TOOLS AND TROWELS 

—Made by— 

THE OHLEN-BISHOP CO. 

The Master Saw Makers 
Lawreacebarg, lad. Oolumbns, Ohio, U. B. A. 

Western Trade Supplied Thru Branches at 
San Francisco, CaL Portland, Ora 


“STAR” Expansion Bolts 

ALL THE NAME IMPLIES 
Also: Sebco Screw Anchors 
Sebco Toggle Bolts 
Sebco Concrete Inserts 
Sebco Star Drills 
Sebco Cold Chisels 
Sebco Cable Clamps 

STAR EXPANSION BOLT CO. 

Trade “SKBCO” Mark 

STOCKS AT 

147 Cedar Street 120 West Lake Street 

New York Chicago 


“EASY EMPTYIN6” 

Grass Catchers 

“Favorably known the 
world over” now made 
with 

Re-hforced 


Thompson “Junior” 
Revolving Sprinkler 


The “Dollar-Seller” 

The embodiment of simplicity has been the 
watch-word in the construction of this 
Sprinkler. For service and durability we 
recommend its use. 

We solicit your inquiries on the problems 
of sprinkling. 


Thompson Manufacturing Company 

East Eighth and Santa Fe Ave. 

LOS ANGELES 


Bottom 


Rigid Light 
Durable 

Many exclusive 
patented f e a- 
tures and strong 
selling points 
expl ained in 
Catalog No. 20. 

Write for it 


SOME OF OUR PACIFIC COAST JOBBERS 

California Hdwe. Oo. Baker, Hamilton A Paeifie 

Union Hardware A Metal Oo. 

Oo. Hoaeyman Hdwe. Oo. 

Hoffman Hdwe. Oo. Jensen, King, Bird A Oo. 

Harper A Reynolds Oo. The 8chaw-Batcher Oo. 
Failmg-McCalman Oo. Schwabacher Hdwe. Oo. 

Marshall-Wells Hdwe. Oo. Seattle Hardware Oo. 

Holley-Mason Hdwe. Oo. The Thomson-Digga Oo. 

Dunham, Oarrigan A Hayden Oo. 

THE SPECIALTY MEG. C0„ St PmI, MmM.S.L 


NORCROSS garden 

CULTIVATORS 


Growing in Demand 
Every Day 

Sell one to a customer—and 
you get his next door neigh¬ 
bor. 

Comes in (3) sizes, 5- 
PRONG, 3-PRONG and MID¬ 
GET, suited to both Men and 
Women. 

The “NORCROSS” is Dis¬ 
tinctively a “Quality” Dine. 

Handsome in appearance 
and built to pive long Service 
and Satisfaction. 

You’ll enjoy selling them 
because of their wonderful 
efficiency—and because you 
can confidently recommend 
them. 

More than 300 Jobbers carry the a 
-NORCROSS” Line / 


Manufactured by 

C. S. NORCROSS & SONS 

Bushnell, Ill. 

Distributed by 

LEADING HARDWARE 
JOBBERS 
EVERYWHERE 
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This 

Slaymaker 

Padlock 

has a wider distribution 
than all other adjustable 
shackle padlocks com¬ 
bined. Over 100 Western 
jobbers of hardware, au¬ 
tomobile accessories, bi¬ 
cycles, etc., sell it. 


/The 

'imoui A ] 

No. f I 

1 AOO '-* 


DEALERS 

ASK YOUR JOBBERS 


JOBBERS—WRITE 


SLAYMAKER LOCK CO. - LANCASTER, PA. 

—OR— 

A. O. RIDDELL. Wwtwn Salat Manner, 

624 Higgins Building, Lot Angela*, Oalif. 




Father’s Shoes.' 


You can bet he’s anxious to save all 
the shoe leather he can, too! He’s 
putting STAB HEEL PLATES on 
his own and the shoes of the whole 
family to do it. A great many fathers 
who come into your store would ap¬ 
preciate your suggesting 

STAR HEEL PLATES 

They have been the leader for years. 
Stay nailed. Wear longest. Besides 
they provide the maximum of com¬ 
fort. 

Ask your jobber or write. 

Star Heel Plate Co. 

367-391 Wilson Ave., 
Newark, N. J. 


The Utility 
Bucket Pump No. 95 

Was designed to meet the demands for a 
small powerful double-acting spray pump. 
It is very efficient for domestic purposes. 
Pump is of all brass construction with two 
bronze ball check valves and hemp packed 
plunger. Equipped with our No. 80 Angle 
Service Nozzle, which is designed to give 
a fine mist. 

- . By removing the variable 
\Zp *> disc a straight stream can 
I be had for washing win- 
/ | I dows, autos, etc. White- 

I I W washing can be done suc- 

V II cessfully with this pump. 

Write for 

I I Catalog and Prices 

I J Albert Lea Sprayer Co. 

R L- Albert Lea, Minn. 
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YAKIMA 

Hardware Company 

YAKIMA, WASH. 

Jobbers of Standard Lines of Hardware 

Wholesale 


BUILDERS' HARDWARE, ROOFING, 
STOVES, TIN AND ENAMELED WARE, 
IRON, STEEL, PIPE AND FITTINGS, 
BLACKSMITH AND WOOL GROWERS’ 
SUPPLIES, HOP AND FRUIT GROW¬ 
ERS’ SUPPLIES, SPORTING GOODS 
AND CUTLERY, AUTOMOTIVE 
EQUIPMENT 


Orders filled 
same day 
as received 



Prompt 

Courteous 

Service 


H. Roth & Sons 
Company 


SPECIALTY 

HARDWARE 

JOBBERS 


942-44-46 Mission Street 
San Francisco 
California 


Carr*»u»MED 


We carry factory brands only under factory 
labels and numbers 

WHOLESALE ONLY 


WASHINGTON 

Hardware and Implement Underwriters 


SPOKANE, WASHINGTON 

IS CONDUCTED BY HARDWARE AND IMPLEMENT 
DEALERS FOR THEIR SOLE BENEFIT 
AND PROTECTION 

INSURES Stocks of Merchandise, Store and Warehouse Build¬ 
ings, Dwellings and Household Goods for Hardware 
and Implement Dealers. 

SAVINGS FOR 1920 

50% OF PREMIUMS 

This is for you if a member of your State Hardware or Implement Association. 


An inquiry addressed to 


E. E. LUCAS, Secretary 

will bring full particulars by return mail 
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A MARVELOUS WORLD’S RECORD 


Cartridges 

THE FIRST 15 SHOT POSSIBLE 

For the first time in the history of the United States Revolver Association 
a 15 shot possible has been made. This World’s Record was made by T. K. Lee 
in Match 32 of the recent U. S. R. A. Indoor Team Matches. 

But this is only one of the records that he established in this series of 
matches; he also made record average for 33 matches—143—636—25 possible 
scores of 50—next highest competitor making only 6. Ran 24 consecutive 10’s. 

Mr. Lee used Peters .44 S. & W. Special Mid-Range Wad Cutter Cartridges. 

None of these records have ever been equalled by any other ammunition, 
and all are records by a wide margin. 

THE BRAND FOR BETTER SHOOTING 

The Peters Cartridge Company - - Cincinnati, Ohio 

BRANCHES: NEW TORE—SAN FRANCISCO 
PACIFIC COAST BRANCH—686-87 HOWARD STREET, SAN FRANCISCO 

MARSHALL-WELLS COMPANY, Portland-Spokane-Duluth-Winnipeg-Edmonton 
HIBBARD, SPENCER, BARTLETT A CO., Chicago, Ill. SLOSS & BRITTAIN, Inc., San Francisco 





Favorite Stoves and Ranges 

BEST IN THE WORLD 


BUILT IN THE MOST COMPLETE AND 
SCIENTIFICALLY CONSTRUCTED 
FOUNDRY IN THE WORLD 


A big line to choose from, 
consisting of pearl gray 
and royal bine porcelain. 
Gas, coal and gas combi¬ 
nations. 


Also regular line of Gas Ranges, with Porcelain Lined 
Ovens; full line of Coal and Wood Ranges in all finishes. 

This line should appeal to live dealers who are looking for 
a line that is right up-to-the-minute in modern construc¬ 
tion and finish. 

EXCLUSIVE AGENTS 

MANGRUM & OTTER, Inc. 

827-831 Mission St., San Francisco 
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Hardware Specialists 

IN ALL THAT THE TERM 
IMPLIES 


We solicit your patronage and assure you of 
two things which will assist you in developing your 
business—SERVICE, Equal to the Best, and DE¬ 
PENDABLE QUALITY MERCHANDISE 

EVERYTHING IN HARDWARE 


Salt Lake City, 
Utah 


The5sall Lake 
H ^Hardware Go. 


Pocatello, 

Idaho 


THERE ARE MANY REASONS 

For the Continued and Increased Growth off Onr Trade 


£$&&£ 



If foe are mm cf 
wr castMMre |S0 


If yea are eat m 
m wilt tbi tippur* 
tunity of sbowiag 
yoo why It nl la 

to mm B t a rert f§ 
send bs your enters 

The Room of Fair aad Square PeaB ag M Oar Crt w w ——— s 

BVBRYTHING IN HARDWARB, IRON, PIPB AND HOUSB- 
HOLD UTBNSILS, SPORTING GOODS AND CUTLBRY 

THETHOMSON-DIGGS COMPANY, SACRAMENTO, CAL 
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ROLLER'S CRANK MOP WRINGERS 

Can Ba Uiwt Evaiywhara 

Large Openings, Long Leverages and Cranks to 
turn out the Mops. No pulling or tearing the 
Mops to pieces. For QUALITY MOP WRINGERS, 
where one sale means repeat orders, stock our line. 

PETER BOLLER MACHINE WORKS, 
122-124 N. Curtis St., Chicago, Illinois 


HARRINGTON CUTLERY COMPANY 

SOTJTHB RIDGE, MASS. 

DEXTER Brand 


HIGHEST QUALITY MADE 
FOB SALE BY JOBBERS 

Western Sales Representatives 
W. EL WILBURN 

602 Williams Building San Francisco 


The 

Schaw-Batcher Co. 

SACRAMENTO, CAL 

WHOLESALE 

HARDWARE 

Pipe and Fittings Sargaat & Co. 
Canton Stool Bolden' Hardware 
g— onWos MindMUng 
Sporting Goods Snppios 
B hchsnnth SnppBes 


Tho Hardware Dealer 

who wants to add n 
paying line nnd make 
1 *big money* * — nnd 
here lots o’ enjoy¬ 
ment—puta in Onting 
and Finning Goods. 
Yon nure will sell 
JOB WELSH 
LEADERS and the 
“BLUE DEVIL’* 


JOE WELSH 

PASADENA - CALIFORNIA 

ExclnslT# Agent U. 8. and 
Canada 


WM. H. OTTEMILLER CO., York, Pa. 


Manifactirers of Gap and Sat Screws, Screw Machiio Wen 


REPRESENTATIVES 


Omar Cox, Postal Telegraph Bldg., San Francisco, Cal. 
Sands A Cox. San Fernando Bldg., Los Angeles, Cal. 
Strimple A Cox. L. C. Smith Bldg., Seattle, Wash. 


Jones A Cox, Newhouse Bldg., Salt Lake City, Utah. 


jones m uox, newnonse mag., can .us 
Tnrnbull A Cox, Inter State Trust Bid 
Strimple & Cox, Corbett Bldg., Portlan 


Denver, Colorado. 
Ore. 
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Strevell-Paterson Hardware 
Company 


SALT LAKE CITY 


Wholesale Hardware 

Tools 

Automobile Accessories 
House Furnishings 

Sporting Goods 
Cutlery 

WE SELL TO DEALERS ONLY 


Bp 


HONEYMAN 
Hardware Company 

Park and Gliaan Sts. Fourth and Alder Sts. 

PORTLAND, OREGON 

GOLDSMITH 

Football, Basket Ball and A thletic 
Supplies 

Sweaters and Jerseys 

GUNS AND AMMUNITION 

HEATING STOVES 

GAS AND STEEL RANGES 

ANDIRONS, FIRE SETS 

FIRE SCREENS AND SPARK 
GUARDS 


A. M. HOLTER 

Hardware Company 


Helena, Montana 


HOLTER 

Hardware Company 

Spokane, Wash. 


Established 1867 


WHOLESALE 


WHOLESALE 

Shelf and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 
Automobile Accessories 


High Grade Auto 
Accessories 


Acme Paints 
Monarch Ranges 
Schuttler Wagons 
Mill, Mining and 
Logging Supplies 


Sargent Hardware 
Pemasnlar 
Stoves 
and Ranges 
Diamond Tires 


Prompt — Courteous Service 
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ATLAS 

10 Cent 
Fly Swatter 

This swatter has an 


EW HAVE 


STOPPER 

ONE DAY ALARM 

With Radium Dial and Hands 

The radium material used on the dial and 
hands is of the highest quality and is 
guaranteed to last several years. 

Height... .5% tecta 
Dial..3% tecta 

Bowed Glass. 

Case is seamiest 
brass, and with sD 
o n t s i d e fittings b 
highly polished and 
niekel plated. 

3% ineh bell metal 
gong on bask. 

Has silent swiftefe 
on top for use whea 
alarm is not wasted. 

A RELIABLE ALARM CLOCK 

MORGAN & ALLEN CO. 

160 Post Street, San Francisco, California 


xnoiioi a kutoi 

Pacific Coast Agents 
fan Francisco, Los Angolee 


Cupola Burner Oil Store 


Short Chimney Oil Store 


WRITE FOR CATALOG NO. 128 


We now have a Large Stock and Assortment 

of Oil Stoves 

SEND TOUB OBDBBS TO 

QUICK MEAL STOVE CO., DIV. 

or Americas arova company 

_ 0. H. SGHEBOK 

W * ‘ Ur «* Pacific Com Acwt w# c«iy * IM* 

Une 01 716 Indiana St., near l»th St, “• of 

GAS RANGES Ban Francisco, OaL COAL RANGES 


We also carry a large 
line of 

OOAIa RANGES 


soft green felt — cannot 
mar the finest furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made it 
extra strong and flexible 
— will outlast any now 
on the market 

Our 6 cent swatter Is 
the best every sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
insertion of your ad. if 
you desire. 

Now is the time to 
place stock orders. We'll 
gladly quote prices and 
terms. 

Atlas Mfg. Co. 
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■**um#*m *<p*a*K' 


MAGNETIC CLOTH 

CLEANS LIKE MAGIC 

and is the molt ready seller of any domestic device 
known 


No up-to-date kitcnen it complete witnout one; no more 
worry over Dirty Pans; just a rub or two with Mag¬ 
netic Cloth and the pan is clean and sweet and sparkles 
like new. The Magnetic Cloth is made of a special 
crinkled spun wire fabric and gives excellent service. 


Manufactured by 

JOHN W. GOTTSCHALK MFG. CO. 

Lehigh Are. and Mascher 8t. Philadelphia, Pa. 

McDonald & linforth. 

Pacific Coast Reps., 739 Call Bldg., San Francisco 


Retails for 
10 Cents 


Send us your 
jobber’s name 
if he can’t 
supply you. 


STEARNS’ 

“LOCK-FAST GATE’ 

The Silent Watchman for 
Service Tanks and Barrels 


Mends any leak in any metal quickly and permanently, 
without heat or add. Just apply Hercules Cold Soder, 
a semi-liquid, from tube, covering hole or crack. Fixes 
household utensils, brass, granite, aluminum-ware, pipes, 
gasoline tanks, auto radiators or cylinders. Finds pop¬ 
ular sale. National advertising is intensifying demand. 
Art your jobber. Write for booklet. 

HERCULES PRODUCTS CO. 

Dept. A COUNCIL BLUFFS, IA. 

NOWMAN OOWAN CO., Pacific Coast Representatives 
445 Rialto Bldg., San Francisco, Calif. 
AMERICAN MERCANTILE CO., 610 Battery Street, 
San Francisco, Calif., Export Representatives 


Drip, Drizzle and Unauthorized 

Drawing Positively Prevented 

Made with Wood and Met¬ 
al Screw Thread. With 
and without flange. Pop¬ 
ular with garage men. 

Locks not supplied. Any 
padlock up to % in. may 
be used. 

Write for Descriptive Price List 

E. C. STEARNS & CO. 

200 Onieda St., Syracuse, N. 7. 


TRINER “LIBERTY” 

PARCEL POST SCALE 

Furnished in black enamel finish, glass front, 
steel tOD. 

Same style, tile top. 

Blue enamel finish, glass front, tile top. 

Xnsiit on the Triner. Tour jobber ©an supply 
you. 

TRINER SCALE A MFG. CO 

WM t Twenty-First Street Chicago, Illinois 

W. P. HORN A 00. 

Pacific Coast Representatives 
El site Building, San Francisco, Cal. 

^ Angeles, Cal. Portland, Ore. Seattle, Wash. 
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MOST COMPLETE LINE OF CABINET 
HARDWARE ON THE MARKET 


D 


LET U8 
HAVE 
YOUR 
ORDERS 


<§i 


No. 699 No. 698 No. 1170 

THE BMINERD MFC. C0„ East Rodwstor, N.Y„U.S.A 





YOU ABB RIGHT H 


4 * WORLD* 8 BEST" 

IK NAME AXD FACT 

World’s Best 
Tubular Truk 

Bam , Factory 
and 

Warehouse 
Door Hanger 


EXCLUSIVE FEATURES 
Frame U beat grade malleable iron. 

Wheel underneath track prevents derailment. 

Wide bearing of the wheel diatributes wsixht 
makes it (he Barnet Running Hanger on the market. 


> Rnnning Hanger on the market. 


Peeked one pair in box complete with bolts; ass- 
half dosen pairs in a ease. 

Track has Slidable Bracket, which has made tbs 
World’s Best Hangers so popular with the buildiai 
trade. 

If your jobber can’t supply you we will. 

THE TOPPING MFG. CO. 

For 18 Years Safety Door Hanger Co. 
ASHLAND. OHIO, U. S. A 


THE BRAINERD LINE Sells to Every 

hfnAfP nrYhrPT.TBTTJ! T/TNTT IYR» r»AT*rN"li"F J 


Belt User 






YonruM 

^ \»V' for Blue Ribbon 

^ ^ Belt Dressing is lin- 

rO\^ ited only by the number 

°f belt users in your vida- 
\\\a ity * The GpaUty of the Dressisf 

is high enough to suit the most die* 
criminating purchaser. Ask your wholt- 
saler for it or write for prices and samples. 

THE JOBBER’S MFG. CO. 


“Forstner” Brace and Machine Bits 

For Fine Carpenter, Cabinet and Pattern Work 

SPECIALLY ADAPTED FOR HARDWOOD WORKING 

The Foster Labor Saving Auger Bit, unlike other bits, is guided 
WBESSSSSSSSSSB^m by its Circular Rim instead of its center: consequently it wifi bore 


by its Circular Rim instead of its center; consequently it will bore 
any arc of a circle and can be guided in any direction regardless of 

_ grain or knots, leaving a true polished surface. It ia preferable and 

more expeditious than chisel, gouge ; scroll-saw, or lathe tool com¬ 
bined, for core-boxes, fine and delicate patterns, veneers, screen 
work, scalloping, fancy scroll twist columns, newels, ribbon mould¬ 
ing and mortising, etc. 

Manufactured by THE PROGRESSIVE MFC. CO., Dept. “A,” Torrington, Conn. 

Inquire of Your Hardware Jobbers, or Write Us Direct. Supplied In Bets Write for OsfHfW 
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areMadetoHease 


AMERICAN SEAL 

PAINTS and CEMENTS 

“MAKE GOOD” 

WITH YOU AND YOU1 OUSTOMEBS 
STAND NOB 

QUAUTY and DURABILITY 


$35.00 Per Week 
Clear Profit For 4 Years 


Reads like a romance, 
doesn’t itf Well, 
here’8 the story in a 
nutshell: Four years 
ago a well-known N. 
Y. Hardware man 
bought a 12-blade 


Hatfield 

Complete 

Sharpening 

Machine 


Kbes Metal Corners 

are made to fit and protect all types of siding. They 
save hours of expensive labor and produce a better job. 
Heavy gauge galvanized iron assures durability. Chem¬ 
ically treated surface holds paint or stain as readily as 
wood. Pierced to take nails. Are practically invisible 
if painted with building—add class if painted as trim. 
No ornaments to catch dust or moisture. Accurately 
shaped to fit the siding and make a neat 
and absolutely water-proof job. Can’t 
possibly spread or open. They please the 
builder and the owner. 


For Drop 
and 

Lap Siding 

You can sell these satis¬ 
fying specialties to every 
builder and home owner 
no matter what type of 

oidincr USA 


Applied on 
Drop Siding 


Writ* Dept SO today for 
price* and dotaiU 


Used on 
Lap Siding 


He rented a small win¬ 
dow in Nassau Street— 
installed that maehine 
where it made every man 
“Sit up and take no¬ 
tice"—hired a man to 
run it. 

"Results!" We’ll say so. We have it straight from 
the man who managed this business that his net can 
profits after paying rent, operator and all expenses have 
averaged $35.00 per week for the full four years, sharp¬ 
ening all makes of Safety Razor Blades. 

Now the man who ran the machine is looking for a good 
window for himself. He says: "If the Boss can 'clean 
up’ $35.00 per week on a $250 investment—wny can t 
I do the same!" 

Write for particulars. 

HYFIELD MFG. COMPANY 

21 WALKER STREET NEW YORK CITY 


Every minute of every working day an Auto- 
Wheel Coaster or Convertible Roadster is sold 

100 Auto - Wheels in This Town of 3000 

In a town of 3000 persons there are 100 Auto-Wheel 
Coasters and Convertible Roadsters. And they were sold in 

less than a year’s time. Figuring an average stock of 10 
Auto-Wheel wagons, a dealer selling 100 Auto-Wheels a year, 
turns his stock 10 times a year, or nearly once a month. 

Boys help you sell the _ 

artulo-V/V\ee\ Consler and the MuUh\A\ej$<^5ad^er 
As soon as one boy in your town buys, we urge him to form 
an Auto-Wheel Club, and every member becomes a buyer. 

Send for our plan of helping you sell the Coaster wagon 
with the name "Auto-Wheel ’ f on the sides. 

r 7^ e d\u\oWWe\ Coaster Co.,\nc.. 

THe Buffalo Sled Company 

Dept. A N. Tonawanda, N. Y. 

Factories: In Canada: New York Office: 

N. Tonawanda, N. Y. Preston, Ont. 108 Chambers St. 
Export Office: Kansas City, Mo. Beattie Offiee 

865 West 28rd St., Office 214 Maritime 

New York 1007 Ooca-Oola Bldg. Bldg. 

.oogle 


MANUFACTURED BT 

The Wm. Connors Paint Mfg. Co. 

1862 TROY, N. Y. 1920 


WHITE US FOR DEALER'S PROPOSITION 




■ 
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COAL WILL BE SCARCE THIS WINTER 

Write Us for Prices and Discounts on 


GLEEWOOD GAS HEATERS 

You can sell our 3, 4 and 6 BURNER 
HEATERS profitably 

In our FLOOR FURNACE you will find 
a Friend-maker 

Stocks Complete Quick Deliveries 


FOSS & JONES, Manufacturers - - . PASADENA, CALIFORNIA 


II 


What’s In a Name 


Enough—plenty — 
SUCCESS in the 
RIGHT ONE proper* 
ly applied. It’* half 
the game, naturally, 
you don’t get a good 
one with poor mer¬ 
chandise, unprinci¬ 
pled methods nor dis¬ 
regard for rendering 
distinctive and valu¬ 
able service. Estab¬ 
lish a meritorious 
name, it compares 
with a solidly laid 
rail system that has 
demonstrated “deliv¬ 
ered’ ’ ability, pre¬ 
ciseness and certain¬ 
ty, when the charges 
are fair the public 
uses the road over 
and over again, even 
i f the cars are 
changed in color, the 
conductor's uniform 
from blue to gray or 
electricity replacing 
steam. 



“Good Morning*' 
(It’s me they’re 
talking about) 


Evidence galore, 
Brunswick B a 1 k e 
(Pool Table Mfgrs.) 
undeniable success 
producing talkingma- 
chines and automo¬ 
bile tires. Do you 
think the name 
helped any! 

Heinz pijt over 57 
and more varieties. 
We contend first one 
was hardest, name 
helped others along 
materially. 

Chandler Motor 
Oar Company identi¬ 
fied with Cleveland 
Motor Car Company. 
Chandler a success, 
Cleveland unknown, 
BUT, public had suf¬ 
ficient confidence in 
connection that 25,- 
OOOCleveland cars sold 
before one was shown. 

Think of it. Stand¬ 
ard Oil put over mild 
laxative (Nujol),real¬ 
ly there is a contrast 
between Kerosene 
Stove (Perfection) 
and body lubricant. 


“WHERE DO I COME INf’* asks the above member of the 
Gem Brush family. HERE AND NOW. 

. ‘‘On and above the fact that GEM BRUSHES possess one 
hundred cents of utility for every dollar expended, pay legiti¬ 
mate wholesome profits to everyone handling them and guaran¬ 
teed throughout, comes the burning truth that the name G-E-M, 
connected with shaving things particularly, spells SUCCESS 
from every stand-point necessary and essential. GEM BRUSHES 
^rt£> re8en l new car deve l°P ed with all knowledge possessed up to 
P laced on that solid Gem System, which is BUY¬ 
ING POWER, they will ride forth with confidence of our trade 
to reach all points which is ULTIMATE CONSUMER via sta- 
DEALERS, through the transfer points called 
JOBBERS. Ring the bell and go ahead, you have the goods. 


We all went to the top with Gem Razors and Blades because 
they are chocked full of quality, usefulness and results, they 
survived and succeeded because GEM exceeded everything in its 
class, stepped into another one of its own, very true, that is 
going to continue, also prevail in GEM BRUSHES. 


Th e,r name is 50 per cent at least of their selling power. 
If we put lake water in bottle labeled Gem Hair Remover, large 
quantities would be sold, but, eventually get knocked off tne 
market; nevertheless, we’d sell a lot of it. GEM BRUSHES 
not only will sell on account of name, but, be backed up in use 
with real quality and service. 


GEM BRUSHES will be advertised in magazines and 
through other channels all year around. 

Don’t lose sight of the fact that GEM BRUSHES are in a 
olass alone, GEM BRUSHES are manufactured to sell no 
cheaper than good brushes can be produced. 

GEM BRUSHES is all knowledge of Brush Manufacturing 
experts thrown together, divided with essential factors and the 
results GEM BRUSHES. 


(Signed) THE GEM SAFETY RAZOR CORPORATION. 


Order From Your Jobber Now 




di-mel-ine 


PAINTS ♦ STAINS ♦ ENAMELS I 


The complete, compact, distinctive line in handy hous# 
hold cans—full-size, full-measure. RETAILS 26 CEHT8 
—no larger sizes. Big Value for user; Big Profit for 
You. A popular seller with Hardware trade. Assort 
ments contain all 29 colors; display matter included. 

Dealer’s Assortment (SO Dos.).$54.04 

Jobber’s Assortment (12 Dos.). 2 L6C 

Open Stock, all colors, per gross.21.69 

2% Freight allowance, F.O.B., N. Y. f 2% Cask. 

Writ* for Color Card, Circular and Booklet 




169-173 Second Are., BROOKLYN—NEW YORK 

Townley Metal A Hdwe. Co., Kansas City, Mo. 
Pacific Wooden Were A Peper Co., Oakland, CsL 


O. UNDEMANN & CO. 

35 and 37 Wooster St, New York Established 1863 




Manufacturer* of JAPANNED. BRASS and 
TINNED WIRE 

Bird Cages and Cage Sundries 


A. L. Conger Co., 703 Market Street, San Francisco, C*L 
Repraaentatlve for California 
T. D. McLean, L. C. Smith Building, Seattle Wsst. 
Representative for Washington, Oregon, Idaho, 
Utah, Montana and British Colombia. 
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YOUR CUSTOMERS WANT THE BOOMER 

IF YOU ONLY SHOW IT TO THEM 

BOOMER CANNON 

Adapted for every use. Is the strongest and most durable Cannon Stove made. Constructed so that a 
sheet iron drum may be attached, and thus increase the heating capacity. 

Made in six sizes— 1 2 3 4 5 6 

Diameter of Fire Pots 13M>" 16" 18" 20" 22" 24y>" 

Weights 182 240 300 385 525 575 

OUR LOW PRICES WILL SURPRISE YOU—Write for them. 

THE* HESS-SNYDER CO. y Manufacturers MASSILLON, OHIO 

Trade Mark 4 4 Boomer” Registered—No. 58228 


IPS 44 SOME GUN" 

OUT SELLS 
OUT SHOOTS 
OUTLASTS 

All Others 

Stock this National Adver¬ 
tised Gun today. Sales com¬ 
pelling placard on request. 

WRITB 

BENJAMIN AIR RIFLE MFC. CO. 

611 N. Broadway 

ST. LOUIS MISSOURI 


“THE BENJAMIN” 

A REAL AIR RIFLE 

This is the air rifle which is so much in demand by boys 
and men. It has the power, accuracy and reliability which 
makes an air rifle popular for target practice and small 
game hunting. 

SALES PROFITS SATISFACTION 

Order a sample gun today and give It a "tryout.” Ite shooting qualities will 
surprise you. If not satisfactory In every way return at our expense. 

Pacific Coast Representatives: McDonald A Linforth, Call Bldg., San Francisco 


POCKET KNIVES 
BUTCHER KNIVES 
PARING KNIVES 
RAZORS 
RAZOR STROPS 



SHEARS 
SCISSORS 
MANICURE GOODS 
FLASHLIGHTS 
FISHING TACKLE 


California Stock Pattern 

We specialize in Stock and Ranch Knives for the Western trade. 

WESTERN STATES CUTLERY & MFG. CO. 

1 Writ* for Samples and Prices Mfgrs. of Cutlery and Cutlery Products BOULDER, COLO. 


HI 


GENUINE 

HUNTER'S SIFTER 

Standard of the World 
Since 1880 


“ THE 
“CANNON 
OILER” 


Sectional View Order from your Jobber. 
Showing Construction 

Combines strength, beauty, usefulness and dura¬ 
bility. Cleanliness always possible. Made In one 
niece of extra heavy tin plate, nickel trimmings. 
Handle swedged to body. No soldered Joints to 
come loose. Easy to remove all parts for cleansing. 

THE FRED J. MEYERS MFG. CO. 
Mdcr Street Hamilton, Ohio 


FORCES 
THE OIL 
ANYWHERE 


Genuine 
Cannon Pnnp 
Oilers 

Force the oil 
anywhere r e- 
gardless of po¬ 
sition of can. 

1 pt., 1% pt., 

1 qt. 

Write for 
catalog. 

CANNON 
OILER CO. 

Keithsburg, HL 
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BOCK-A-BYE 

MBBSEBY SPECIALTIES! 


aA Line That 

Brings You Profit 

Hang any one of these nursery items in 
your windows — and see how quick it 
sells. You'll find that there's already a 
demand in your town that you did not 
know about. 

And there's a substantial profit in the 
Rock-a-Bye line for you. Write for 
terms and catalog, showing complete line 
of 20 nursery specialties. Ask Jobber. 

Perfection Manufacturing’ Co., 

Dept, w Leffingwell and Montgomery Sts. 

ST. LOUIS, MO. - 



gocKABy e 



No. 19 
SWING BED 


No. IS 

NURSERY SEAT 


P/iC.k-A Bye 


The Ontario Knife Company, Franklinville, N.Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If you are a wholesale dealer and have not our catalog and prices, you should write for them at once. 



■3 


BUTCHER 

SKINNING 

STICKING 

BONING 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


KITCHEN 

CANNING 

FISH 

VEGETABLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 
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“ATLAS” 

Shears and Scissors 

SHOULD BE IN THE STOCK OF 
EVERT JOBBER IN AMERICA 

The wonderful Atlas Brands are the best values 
in popular priced cutlery. Tears of experience, 
with improved machinery and methods, now 
enable us to offer the wholesale trade a wonder¬ 
fully complete and up-to-date line of Shears and 
Scissors in all styles and sizes. 

Our Counter Display Carded Assortments 

sell Scissors for dealers very quickly. 



Send for New 19 Catalog 
We are prepared to make prompt shipments. 

THE ATLAS SHEAR COMPANY 

250 North Ay., Bridgeport, Conn. 

Represented by 
JOHN T. ROWNTREE, Inc. 

San Francisco, Los Angeles, Seattle, Salt Lake City and 
Denver 


©EARLESS 
MOTOR 
WASHER 
M. Seller 


Portland, Or. 
Seattle, Wn. 
Spokane, Wn. 
The Colorado 
Utah Hdw. 
Co. 

Grand Junc¬ 
tion, Colo. 
American 
Hdw. A Sup¬ 
ply Co. 
Pittsburgh, 
Pa. 

Eph Felg 
Grand Central 
Palace 
New York 
City, N. Y. 
Prescott a Co. 
Boston, Mass. 
H. E. Hesaler 
Co. 

Syracuse, N.Y. 
J. F. Rappel 
Company 
Manitowoc, 


The 

Yost 6earlots 
Motor Cempony 

Springfield, Ohio 


samsm 



YSsrtCONOMY 

“SOME TEST'*— 

“SOME RECORD”— WHAT? 

A YOST GEARLESS MOTOR 
WASHER has been averaging 
1000 Washings a year for the 
past Four Years. 

That YOST is on the job 
every day giving satisfactory 
SERVICE 

It is not an unusual record, 
for YOST WASHERS. They 
are built to do your hardest 
work—SATISFACTORILY. 

“QUALITY and SERVICE” 
—PLUS—makes YOST GEAR¬ 
LESS MOTOR WASHERS 
SUCH GOOD SELLERS. 


^osT v/osr\ers WorA ar\a Never sr\ir> 


Elgin Oil Heaters 



FULL STOCK 
READY 
FOR 

IMMEDIATE 

DELIVERY 


w SEND US TOUR 

ASK YOUR JOBBER RUSH ORDER 

ATX STANDARD FINISHES 
TJSE STANDARD WICKS 

Write for Catalogue and Prices 

ELGIN STOVE & OVEN CO. 

ELGIN, ILL. 

&B H a CO., 106 Franklin Street, New York City 
Warehouses: New York, Philadelphia, Boston, Syracuse 




STovojX a 

_HAWK_ 


Makes Stoves Look Like New 

KILLS RUST; PREVENTS RUST¬ 
ING; CLEANS AND POLISHES. 
Write for Wholesale Prices 
SUPERIOR LABORATORIES 
General Offices. Dept. 28 
Grand Rapids, Mich. 
GENERAL SALES CORPORATION 
Pacific Coast Representatives 
718 Mission St., 737 Terminal St., 
San Francisco Los Angeles 
Seattle, Wash. 
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HOPPE'S 

NITRO POWDER 
SOLVENT No. 9 



For Cleaning High 
Power Rifles, Shot Guns 
and Fire Arms of all 
kinds. It will remove 
and prevent Rust in any 
climate. It will neutral¬ 
ize acid residue of 
smokeless powder and 
prevent corroding. 
Used by Army and 
Navy riflemen. Sold by 
Hardware and Sporting 
Goods Dealers. 


FRANK A. HOPPE 



2314 No. 8th St 


Philadelphia, Pa. 


A Big Summer Seller 

When the mercury is high and housewives want 
to iron in cool comfort, it’s easy to interest 
prospects in 

Over one million sales to date proves its worth 
and merit. Easy to operate; nickel plated 
throughout; heat regulated instantly; handle tl- 
ways cool. 

Our Window Trims, Counter Displays, Movie 
Slides, Electrotypes, Circulars, etc., help promote 
big sales. 

Dealers now selling Royal Irons are re¬ 
quested to write for above “Selling Helps’* 

ROYAL SELF-HEATING IRON 00. 

575 WAYNE ST. BIG FRA TRIE, OHIO 


WHITE MOUNTAIN REFRIGERATORS 

“The Chest With the Chill in It” 



The name “WHITE MOUNTAIN” for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Effort, 
Labor, nor Money to make the “WHITE 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow-White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities - 

found in all “WHITE MOUN- 
TAIN” Refrigerators yon should fgjjty ib^a 
send for our finely illustrated {"fgSp-^M 
catalogues and booklets. 


Maine Manufacturing Company • Nashua, N. H., U. S. A. 


BRANCH OFFICES: 

New York City Boston, Mass. Atlanta, Ga. Dallas, Texas San Francisco. Cal. Denver, Colo. Melbourne, Aba 

PACIFIC COAST DISTRIBUTORS 

San Francisco.Dunham, 0arris:an & Hayden Co. Los Angeles.California Hardware Co. 

Sacramento .MUler-Enwright Co. Seattle.Schwabacher Hardware Co. 

Portland.Honeyman Hardware Co. 


Seattle.Schwabacher Hardware Co. 
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That Ever-Growing 
Two-Speed Demand 



Bicycle riders who seek to reduce the labor of 
riding upgrade against strong headwinds, 
demand a coaster brake whose gears can be 
changed at will. In other words, they are 
demanding the only two-speed coaster brake 
on the market —the 


CORBIN TWO-SPEED 
COASTER BRAKE 


There is no effort required to sell this exclu¬ 
sive brake. Its manifold advantages are 
pretty thoroughly understood by bicycle en¬ 
thusiasts. 

Nationally advertised, the Corbin Two-Speed 
is steadily growing in popularity. Our trade 
in general reports the utmost satisfaction 
over its sales possibilities. 

Next season this demand will be still heavier. 
How will you be prepared to meet itt The 
fact that it is backed by a ten million dollar 
corporation and has behind it a twenty year 
record of coaster brake progress and initia¬ 
tive ought to convince you that you can't 
go wrong by coupling up with it. 

CORBIN SCREW CORPORATION 

American Hardware Corporation, Successor 
New Britain, Conn. 

Branches: New Tork Chicago Philadelphia 

Makers of 

Corbin-Brown Speedometers for Automobiles, Motor 

Trucks and Motorcycles, Corbin Duplex and Two- 

Speed Coaster Brakes. Corbin-Brown Tachometers 
and Corbin Automatic Screw Machine Products. 


fUde a fOcycte 



Contributor to 
National Publicity 
Campaign 


I 


SAVAGE 



Another String tol 
Your Bow 

In stocking the popular 
Savage line of High-Power 
Rifles don’t overlook the .22 
High - Power — the little 
“Imp” which has been sell¬ 
ing Savage satisfaction to 
customers for years. 

It is well-known as an 
ideal Rifle for all-round 
hunting and is one of the 
quickest selling Rifles in the 
Savage line, because of its 
enviable record of perform¬ 
ance on all kinds of game, as 
large as deer and mountain 
sheep. 

If you stock the .22 High- 
Power you have “another 
string to your bow. ” It will 
add new names to your list of 
satisfied Savage customers. 



SPECIFICATIONS 
.22 Hi-Power Savage Bifle. Take¬ 
down, 20-inch, specially tapered, round 
barrel. Corrugated steel shotgun butt- 
plate. Weight, 6 pounds, 8 ounces. 

Savage Arms Corporation 
UTICA, N. T. 

Sharon, Fa. Chicopee Falls, Maas. 

Executive and Export Office 
50 Church 8t, N. T. 

Ownmrt mmd Ofrmtft •fths 

J. Stevens Arms Company 
Chicopee Falls, Mass. 
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Sell Economy 

The public today are buying only things they 
know will Bave or make money for them. 

That’s why Duplex sales are steadily increas¬ 
ing month by month. The housewife of today 
realizes the liberal saving in fuel afforded 
through the use of a Duplex. When she knows 
that the Duplex is paying actual dollar and cents 
dividends in her kitchen is it strange that she 
demands a Duplex f 

Advertising in the leading women’s publica¬ 
tions is bringing the message of Duplex economy 
to thousands of women from coast to coast. 
Duplex dealers everywhere reap the benefit of 
this advertising. 

Write today—get your address on the Duplex 
Dealers’ list—know the facts about Duplex 
profits in your business. 

DURHAM MFC. CO. 

MUKOIEf IND« 

NEW TOBK OFFICE: 108 CHAMBBS8 STBEET 

LOS ANGELB8 OFFICE: 3718*4 W. FZCO STBBBT 



Voss 9-o'Clock Electric Washer 

BUILT FOR BUSINESS 

Forty years ago W. H. Voss, the inventor, at that 
time a cooper in Davenport, conceived the idea of de¬ 
vising a washer for the sole purpose of relieving his 
aged mother of all the drudgery of washday. 

This first machine proved so successful that it be¬ 
came the forerunner of the practical Voss Washing j 
Machine of today. Complete stock of all types carried 
in Seattle and Portland warehouses. 

Write tor Agency in Your Town 


R. M. BURTON SALES AGENCY 

Northwest Distributors, Alaska Bunding, Seattle, U. 8. A. 



DOTS AND CAMP FUBN1TUBB, MOPS 
Tents, Awnings, Covers, Leggina, C ar pe n ter s * 
Aprons 

4 Factories. Write for Prices. Prompt Shipments. 

TUCKER DUCK A RUBBER COMPANY - Ft Smith, Ark. 


“ANSONIA” NAIL CUP 


Made by the mak¬ 
er* of the “Gem'* 
Nail Clipper. 1 
Twelve in a box or 
12 on a display 
card. 

Write 


M. C. COOK OO. - ANSONIA, 
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O UR policy of active co-operation with Sim¬ 
plex Ironer dealers in promoting the sale of 
these reliable, pioneer ironers is extremely 
liberal. We use care and discrimination in the 
selection of dealers and then back them il to the 
limit ’ } in realizing real profits. 

The gigantic Simplex National Advertising 
Campaign, never-ceasing, is establishing consumer 
preference for the Simplex that prompts easily- 
made sales to satisfied customers. 

Write for particulars. Our plan of Dealers 
Co-operation builds business for the entire house¬ 
hold appliance department. 

THE AMERICAN IRONING MACHINE COMPANY 

431 Sutter St., San Francisco, Cal. 

Home Office. 168 N. Michigan Ave.. Chicago 
Factories at Algonquin, Ill. 

&mplex|roner 
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FOSTER BROS. 
CUTLERY 

is unrivaled for general 
trade purposes. 

Guaranteed to meet the 
most severe requirements 
—every blade is properly 

( ground, tempered, 
balanced and 
sharpened, ready 
for use. 

Foster Bros. Line 
includes every 
type of butcher 
knives, cleavers, 
carvers, splitters, 
etc. Noted for 
quality and ser¬ 
viceability. The 
product of half a 
a century’s experi¬ 
ence in making de¬ 
pendable cutlery. 

Sell Foster Bros. Cutlery. 
Your customers will be 
fully satisfied—and you 
make a generous margin of 
profit. 

Your jobber can tell you 
about Foster Bros. 

Cutlery 


JOHM QJ/^TlLLON 6 SONS 

New York U-S*A- 


Simplex Pd^eAdvertisments 
Appear Every Month in 

SaturdayEve.Post Literary Digest 
Ladies Homejournal (buntrij Gentleman 
Good Housekeeping Farm Journal 


NnpiKx|RONf:tt 
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Do You Realize the Profits 
Live Merchants are Making 
in Handling Phonographs? 


Wives and daughters make your sales. 
No comebacks and no service. 

One sale makes many prospects. 

Follow up with profits on records. 
Prompt shipments of samples assured. 

“Let Us Tell You How You Can Profit” 



Model 95 


VTho Perfect Tone for 
Boozy Homo.** 


OPEROLLO PHONOGRAPH COMPANY 

64 W. LAFAYETTE BOULEVARD, DETROIT, MICHIGAN 


Lalance & Grosjean Mfg. Go. 


Manufacturers of the Celebrated Lines of 

Agate ( Nickel-Steel ) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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Massachusetts Made 

Strict fidelity to the stern Puritanic habit 
of thoroughness has made Massachusetts a 
leader in industry since the day of Plymouth 
Hock. 

As loyal sons of Massachusetts we have tried 
to maintain a Pilgrim steadfastness to this 
ideal through the nineteen years that we have 
been manufacturing incandescent lamps. 

And because we have set for ourselves a 
very high standard of workmanship and have 
lived up to it, Hygrade Lamps are known all 
over the United States as '‘persistently well 
made.” 

An article made the Massachusetts way is a 
profitable one to sell. 

Hygrade Lamp Co 




General Office 
and Factory 


Salem Mass 


Hidden Hardware Wia’t Sell Itself 





Don't keep your hardware out of sight, in odd 
shapes and sizes of boxes. Get it out where 
people can see it. If you do this you will sell 
more, because your customers will then be re* 
minded of their needs. 

Put “Duluth" Hardware fixtures to work for 
you, and they will pay for themselves in extra 
sales made. 

DULUTH SHOW CASE CO. 

DTTLUTH, MINNESOTA 



ws. 


RT7TENBBR ELEC¬ 
TRIC TABLE 
STOVE 


Is one of the Job* 
ber’s or D e a 1 e r*s 
quick, sure sellers. 

Square cooking sur¬ 
face, seven by seven 
inches. 

Furnished complete 
with all the neces* 
sary cooking utensils.. 
Full nickel finished.! 




We manufacture a 
full line of Household 
Appliances. 

Write for our com- 
plete Catalog and 
Trade Discounts. 

RUTENBER 
ELECTRIC CO., 

Marion, Ind., V. 8. A 
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TUNG-SOL 

L A hv'l l=> S 



Wkat are the Advantages? 

Lamp sellers by the score are 
coming under the Tung-Sol banner 
every day. One reason is that 
they make more money selling 
Tung-Sol than other brands ana 
are permitted to sell without ham¬ 
pering restrictions, filing of re¬ 
ports, etc. 

Tung-Sol jobbers are every¬ 
where. There *s one near you who 
is prepared to fill your lamp or¬ 
ders quickly and for any quantity. 

There is a Tung-Sol lamp for 
every standard use. Find out 
how you can increase your lamp 
profits—today! Write to 


The Panama Lamp & Commercial Co. 

595 Mission St., San Francisco 


Distributors for Pacific States 
or the following jobbers: 

Western Metal k Supply Co. 

San Diego, Calif. 


California Hardware Co. 
Los Angeles, Calif. 

Union Hardware k Metal Co. 
Los Angeles, Calif. 

Standard Woodenware Co. 
Los Angeles, Calif. 

San Joaquin Grocery Co. 
Fresno, Calif. 

Mangrum k Otter 
San Francisco, Calif. 


Nathan-Dohrxnann Co. 

All Their Branches 

Thomson-Dlggs Company 
Sacramento, Calif. 

Honeyman Hdwe. Co. 
Portland, Ore. 

Whiton Hardware Co. 
Seattle, Wash. 

E. W. Murray Lighting Co. 
Spokane, Wash. 

Beno Electrical Works 
Reno, Nev. 


Distributors for Western States 


Capital Electric Company 



1126 California Street 
Denver, Colo. 

Colorado Kansas 

Wyoming Nebraska 

Oklahoma New Mexico 

Arizona 



MADE IN OHIO, U. S. A. 

ALUMINUM 

“Real Solid” 


ANNOUNCEMENT 

The “UAL SOLID” LINE haa been for 20 
years, the Strong, well known, dependable 
Aluminum line of Kitchen Utensils. 

Our Policy is and has been to give the dealer 
goods of such quality that assures him not 
only his PROFIT, but the housewife's contin¬ 
ued patronage, we have now added 


A New Line of 

“REAL SOLID WARE” 


This is a Heavy Drawn line STAMPED from 
heavy tempered Sheets, which is far superior, 
in many ways, especially in Rigidness and 
Durability. 

We have eliminated unneces¬ 
sary expense of OAST ALUM¬ 
INUM HANDLES, etc., and are 
Putting MORE METAL into 
the BODY of our UTENSILS. 

TRIMMINGS — Tinned Iron, using Double 
Coated Tinned Iron—The best on the market 

PROTECTED HANDLES—All Coffee and Tea 
Pots with handles, both curved and straight- 
bottom of handle is protected with Metal 
Trimmings, so that it will be impossible for 
flames to creep up over bottom and burn off 
handle. 

OUTSIDE FINISH—The Same HIGH CLASS 
polish as heretofore. 

INSIDE FINISH—Scratch Finish Superior be¬ 
cause it does not show finger prints from 
handling or dirt, which may accumulate while 
on dealers’ Shelves. 

We have added 26 New Items, all prac¬ 
tical This makes the "BEAL SOLID” 
Line the most complete on the market 

Write Today and get our New 
Catalog just off the Press. 


The Buckeye Aluminum Compas 

WOOSTER, OHIO 
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Whittlers' Club 

% Knife^Kit 


(_CERTIFICATE OF MEMBERSHIP 

CLUB button ^book OF INSTRUCTION 


The Boys 

are Waiting 

Have You Placed Your Order 
for These 
Whittling 
Outfits? 


For a girl Christ¬ 
mas means Dolls 

For a boy — nothing 
equals the Whittle 
Outfit at $1.00 

Big National Advertising Campaign 

Starts November 1st 

THE OUTFIT: 

Russell Barlow Knife 

Blade of the finest cutlery steel—nothing better can 
be put into a knife. The Russell Barlow is just plain, 
old-fashioned quality all the way thru. 

Whetstone 

Practical good quality stone to sharpen the knife on. 

Manu al 

A book on whittling to sharpen the boy’s wits and 
ambitions. 

Button 

A Whittlers’ Club Button—to make a boy feel he 
belongs. 

Soft Pine Sticks 

A temptation to any knife owner. 

Sand Paper 

To finish off the job. 

On top of all this a big prize medal contest and 
cash contest open to all boys who whittle. 

Oet in touch with your jobber now—Get your order in. 

THE JOHN RUSSELL CUTLERY COMPANY 


Turner Falls 


Green River Works 


Massachusetts 
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The live hardware 
dealer says: 


“/is ths Hose is Better Than 
Vz inch Hose — 


These three Brands 
of hose are made by 

BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 


“%ths is better than ^ inch for practi¬ 
cally every purpose for which you use 
Garden Hose. 

“At a slight increase in weight it de¬ 
livers considerably more water. It is 
the logical size of hose for the great 
majority of purchasers. 

“You need two or three grades of hose 
but one size will satisfy everybody. 

“I find BULL DOG, GOOD LUCK and 
MILO, all in the standard %ths size, 
an ideal hose stock for every purpose.” 
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KEEP THE GROUP OUT OP AMERICAN 
POLITICS 

It is necessary now and then to get back, or 
down, to bed rock, that we may keep our ideals, 
our national ideals and our national principles 
clear. The American political—not “partisan” 
—ideal of government is the two-party method 
of selecting public officials, the servants of 
the people. The two-party method is far from 
perfection, but it has done more than any other 
agency to help us to assimilate the many foreign 
elements that have been poured into our melting 
pot. 

The two-party method makes it essential 
that voters shall make their choice without re¬ 
gard to creed, or craft, or caste or race, but 
simply with regard for the greatest good to the 
greatest number. The political “group” de¬ 
stroys party integrity, raises petty factions, 
increases selfishness, engenders narrow rivalry 
and breeds hatred. The “group” has no place 
in the American political ideal. 

There is a tendency now toward the forma¬ 
tion of “groups” in this country. We are 
threatened with a “labor group,” a “socialist 
group / 9 a “farmer group,” a “single tax 
group/’ and so on. The purpose of the “group” 
is not national, in its essence it cannot be na¬ 
tional. Its aims and efforts are limited by the 
purposes of the “group,” without the smallest 
thought for the greatest good of the greatest 
number. 

The voter who goes to the polls next Novem¬ 
ber to vote a “labor ticket,” or a “farmer 
ticket” or any other than a national ticket, not 
only will be exercising his franchise to no pur¬ 
pose, but actually will be acting against the 
best interests of the nation. 

We hold no brief for either of the leading 
political parties, but do hold that in deciding 
between them and selecting from them, we are 
more likely to keep our national ideals alive 
than by favoring this or that “group” that is so 
blinded by narrow and selfish interests that it 
cannot see anything even remotely approximat¬ 
ing nationalism or Americanism. 


“A THOROUGHBRED NEVER QUITS” 

That tendency to “rest on the oars” after 
a good sale has been made, or a fat order taken, 
plays havoc with a man’s career. 

Business is a race—a contest, if you please. 
Only the fellow that will run through to the 
finish without “breaking” is the thoroughbred. 

A thoroughbred never quits. 

The contest is within the man himself. It 
is between a man’s knowledge of what he ought 
to do and that old devil, the tendency not to 
do it—the “yellow streak”—the tendency to 
lie down, to run away, to quit. 

Because there are no spectators of this con¬ 
test a man thinks he can get by without fight¬ 
ing, thinks he can run away and no one will ever 
know it. 

You can’t cheat. Just as sure as there is a 
God in heaven, it’ll come out. 

Not right away, perhaps. But in time your 
very vitals will be eaten up by that cheat germ. 

You’ll be so old in spirit, so spavined, so 
lame, so blind, that the very sight of you will 
bar your entry in the contest. 

Real success is the sense of victory, and 
exquisite joy, a permanent satisfaction, a genu¬ 
ine happiness that comes only to the man who 
has gone right on day by day—year in and year 
out—regardless of conditions and circum¬ 
stances, doing good work, doing his honest 
best. 


If you are not accustomed to studying the 
advertising pages of your trade magazines you 
are missing a regular trip through an important 
market place—a trip that might mean much to 
you in actual dollars and cents and better busi¬ 
ness methods. 


It behooves every man to keep close track of 
the legislation recently enacted and that pend¬ 
ing. Your influence may be just what is needed 
to prevent or to put through an undesirable or 
desirable measure. Do not make the mistake 
of thinking that our representatives have time 
to make a close study of every bill upon which 
they vote. 
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STRONG LIGHT IN THOSE SHOW 
WINDOWS 

4 ‘If you expect to make the public take an 
interest in your night displays, don’t try to save 
on your light bills/ ’ says the executive head of 
the largest window display concern in this 
country. Window displays elaborately con¬ 
ceived often have the edge taken off their effect 
by poor lighting facilities, or dimmed im¬ 
pressions. 

It is legitimate enough for any merchant to 
try to reduce costs of operation, but look first 
and find out whether you are affecting a real 
economy. A dealer can gauge the dropping off 
of receipts right in his cash register the minute 
he turns the night lights low in his windows. 
Still retailers often fail to see this and many 
windows almost hide tempting displays because 
of the semi-darkness. Experiments have shown 
that a well-lighted window attracts so much 
more transient trade than does one poorly 
lighted, that the extra expenditure for light is 
not an expenditure strictly but a good invest¬ 
ment. 

Merchants operating in locations on the less 
prominent thoroughfares are apt to fall into the 
error of believing that they can get along with 
less light than they would have to use were they 
situated on one of the principal streets. That 
is erroneous theory. A retailer in a secluded 
situation should exert the more effort to make 
his store stand out conspicuously, especially at 
night, and thus wean some of the passersby on 
the main thoroughfare into his store. 

If the rival storekeepers on the main street 
are illuminating their windows, the dealer off 
the beaten way certainly cannot afford to wal¬ 
low in darkness; but if the merchants in the 
crowded section are not emblazoning forth by 
means of multi-candle-powered orbs, the way- 
street-store-operator can steal a march on them 
by brightening up his displays and thereby 
creating a contrast entirely in his favor. 

To get the very best results the show win¬ 
dow at night should be illuminated by lights 
that flash directly down on the contents of the 
show space. Placing the lights at the back of 
the window to make them fulfill the double 
purpose of lighting up the store and the window 
at the same time is a sure way of making a 
gloomy, unattractive store front, and it also 
detracts from the appearance of the interior 
of the store. 

Another phase of window display that 
should not be overlooked, is the cleaning of the 
plate glass. Clean windows are not only an 
essential; the plate must be polished to a 
crystal clearness if the light is to shine through 
effectively and attract the passersby. The 
mere "wiping off of the gathering coats of dust 
will not do the trick. The plate glass must be 
rubbed. _ 

The goods that move are the goods that pa}*. 


THE SCIENCE OF ADVERTISING 
IN 400 WORDS 

The rainbow was the first great advertise¬ 
ment. It had position. It had color. It held 
out a promise of benefit in effect: “I shall not 
drown you again if you behave.” And then it 
had the value of repetition, because it is re¬ 
peated in the same position and color and 
promise after every rain. 

The next big advertiser was Caesar, when 
he wrote on the walls of Rome for the people 
to read just what the senators were doing in 
the senate chambers. These advertisements of 
old contained the elements necessary in all 
great advertising, which are: 

Advertising must be seen; it must be read; 
it must be understood; it must be believed; it 
must create a want. 

Advertising is different because you must 
make the man stop thinking as he thinks and 
make him think as you think and interested 
in the thing you are interested in. It is easy 
to interest a man in himself. If your adver¬ 
tising convinces him that it is good for himself, 
you have him sold. 

Suppose a man comes into this room and 
wants to reach all of you as I am doing. He 
goes to the man at the door and says: “How 
much will you charge me to whisper?” The 
man says: “I will charge you $2 to whisper.” 
“How much will you charge me to yell?” 
“I will charge you $10 to yell.” This man 
buys five whispers and nobody knows he is 
here and he thinks he is advertising (laughter. 
If he had bought one good yell you would have 
said that is an awful bunker, but at least he is 
on earth. 

Domestic prosperity depends on what we 
can sell to the outsider. Good advertising 
creates a want and a desire abroad, and thus 
creates employment, prosperity and happiness 
at home. 

Don’t take it for granted that the other 
fellow knows all about what you have. Few 
of us ever know enough, and many of us never 
know anything. Don’t be afraid to keep on 
telling the world what you have. You have got 
to keep it up. 

Advertising is the heart-beat of business 
If you stop a man’s heart, he dies. If you stop 
advertising, business dies! 

Bacon said: “Reading maketh a full man; 
writing an exact man, and talking a ready 
man,” and let me add: Thinking maketh a 
real man! One great trouble with our Ameri¬ 
can life is that we have invented every device 
to save us the trouble of thinking. 

—Arthur Brisbane. 


Money is the lubricant which keeps the 
wheels of life moving without screeching. ’Tis 
a wise individual who keeps a little oil in hand 
to meet the grind later on. 
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THE “TAX ON SALES” PROPOSITION 
The French Government has decided to place 
a tax of one per cent on every business trans¬ 
action. The fact that this is practically the 
“tax on sales” measure that lately was urged 
upon our own congress, makes this action by 
the French government of uncommon interest. 

France is availing herself of this rational 
method in order to avoid a tax on capital. No 
country safely can afford to absorb the capital 
that is needed to keep its industries going. Yet 
that is what we are doing in the United States 
through the inequitable and destructive excess 
profits tax. The tax collector is steadily swal¬ 
lowing up new capital, resulting in the paraly- 
zation of new industries and the withholding 
of investment in new industrial propositions. 

The practical politicians in power in Wash¬ 
ington thus far have failed to favor the pro¬ 
posed “tax on sales,” but they did not hesitate 
—in order to provide funds for a soldiers ’ 
bonus—to suggest a heavy retroactive tax on 
profits made during the war, a proposal utterly 
iniquitous and ruinous. Commenting on this 
feature of the wild economical vagaries of some 
of our lawmakers, the Boston Herald says: 

It would be a virtual confiscation of property and 
would involve a wide departure from all sound princi¬ 
ples of taxation. Excess profits were taxed heavily 
during the war and these taxes were paid without 
very serious complaint. Whatever profits were left 
after this taxation were either distributed to share¬ 
holders or put back into the business. Much of the 
capital with which the business of the country is now 
carried on came in this way. Any retroactive levy at 
this time would disorganize business to an extent that 
no one can accurately measure. It would destroy the 
foundations on which trade and industry rest by reach¬ 
ing back and taking, in ex-post facto fashion, those 
earnings of capital to which an implied exemption had 
been given. It is inconceivable that Congress will 
seriously consider any such mad proposal. * * *If 

our congressmen think that any form of taxation will 
not, in the long run, have exactly the same effect as a 
tax on retail sales, they are mistaken. Whatever the 
channel of taxation may be, the ultimate incidence is 
always the same, and the public as a whole bears the 
burden. 

The excess profits tax is iniquitous and de¬ 
structive. The proposed tax on sales would be 
just and constructive and adequate for all nec¬ 
essary purposes. The danger as to what con¬ 
gress may do in the matter of taxation is tem¬ 
porarily averted. But after this political cam¬ 
paign is over and the selected lawmakers re¬ 
assemble in Washington, no one can predict 
with even a remote approach to probability 
what will be done by them. 

This is why the work of selecting our next 
company of lawmakers is so highly important 
to every one of us. It is essential to the welfare 
of the nation that we send to Washington next 
November only such men as will keep the na¬ 
tional good in mind, men who will be conserva¬ 
tive and constructive, men who will labor to 
manage the vast business of the nation along 
well-proved economic lines and with an eye 
single to getting the greatest good for the 
greatest number of our whole body of citizenry. 


MEN WHO HAVE SOLD ME 

One of our Colorado subscribers, who is a retail 
merchant, has here set down a few of the impres¬ 
sions salesmen have made on him. Those of our 
readers who are or have been knights of the road 
will appreciate the point of view. 

I like the man who will come into my place 
with an air of business and plainly state who 
he is and what he sells. 

I dislike the man who slinks into my store 
like a culprit; who hems, haws and beats around 
the bush before he comes to business. 

I like the chap who uses good, plain forceful 
English; who abstains from using that much 
abused word “proposition,” and who takes as 
little time as possible to unfold his tale. 

I detest the man who after he has talked 
to you leaves your mind in a clouded state, 
with a maze of figures, rates and other details 
the average layman fails to grasp. 

I always like to do business with the man 
who can answer my questions quickly, who I 
know has mastered the details and who has 
terms and prices at his finger tips. 

I fight shy of the man who fumbles through 
long printed lists, who refers first to one book 
then to another—who is never sure of his state¬ 
ments. 

I like the chap to whom I tell frankly, “I 
am busy today,” knows I mean it, and will not 
try to steal or usurp my time and who realizes 
at certain times a man really is tied up with 
more important details. 

I hate the fellow who tries to force you to 
see him, who also will not take your word for 
your statement, and who will insist you devote 
your mortgaged time to him and what is more 
lie never gets my name on the dotted line. 

I also like to accommodate the salesman who 
does not hesitate to tell me frankly and truly 
what he thinks is best for my trade, if he really 
knows. 

I hate to do business with the chap who has 
a “pet” to sell and who will almost try to force 
it on you, no matter if it is best suited to your 
conditions or not. 

Give me the man who will not offer any 
snide, cheap tricks to gain his point, who will 
act fairly and above board and who never tells 
me: “You will make a mistake if you do not 
buy my goods.” 

I never did like the fellow who made me 
feel cheap; who also made me doubt the wisdom 
of judgment in previous transactions, and who 
makes me feel like a “dummy” when it comes 
to buying. 

It like the fellow who is clean, well groomed 
and who looks like an honest man. 


If you are after a fortune, get an aim first. 
Robert Louis Stevenson says, very truly: “An 
aim in life is the only fortune worth finding; 
and it is not to be found in foreign lands, but 
in the heart itself.” 
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The Real Matter With America 

Too Many Men Laying Only 150 Bricks a Day, When 2,000 Is a Normal Day’s Work. If Ton Are 
Doing Less Than Tour Full Share, You are Helping to Keep Up the 
High Cost of Living 

(By “Glen Buck”) 

N OW—what’s the matter with America? 

Here’s the nub of it: 

Upon the loading platform of a busy factory, in the full glare of a noon sun, 
stood a beaming workman, in bespattered uniform of white denim. Below him, 
in a roadway, were several hundred men, watching him intently. At his side 
stood the superintendent of the factory, a small paper in his hand. 

“This check for one hundred dollars goes to Joseph Flinn as a reward for 
merit,” said the superintendent. “For Flinn has done a remarkable thing. In 
nine hours’ work he has laid thirty-six hundred bricks—and has laid them 
well. I don’t know that his skill has ever been matched in America. The mor¬ 
taring of two thousand bricks is a good day’s work. Yet Flinn does that or¬ 
dinarily—and more. Thirty-six hundred bricks in nine hours is an achievement 
and we are all proud of it. I wish that this check could be many times larger. 
Three ’rahs for Flinn. 

And it was a rouser. 

Joy of Work Well Done 

But look at Flinn’s face. All the joy in the world seems to be packed into 
it. And the rolling muscles under his damp shirt fairly radiate cheer. With 
just an awkward “Thank you,” he climbs down into the roadway. But his head 
and heart are in the skies. Within he cherishes a leaping flame that no mere 
hundred-dollar check can account for. Flinn is realizing the joyous satisfaction 
that always comes from good work well done—and life has no finer joy than that. 

But—but— 

What of the man who lays 150 bricks when 2000 is a fair day’s work? 

Last month a gang of men were laying a great brick wall in the city of De¬ 
troit. At the end of the second week they had averaged for each man on the job 
just a hundred and fifty bricks a day—no more. 

There is tragedy for America in these figures. 

A hundred and fifty bricks a day! 

Is it not an unsanctified wonder that the very wall didn’t melt with the burn¬ 
ing shame of it, and sizzle in one fiery mass down to hell? 

A hundred and fifty bricks a day! 

Time is one commodity that cannot be destroyed without serious conse¬ 
quences. The time-killer, like the life-killer, cannot revive his victim; he abso¬ 
lutely annihilates a thing of unmeasured value and potentiality. A man may 
loaf or play and serve the purpose of health or spirit. But the man who shirks on 
the job destroys a value that can never be replaced—and dissipates within him¬ 
self moral fiber, without which personal and class progress are impossible. 

A hundred and fifty bricks a day! 
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Do Not See They Ham Themselves 


The pity of it is that these bricklayers do not see that they are harming them¬ 
selves most of all. An honest wage is every honest workman’s right; and the 
world at large suffers when he does not get it. If it is a high wage he must pay 
more for housing, clothing, food, entertainment. The adjustment is automatic 
and sure. If it is an unreasonably high wage the established order is thrown 
out of kilter at its very base, and that fair margin between income and outgo, 
which ought to be every worker’s rightful security, becomes a matter of chaos 
and adventure. If high wages be maintained there must be high productivity, 
or disaster inevitably follows. That law cannot be sidestepped. Men may 
dream dawdlers’ dreams—but human nature is deep and inexorable. The slacker 
makes calamity certain for his fellows. But what is infinitely more important, 
he makes misery and failure inevitable for himself. 


The man who lays a hundred and fifty bricks a day when he should lay two 
thousand, not only cheats his employer and robs society of the needed fruits of 
his labor, but he is rottenly dishonest with himself. 


One hour’s real work spread over ten makes a thin padding for a bad con¬ 
science. ; 


The Time-Killer Also Kills His Moral Self 


So, it must be that if the shirk goes home in the azure glow of a warm spring 
evening, beats his wife into a trance and kicks the baby out of the window—he 
is but finishing a bad day’s work logically. He carries with him nothing of that 
inspiring zest which comes from worthwhile accomplishment—from a good job 
well done. The hours of the day have hung about him heavy and dark. Its min¬ 
utes have been eternities. And their slow speed have generated within him 
nothing but a sort of low meanness—rotter of the moral fiber. 

The hardest day’s work is done by the shirk. 

If organized labor is countenancing the curtailment of individual production 
it is delivering to organized labor a knife in the back. In union there must be 
strength—not weakness. 

We need more Joseph Flinns—and more of his kind of joy. Without them 
the social fabric must rip into rags. 

That is what’s the matter with America—now. —The Stencil. 


One of the big constructive tasks before the 
retailers of the country is the preaching of true 
thrift. The advertising can do a great work 
in establishing a demand for the more durable 
and practical lines of merchandise. Economy 
talks, explaining the economic advantages of 
thrifty buying and the curtailment of needless 
spending, will play a prominent part in the 
advertising of merchants in step with the times. 


We cannot trust our political affairs at the 
present time to anybody who happens to take an 
interest in them. Our responsibility is to know 
what is doing and to see to it that the right 
and fair measures are put across. 


LOVE AND LABOR 

When Love and Labor marry 
The world will live in peace; 
Then both will work together 
And all our wars will cease. 


Some men are like merry-go-rounds. They 
travel a long ways, make a lot of noise, but 
never get anywhere. 


Remember, that buying is a fine art as well 
as selling. How do you buy! Do you follow the 
lines of least resistance or do you canvass the 
situation, get thoroughly posted, and take your 
discount! 
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An Illustrated Story Of An Error 


It Took 37 Men, 3 Women, 2 Boys and 8 Horace 
to Correct 


Needless Mistakes Swell Overhead and Add to the Cost of Modem Business 


1. A Merchant desiring 
1/12, writes order for “1 at 
$2.00 doz.” instead of “1/12 
doz.” or “One Only.” 



2. Wholesaler’s stock clerk, 
being left to guess what 
dealer really desires, guesses 
1 doz. and ships 1 doz. 



(Copyrighted by Jerry McQuade) 


3. Wholesaler’s Bill Clerk 
enters charge for 1 doz. and 
mails invoice. 



Mistakes are passed along and 
accumulate. 


4. Merchant receives in¬ 
voice showing larger ship¬ 
ment than desired. Gets mad. 





What yon sow yon reap. Start 
trouble and It will puisne you like 
a wasp. 


5. Merchant writes letter 
stating he will return 11/12 
doz. when received. 



Wasting 6 minutes to repair 
what 6 seconds extra care should 
have prevented, has kept many a 
man poor. 


6. Goods arrive. Clerk re¬ 
moves 1/12 and re-packs 
11/12 for return. 



Time needlessly employed fc 
time lost. Time lost is money loot 


We illustrate here everyday occurrences, which are by no means confined to 
the retail merchant. 

The real root of the matter lies in the fact that the average boy or girl is 
not trained in the home. They are not taught to be thorough in their work, in 
their home duties, in their personal appearance, and when they go to school, the 
same laxity is observed in education. 

The average graduates of the grammar school, or the high school, or the 
university for that matter, are most inefficient and careless in such small mat¬ 
ters as spelling, punctuation and grammar. They are not trained to use their 
eyes or their ears. 

One of the greatest handicaps of the growing generation is its lack of train¬ 
ing and efficiency. \o 
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7. Merchant telephones to 
post office to send parcel post 
wagon to call for 11/12. 



Spending 6 cents for an avoid¬ 
able purpose is equivalent to 
throwing 5 cents out of the win¬ 
dow—it *8 gone forever. 


10. Post office porter 
places 11/12 on mail wagon 
for delivery to train. 



The world cannot be fed and 
clothed unless each one helps cor¬ 
rect the causes of railroad con¬ 
gestion. 


8. Parcel post wagon picks 
up 11/12 and starts it back. 



Utilizing’ the energies of men in 
/ superfluous work saps the vitality 
| 0 f a nation in times like these. 

1 9. Clerk at post office can¬ 
cels stamps and routes pack¬ 


age. 



prosperity is to continue, the 
• utilities and their employes 
not be burdened with non- 


11. Railway mail clerk re¬ 
ceipts for and sees that pack¬ 
age is put off at destination. 



He who aids to clog the wheels 
of commerce, embarrasses a whole 
nation. 


12. Post office employees, 
horse and truck pick up pack¬ 
age at railroad depot and 
carry it to nearest post office. 



Every time human energy is di¬ 
verted from useful employment, 
the world steps back instead of 
forward. 
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13. Prom post office an¬ 
other postal employee, horse 
and truck carries package 

back to jobber's warehouse. 



A dollar frittered away through 
carelessness, is a dollar burned up. 


14. Jobber's receiving 
clerk receives package and 
makes out receiving ticket in 
TRIPLICATE. 



No man can add to another 

man’s expense of doing business, 
without adding to his own ex¬ 
pense; the back you pass comes 
back. 


15. Porter carries 11/12 
back to jobber's stock 
shelves. 



Carting back today what was 
carted away yesterday, costs 
money, for which the man who 
causes that extra carting inevi- 
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16. Boy takes copy of 
11/12 receiving ticket to 
wholesaler’s claim agent. 



Save an unnecessary step and 
you save tuppence; waste a step 
and you waste tuppence. 


17. Claim agent orders file 
girl to dig out original order. 



correcting other men’s blunders, 
productive effort ceases. 


HARDWARE WORLD 

18. Claim agent calls sten¬ 
ographer to take letter to 
merchant explaining how the 
mistake occurred. 


//' />\ 



If the thoughtless could always 
see the mess they make and the 
trouble required to repair their 
thoughtlessness, I believe they 
would be ashamed of themselves. 

19. Boy takes memo from 
claim agent to bookkeeping 
department, authorizing it to 
allow credit for returned 
merchandise. 


A 



20. Bookkeeper enters 
credit for returned 11/12. 



motions and you decrease the ex¬ 
pense. 


21. Credit memo made out 
and mailed to merchant. 



The sum of human waste, the re¬ 
sult of carelessness, If gathered 
together each year, would repre¬ 
sent a fortune whose slse would 
feed the world for 100 yean. 


See What Was Wasted 

1. Merchant had to waste his time writing 
a letter calling attention to the error. 

2. Letter carrier had to waste his time carry¬ 
ing that letter from postal box to post office; 
clerk at post office had to waste his time sort¬ 
ing and routing letter; cancellation clerk had to 
waste his time cancelling stamp on letter; truck, 
horse and man had to waste their time carrying 
letter from post office to train; train postal 
clerk had to waste his time seeing that letter 
got off at right destination; another man, horse 
and truck had to waste their time carrying let¬ 
ter from train to post office in city of destina¬ 
tion; postal clerk in that post office had to 
waste his time routing letter to station of car¬ 
rier who delivers it; letter carrier had to waste 
his time carrying letter from post office to 
address of wholesaler—a clean waste of the 
labor of 8 men, 2 horses and 2 trucks. 


3. Merchant’s clerk had to waste his time 
repacking ll/12ths not needed. 

4. Merchant had to waste his time, that of 
girl telephone operator, in telephoning to post 
office to call for ll/12ths and that of the postal 
clerk who took the message. 

5. Parcel post man, 1 horse and 1 truck had 
to waste their time carting ll/12ths from store 
to post office. 

6. Parcel post clerk at post office had to 
waste his time cancelling stamps, weighing and 
routing package. 

Blocking Mails and Railways 

7. Railway mail clerk had to waste his time 
receipting for, watching and putting package 
off at destination. 


8. Railroad had to waste its space trans¬ 
porting ll/12ths at a time when transportation 
is already horribly congested. 
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9. Postal employee at destination had to 
waste his time removing ll/12ths from car to 
parcel post wagon. 

10. Post office had to waste the time of a 
driver, horse and truck to pick up ll/12ths at 
railroad and carry to post office and then an¬ 
other driver, horse and truck, their time to 
carry package from post office back to whole¬ 
saler. 

11. Wholesaler's receiving clerk had to 
waste his time and stationery making out re¬ 
ceiving ticket in triplicate. 

12. Boy had to waste his time taking copy 
of receiving ticket to Claim Agent. 

13. Porter had to waste his time carrying 
ll/12ths from receiving office back to stock 
room. 

14. Claim Agent had to waste his time and 
that of 1 file girl digging up original order. 

15. Stenographer had to waste her time 
typing dictated letter from Claim Agent to 
merchant, explaining how mistake occurred. 

16. Eight employees, 2 horses and 2 trucks 
of the post office had to waste their time trans¬ 
porting that letter to the merchant. 

17. Boy had to waste his time carrying 
memo to bookkeeping department authorizing 
issuing of a credit to careless merchant. 

18. Bookkeeper had to waste his time en¬ 
tering credit in books for return of ll/12ths and 
making out credit memo to mail to merchant. 

19. Eight employees of the post office, 2 
post office horses and 2 trucks again had to 
waste their time forwarding that credit memo 
to Mr. Merchant. 

Actual Cost of One Error 

Altogether there was an inexcusable waste 
of the time and energy—that might otherwise 
be usefully employed—of: 

37 MEN, 3 WOMEN, 2 BOYS, 8 HORSES 
AND 8 TRUCKS. 

This error cost in dollars and cents: 

Time of 42 Men, Women and Boys at only 

5c each .$2.10 

Time of 8 horses and trucks at only 10c 

each.80 

Freight both ways on ll/12ths returned.. .60 

Writing 3 letters, time, stationery, stamps 

etc., 20c. each.60 

Merchant's telephone for parcels post.05 


Total .$4.15 

With loss of interest on merchandise in 
transit, risk of breakage, etc., added, there was 
thus a loss of $2.15 more than the total value 
of the goods shipped. 

Who pays for this loss? You do. 

But for inexcusable errors of this kind, the 
present business overhead would be lower and 
efficiency greater. If overhead is lower, you 
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can do business for less money. If you can do 
business for less money, obviously you «ca(n 
make A LARGER PROFIT. 

Therefore, and in conclusion: 

Write your orders carefully. 

Make them clear. 

Look them over before you mail them. 
Minimize errors. 


MERCHANT RESPONSIBLE FOR STATE¬ 
MENTS IN HIS ADVERTISING 

A merchant is responsible for the statements 
he makes as to the quality of goods he sells, 
whether he is merely repeating the statement 
of a manufacturer or not. It behooves mer¬ 
chants, therefore, to be certain as to the accu¬ 
racy of descriptions which are given by manu¬ 
facturers whose integrity might be doubted. 

The retail merchant is held responsible mor¬ 
ally and legally (in most states) for the accu¬ 
racy of the statements appearing in his adver¬ 
tising whether or not he merely quotes repre¬ 
sentations made by the manufacturer from 
whom he obtained the merchandise. In an in¬ 
teresting case in Minneapolis a clothier was 
arrested for advertising all wool shirts which 
were not all wool but were almost entirely cot¬ 
ton. As a defense he brought into court his 
bills from the manufacturers, showing plainly 
that these shirts had been billed to him as all 
wool, and he merely advertised them in the 
same way. The court held that that was no de¬ 
fense; that he should have known whether they 
were all wool, and unless he was absolutely sure 
of it, he should not have advertised them as 
such. 

Of course if the retailer has knowledge that 
the manufacturer is wrong, and he goes ahead 
with a misstatement, that is a fraud clearly, and 
even if a retailer hasn't knowledge that the 
manufacturer is wrong and quotes a manufac¬ 
turer without making some effort to check up, 
the retailer can be held responsible legally. The 
retailer is looked upon by the buying public as 
a specialist and expert in the various kinds of 
merchandise which he sells and the public re¬ 
lies upon him to set out all of the facts truth¬ 
fully with respect to his merchandise and holds 
him responsible—and has a right to hold him 
responsible. The public has a right to believe 
exactly what it reads in advertising and to act 
upon that belief. 

The retailer is responsible for all of the 
statements appearing over his signature in ad¬ 
vertising. If he does not know that they are 
misstatements, he should make it his business 
to know. 


Instead of finding fault with the pessimistic 
attitude of the people with whom you associate, 
see what you can do to make them optimistic 
by showing your own optimism. 
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Treating Customers Alike 

How Often Do Your Customers Have Such 
_Experiences?_ 


“Joe, I wonder why that man 
walked out without being waited on?” 
Ed Miller was puzzled. “I intended 
to go to him in another minute; and I 
supposed he saw that I was busy.” 

Joe Bates, a genial traveling man 
and universal friend of store salesmen, paused 
a moment before replying. 

“Well, Ed, he acted quite naturally. I be¬ 
lieve I’d have done the same thing myself.” 

“What?” demanded the clerk. “Haven’t 
you got patience enough to wait until a clerk 
finishes with another customer?” 

“Yes, I always wait until he finishes with 
the customer ahead of me. But if he deliberate¬ 
ly^ skips me, then I’m apt to walk out just as 
this man did.” 

“Then you think he left because I stopped 
to hand Mr. Smith that hammer?” 

“I am sure he felt you w^ere showing a pref¬ 
erence in waiting on Mr. Smith first.” 

“But Smith was in a hurry,” defended Ed. 
“And besides, it took only a minute.” 

“Perhaps this man was in a hurry himself; 
how do you know? And when you did not go 
to him, he had no chance to tell you. Instead 
you stopped to wait on Smith and left the 
other man waiting. Do you think that was 
fair?” 

“No, ” confessed Ed, “when you put it that 
way it doesn’t seem fair. But I did it because 
I knew it wouldn’t take a minute to sell the 
hammer; so I stopped to hand it to Mr. Smith.” 

“I know, Ed, you didn’t intend to show par¬ 
tiality, but your action was easily misunder¬ 
stood. You simply tried to wait on two cus¬ 
tomers at once. That generally leads you into 
difficulties. A customer demands undivided 
attention from the clerk, just as you wish it 
from the buyer. You cannot sell a man satis¬ 
factorily if he is trying to divide his attention 
between what you are selling and something 
else. When you obtain his undivided attention 
you generally realize results. 

“The same way, the buyer likes to have the 
salesman show him the same interest in return. 
But if you attempt to wait on another customer 
while making a deal, you will find that the first 
party will suddenly lose interest and leave with¬ 
out buying. 

“In this case you had a prospective customer 
who naturally should have received your ser¬ 
vices by right of priority. Instead you leave 
him wait until you accommodate another cus¬ 
tomer who came in afterwards. 

Wait on Customers Strictly in Their Turn 

“While you claim that the newcomer was in 
a hurry and you knew it would take but a min¬ 


ute, that does not help matters in the case of 
the man who walked out. He does not know 
the conditions which existed and all he had to 
judge by was your actions. To all appearances 
you evidently preferred to wait on Mr. Smith 
first. That made the other man feel that per¬ 
haps you were indifferent about his patronage.” 

“But I wasn’t,” protested the clerk. “Id 
fact I had already started to go to him when 
Smith rushed in.” 

“Alright, after starting toward him and 
then stopping made it seem worse. The most 
you could have done was to at least go to him 
in his turn. Then if possible excuse yourself 
to hand Mr. Smith what he wished. In that 
way you could have explained that Smith was 
in a hurry and no doubt the man would have 
readily granted you the favor. Or on the other 
hand, if he was in a hurry himself, he would 
have had a chance to tell you and thus pre 
vented any chance of a misunderstanding. 

“Your intentions were alright, but it is 
easily seen that a customer cannot tell what a 
clerk’s intentions are. All he can do is judge 
from your actions and attitude; and this man 
no doubt misunderstood your intentions. 

A Customer Lost for All Time 

“You see, he could not tell that Smith de¬ 
sired nothing else besides the hammer. He may 
have imagined that Smith would need several 
other things and that necessarily meant another 
long wait. So rather than bear what he con¬ 
sidered an imposition he walked out of the 
store without buying.” 

“And the store lost a sale,” added Ed. 

“Yes, not only one sale, but who knows how 
many future sales ? If this man went on down 
the street to another hardware store and re¬ 
ceived instant attention it will have a great 
influence on all his future purchases. He knows 
that at one store he failed to receive attention 
and at the other place he was treated with 
promptness and courtesy. Therefore, his future 
buying will go to the latter merchant,” 

“You’re right, Joe. I suppose I depended 
too much on speed. But trying to speed up a 
sale by splitting your attention never pays. 
You seldom please both customers and generally 
you displease both.” 

“That’s it, Ed. But constant study of cus¬ 
tomers will give you foresight and ability to 
handle cases like this. There are men who don’t 
mind being skipped and there are those who 
do. Now how is a clerk able to tell? He can’t. 
All he can do is to work on the basis that all 
customers object to being waited on out of 
their turn. That is the safest rule to follow and 
it is the fairest. 
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Giving Tour Undivided Attention 

“All these points may seem trifling at first 
glance. But when you stop to think of it, they 
are the little things that all go together to make 
larger sales and create a better feeling between 
you and your customers. 

“I know a clerk who has a reputation among 
people for his thoughtfulness. If a woman 
comes in the store and he sees that she is 
troubled with several small parcels, he kindly 
wraps them all into one bundle so they may be 
; carried easily. This seems a small action in 
: itself; but the customer always remembers, and 

1 on her next visit this lady waited patiently 

2 until this same clerk could wait on her. 

“So the clerk who pays attention to these 
j small details is the one who wins out. He will 
u make it a point to give each customer his entire 
>■ attention and see that complete satisfaction goes 
with every sale. And when he shows no pref- 
L \ erence or partiality in waiting on the trade, he 
sr will soon be recognized by his customers and 
they in turn will reciprocate by boosting his 
oi daily sales.’’ 

.* ij, - 

U DAN McGANN AND UNCLE SAM 

Said Dan McGann to a foreign man who 
worked at the self-same bench, 

“Let me tell you this,” and for emphasis, he 
flourished a Stilson wrench, 

' “Don’t talk to me of this bourjoissee, don’t 
~ open your mouth to speak 
Of your socialists or your anarchists, don’t 
mention the bolsheveek, 

: For I’ve had enough of this foreign stuff, I’m 
sick as a man can be 

Of the speech of hate, and I’m tellin’ you 
straight that this is the land for me!” 

“If you want to brag, just take that flag an’ 

• boast of its field of blue, 

J±n’ praise the dead an’ the blood they shed for 
the peace of the likes o’ you. 

I*11 hear no more,” and he waved once more, 
his wrench in a forceful way, 

“O’ the cunning creed o’ some Russian breed. 

I stand for the U. S. A.! 

I’m done with your fads, and your wild-eyed 
lads, don’t flourish your rag o’ red 
Where I can see, or at night there’ll be tall 
candles around your bed.” 

4 4 So tip your hat to a flag like that! 

Thank God for its stripes an’ stars! 
Thank God you’re here where the roads are 
clear, away from your kings and czars. 

I can’t just say what I feel today, for I’m not 
a talking man, 

"But first an’ last, I am standin’ fast for all 
that’s American. 

<So don’t you speak of the bolsheveek, it’s sick 
of that stuff I am, 

,• One God, one flag is the creed I brag! I’m 
boostin’ for Uncle Sam.” 


TRUE AMERICANISM 

Governor Coolidge of Massachusetts earned 
the eternal gratitude of every true American 
who believes in the preservation of law and 
order in his stand in the police strike in Boston 
some time ago. 

Here are some of the things Governor Cool¬ 
idge believes in: 

No man has a right to place his own ease or 
convenience above his duty to the state. 

The action of the police in leaving their 
posts was not a strike, but desertion. 

We cannot think of arbitrating the gov¬ 
ernment. 

The government of Massachusetts is not 
seeking to resist the lawful action or sound 
policy of organized labor. It is seeking to pre¬ 
vent a condition which would at once destroy 
all labor unions and all else that is the founda¬ 
tion of civilization. 

We need more of the office desk and less of 
the show window in politics. 

Let men in office substitute the midnight oil 
for the lime-light. 

We need forever to remember that repre¬ 
sentative government does represent. A care¬ 
less, indifferent representative is the result of 
a careless, indifferent electorate. 

The people who start to elect a man to get 
what he can for his district will probably find 
that they have elected a man who will get what 
he can for himself. 

Do the day’s work. If it be to protect the 
rights of the weak, whoever objects, do it. If 
it be to help a powerful corporation better to 
serve the people, whatever the opposition, do 
that. 

Don’t expect to build up the weak by pulling 
down the strong. 

Don’t hurry to legislate. Give administra¬ 
tion a chance to catch up with legislation. 

We need a broader, firmer, deeper faith in 
the people—a faith that men desire to do right, 
that the commonwealth is founded upon right¬ 
eousness which will endure, a reconstructed 
faith that the final approval of the people is 
given not to demagogues slavishly pandering to 
their selfishness, merchandising with the clamor 
of the hours, but to statesmen, ministering to 
their welfare, representing their deep, silent, 
abiding convictions. 


The scientist isolates a single germ and 
studies it. Perhaps he makes that germ the 
pivot of important experiments. If you are 
selling goods or service, isolate the outstanding 
point or points of superiority, and stress them 
to the public. No one else will do your work 
for you in this particular, unless you do it 
yourself. And doing it may mark the differ¬ 
ence between success and failure. 


A needed friend is rarely a friend in need. 
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The Woman Behind the Counter 


As a Member of the Sales Force She Will Bring 
You Women Customers and Her Taste Wifi 
Mean Dollars to You 


A DD a woman clerk to your sales force, Mr. 
Hardware Man, if you would increase 
your sales. 

Did it ever occur to you that the glaring 
inequality in the sales of your various depart¬ 
ments might be due to some deficiency in your 
sales force ? 

Are the sales in your household department 
keeping pace with your more strictly men’s 
lines of hardware, such as tools, builders ’ sup¬ 
plies and the like ? 

Are women among your regular and fre¬ 
quent customers? 

Pause a moment and take stock of the per¬ 
sonnel of your sales force, and then of your 
patrons. Check up the latter—a man for a 
woman—a woman for a man. They should 
balance pretty evenly, for your shelves are 
filled with articles that help to furnish every 
home in the land. 

You yourself are best aware that they do 
not balance. You have been casting about for 
the reason. It is simple. The next woman 
you meet will give you the answer off-hand. 

A hardware store, from time immemorial, 
has been considered a man's store. Its wares 
are arranged by men and to suit men, and the 
overcrowded shelves of cooking utensils, the 
dark corner given over to crockery and electri¬ 
cal appliances might appeal to men if men pur¬ 
chased these articles, but it happens that the 
American woman is purchasing agent for the 
American home and the sooner the hardware 
merchant realizes this the better. 


If women do not buy at your store they do 
not buy at the next hardware store down the 
block, but they walk two, four, or six block 
to the nearest department store carrying 2 
hardware section. 

Considering that women are more carefn 
buyers than men and more particular as t: 
where they buy, it is of the utmost importance 
to know just why they pass you up for the 
department store. 

The answer was very cleverly found and 
acted upon by one of the leading hardware mer 
chants of Iowa. Describing his discovery hr 
said: 

“I had naturally been carrying househol: 
goods—selling a lot, too—but not enough. M 
salesmen were efficient, polite and understock 
hardware. Yet I realized that my store was nc 
patronized by women as it should be. Shortl; 
after this I happened to pass through the hare 
ware section of a large department store ar 
found women selling not only the smaller hous- 
hold utensils, but stoves, ice chests and washin. 
machines and putting up a convincing sellinir 
talk. 

Woman Heads Household Department 

4 'That was enough. I looked about unu 
I found a capable, intelligent woman and place: 
her in charge of the household department. Wr 
made changes to suit her—brought all the ute: 
sils pertaining to the keeping of a house in ol 
section of the store, built a model kitchen, s 
section for demonstrations, arranged counter^ 
and display tables, and she did the rest. 



A woman understands the psychology of women better than mere man, especially when it comes to sellis? 

household appliances. 
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f “Somehow, that department at once took 
: on a homelike look. The chilly, aloof atmos¬ 
phere was gone and it positively made you feel 
' cheerful to step into it. Today she has a staff 
' of several women clerks. 

“Did it pay? Well, rather. A glance at my 
monthly accounts will prove that. Best of all, 
£ my store, for years catering to men only, has 
become as popular with the fair sex as a depart- 
- ment store, and that’s saying something.” 

What this merchant did, you can do. 

Add a woman clerk to your sales force. 
Women like to trade where there are women 
clerks. One woman knows just what the next 
woman wants to know about the article she is 
b buying, because housekeeping and home-making 
^are common experiences among all classes of 

I women and of perennial interest. 

Do not forget that an intelligent saleswoman 
^can create a homelike atmosphere and dispel 
|that galvanized air in a hardware store which 
iis always so distressing to women who invari¬ 
ably trade where things are congenial. 

The Cheery, Homelike Touch 

This is the prime reason why the department 
'store is so popular. Even the British Drapers’ 
ssociation during their recent tour of this 
ountry stated that the most important thing 
learned in their survey of American stores was 
the cheerfulness and capability of the American 
saleswomen. 

Again—a woman is invaluable in suggesting 
attractive window displays and unique methods 
>f showing goods. The blue and white enamel 
pr the aluminum kitchen utensils, the heavy 
lyellow bowls and the glass cooking dishes are 
Iwonderfully fascinating to every housewife, 
"out not in motley piles on shelves or tables. 


Arranged in an interesting way with the proper 
setting no woman can resist them. 

Her taste will also mean dollars to you in 
the arrangement of your garden tools, sporting 
goods and even in the display of your tacks 
and nails. 

If she ties on a little price card, do not ob¬ 
ject—and bless her if she sets up a series of 
black figured price cards such as they have in 
the department stores. For women wander on 
from flour sieve to vacuum cleaner if they are 
guided by a string of prices—which they would 
never stop to inquire. 

A saleswoman may also prove a boon in 
helping you select your stock of household 
goods. She has an intuitive knowledge of what 
the average woman will buy. She will regard 
convenience, price and where possible attract¬ 
iveness of the article to be purchased. Women 
buy what pleases the eye, what fits the purse 
and what lightens labor. So, add a woman clerk 
to your sales force if you would increase your 
sales. _ 

THE “SING” IN MERCHANDISING 

One out of every 100 people in the United 
States earns his living by retailing, according 
to Jesse M. Joseph of Cincinnati. In other 
words, there are more people in retail selling 
alone than in any other line of endeavor, except 
agriculture. Yet, after twenty years roll around 
out of every 100 who have embarked in retail 
storekeeping, less than five still have their 
names over the door. 

The financial agencies show that 15,000 re¬ 
tailers fail each year, and 85% of them—12,250 
—did not advertise. Yet, the outstanding rea¬ 
son for the failure of more than 50% of these 
was over-buying. Over-buying means too much 
“stick-stock.” 

If profits lie in quick turnovers, and failures 
are avoided by having money in the bank— 
and advertising will not only dispose of surplus 
stock but also bring in the money to put in the 
bank. Not only the advisability but also the 
absolute necessity of advertising is apparent. 

Some remember when there were practically 
no mail order houses. Some remember the time 
when all the mail order houses together (and it 
was less than 10 years ago) did not do 4% of 
the retail business in the United States. 

Of the $15,000,000,000 worth of retail busi¬ 
ness done annually now, the mail order houses 
do $1,500,000,000—10%. 

They do it by advertising. 

The mail order houses and the department 
stores who advertise do more than 25% of all 
the retail business done in America and their 
proportion is growing all the time. Yet, alto¬ 
gether they only represent 30,000 of the retail 
stores in the country, or about 3%. 

Advertising is that force which puts the 
“busy” into business and the “sing” into mer¬ 
chandising, and takes the “sin” out of both. 
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KING OF THE SOUTHERN JOBBERS 

Although the Southern Hardware Jobbers Associa¬ 
tion elected George D. King as their president, they 
are not returning to a monarchial form of government, 
but only recognizing the ability and accepted the 
leadership of one of the most faithful, substantial, long 
standing members of the Southern trade. 

Thirty-five or forty years ago George King founded 
the King Hardware Co. at Atlanta, Georgia, and ever 
since that time he has been the active head of the 
institution, until now he is the leader of the whole 
Southern trade. 

It is Mr. King’s rather novel boast that in all 
of that time he has not learned the hardware business, 
but that he does make it his business to know men. 
He has studied men and knows them better than they 
know themselves sometimes. This has enabled him to 
create an organization to carry on the work success¬ 
fully when he is away, and he seldom ever leaves his 
address when he is gone. 

It is this same ability to know men, to work with 
them, to play on the right cord, that makes him a leader 
among his fellow hardware men in the affairs of the 
Association. 

In his business he has made it his aim from the 
start to do more and better work than any member of 
his organization. It is this spirit on hi*, part that has 
put him at the top of the organization, and no man 
gives closer attention to business than he does. He 
attributes his preeminent ability to work to his pre¬ 
eminent ability to play, and when he sees the danger 
signal of overwork, he goes to Europe, Asia, or Alaska 
for one or two months to engage in hard play and 
recreate himself for more hard work. 

The King Hardware Co. was established in Atlanta 
in 1884, with an investment of $20,000. Since that 
time it has grown until now there is something over 
a million dollars in capital. The company has earned 
practically all of this increase for itself, and the 
growth and strength of the company are due very 
largely to Mr. King’s efforts. 

The King Hardware Co. was one of the first in 
the trade to break away from the staple lines of 
hardware. From the very start they realized the pos¬ 
sibility for a jobber as well as a retailer dealing in 
such items as stoves, tinware, enamelware, watches 
and other goods not carried in the regular hardware 
stock. 

“King-Boe” is a brand known throughout the South, 
and why? Because it represents an institution which 
is animated with a spirit of hard work, aggressive 
methods and the ability to know and please men. It 

this spirit which has its source in the personality of 

•rge I). King. 



L. S. STARRETT’S 84TH BIRTHDAY 

“Ad astra per nrdua,” the motto of the Briti* 
Flying Corps, has become literally true in the case c 
Leroy S. Starrett, president of The L. S. Starrett Cor 
pany of Athol, Mass., who recently celebrated his S4t 
birthday by a “trip to the clouds” at St. Petersburg 
Florida. 


THE SOUTH PRODUCES THE FOLLOWIN' 
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90% 

< < 

< < 

aluminum. 

60% 

i < 

< t 

graphite. 

56% 

< < 

< i 

natural gas. 

56% 

i t 

< < 

natural gas (gasoline) 

50% 

(( 

i < 

petroleum. 

45% 

«i 

i < 

asphalt. 

33% 

< ( 

< < 

lime. 

33% 

< t 

< t 

pyrites. 

33% 

(< 

i t 

talc and soapstone. 

32% 

i < 

c ( 

coal. • 

24% 

i l 

11 

lead and zinc. 
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MARKETING HOUSEHOLD LABOR SAYING 
SAVING APPLIANCES TO THE 
HOME MANAGER 

(By E. L. Bennett, Sales Manager, The Airway Co., 
Toledo, O.) 

A number of years back, to be exact thirteen years 
ago, I was forcibly impressed, encountering an old-time 
house to house salesman trying to interest women in 
the purchase of an electric vacuum cleaner. And in 
those days selling a vacuum cleaner or a washing ma¬ 
chine to the housewife was perhaps to be compared 
today with trying to interest a business man in the 
purchase of a commercial aeroplane for his everyday 
use. He, the business man, could comprehend that the 
near future, no doubt, would be provided with a much 
faster mode of travel, the aeroplane, but to him was 
only a vague idea, yet, he believed it was the coming 
thing. 

So did the housewife believe that to save labor in 
l her home some day she had to have an electric vacuum 
cleaner or an electric washing machine, ironing machine, 
etc. 

Seemingly the price was prohibitive. In fact, like 
^most all purchases of that kind she figured first cost. 

Not having been educated to the theory that such an 
' appliance to cost, say, $7o.00 or $100.00 should be 
spread over a term of years. 

Today, thanks to worthy competitors, intelligent 
-i engineers and unselfish capital, we meet a different 
-condition, i. e., instead of the housekeeper dressing up 
- up like a nurse tending a contagious disease case, to 
to do the old-fashioned cleaning with broom and dust 
pan and trying to brush and beat and pound the rug 
in the back yard, we have on the market many credit¬ 
able electric suction cleaners, and, in the past three 
_ years the manager had advantage of these privileges 
to review a number of striking proprieties to solve the 
house cleaning problem. 

The dealer of today who sells labor-saving appliances 
is fortunately connected with twentieth century mer¬ 
chandising plans, developed bv the manufacturer. How¬ 
ever, many of our most ingenuous sales plans have been 
defined by the men on the firing line and the salesman 
or a house-to-house canvassman. Thanks to publicity 
he may take up most any magazine and find striking 
advertisements forcibly telling the housewife of the 
many ways to save labor in her home. 

It was my privilege not Ion? ago to call on one of 
>ur distributors in the middle West and witness a most 
interesting demonstration and sale of our cleaner in 
‘oinpetition with a salesman selling Yictrolas. The 
‘leaner salesman argued that the Victrola was as nec¬ 
essary in the home as his cleaner; it performed a func¬ 
i'on necessary to the enjoyment of the family. He 
nost forcibly pictured to the housewife the labor that 
;he would save and money she would save by having 
ler home thoroughly sanitary and satisfactorily cleaned 
>y his cleaner and the saving, as compared to sending 
icr rugs out and having them cleaned by a process 
tvliich would not only pay for the cleaner in time but 
ifford additional money to pay on her Victrola. As 
i consequence, owing to the salesman’s forcible sales 
irguments, the lady of the house purchased not only 
he Victrola. but the cleaner. 

Don’t ‘‘ give up the ship” simply because the house- 
vife had purchased some new piece of furniture or any 
>ther appliance for her home. Women, today, are 
nanaging their homes as husbands manage their busi- 
less, along mechanical scientific lines, and we are not 
;ure but w^hat the housewife is doing a better job 
uanaging her home than some business men managing 
he business. 

We, as a company, through our sales department, try 
o impart to the dealer the necessity of not only having 
i is organization well informed on our product, but to 
»ever be content to simply sell the housewife and let 
Vie sale drop after having received her money. The 
3irewd merchant will by all means make a friend of this 

urchaser in order to procure other sales. 


A plan was put in effect by one of our dealers to 
have his electric shop associated in the minds of his 
community as a house of service. Nothing was seem¬ 
ingly too laborious for him or his organization to com¬ 
ply with, with regard to information and service to 
anyone. This dealer I have nicknamed a 4 ‘Go Getter.” 
He conceived the idea by putting in six electric sewing 
machines, nicely arranged on sewing tables and then 
sent special invitation to the Ladies Aid Society of one 
of his local churches, stating that they w’ere at liberty 
to visit his store on this certain date and to bring 
their sew r ing. All churches do more or less for foreign 
missions, etc. He further stated that at noontime he 
was going to extend to them a buffet lunch. He took 
particular pains to arrange his store attractively, with 
articles displayed in such a manner that each of the 
ladies present might literally demonstrate these various 
articles. 

For instance, in the center of the room was a rug, 
size 10x12 and at either end were two types of vacuum 
cleaners. The coffee that was served at luncheon was 
made in an electric percolator; the ices served were 
made in an electric refrigerating outfit; a very tempting 
dish was prepared in an electric chafing dish. 

A report from this dealer states that the advertising 
derived and the actual sales w T ere gratifying. Each 
of these ladies will always remember Mr. Dealer as an 
unselfish one. 

Human Nature and Satisfaction 

To mv mind selling is human nature treating with 
human nature, and we shall be confronted with two 
classes, those that are to be pleased and those pleased. 
Both are necessary and the firm and distributor’s foe 
is the dealer who doesn’t regard and is not able to as¬ 
certain the true meaning of satisfaction. 

It isn’t necessary at this time in the twentieth cen¬ 
tury to employ the old-time method of canvassers, ap¬ 
proaching the housewife on the front porch and in 
order to hold her attention push the foot in the front 
door so that it may not be closed in their face. The 
dealer today operates his campaign for reaching the 
housewife in an intelligent manner, so forcibly that 
she cannot help but be interested and the salesman 
appeal to her. 

There are many elements that make a successful 
merchant. I believe the first requisite is cleanliness, 
appearance, his ability to state quite forcibly a straight¬ 
forward story, to be absolutely sold himself on his 
proposition, and to know the personnel of his company. 
To know just how far he may go wdth regard to prom¬ 
ising service, to never promise anything to the house¬ 
wife that he cannot back up. There are some dealers 
today who, in order to make sales, will promise anything 
and give nothing. 

A bit of advice was given to the writer shortly after 
his school days from a man he believed in—his father. 
The advice that he gave to me that day I have never 
forgotten and which upon close analysis will fit any 
instance or case in any kind of business, anywhere: 

Sunshine and Diplomacy 

First—No matter how thin the roof, the sunshine 
cannot penetrate, therefore it behooves us all to take 
this sunshine in the front door with us but never take 
it out; leave it there. 

Second—That it takes two or more people to enter 
into conversation and make for all a quarrel. If you 
be the one, be the first to withdraw diplomatically and 
end the quarrel. 

Too many salesmen today think only in terms of 
how much commission they are going to receive. They 
will not put their thought towards constructive selling. 
In other words, a quick analysis of your prospective 
purchaser and the determination to sell, these factors 
are necessary. Salesmen of these times are born and 
not satisfactorily taught. I believe it is impossible to 
take any man of the average type unless he be inter¬ 
ested more or less in selling and materialize him into 
wdiat is termed a 1 ‘salesman.” 
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To my mind the definition of a real salesman is 
simple, but I believe to have the true meaning that 
the word “man" should come before * * sales/’ because 
after all it takes a man in more ways than one to be a 
true salesman. If he be a man first, he can acquire 
sales ability after. A good many of us could hitch the 
word “sails” to our men because we are quite likely 
to sail over matters that are seemingly trifles. 


GROWING SUPPLY HOUSE AT BOISE 

The Idaho Hardware & Plumbing Co., Ltd., Boise, 
Idaho, is rapidly extending the scope of its organiza¬ 
tion, so that at the present time it is largely a wholesale 
institution. Representatives of the company call on the 
trade in southern Idaho and eastern Oregon, and if 
present conditions maintain and the growth of the 
company is as rapid as it has been during the past 
year, it will be necessary to double the sales force be¬ 
fore another year is over. 

The company specializes on its stock of sheet metal 
and mining supplies, besides plumbing and heating and 
general hardware lines. The officers of the company 
are as follows: J. D. Jones, president; J. R. Luck, vice 
president; R. K. Davis, vice president; S. T. Davis, 
treasurer, and W. H. Whyman, secretary. 


AIRWAY’S ATTRACTIVE ANTICS 

Strange things happen these days. It’s hard to 
believe some of them—but when a man shows a broken 
window, a big car, and a vacuum sweeper and tells you 
that he was demonstrating the sweeper in the window, 
the car standing at the curb on the outside, and the 
suction of the sweeper drew the car through the win¬ 
dow—what are you going to tell him! 

This is the story that’s being told on “Shorty” 
Byers of the Up-to-Date Furniture Company at Pitts¬ 
burg, Kans. 

It seems the Up-to-Date had a window display of 
“Air-Wav” vacuum sweepers, and a party came in to 
look at them. Mr. Byers was showing how the “Air- 
Way” will pick up money the same as dirt, when a 
7-passenger care standing at the curb began moving 
towards the window, jumped upon the curb, across the 
sidewalk, bumped up against the stone foundation of 
the window and right through the plate glass front into 
the window. 

The prospective customer is said to have written a 
check for the “Air-Way” and autoists are warned to 
chain their cars to telephone posts. 


THE LOST DISCORD 

Seated one day at the organ, 

I was waiting for Dr. Carl 
To straighten a pedal passage 
That tied my feet in a snarl. 

I know not what I was playing, 
But that did not worry me, 
Though I struck one snag of music 
Which was not in any key. 

It flooded the crimson twilight, 
With fears of a lingering death, 
And floated away into silence 
Before I recovered my breath. 

It seemed the harmonious echo 
Of filing a dozen saws; 

It ruptured the golden silence, 
Without any apparent cause. 

I seek, but I seek it vainly, 

That one lost chord of pain, 
Which came from inside the organ 
And drove me quite insane. 


MEN WANTED 

If there ever was a time when real, true men 
were needed in public offices and in public life, 
that time is now. There is real need for busi¬ 
ness men instead of politicians in directing the 
government. 

We have experimented * with theorists, 
dreamers and idealists, and if we have learned 
anything from them we have learned a hundred 
times more things that we want to avoid in the 
future, and one of the most important is to 
beware of the shrewd scheming politician who, 
to hear him talk and interpret the thought of 
the people, possesses all the attributes of the 
superman—everyone who disagrees with him is 
of necessity vile and unworthy. Beware of him 
who is possessed of such scrupulous honor that 
if his every wish is not fulfilled he instantlv 
condemns his opponent as wholly dishonest. 

The majority should rule and any man, high 
or low, who thinks his commands must be 
obeyed merely because he says so, is surelv 
doomed to be disillusioned. 

God give us men; a time like this demands 

Strong minds, great hearts, true faith and ready hands; 

Men whom the lust of office does not kill; 

Men whom the spoils of office cannot buy; 

Men who possess opinions and a will; 

Men who have honor—men who will not lie; 

Men who can stand before a demagog, 

And damn his treacherous flatteries without winking! 
Tall men. sun crowned, who live above the fog 

In public duty, and in private thinking: 

For while the rabble, with their thumb-worn creeds, 
Their large professions and their little deeds, 

Mingle in selfish strife, lo! Freedom weeps, 

Wrong rules the land, and waiting Justice sleeps. 

—J. G. Holland. 


WESTERN WINCHESTER WOMEN 

Among the officers and directors of the recently 
formed Women’s Auxiliary of the National Association 
of Winchester Clubs, are the following women: 

President, Mrs. J. W. Tilton, Carlisle, Ky.; first 
vice president, Mrs. F. B. Lomas, Cresco, Iowa; second 
vice president, Mrs. W. C. Cole, Bethany, Mo.; third 
vice president, Mrs. J. L. Smith, Sacramento, CaL; 
treasurer, Mrs. W. R. Sloan, Logan, Utah; secretary, 
Mrs. S. W. Dimick, New Haven, Conn. 

Board of Governors—Texas, Mrs. V. A. Kelley, San¬ 
ta Anna, Texas; Louisiana and Mississippi, Mrs. X T. 
Jordan, Kinder, Louisiana; Georgia, Florida and Ala¬ 
bama, Mrs. S. S. Brown, Rochelle, Ga.; North and South 
Carolina, Mrs. D. W. Richardson, Wilson, N. C.; Vir¬ 
ginia and West Virginia, Mrs. R. E. Baldwin, Graham, 
Virginia; Arkansas, Mrs. E. E. Mitchell, Morrillton, 
Arkansas; Oklahoma, Mrs. J. U. Smith, Clinton, Okla,; 
Michigan, Mrs. Charles Gartner, Weingott; Minnesota, 
North and South Dakota, Mrs. A. J. Smith, Harriston, 
N. D.; Wisconsin. Mrs. W. E. Fitzgerald, South Milwau¬ 
kee; Tennessee, Mrs. F. L. Spain, Murfreesboro, Tenn.; 
Kansas and Nebraska, Mrs. F. L. Klein, Beatrice, Neb.; 
Colorado, Wyoming and Montana, Mrs. A. L. Branson, 
Trinidad, Colorado. 


At a recent meeting of the merchants of Washington 
County, Oregon, the popular proprietor of the Fendall 
Hardware Co., Forest Grove, Oregon, was elected vice 
president of the association, which was formed for 
mutual benefit and cooperation. 
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A FAMILY OF FORGERS 

Workers in all trades used to be organized in 
te crafts ’ 1 or 44 guilds ’ 9 and often skill in a craft was 
handed down from father to son, through generations. 
Thus whole families would be shoemakers, or weavers, 
or blacksmiths, or artisans at any other trade. The 
trade was hereditary and great skill and proficiency 
and pride were developed by the group. 


vice president, and G. F. Konold is the general manager 
and treasurer. 

The company is known througnout the United States, 
and beyond its borders, as great manufacturers or 
picks, mattocks, hoes, hammers, sledges and other tools 
for mining and railroad work and blacksmithing. 

George F. Konold is one of the leading figures in 
the iron and steel industry, for he is also an officer 
of the American Block & Mfg. Company, and the 



GEORGE F. KONOLD, SR. GEORGE F. KONOLD, JR. 

Shoulder to shoulder, back to back, they work enthurtasttcally together, making a fine team, and proud of their profession 

of “A-l forgers.” 


With the coming of machinery, the 44 guild system* * 
was pretty largely abandoned, so that it is rare nowa¬ 
days for a family from generation to generation to con¬ 
fine itself to a certain craft. When, however, an in¬ 
dustry or trade or a profession is developed and 
passed along through the generations of a family, at 
the present time, it is all the more notable and very 
often such industry or organization is all the more solid 
and proficient. 

As far back as the sixteenth century the Konold 
family have been identified with iron forging, genera¬ 
tion after generation. For several centuries the seat 
of the family activities was Frankfort, Germany. About 
the middle of the last century, Christ Konold came to 
the United States as a lad 14 years old, and after 
working in Connecticut with the Collinville Axe Com¬ 
pany, he moved to Pittsburgh in 1868, where he became 
one of the organizers of the Kloman k Berkley Com¬ 
pany, tool makers. Tho company was soon reorganized 
as the Iron City Tool Works and Mr. Konold was 
superintendent. 

His son, George Frank Konold, was born in New 
England in 1864, and like his father he grew up as an 
iron forger. When he was fifteen years old he went 
on duty in the plant of the Iron City Tool Works, 
first as a nelper, then as a hammersmith and then 
through every branch of the forge industry. When his 
father died in 1888, he was 24 years old, and he suc¬ 
ceeded his father as superintendent of the Iron City 
Works, holding the position for 23 years. 

Warren Tool k Forge Co. Is O ut growth 

The present Warren Tool k Forge Company was 
organized in 1911 at Warren, Ohio, by George F. Ko¬ 
nold, his brother, M. J. Konold, and Jas. D. Robertson 
of Pittsburgh. These are the present officers of the 
company, Mr. Robertson being president, J. M. Konold, 


General Malleable Company of Warren, and is a direc¬ 
tor of Tri-State Foundry and Machine Company of 
Wellsbur^, West Virginia. 

Carrying on the tradition of the Konold family, 
his eldest son, George F. Konold, Jr., is at present sec¬ 
retary of the company and is learning the business to 
succeed his father. Two other sons are still in school, 
but we believe that they will prove true to the trust 
and heritage and take up the traditions of the Konold 
family as forgers. 


PROCTOR CARR WITH McDOUGALL- 
BUTLER PAINT CO. 

McDougall-Butler Co., Inc., paint and varnish 
makers of Buffalo, N. Y., have just elected as vice 
president and treasurer, Proctor Carr, known in the 
saddlery trades, having been for many years sales 
manager and director of the U. 8. Hame Company of 
Buffalo, and president for three years of the Associated 
Manufacturers of Saddlery Accessories. 

From now on Mr. Carr will give his entire time to 
assist in the development and further growth of the 
paint and varnish business of the McDougall-Butler 
Co., Inc. 

The company was founded thirty-three years ago, 
and has operated continuously throughout that period, 
enjoying a splendid reputation for the quality of its 

P roducts and integrity in its relationship to the trade, 
t is to be congratulated in attracting to it and acquir¬ 
ing the services of Mr. Proctor Carr, who leaves a 
splendid record behind him in the saddlery field. 


The Beasley Hardware Co., Stamps, Arkansas, has 
increased its capital stock from $10,000 to $25,000. 
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44 WHAT POLICY SHOULD MERCHANTS PURSUE?” 


PREPARING FOR THE DAY THAT MAY 
COME 

Editor Hardware World: 

There is no question but that prices must eventually 
come down. How soon this will be none can forecast 
with certainty, but it is well for the trade to take 
into consideration that eventually probably all of us 
will have to share some loss when the market begins 
to recede. 

Wise Merchant Has Provided for This 

Do you know that the average jobber in normal 
times, especially where he is removed from the factories, 
has approximately $250,000 invested in goods which are 
in transit, bought and paid for, but not received! It 
would be more nearly correct to say that this amount 
now is from $750,000 to $1,000,000. 

Another thing to be borne in mind is that the in¬ 
terest on one's investment is now on a basis of 8 to 
8}£ per cent interest, against the former rate of 5% 
to 6 per cent. Now when goods begin to recede in price 
there is bound to be a loss. We, ourselves, have laid 
aside half a million dollars, knowing that eventually 
there must be a loss, and this is to take care of this 
inevitable loss. 

But a growing business is a paying one, and in pro¬ 
portion to the business he does, the retailer must bear 
in mind that it is best to play safe, to keep his stock 
down to a minimum. Buy often as he needs the goods, 
but not load up, do not be influenced by larger dis¬ 
counts. Retailers are the safety valves of the hardware 
trade. 1 They must not speculate for the welfare of the 
trade lies in their being sane, sound and solvent. 

-HARDWARE CO. 


MUST HAVE MATERIAL TO FILL ORDERS 

Editor Hardware World: 

We have ordered and received sufficient material 
of all kinds to assure us of reasonable production for 
a year. While this may seem risky considering the 
high price of material and its threatening fluctuations, 
we conclude it is best to have the material and thereby 
continue manufacturing, as by so doing the orders re¬ 
ceived from our advertising and salesmen's efforts can 
be filled within reasonable time after receipt. 

Salesmen's salaries and advertising costs are losses 
unless manufacturers reap the results of their work by 
filling their customers' orders within a reasonable time 
after received. 

In order to prevent any lack of business coming to 
us in the future through a possible panic or general 
business depression in this country, we have developed 
a large export business all over the world on the 
theory that all countries cannot go wrong at one time. 
Consequently the aggregate domestic and foreign 
business assures us of volume and turn-over sufficient 
to use up the material contracted for and purchased and 
guarantees the employment continually of our work¬ 
men. 

To sum up, we believe it best to obtain necessary 
material regardless of its high cost to assure produc¬ 
tion and delivery and also guarantee your business of 
volume and turn-over. The necessary volume and turn¬ 
over of business can be obtained, bv consistently ex¬ 
tending the selling efforts to the foreign field. We 
realize that our policy may not be practical in all 
manufacturing businesses as the nature of the manu¬ 
factured goods must be taken into consideration as 
regards both the usefulness and necessity of same. In 
our own business our policy as explained in this letter 
has proved very practical and brought ideal results. 

Yours very truly, 

MACHINE'APPLIANCE CORP., 
Brooklyn, N. Y. Robt. H. Bovlan, Mgr. 


BE READY FOR NEXT YEAR’S BUILDING 

Editor Hardware World: 

Your letter of July 26th with reference to our views 
regarding the prices which should govern the trade in 
making their purchases and in placing their orders and 
specifications during the coming season has been re¬ 
ceived. 

While the Trade News indicates that in some lines 
there has been a considerable recession in business with 
many cancellations, there has been very little indication 
of any change in the hardware business except that 
the orders are in smaller volume, which is seasonal 
and quite natural for this time of year. 

With the large amount of unfilled orders on the 
books of manufacturers and the great need for build¬ 
ings, some of which must be satisfied, it looks to us 
as though the wise course to pursue for the merchant, 
either retail or wholesale, is to endeavor to carry a fair 
stock of goods. Very truly yours, 

SARGENT & COMPANY, 

New Haven G. F. Wupert. 


ORDER STAPLE GOODS WELL IN 
ADVANCE 

Editor Hardware World: 

We look for considerable transportation difficulties, 
when crops really begin to move in large quantities. 
And we believe that there will be trouble of this nature 
simply because of the shortage of freight cars. This 
will mean that many wholesalers and retailers who do 
not place orders for immediate delivery will very 
likely have to wait considerable time later on before 
their requirements can be cared for. 

We believe that it is advisable to order staple goods 
well in advance, for immediate delivery. While prices 
may fluctuate and probably will on some articles, it is 
much better to take this risk rather than to run entirely 
out of goods with the very probable disappointment 
of customers and consequent loss of trade. 

Cordially yours, 

Norwalk, Conn. CLOVER MFG. CO. 


CURTAIL CREDITS AND RESTORE 
DOLLAR’S VALUE 


Editor Hardware World: 

Without a doubt the proper way for all merchants to 
handle their buying is to buy frequently and in small 
enough quantities to insure the largest turnovers on 
the smallest investments. Under present conditions, 
however, we do not think it possible for any merchant 
following this rule to have goods in sufficient quantities 
on his shelves to insure a sale of sufficient siz§ to make 
his business profitable and, therefore, the proper 
method of conducting business a few years ago would 
not be practical at the present time. For all merchants 
must today take into consideration the scarcity of 
goods and the extremely poor service rendered by the 
railroads, and he should also go over his stock very 
carefully and quite frequently with a view of disposing 
of slow moving goods, for if he is unable to dispose of 
the poor selling items now we fear they will remain 
with him forever. 

We have been doing business in an unbusiness like 
manner as far as credits are concerned for some time 
and as a result a dollar of today is only equal to 
about 40c of 1914, and in order to get business on a 
substantial foundation the present value of the dollar 
must be increased and there is perhaps no better way 
to restore the dollar to its normal value than to curtail 
credits. However, there is plenty of money to take 
care of all business requirements, but speculation should 
be stopped. Yours very truly, 


Detr< 

Digr 


BUHL SONS COMPANY, 
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YOU CANNOT DO BUSINESS WITHOUT STOCK ON HAND 


A COMPREHENSIVE SUMMARY 

Editor Hardware World: 

It is the selling possibility of merchandise that must 
govern the merchant in his purchase. This considera¬ 
tion must take into account the time feature of the 
parrying cost. To be sure, he must also consider the 
length of time required to secure deliveries. Orders 
placed afar off, with uncertainty of the time he may 
get delivery, are too frequently the cause of irreparable 
loss because of delays. 

The slowness of transportation for long distances is 
another bugbear, liable to cause the same loss. Goods 
“in transit/* with normal delivery delayed, are auto¬ 
matically adding to their own cost, independently of the 
danger of loss of sale when required by the ultimate 
customer. And goods on the shelves in advance of 
immediate requirements are likewise daily adding to 
their original cost. The tangible value of today is 
automatically greater tomorrow. 

It is the jobbers’ natural function to overcome these 
disadvantages, for.the retailer he can recognize as being 
a customer. True, in some cases the jobber may place 
too high a premium on his “spot” small lot delivery, 
but this is an impossible rule, nor is it the policy that 
wins his success. His aim is normally to render 
service, to supply the dealer’s wants instantly and at 
a reasonable self profit. This means turnover for both. 
It is natural cooperation, without which actual profits 
are not computable. If the jobber is guilty of over¬ 
charge because he can make 1 ‘spot” delivery, he at 
once relegates himself into the justly criticized class 
of profiteers and speculators, and he cannot in his 
business afford this peculiar distinction. 

Jobber in Business to Help the Merchant 

His reasons are not altruistic—it is only by helpful 
cooperation with the merchant that he can fulfil his 
mission. In the purchase of goods it is his customers’ 
wants he endeavors to gauge, and to prepare to supply 
at the moment and in the quantity desired. 

At this strenuous time in securing supplies he is 
naturally far more likely to succeed in their obtainance 
than the individual merchant, and to this end he is 
fighting the retailer’s battles. His stock is not liable 
to be over-full at any time—he doesn’t want it over¬ 
full—and it is not the size, but the fact, of the indi¬ 
vidual order he prizes. It confirms his judgment, 
conforms to his mission. Small orders, cheerfully and 
expeditiously filled are his delight. Why? Because he 
is thus fulfilling his natural function, that of being 
the warehouse for the merchant’s wants. 

The manufacturer, holding in his hand the gauge, 
the jobber has placed upon the requirements of his 
customers in form of an order for the season’s stock 
requirements far in advance of their necessities, is 
usually able to deliver the goods in ample time there¬ 
for. and the jobber’s natural turnover is accomplished 
when he has supplied his customers’ wants when 
wanted. He is more certain of thus supplying them if he 
can feel certain of the opportunity when the time ar¬ 
rives. This is natural cooperative merchandising, true 
to its intention and purpose. It is the quick turnover 
that makes goods literally “pay for themselves,” and 
thus limits the stock-carrying necessity of the retailer. 

Don’t Keep Ghosts on Your Shelves 

With regard to “clean up” on slow moving stock, 
the retailer should not lose sight of the fact that a 
dollar of profit earned now on goods he has carried for 
long, is likely to become two dollars when the purchas¬ 
ing power of the dollar has been restored to normal. 
Here enters the element of unforeseen increment which 
alone will be able to offset the losses sure to be 
incurred in carrying down to a lower valuation level his 
stock on hand. So the careful merchant will search 
out all such goods as have adorned his shelves too long 
and convert them into dollars at the earliest moment. 
In this connection recurs the thought that, like Ban- 


quo’s ghost, will not down—the necessary general policy 
of a small stock, carefully selected, and frequent pick¬ 
up near at hand to meet the ever-changing demands of 
trade. 

And now just a word about collections. Make them! 
Make them now while the making is, or ought to be, 
good. Reduce your ledger valuations as fervidly as 
other overstocks. To him wno can produce something 
—anything—dollars are not hard to get these strenu¬ 
ous days, and he should pay you if in your debt. See 
to it that he comes to this frame of mind. 

The Federal Reserve Bank has served a highly 
utilitarian purpose in its relation to mankind; that of 
practically absorbing the credit needs of a powerful 
nation during the stress of the most wasteful war that 
ever cursed human kind. Restriction of credit is now 
necessary to the bank. It might seriously affect your 
credit and ours. Make the collections. 

Very truly yours, 

FRED KRONER HARDWARE CO., 

La Crosse, Wis. E. J. Lewis. 


GRINDER MAKERS’ COSTS INCREASING 

Editor Hardware World: 


At present this is almost a paramount world ques¬ 
tion. Prognosticators and statisticians who make a 
business of markets are as extremely divided in their 
opinions as to future price levels as they can be. One 
will say, making perhaps a few exceptions, that prices 
are tending downward. The next one will advise that 
no panic can possibly ensue, that production is still 
short, and in such circumstances there can only result 
a continued price advance and a continuance of the 
“vicious circle.” 

The writer’s experience, outside of our own particu¬ 
lar line, is perhaps of not much value, but so far as 
our products are concerned every single item that enters 
into the make up of our goods is still rising in price. 
Our essential needs are grey and malleable iron cast¬ 
ings, steel, miscellaneous metal products, abrasives, 
paper packing products and finally, but truly a large 
factor, labor. Let anyone try to contract for coke or 
pig iron or steel products for the next half year and 
they will readily find there is no possibility of a de¬ 
cline. All mills and blast furnaces are over booked 
and transportation rates going higher. Abrasives are 
higher and harder to get and becoming more generally 
used all the time. Paper products were never as high 
or as scarce. In other words, the only possible chance 
for a decline seems to be with the last above named 
factor, which is labor. Of this we believe you can 
judge for yourselves, but our experience is that the 
temper of the laboring classes is such that they are not 
going to stand for any cutting ot wages, particularly 
so long as everything else is on the up turn. 

A general reticence in buying has prevailed for a 
few months now and merchants are at present carrying 
and buying smaller stocks than usual, due either to 
non-deliveries or anticipation of recessions. The result 
is bound to be another shortage and a howl from those 
who failed to cover when the winter and spring calls 
begin to come to them. 

Our firm is expecting firm prices at least to the 
end of the year and possibly higher ones thereafter. 
The best we are hopeful for is that due to slackening 
up of the automobile trade and some luxuries that it 
will be somewhat easier for our purchasing department 
to secure what we need but without prices at any lower 
level. 

To us the answer is obvious—buy soon and buy care¬ 
fully, but surely buy early and at present prices and 
give the manufacturers and the transportation com¬ 
panies plenty of time to make deliveries. 

Yours very truly, 


LUTHER GRINDER MFG. CO.. 
Milwaukee Digit G en. $Cgr. 
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CLOSE BUYING AND CLOSE COLLECTIONS 

Editor Hardware World: 

The general outlook and business conditions for the 
coming season is rather a haid matter to express one’s 
opinions on, owing to the unsettled conditions at the 
present time. However, it is the writer’s belief that 
all dealers should buy frequently :.nd in small Quanti¬ 
ties. It is also imperative that collections be followed 
very closely and all bills discounted. 

Very truly yours, 

THE EDWARDS & CHAMBERLIN HDWE. CO., 
Kalamazoo, Mich. J. C. Ross, Sec. & Gen. Mgr. 

HEALTHY REPORT FROM NORTHWEST 

Editor Hardware World: 

We are having a satisfactory harvest trade, but 
cannot help but notice that our customers are buying 
with caution, which is probably due to the tightening 
up of the banks and the thougnt that goods are going 
to be sold for less than present prices within a short 
time. The foregoing is from a retail point of view. 

Our wholesale customers are endeavoring to replen¬ 
ish their stocks which have been low for some time, 
and there is a tendency to buy few and often of those 
articles which are offered by all jobbers for immediate 
delivery. Future orders are being taken on goods 
carrying a guaranteed price for later delivery. With 
the new freight rates there does not seem to be any 
rush to load up. 

Little can be told of the future, and we feel opti¬ 
mistic that conditions will be adjusted in due time. 

Yours very truly, 

YAKIMA HARDWARE CO., 
Yakima, Wash. A. E. Darling. 


TEXAS JOBBER ADVISES FREQUENT 
BUYING 

Editor Hardware World: 

We believe that the retail merchants all over the 
country should buy from their nearest jobbers any¬ 
thing and everything that they are in need of, buying 
in quantities only such as will last them for thirty days, 
buying often, paying bills promptly, unless they can 
discount, thereby saving their credit, and at the same 
time increase their turnovers, insuring the greatest 
profit on their investment. 

We also urge them to push sales on slow sellers 
even if it will be necessary to sell the goods at cost to 
move them, for each number of months that these 
goods lie on their shelves costs them more than merely 
interest. 

As to collections, we always have been cranks 
about this; and the closer collections are studied and 
followed the better, not only for the dealer, but the 
better also for the purchaser; as it will show both how 
they stand. 

The conditions in southwest Texas are very good and 
we hope to harvest one of the best crops of corn and 
cotton that has been raised in years. 

Yours very truly, 

Laredo, Tex. A. DEUTZ & BROTHER. 


MIXES PRECAUTION WITH OPTIMISM 

Editor Hardware World: 

We oelieve in “ Business as Usual,” we also be¬ 
lieve in being conservative but can see no reason why 
business should not be good during the coming season 
and are preparing for it accordingly. 

It is true that there are many disturbing elements 
at work tending somewhat to demoralization and the 
shortage of goods is a great handicap, but we believe 
that the merchant that uses proper precaution in han¬ 
dling his business will be rewarded in proportion to 
his deserts and skill in merchandising. 

Verv trulv vours, 

ROBERTS DEAKBORNE HARDWARE CO., 
Carlsbad, New Mexico S. I. Roberts, Pres. 


USE OF TRADE ACCEPTANCE ADVISABLE 

Editor Hardware World: 

With conditions such as are prevailing now, manu¬ 
facturers being months behind on their shipments and 
in many instances having their entire factory outputs 
sold from six months to a year ahead, and the trans¬ 
portation system of the country having so woefully 
fallen down, we feel that it is a time if ever, when 
the dealer in the hardware trade should use his jobber. 

It seemed to be the consensus of opinion among 
hardware buyers that general hardware commodities 
had about reached the peak of high prices when the 
railroad wage award was made, which will cause fur¬ 
ther advances in hardware costs. Aside from this 
factor, it is the general opinion that hardware prices 
have about reached the peak, and it would seem that it 
should be the policy of the dealer to buy in small 
quantities, ordering every few days if necessary, keep¬ 
ing stock low yet complete, to get the largest possible 
turnover on the smallest investment. The best way to 
do this is to make a close buying arrangement with the 
best nearby jobber. 

We feel that this is particularly important to the 
dealer at the present time, for in the possible event 
of lower prices, he is not then caught with a big stock 
of high priced goods on hand, and if he doesn’t buy 
frequently and keep his stock complete, he certainly 
cannot get the business, whereas, if he buys from a 
distance, it takes a long while for the goods to reach 
him, and after the orders arrive, he must carry a large 
stock, often many times too large. He should also 
make a special effort to push and get rid of slow 
moving goods, get them out of his stock, and be par¬ 
ticularly careful in re-ordering. 

Another especially important thing is to keep up 
his collections, and not let his customers get behind on 
their accounts. This is always good business, but has 
been made doubly necessary on account of the re¬ 
striction of credit which is being urged and enforced 
by the Federal Reserve Banks. 

We feel that it would be of great value to the dealer 
if he adopted the use of trade acceptances with his 
credit customers who have to be carried for accounts 
over the thirty day period, and for all purchases of 
large items. 

This has already become a very widely used form 
of credit paper and it would seem that it is destined to 
come into very general use. I believe that the best 
definition of a trade acceptance is, that it is a bill of 
exchange, drawn by the seller upon the buyer, and 
accepted by him to be paid at a certain specific date. 
With this trade acceptance, the retail hardware mer¬ 
chant can arrange with his bank to handle it, and he 
can then get the money, so that through the general 
use of trade acceptances, he can often be actually 
doing a cash business, while furnishing his customers 
time accommodation. As he is responsible as an in¬ 
dorser of these trade acceptances, he must see that his 
customers thoroughly understand and will pay the 
acceptances when they become due. 

Very truly, 

PRATT-GILBERT COMPANY, 
Phoenix, Ariz. P. R. Helm, Mgr. 


A MOST PROFITABLE INVESTMENT 

We are renewing our subscription as usual for 
the Hardware World, ourselves and employes. We 
just want to tell you that we consider our subscrip¬ 
tion to the Hardware World a most profitable 
investment. 

Our employes show a great deal of interest in it, 
and we can trace a decided improvement in our 
sales force, due to the business getting ideas and 
suggestions and helpful articles, both of a trade and 
general nature, that appears in your columns. 

MONTANA HARDWARE OO., 

E. S. Woodland, Mgr. 
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PAYS TO KEEP STOCK UP WITHOUT 
PLUNGING 

Editor Hardware World: 

We have just gone through by far the largest year’s 
business up to date that we have ever enjoyed, but 
this has not been done on a large turnover, as we find 
we are compelled to order farther ahead and in more 
liberal quantities than usual, in order to meet the de¬ 
mands of our trade. 

We do not think that it is a good time for the 
retailer to plunge, but do believe that he should keep 
ms stock well assorted and have no hesitancy in re¬ 
placing items that he is out of. 

We do believe it is a good time for the retail 
merchant to scrutinize carefully his credit accounts. 
This will have to be done with a measure of judgment, 
as there is any number that are now entitled to credit 
facilities. 

The American public has evidently shortened the 
sail when it comes to buying luxuries. The real nec¬ 
essities we find they buy as they need them. With 
conditions the way they are, we think this is a wise 
plan for both them and retail mercuants to follow. 

Yours very truly, 

THE SMITH BROS. HDWE. CO., 
Columbus, O. J. A. Dury, Gen. Mgr. 


KEEP AVERAGE STOCK, BUT DON’T 
SPECULATE 
Editor Hardware World: 

This question is perhaps one that is puzzling more 
merchants at this time than any other proposition they 
have to contend with. We do not anticipate any radical 
declines, in fact, do not look for very much lower 
market until such time as the railroads are enabled to 
handle the freight shipments of this country. 

We fully believe that the present high basis of 
cost is largely brought about through the inability of 
manufacturers to ship their product. There is also 
the element of war tax entering in the cost and so long 
as present law is in effect it helps to increase the cost 
and has a large tendency to keep down production. If 
the railroads are able to finance and increase their 
equipment, giving better service for freight, we antici¬ 
pate a decline in prices to considerable lower level than 
we have now, but with this condition facing us as it 
is we would rather think the best policy would be to 
carry an average stock and not expect much change in 
price for the next six months. 

We notice a great tendency on the part of all mer¬ 
chants at this time not to buy, anticipating declines, 
which may result in everybody going into the market 
about the same time, without increased production. 
There may be a scramble for goods, which would in¬ 
crease market prices. We rather think it will be our 
policy to keep average stock, buying what we can pay 
for, but not go in debt or speculate. 

Yours truly, 

Kansas City, Mo. ft. J. HURLEY LBR. CO. 


The Rosenquist Hardware Co. has been organized at 
Osage City, Kansas, and their stock of general hard¬ 
ware, household goods and implements is rapidly build¬ 
ing up. 


One of the new institutions of the South is the 
Collins Hardware Co., Inc., 334 St. Clair St., Frankfort, 
Ky. ' The new enterprise has been incorporated with a 
capital stock of $25,000.00 


Among the enterprising new hardware merchants at 
Los Angeles, California, are Chas. Ewan and F. A. 
Ehrmann, who have purchased the Saulsberry hardware 
store at 2107 East First Street. The new business will 
be conducted in conjunction with Mr. Ewan s plumbing 
business. 


EARLY VARNISH ORDERS WILL BE 
FILLED 

Editor Hardware World: 

We are advising our trade to place their orders just 
as soon as they possibly can, in order to allow us to 
fill them. There are lower prices on only one of the 
items entering into the manufacture of varnish and 
paints—linseed oil. I find that every other item is 
going up. 

Several firms who cater exclusively to the manufac¬ 
ture of bulk varnish have been able to reduce their 
price from 5 to 6 cents a gallon on account of the 
linseed situation, but any manufacturer who caters 
to canned goods trade should have raised his price 
already about 10 cents, just on account of containers— 
cans and boxes. 

I find that several of the leading manufacturers 
have already had to advance their list prices and my 
factory is hanging on to the present list by main force 
and there is no telling when we will have to advance. 
Labor is the worst thing any manuiacturer has to con¬ 
tend with at present and it looks to me as if manufac¬ 
turers were deliberately discharging a lot of inferior 
labor with the result that the conscientious working 
men were now trying to give at least 75 per cent 
etficiency. Several manufacturers I talked to stated 
that they were now getting two or three per cent 
better production than they had heretofore, with 75 
per cent of the original force. 

The painters in New York were on strike for $10.00 
a day and the several master painters with whom I 
talked were willing to give them $10.00 per day, but 
they had fully made up their minds to get 100 per cent 
valuation out of these men. 

I, personally, believe that the wise retailer will 
get his order in early this year because there is no 
question but what a man has to have goods in his 
store in order to sell them and make a profit. My 
factory lost hundreds of thousands of dollars worth 
of business last year on account of the transportation, 
tie-up and the sales which our dealers lost through our 
inability to deliver goods amounted to an awful volume. 

Every one of our salesmen have been instructed to 
tell the retailers the truth about manufacturing and 
transportation conditions and advise them to get their 
orders in early and not worry about a decline in prices, 
because, while we naturally can’t guarantee any such 
thing, there is no danger of it at all and they had better 
forget the bugaboo of a drop in the market and go 
ahead and make sales and profits. 

Truly yours, 

BOSTON VARNISH COMPANY, 

A. L. Greene, Pacific Coast Mgr. 


It is reported from Napa, California, that H. 
Schwarz, one of the principal hardware dealers, has 
purchased practically all of the Chinatown area, where 
modern warehouses will be erected in connection with 
the hardware business. 


So great has been the business of the Merced Hard¬ 
ware Co. in both their hardware and implement lines 
that they have purchased a building adjacent to their 
frontage, which was formerly a saloon, and will convert 
this into a display room for farm implements. 


Automobile accessories, household implements and 
builders’ hardware will be the main lines for the 
Haydon Hardware Co., Hannibal, Missouri. The com¬ 
pany is building up a complete stock at its new quar¬ 
ters, 217 North Main Street. 


The Campbell Implement Co., Sidney, Montana, 
promises to become a most important factor in the 
inter-mountain trade. They have been capitalized for 
$50,000 and do a wholesale and retail business in auto 
accessories, farm implements and household goodl.^ 
Digitized by VjUOQl€ 
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MEANS OF EDUCATION IN SELLING 

There is nothing new under the sun. All that 
is, has been. Only the combinations of things 
are new, not the substance. This accounts for 
the repetition of ideas under varying forms. 

Thoughts and the words which express them 
are as old as the brain of man. Indeed, they 
would be unintelligible in any speech if the 
counterpart of their substance was not present 
in every mind. 

But thoughts do not always lead to action. 
Therefore, it becomes necessary to use an in¬ 
tellectual ignition system to communicate to the 
mixture of words and ideas under the compres¬ 
sion of the will power the spark which releases 
their energy in work. This is the function of 
the trade journal. It is the ignition system of 
business. 

If a man's wife tells him that he is hand¬ 
some, he attributes her praise to the partiality 
of affection. If other men, however, assure him 
that he is endowed with talent and capable of 
big things, he is stimulated to greater effort and 
ambition. 

Similarly, if the service of the trade journal 
as a means of education in the processes of mer¬ 
chandising is explained by the trade journal 
itself, the merchant or manufacturer is likely 
to think that it contains exaggerations due to 
self-interest. 

Therefore, there is good sense in reproducing 
here the reasoning of a famous banker who 
counseled a hardware dealer to hire competent 
specialists to conduct the different departments 
of his store. When the dealer complained that 
he could not afford the expense of such em¬ 
ployes, the banker showed him how he could 
procure the services of these experts at a cost 
per year of less than one day's wages. 

Experience Reduced to Paper and Ink 

My dear fellow, he said, don't you realize 
that the experience of the brainiest men in the 
business world has been reduced to a matter of 
paper and ink? 

What man has done is a matter of record. 
His failures, his successes, his experiences, his 
discoveries he has put on paper. These ex¬ 
periences cover every state—every county and 
town—while your personal experience has never 
crawled over the boundary of the town of your 
birth. 

Take Your Own Trade Paper 

What does it mean to you? Do you know 
how to read it? Do you know what it is? A 
magazine? Yes, it is merely a magazine to the 
man who does not use it. It is very much like 
a mirror held up to the entire hardware field, 
in which he can see at a glance what the world 
is doing—not in one town, but in store and 
factory the world over. 

It Is a Sales Manager 

It is a sales manager, handing him monthly 
written report of the most efficient and ef¬ 


fective selling methods, selling ideas, and sales 
management. It is a sales manager that never 
sleeps—an employe that works everywhere and 
is always on the job. 

It is an advertising manager, a credit mana¬ 
ger, an agent helping him to find and train 
employes. It is a market barometer forecasting 
storms—predicting prosperity. It is a secretary 
that sorts the best from every line of activity 
and picks out the big news items and brings 
them to his desk. 

In fact, no secretary could equal that service 
at ten times his salary and at a thousand times 
the subscription price and get the news so ac¬ 
curately, so promptly, and half so interestingly 
presented. Did you ever get that slant on the 
situation, my friend? 

Your trade journal is departmentalized and 
covers every phase of your business. You can 
turn to any department and get in a few words 
and fewer minutes, information that you could 
not get personally in a year. And all this in¬ 
formation is the sifted gold of a (thousand 
dealers' experiences. Do you use it? If you 
did, every issue would come to you like an army 
of experts. 

Because I am a banker and have no direct 
interest in hardware, don't discount what I 
am telling you. We bankers do other things 
than count change. If we did not a wooden 
Indian could hold down my job as efficiently 
as I do myself. We get that broad outside 
angle that you fellows with your noses down to 
your desks very often miss. 


Now that vacation is over and we are facing 
the work of another year, what changes, what 
improvements, what better methods are you 
preparing to incorporate into your work? What 
weak points and what mistakes are you deter¬ 
mined to correct? 


The more needs you supply, the more goods 
they'll buy. 


KNOWLEDGE OF GEOGRAPHY 
WOULDN'T HELP 

A Walla Walla Hardware World subscriber 
vouches for this local occurence: 

Rosie had an inveterate dislike of geogra¬ 
phy, and her teacher, growing impatient, sent 
Rosie's mother a note, asking her to see that 
Rosie studied her lesson. The next day showed 
no improvement. 

1 ‘Did your mother read my note, Rosie?" 
asked the teacher. 

“Yes, miss," was the demure reply. 

“And what did she say?" 

“Please, miss, mother said she didn't know 
geography an' she got married; an' Aunt Ella 
didn't know geography an’ she got married; an' 
vou know geographv an’ von're not married." 

Digitized by vjjOO^IC 
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THERE WERE REBELS IN 1833 

Daniel Webster in the United States senate 
in 1833: “There are persons who constantly 
clamor. They complain of oppression, specula¬ 
tion and pernicious influence of accumulated 
wealth. They cry out loudly against all banks 
and corporations and all means by which small 
capitalists become united in order to produce 
important and beneficial results. They carry 
on mad hostility against all established insti¬ 
tutions. They would choke the fountain of 
industry and dry all streams. In a country 
of unbounded liberty, they clamor against 
oppression. In a country of perfect equality 
they would move heaven and earth against 
privilege and monopoly. In a country where 
property is more evenly divided than anywhere 
else, they rend the air shouting agrarian doc¬ 
trines. In a country where wages of labor are 
high beyond parallel, they would teach the 
laborer that he is but an oppressed slave/’ 

SPECIAL SATURDAY FISHING SALES 

When the Wayne Hardware Company of 
Fort Wayne, Ind., found that its steel fishing 
rods were lying on the shelves and moving, if 
at all, with extreme slowness, the manager, C. 
E. Greer, evolved a rather unique idea of push¬ 
ing them. 

He made up “sets” of fishing equipment 
consisting of rod, line, reel, floater and artificial 
bait and placed the right lump price on the out¬ 
fits. These prices ranged from $7.50 to $15. 
Then he inserted the following advertisement in 
the local newspapers on Thursday and Friday: 

Saturday Special of Complete Fishing Equipment 
Specially Priced 

For fishermen who intend spending Sunday 
at the nearby lakes, we have made up sets of 
complete fishing equipment, including steel rod, 
line, reel, floater and artificial bait. These sets 
include everything needed for enioying this great 
sport. 

The Price of the Seta la tr om 
$7.50 to $15 

Parents will be particularly interested in these 
sets, as by purchasing a set they can completely 
equip their children for the entire summer's fishing. 
These Sets Will Be On Sale 
Saturday Only 
WAYNE HARDWARE CO. 

As the result of the first insertion of this 
advertisement the company sold 25 sets and on 
every succeeding Saturday during the time the 
advertisement was run the sales were corres¬ 
pondingly satisfactory. 

NORAH KNOWS A THING OR TWO 

A Los Angeles hardware jobber’s wife said 
to her new maid: “You don’t seem to know 
about finger bowls, Norah. Didn’t they have 
them at the last place you worked?” 

“No, ma’am,” said Norah, “they mostly 
washed themselves before they came to the 
table.” 


TYPICAL SUMMARY OF STOREKEEPING 
EXPENSES 

Study this expense statement. It is a sum¬ 
mary of the various items taken from a Cost 
Record Book. This statement is made up of 
reports from typical stores throughout the 
United States and represents the average costs 
in a typical retail hardware store: 

Percentages 
based on 
volume 

1. Rent .$ 900.00 3 % 

2. Light, heat, power and 

telephone . 150.00 .5% 

3. Salaries, owner, help. 3000.00 10 % 

4. Delivery cost. 150.00 .5% 

5. Int. on capital, 6%.. 600.00 2 % 

6. Ins., taxes, donations 300.00 1 % 

7. Bad debts, coll. ex... 150.00 .5% 

8. Advertising . 300.00 1 % 

9. Depreciation of: 

Equipment 

Stock 

Repairs, renewals . 150.00 .5% 

10. Merchandising expense: 

Breakage, spoilage 
Returned goods 

Reduct., mark-down 300.00 1 % 

11. Supplies: 

Miscellaneous sup¬ 
plies for the store, 
stationery and of¬ 
fice supplies. 120.00 .4% 

$6120.00 20.4% 

Study this statement carefully. We do not 
mean that the various items of expense in op¬ 
erating your store should run exactly to these 
percentages, but this statement gives you an 
example of an intelligent cost statement show¬ 
ing what items enter into storekeeping expenses. 


STANDARD OIL READ THE BIBLE FOR 
OIL — NOT FOR REPENTANCE 


The fact that the Standard Oil Company has 
discovered oil and is operating wells in Egypt 
is generally known, but its reason for going to 
that ancient land to look for oil is probably not 
so well known. 

It is asserted that the attention of someone 
connected with the company was attracted by 
the statement in Exodus 2:3, that the ark of 
bulrushes which the mother of Moses made for 
her child was “daubed with slime and with 
pitch.” 

Reasoning that where there was pitch there 
was oil, and if there ever was oil in Egypt it 
was probably still there, the company sent out 
a geologist and oil expert to make investiga¬ 
tions, with the result that oil was discovered. 

Three wells are now in operation and others 


are to be opened. 
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LOOSE LEAP LEDGER IN COURT 

When a merchant has exhausted all amicable 
methods of obtaining a settlement with an 
obstinate debtor, and is compelled to seek the 
aid of the courts to force collection, the ques¬ 
tion of how to prove the account will be one of 
the first points for consideration. The account 
may be one that has extended over a number of 
years, the items may have been sold by various 
salesmen, and the merchant himself may have no 
personal knowledge of any of the transactions. 

Upon this state of facts the merchant must 
rely upon his books to establish his claim, and 
if the latter fail him a recovery will frequently 
be denied. If he has been diligent in the keep¬ 
ing of his records the law will, at this point, 
come to his aid and permit him to prove the 
account by the introduction of his account 
books in evidence. 

For it is well settled that a merchant may 
thus prove an account, providing he can show 
that his books are of original entries, made in 
the usual course of business, and contempor¬ 
aneous to the sales to which they relate. They 
must, of course, in addition, be properly identi¬ 
fied as to these points by a witness who is in a 
position to make such identification. 

This rule is of such antiquity and so well 
established, that it has of late years been but 
rarely questioned. The attacks, such as they 
have been, have usually been predicted upon 
the question of whether or not the merchant 
seeking to introduce his records has really kept 
them in such a form as to entitle him to intro¬ 
duce them as “books of account.” 

The adoption in recent years of the loose leaf 
ledger, and card index systems of keeping ac¬ 
counts, have been attacked in the courts in 
several instances. The contention being that 
these methods did not amount to the keeping of 
“books of account,’* and therefore entries made 
by these systems were not admissible in evi¬ 
dence under the general rule. An interesting 
case of this kind was that of Haley & Lang 
Company in South Dakota. 

Haley & Lang Company were engaged in 
the jobbing trade selling to customers through 
traveling salesmen, telephone and mail orders, 
and by direct dealings at their place of business. 
They sold goods to G. Del Vecchio, who operated 
a store, at several times, some of the orders 
being taken by traveling salesmen, others over 
the telephone. A dispute arose over the account 
which culminated in Haley & Lang Company 
filing suit against G. Del Vecchio in an attempt 
to collect a balance of $135.35 which the former 
claimed was due. 

Ledger Cards as Original Entry 

At the trial of the case Haley & Lang Com¬ 
pany, over the objection of Vecchio, introduced 
their card account records to assist in proving 
the account. They showed that their index 
cards constituted the only ledger accounts kept. 


That the entries on these ledger cards were 
made from the order sheets as they came in, 
being posted usually on the day following the 
receipt of the order. 

Vecchio objected to these ledger cards being 
received as evidence contending that they failed 
to constitute a book of original entry. Arguing 
that the introduction of such evidence was not 
contemplated under the general rule which per¬ 
mits a merchant to introduce his account books, 
contending that if such evidence were permitted 
it would open the way for a dishonest person to 
manufacture evidence at will. 

The case finally reached the supreme court 
for decision, and in passing on the points raised 
the court ruled as follows: “The evidence dis¬ 
closes that modern wholesale houses have adopt¬ 
ed modern methods of bookkeeping, in which 
the day book and journal, once in common use, 
have no place in the system. The order from a 
customer comes in, and when approved by a 
credit man is passed to the shipping and bill 
clerks, who select and assemble the goods or¬ 
dered from different departments of the house 
and check them out, and then the order, ini¬ 
tialed or marked by those through whose hands 
it has passed, is handed to the bookkeeper, who 
formally enters the items in a book designated 
a ‘ledger.’ This book is the first complete and 
permanent record of the charges and credits in 
the dealings had between the house and the 
customer. * * * They are made about the 
times of the transactions and in the regular 
course of business. This book is the only per¬ 
manent record of the dealings of the parties 
from which the status of a customer’s account 
can be ascertained. 

“The evidence in the case at bar shows that 
the ledger cards used by plaintiff in its system 
of bookkeeping constitute the original, perma¬ 
nent, and only records on accounts with its 
customers. This card system is substantially 
the same as a loose leaf ledger system of 
accounts.” 

The court held in effect that entries made 
pursuant to a card index system, all the other 
requirements being complied with, were admis¬ 
sible in evidence to prove an account under the 
general rule which permitted a merchant to 
prove an account by his book of accounts. 


EARMARKS OF SUCCESS 

A Dayton Hardware World subscriber ad¬ 
vertised for a boy, and turned down one be¬ 
cause of his youth, but he returned in a few 
days. 

Merchant—“Aren’t you the boy who was in 
here a week ago?” 

Applicant—“Yes, sir.” 

Merchant—“I thought so. And didn’t I 
tell you then that I wanted an older boy?” 

Applicant—“Yes, sir; that’s why I’m hen 
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Choosing and Moving Twist Drills 


Twist Drills are among the most important, as well 
as interesting, items that eome within the stock and 
experience of the hardware trade. Fcr the twist drill 
is a tool that is made by specialists, that must be sold 
by specialists, and it is specialists who use them. As 
an item in the hardware stock twist drills are of vital 
importance, because of the fact that a good drill gives 
profound satisfaction and brings a large volume of 
repeat orders. Large drill users look to the jobber and 
dealer who can supply them with a satisfactory twist 
drill as their benefactors. 

Since handling twist drills is so important to the 
jobber and the dealer alike, we wanted to know the 
experience and the views of some of the larger hard¬ 
ware institutions. Here is the pith of the experience 
of Geller, Ward & Hasner of St. Louis, as summarized 
by L. T. Ward. 

This institution is among the leaders in St. Louis, 
in fact in the Missouri Valiev territory, and their own 
motto "Fastest growing hardware house in the West” 
is indeed being borne out in fact. The present seven 
story building is fast being outgrown by the increasing 
demands of their stock, and it will not be long before 
they follow the example of other great hardware houses 
of Missouri in increasing their space to meet new de¬ 
mands—Editor. 

(By L. T. Ward, Geller, Ward 4k Hasner Hdwe. Co., 
8t. Louis) 

We have come to consider twist drills 
from two standpoints. 

First of all they are tools. As tools 
and as a very distinctive line of tools 
they require concentration and study. 
The buyer must know the twist drill 
thoroughly, he must know the needs of his cus¬ 
tomers and of his territory in the matter of 
twist drills, and he must know the item itself. 
The salesmen likewise must become twist drill 
experts, if they are to handle this item in the 
stock. 

In other words, twist drills go to consumers 
who know very accurately what they want, 
and it is not a question of selling a drill, but 
selling the drill. 

Secondly, we consider twist drills as sales 
propositions. Of course this second classifica¬ 
tion depends somewhat on the first. As any 
twist drill earns a name as a high grade tool, 
so it is almost necessarily a high grade sales 
proposition. 

The twist drill that is to be satisfactory to 
the hardware dealer must be satisfactory both 
as a tool and as a sales proposition. 

As tools, we investigate the twist drills from 
every standpoint, but particularly looking 
toward their accuracy and uniformity. Of the 
two, we believe uniformity is even more im¬ 
portant. Can every drill in the gross be de¬ 
pended on equally! Will it do the same work 
nnder the same conditions! Can it be trusted 
for the important job! In the hands of the 
customer will it be just as safe as it is in the 
hands of the salesman or demonstrator! 

Thus we try to pick a line of twist drills 
which maintains a uniform high average of 


quality, a line which is not remarkably good 
one month and away below par the next. Our 
customers must feel that they are buying a 
certified quality when they buy from us, and 
not jumpy, up-and-down, good-today-and-bad- 
tomorrow variety of goods. 

In our territory we have made an investi¬ 
gation on this very basis. We have tried to 
seek out particularly the opinions of large users 
of various makes of twist drills. Competitive 
tests, conducted on a fair basis, have been a 
great help to us in our experience, and a guide 
in our appraisal of twist drills in general. 

After a house has made a thorough investi¬ 
gation of this type, arriving very accurately at 
the opinion of the trade, it is safe to decide once 
and for all on the drill. The merchant will be 
convinced to his own satisfaction, and he will 
have obtained the views of the trade. He will 
know twist drills, both as tools and as sales 
propositions. 

Select the Meet Accurate and Uniform 

After the decision is once made, the selec¬ 
tion of the most uniform is thereafter automatic. 
As a rule we find that the most uniform drill 
will also give the best turnover. It will bring 
to the merchant who handles it a greater pres¬ 
tige, a more satisfied customer, more return 
and repeat orders. The most uniform drill can 
be proved to have the lowest sales cost, and 
indirectly, of course, it will bring more cus¬ 
tomers for the entire line of goods. 

Once a customer is thoroughly satisfied on 
such an important item as twist drills you can 
count on him as a satisfied and faithful buyer 
in all lines. 

Another important consideration and decid¬ 
ing factor in the selection of the twist drill line 
is the service which the manufacturer can ren¬ 
der. By service we mean not only in the 
matter of deliveries and the filling of orders, 
but sales service, in the matter of advertising 
specialties, advertising assistance and sales co¬ 
operation. 

The manufacturer of /the most JdesJrable 
twist drill has service men and experts covering 
the field with jobbers’ salesmen at all times, 
teaching the trade, and at the same time learn¬ 
ing from the trade and getting pointers to be 
reported to the home office. 

In general, then, twist drills are among the 
most important and most satisfactory item in 
the stock. They require concentration, they re¬ 
quire specialization, they require close atten¬ 
tion. Once the right twist drill is selected, once 
you stay with it, you will find that a profitable 
and solid department of your business has been 
established. 

When you accept a job acceptit. 
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EVERY REASON TO ORDER VARNISH 
NOW 

Editor Hardware World: 

We can see no reason for any decline in prices on 
our products. In fact, we are anticipating an advance 
on several of our items within the near future. 

While there may be a little lower price on some of 
the raw materials that enter into the manufacture of 
our products, still the trend of prices on most of them 
at the present time is higher. 

Containers of all kinds have recently advanced and 
the expenses of manufacturing are on the upward trend, 
as well as printed and advertising matter, and this 
with the advances in freight rates more than offset the 
slight decline on a few of the raw materials 

We do not think anyone who has analyzed the situa¬ 
tion thoroughly is seriously expecting a decline in price 
on our lines of goods, and we believe that dealers who 
delay ordering their present or future stock, anticipat¬ 
ing lower prices, will be very much disappointed, and 
will ultimately have to pay higher prices. 

Railroad conditions at the present time, receiving 
raw material and making shipments, are extremely 
poor, and the outlook for congested conditions on trans¬ 
portation lines this fall is greater than it was last 
winter and spring, and it behooves all dealers as well 
as jobbers to order their stock and anticipate their 
wants for the fall as quickly as possible. 

I think if people like the Hardware World would 
analyze this situation and put it before the dealers in 
the proper manner, that it would be doing them a good 
service. 

If the dealers would only go to the bottom of the 
situation and analyze the conditions thoroughly they 
would see that there is more likely to be advances in 
prices rather than a decline. 

Very truly yours, 

I BOSTON VARNISH COMPANY, 

Boston. J. B. Lord, Pres. 


NEW SUPPLEE-BIDDLE PRESIDENT 

William B. Munroe was elected president of Supplee- 
Biddle Hardware Company at a recent directors ’ meet¬ 
ing. 

Mr. Munroe was born in Manville, Rhode Island on 
June 11, 1875. He got his first job as entry clerk in 
1893 with Biddle Hardware Company, Philadelphia. 
From entry clerk, he went through the organization 
from department to department, learning the intricate 
details connected with the wholesale hardware business. 
He spent his evenings learning the retail side of the 
hardware business by associating himself with a well 
known Philadelphia retail hardware merchant. 

He was with Biddle Hardware Company, Philadel¬ 
phia, until November, 1906, when he resigned to asso¬ 
ciate himself with Simmons Hardware Company of St. 
Louis. He was in the credit and financial department 
under the direction of Geo. R. Barclay, first vice presi¬ 
dent of Simmons Hardware Company. 

He returned to Philadelphia in February, 1919, to 
serve under the leadership of Mr. Chas. M. Biddle, his 
first boss. He served in the capacity of assistant to 
the president until his election as general manager in 
the directors 9 meeting of January, 1920, and at the 
same meeting was elected a director of the company. 

His very close association with Mr. Biddle, and his 
years of hard work and constant application to details 
(not missing an opportunity to learn all about every¬ 
thing) brought its reward when Mr. Munroe was 
elected as president of Supplec-Biddle Hardware Com¬ 
pany in the directors ’ meeting of June, 1920, at which 
meeting Mr. Chas. M. Biddle resigned as president to 
serve as chairman of the board. 

His chief interest in life is his dear old mother. 
Mr. Munroe is a bachelor; his mother has seemingly 
been the inspiration which has sent him to the top. 


TEN PER CENT ADVANCE ON PAINT 
CLEANER JANUARY FIRST 
Editor Hardware World: 

The writer would give as his firm opinion that the 
cost of producing high grade wall paper cleaner as 
well as everything we manufacture, is going to be 
higher during the fall and next winter than it has 
been for some time, in fact our cost of production is 
20 per cent higher right now than it was last spring. 

We sold several carloads of Absorene and HRH last 
month, in addition to many smaller orders which we 
have shipped in haste that the goods might get rolling 
before freight rates advanced and we anticipate that 
our best jobbers and dealers throughout the United 
States will buy Absorene and HRH for shipment on 
regular thirty-day terms during the months of Septem¬ 
ber, October and November and not later than Decern 
ber 1st, with the expectation that most of this stock 
will be carried over by jobbers and dealers until next 
spring season as a good investment. 

Our prices will advance after the first of January 
and we do not think the advance will be less than 10 
per cent, as far as we can learn at this time what our 
future cost will be. 

Our advice to every dealer and jobber in the United 
States handling Absorene is to invest as early as possi¬ 
ble this fall in as much of our goods as he can afford 
to carry over until next spring; and we would be 
willing to wager that the investment will pay more than 
10 per cent on the money. 

Very truly yours, 

THE ABSORENE CO., 

St. Louis, Mo. H. R. Henderson, Pres. 


SHE IS USED TO THE HIGH PLACES 

The hardware trade is not as famous as the moving 
picture world for its leading women, but one exception 
to the rule must be made in the case of Miss Ida M. 
Conklin, secretary to Frank A. Bare, president of the 
Tritch Hardware Co., Denver, Colorado. 

Miss Conklin is every inch a secretary and what Mr. 
Bare does not know about the hardware business in the 
Rocky Mountain region Miss Conklin knows for him. 
Her wide awake interest in the affairs of her company 
has made her one of the moving factors that has caused 
the business to double in the last year. She may be 
justly proud of her share in the advancement just as 
every member of the Tritch organization may be. 

The strain under which Miss Conklin works, and 
her importance in the smooth running course of the 
business earned for her a much needed rest this fall, 
and with her mother she spent five weeks on the 
beaches of Southern California. 

When Mr. Bare or the executive of any other great 
institution tours the country naturally he is interested 
on calling on the trade, and although Miss Conklin’s 
time was limited, during her recent vacation she found 
time to make many friends among the hardware people 
along the Pacific Coast. 


STANLEY SALESMEN IN CONVENTION 

Representatives and salesmen for the Stanley Works 
and the Stanley Rule & Level Co. are back at their 
posts all over the country, refreshed and inspired by 
the recent sales convention at New Britain. This is 
the first combined convention for the two companies, j 
which were consolidated during the year. 

One of the features of the convention was an inspee- | 
tion of the Stanley Works oy the Stanley Rule & Level , 
Co.’s salesmen, and c nversely the inspection of the 
Stanley Rule & Level Co. works for the Stanley Works 
salesmen. The convention was addressed by the officer* 
of the Stanley Works along the lines of general 
policy, by the chiefs of manufacture along the lines of 
manufacturing processes and difficulties, and "by the 
sales chiefs in conference over the coming year , s sale? 
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Tamms RELIABLE FIVE Products 

Silver Bond Silica 25% added to Pure White Lead and Pure Linseed Oil increases the 
life of the paint and prevents chalking, peeling and blistering. 

35% Silver Bond Silica and 65% Pure White Lead thinned with Flatting Oil produces a 
beautiful soft tone, sanitary Flat Wall finish. Will stand severest washing test. 

3ILVEB BOND SILICA is as smooth and fine as white lead—and mixes easily on account 
of its extreme fineness. 

Prices F. 0. B. Tamms, HI. 

6 Barrels—2c per lb. 1 barrel—2%c per lb. New paper lined barrels extra, $1.25 each. 

350 pounds to the barrel. 

Very Important —Write today for i 1 Silica Catechism / 1 it contains valuable formulas for 
mixing your own better paint at lower cost. 

Golden Yellow Ochre insures superior results because of its strong and clear tinting 
qualities. It is the Peer of all American Ochre and is very finely ground to a smooth, 
even texture. 

Prices F. O. B. Tamms, DL 

6 Barrels—2%c per lb. I barrel—3c per lb. New paper lined barrels extra, $1.25 each. 

300 pounds to the barrel. 

Natural Gray Ochre is a natural, not a compounded color, producing beautiful gray 
tints of any shade desired. Very finely ground and strong in tinting qualities. 

Prices F. O. B. Tamms, 111. 

6 barrels—l%c per lb. 1 barrel—2%c per lb. New paper lined barrels extra, $1.25 each. 

350 pounds to the barrel. 

Danish Gilders Whiting is superior to the English Cliffstone Whiting for Kalsomine, 
Fresco and Putty, because it is finer, whiter and more carefully prepared in grinding. 

Prices F. O. B. Tamms, Ill. 

6 barrels—2c per lb. 1 barrel—2%c per lb. New paper lined barrels extra, $1.25 each. 

350 pounds to the Darrel. ,, 

Oran Venetian Bed a very strong, clear Red Color that gives your tints a special 
individual tone. Very durable. 

Prices F. O. B. Tamms, HL 

6 barrels—4^4c per lb. 1 barrel—5c per lb. New paper lined barrels, $1.25 each. 

400 pounds to the barrel. 

Send us your next order—Buy direct 


TAMMS SILICA CO. 
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A NEGLECTED PAINT FIELD 

Farm buildings are notoriously in need of 
paint. Possibly the reason is that paint dealers 
do not have an effective argument to offer the 
farmer as to why he should buy and use more 
paint. Apparently the argument that painting 
will improve the appearance of his buildings 
does not appeal to the farmer as it does to the 
average city dweller. 

But it will be found that the farmer is just 
as anxious to save money or avoid loss as any¬ 
body. He is used to studying feeds. He has 
the problem of dairy feeds, pig feeds, poultry 
feeds, plant foods, etc. 

Mr. Paint Dealer, try putting it up to the 
farmer that buildings die like animals; that 
a house or bam painted with good paint will 
last a hundred yeais; whereas, an unpainted 
one will fall to pieces in ten years. 

There’s a selling argument that will hit the 
farmer between the eyes; it strikes his sensitive 
pocket nerve; it shows him that he is wrong in 
thinking he is saving money by not painting 
his buildings—on the contrary, that he is losing 
it 

Sell the farmer more Building Food. He 
will be found an attentive listener to anything 
bearing on the farm food problems. 



One of the combined show and stock cases in one of the 
new Winchester Stores. The sample goods on the outside of 
the case Indicate not only what Is In the case, bnt what Is 
desirable In the tool line. The tools can be kept In perfect 
order with a light coat of colorless Tarnish and frequent oiling. 


Many dealers dodge the proposition of car¬ 
rying paint as a side-line, and yet we know of 
one dealer, living in a town of 3500, who buys 
a carload of paint each year. 


A special sale that results only in getting 
rid of a lot of goods at prices that pay no profit 
has no advantages for the merchant, whatever 
it advantages for the public. 


There is only one thing that men can pack 
as well as women ,and that is a theatre with a 
burlesque sign in front of it. 

If all women who look back were turned 
into salt pillars, the streets would be lined with 
statues. _ 

CHRISTIAN RECIPROCITY 

Once in a while the choirs are enabled to 
seore off the minister. The minister announced, 
just after the choir had sung its anthem, as his 
text, “Now when the uproar had ceased.” 

But the singers bided their time patiently, 
and when the sermon was over rose and ren¬ 
dered in most melodious fashion, another an¬ 
them beginning, ‘ ‘ Now it is time to wake out of 
sleep.” 


Ray B. Thomas, proprietor of the Canon Hardware 
Co., Canon City, Colorado, recently sold a half interest 
in his business to Prof. G. A. Cleland, who was formerly 
superintendent of schools in Canon City. The trade 
can therefore look for great things from the Canon 
Hardware Co. with its combination of academic learn¬ 
ing and good common seme. 


STYLES AND STANDARDS 

The world is full of folks of many minds. 
A woman buys a gown or coat because its ex¬ 
clusive and perhaps the only one of that partic¬ 
ular style made. A man favors originality in 
dress, which is only a matter of doing it differ¬ 
ently from the other man. To note the styles 
among the different hardware stores one would 
judge that the only thing that mattered was. 
not to bfe like your competitor whose shelves 
should contain the same goods, displayed in the 
same way (the best way), but alas, what a vast 
difference. 

If goods are displayed better in one way 
than the other, why are you not doing itf If 
certain goods make more money for you by 
being given a prominent place in the front part 
of the store, why do you have them hid behind 
the stairway T It all resolves itself into this. 
Are you trying to become a better merchant and 
build a bigger business t Are you aware of your 
shortcomings and are you willing to seek infor¬ 
mation and assistance when you need itf Look 
around your store, are you perfectly satisfied 
and do you feel it is now as convenient and as 
efficient as you wish itt If not, write your 
State Secretary. He can help you. 


By practicing intelligent self-help you help 
your fellow mortals. 


Just because you have a good opinion of 
yourself is no reason why you should have a 
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This product has 
doubled and tripled 
the business of other 
dealers. It can do the 
same for you. 


A line of quality products that will build up a long line of 
satisfied customers. Kyanize has doubled and tripled the busi¬ 
ness of many hustling dealers. Backed by the most aggressive, 
original and powerful advertising ever devised on an Exclusive 
Agency Proposition. Big space in the leading magazines, signs, 
cut-outs, and smashing window displays, including Winthrop 
Wise, '.he twenty-four-hour a-day salesman. A live-wire propo¬ 
sition all through. 

PROGRESSIVE MERCHANTS - WRITE US 

There’s a real opportunity open to one aggressive merchant in 
localities where there is now no Agent. If there is no Kyanize 
Agent in your town—write us today. Our proposition will 
interest you. 

BOSTON VARNISH COMPANY 

CHICAGO Everett Station 49, w A \ FR . A ^o«w 

Warehouse & Office .. tAn n q a 

519 W. Roosevelt Rd. Boston, Mass. U. S. A. 2 69 Eighth Street 

WESTERN WHOLESALE DISTRIBUTORS 
Bogardus, Wlckens, Campbell Hardware Timms, Cress & Co. 

Limited Company Inc. 

Vancouver, B. C. Seattle, Washington Portland, Oregon 
Sunset Paint Company Odgen Paint, Oil A Glass Co. 
Los Angeles, and El Paso, Tex. Ogden, Utah 




These Framed 
Panel Signs 
showing the ac 
tual colors on 
wood, furnished 
FREE. 


anize 


VARNISHES and ENAMELS 


Only one dealer to a locality—and the full power of our whole 
campaign is directed right at his store. Bigger and better 
than ever are the plans we have devised for our Exclusive 
Agents this year. 
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LINOLEUM HIGH—SELL FLOOR PAINT 

Paint dealers are missing a grand chance to 
sell more floor paint. Rugs, carpets, linoleum, 
oil cloths and all floor coverings are very high 
in price now, and it’s a very common thing 
to see kitchen and oftentimes dining room and 
bath room floors bare. 

These floors should be painted with floor 
paint, and it should be an easy matter for any 
paint distributor, by means of well directed 
newspaper ads, to double his trade in this 
specialty. 

Every dealer knows the arguments in favor 
of painted floors; dealers, or at least a good 
many of them, have simply overlooked the fact 
that psychological conditions now favor a cam¬ 
paign to increase sale of floor paints. 


BOSTON VARNISH CO. ERECTING LARGE 
ADDITION TO PLANT 
Editor Hardware World: 

It will doubtless prove of interest to your readers, 
particularly those who are now acting as Kyanize 
agents as weU as*to those who contemplate accepting 
our agency proposition, that the Boston Varnish Com¬ 
pany has taken the bull by the horns and in order to 
forestall any production difficulty that might occur, 
due to our largely increased business, we have now 
broken ground for a substantial new addition to our 
plant and offices. The new addition, when completed, 
will approximately double our manufacturing facilities 
and at the same time our office space will be increased 
to almost double its present floor space. 

The contract for the new building has been placed, 
and the foundation laid. This fine addition to the 
plant will be completed early in December of this year 
and will be ready for operation, with complete equip¬ 
ment installed, at that time. 

The business of the Boston Varnish Company has 
increased to such an extent during the past year, and 
the popularity of Kyanize varnishes and enamels is 
growing so rapidly, that this new building is absolutely 
necessary in order to maintain production at the neces¬ 
sary point. 

The addition to the factory is a modern, four-story 
brick and cement structure of up-to-date fireproof con¬ 
struction, and the new office building will conform to 
the lines of the present office structure and be equipped 
with the latest time and labor-saving devices so that the 
clerical end of our business can keep pace with the 
rapidly moving manufacturing department. 

Our sales force has been augmented by the addition 
of several new men this year and after the very enthu¬ 
siastic sales convention which was held early in August 
the men have shown that they went forth with the 
proper spirit and are now turning in some very attract¬ 
ive orders for early fall delivery. 

As soon as the new plant is completed we anticipate 
a largely increased trade which, with the new factory 
equipment, we will be able to handle with dispatch and 
promptness. Kyanize dealers who place their orders 
in ample time are thus assured of early delivery on their 
spring requirements. 

Yours very truly, 

BOSTON VARNISH COMPANY. 

C. A. Dana Redmond, Adv. Dept. 



VAN DERVOORT PUTS CARDS ON TABLE 

The Van Dervoort Hardware Company, at Lansing, 
Michigan, doing both a wholesale and retail business, is 
an institution that believes in laying its cards on the 
table, being absolutely frank with the public and keep¬ 
ing customers well informed concerning the conditions 
of the business. 

In a series of bulletins published in a local news¬ 
paper, they write frankly of the problems they face in 
handling their business, of the difficulties they encoun¬ 
ter in securing their stock, with any opinion that the 
company considers important on public, political or 
national affairs. 

Thus as a company, the Van Dervoort institution 
places a definite personality before the people of Lan¬ 
sing. The announcements of the company are read as 
closely as an editorial, for they contain opinions, they 
contain sidelights on the news of the day, and on busi¬ 
ness conditions. By its frank, confidential stand, the 
Van Dervoort Company gains the confidence of the 
buyers and of the business community, so that the 
goods which are announced in connection with the ad¬ 
vertising are known to be genuine and the prices just 
and fair. 

We are reproducing in miniature some of these 
bulletins, so that the trade may see just what kind of 
advertising the Van Dervoort Company does. We could 
not recommend any advertising course more strongly 
than this. Eagerly read by the community, it inspires 
both confidence and interest and it gives a definite 
personality and public respect to the institution. What 
more can you expect advertising to do for youf 


Hartman’s Hardware Store, Guthrie Center, Iowa, 
is occupying its new quarters which has been remodeled 
and fitted up especially for its purposes. They are 
specializing on refrigerators and ranges, according to 
the season. 


The Stewart Moore Hardware Co. has been formed 
at Puyallup. Washington, through the purchase by Fred 
Stewart and W. A. Moore of Anacortes of Perfield Bros. 
Hardware Co. In this connection it is an interesting 
fact that the Perfield Bros., purchased the store nine 
years ago from Mr. Stewart. 

i 


Raabe & Mauger at Albuquerque. New Mexico, 
recently entertained the housewives of Albuquerque 
with a cooking demonstration on kerosene cook stoves, 
which they are now representing. The factory repre¬ 
sentative for the stove company was present to give 
the demonstration. 
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70 to 80% Profit For 
the Dealer Who Handles 
This Perfect, Easy 
Wotting, Non - Sticky 
Wall Paper Cleaner. 


The Largest Seller 
on the 

World’s Market 
Today 


SOTMW 


u , CLEANS 

Wa llpaper 

. AND 

w indow shade 5 

T HC/id Rc ADY MIXED j5 
<J1 S «RENE MFC CO.it EO^i- 


Pnt Up in 14-os. Cans, 
Packed 3 Dozen Cans to 
Fiber Case. Also Packed 
in 20-oz. Cans and 10-lb. 
Pails. 


Can Be Ordered in 
Various 

Quantities to Suit 
Tour Needs 


The Fastest Selling Specialty for the Paint Dealer 

EACH CAN OF ABSORENE THAT LEAVES TOUR STORE 
WILL MATCH THE BUYER HAPPY—AND HE’LL PURCHASE MORE 

The dealer who handles I I ; 1 : \ | has the support of an intensive na¬ 
tional advertising campaign to the consumer, educational in scope and 
continuous thruout 1920 and 1921. 

Our practical “dealer helps”—the sterling quality of the product—the 
convenient size of the package—the liberal profit, make ABSORENE the 
ideal seller for the paint man. 

LITHOGRAPHED SHOW CARDS PACKED IN EVERY CASE 

Write your jobber or direct to ns for our libersl dealer proposition 

HRH, THE TWIN SISTER TO ABSORENE 

SPECIAL OFFER ON ONE GROSS TRIAL ORDER 


Order ONE GROSS of HRH from us direct. The price will be $12.00 
east of Rocky Mountains and west of New England states;—we will 
allow the freight. Pacific and Atlantic Coast states will require a 
price of $14.00 to cover freight. With this first gross only, we will give 
288 FREE SAMPLE PACKAGES of HRH. 

200 four page FOLDERS to advertise HRH 
Several Lithographed SHOW CARDS. 

THREE FIBRE BANNERS, size 12 by 40 inches. 

HRH retails at 15 cents per package and you get twice as many sample packages as your 
purchase of full sized packages—The samples always sell the goods. 

Good for balance of year 1920 only. Only 1 'N K lilioss to a customer—One time only on this deal—Our 
profit is too limited to sell this trial lot through the jobber. You can’t make a mistake on this deal— 
Yon could use a gross of H.RH in your own home and store within a year, for general house work— 
As a CLEANSER and Clothes Whitener, etc. 



THE ABSORENE MFG. CO. 
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MORE ODDITIES OF WORKMEN’S 
COMPENSATION LAW 

(Copyright by Elton J. Buckley) 

Inasmuch as workmen’s compensation was 
a new department of the law, and for the first 
few years would be in the making, I have made 
it a point to keep in touch with the decisions of 
the various States in order to see how far the 
law would go in executing the most excellent 
idea which lies at the bottom of workmen’s 
compensation, viz: that where a man is injured 
or killed in the course of his employment, keep¬ 
ing him and his family from starving to death 
ought to be considered a public duty and fig¬ 
ured in the cost of doing business, which is 
borne by the public in the mass. 

Probably every reader of this article is sub¬ 
ject to the workmen’s compensation law of his 
state, and he will therefore be interested in the 
report of some recently decided cases. These 
cases show that the law has widely departed 
from the original idea of workmen’s compensa¬ 
tion, which was that a man who caught his hand 
in a machine on which he was working, or was 
hurt by the explosion of chemicals which he was 
handling—in other words, where he was the 
victim of some accident growing directly out of 
his work, he should be compensated by work¬ 
men’s compensation insurance. Read the few 
sample cases which I report and see what a 
difference there is between the original prin¬ 
ciple of compensation and the one enforced now. 

It is remarkable how close the States are in 
workmen’8 compensation cases. Recognizing 
that they represent, as I have said, a new phase 
of the law, they have evidently felt the need 
of deciding their cases along the same line. 
Therefore, the following cases practically repre¬ 
sent the general law: 

Case No. X 

In this case an employer had a man who 
delivered goods. While at his regular work he 
had an epileptic fit—he was subject to them— 
fell to the ground and fractured his skull so 
that he died. His employer contended that he 
was not responsible for compensation insurance, 
because epilepsy was not an accident, but a 
disease. The court, however, held that the 
driver was entitled to compensation. 

Case No. 2 

In this case another delivery man, while out 
on his route, was overtaken by a storm, from 
which he sought shelter. While there he was 
killed by a lightning stroke. The court gave 
him insurance. 

Case No. 3 

A man employed about a wholesale house 
lifted some heavy stuff one day, this being his 
regular work, and strained himself. Some time 
afterward he died of an abscess on the back. 
This case was fought hard, but the court finally 
held that the abscess might have come from the 
strain and allowed insurance. 


Case No. 4 

Two employes of the defendant concern got 
to fighting one day, and one was seriously in¬ 
jured. The fight grew out of an order which 
the injured man had properly given his assail¬ 
ant, and which the latter resented. One finds 
it hard to see where the employer was in any 
sense responsible for this, but the court, never¬ 
theless, held that he was and made him pay the 
injured employe compensation. 

Case No. 5 

In this case also a driver figured. The 
delivery wagon was horse driven, and one day 
while the driver was standing over the horse, 
the animal threw up his head and struck him 
in the face. It appears that at this time the 
driver was suffering with syphilis, which, he 
claimed, was made worse by the blow. Even¬ 
tually syphilis destroyed one of his eyes. The 
court took this view and made the employer 
pay. 

Case No. 6 

A manufacturer of proprietary goods em¬ 
ployed a demonstrator to show goods in a 
department store. While proceeding to her 
place she tripped over a tom rug and fell 
heavily, doing herself considerable damage. 
At first the referee said this accident did not 
arise out of the employment, but the court re¬ 
versed him and made her employer pay her 
$7.50 a week as long as her disability lasted* 

Cass No. 7 

Two competitors did business in very 
friendly relations in the same town. One day 
one of them was short a man and borrowed one 
from the other. While doing the work for 
which he was loaned, on the borrower’s prem¬ 
ises, the employe was overcome by gas and 
killed. At first glance it would appear as if 
the dead man’s regular employer should cer¬ 
tainly not be held responsible for this, since the 
accident didn’t even happen on his premises. 
Nevertheless, the court said he must pay $10 
a week for 500 weeks. 

These eases and many others like them show 
that the courts now strain a point to protect 
employes from about anything that may happen 
to them during working hours, whether it had 
any connection with the real work or not. If 
the injured employe is in his working hours, 
and engaged in, or at or near his regular work 
— he need not even be on his employer’s 
premises — he is apparently entitled to claim 
compensation from his employer if anything 
happens to him. 


NAUTICAL INFORMATION 

Tendefoot—“Why do they have knots on 
the ocean instead of miles?” 

First-Class Scout—“Well, you see, they 
couldn’t have th^ ocean tide if there were no 

knotSi^Kized by vjOO^IC 
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On Cook’s Evening Out 


When Mistress turns cook, then is the time 
she appreciates most the beauty, durability, and 
utility of her Mirro'Aluminum. 

For this handsome ware is not only a shining 
invitation to use, but it is a real aid to better 
cooking. Mirro is light to handle, and easily 
cleaned. And, as it takes heat quickly and holds 
it long, it is a fuel-saver also. 

The features of convenience which have con¬ 
tributed so much to the fame of Mirro Aluminum 
are the result of nearly thirty years' experience 
in designing and making better aluminum ware. 

Note the features of this Mirro Convex Kettle: 

(1) Handle-restears hold bail in three positions 
and prevent it from coming in contact with sides 
of Kettle. (2) Tightly rolled, sanitary bead, free 
from dirt-catching crevice. 

Aluminum Goods Manufacturing Company, 


(3) Inset cover prevents boiling over. (4) 
Bead of cover upturned, thus protecting against 
steam and liquid. ^(5) Rivetless, no-burn, 
ebonized knob, an exclusive Mirro feature. 

(6) Convex sides prevent contents from pour¬ 
ing off when liquid is being drained. (7) The 
famous Mirro finish. 

^(8) Famous Mirro trade-mark stamped into 
the bottom of every piece, and your guarantee of 
quality throughout. 

This trade-mark is comparable to any symbol 
of master-craftsmanship, whether that symbol 
be on precious porcelain or hand-wrought silver. 

Look for Mirro Aluminum at the leading stores 
everywhere. 

Send for miniature catalog. 

General Offices: Manitowoc, Wis., U. S. A. 


Makers of Everything in Aluminum 


miimo 


ALUMINUM 

Reflects 

Good Housekeeping 


Nov emb er Pictorial Review t Delineator, and Designer are magazines that wiltcarry the abbve advertisement of Mirro Aluminum, 
fell page sise. Look over these magazines when they appear, and note that the Mirro page is about the most conspicuous 
advertisement in the book. Every reader sees it. That is one of the reasons why mil' ^ - omen buy Mirro. 
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TRADE SHOULD PUT STOCKS IN ORDER 
WHILE CONSUMER DEMAND IS 
TEMPORARILY LIGHTER . 

Editor Hardwabe World: 

The most valued thing in the management of any 
business enterprise is common sense, coupled with an 
intelligence to properly apply it to any question. 

The present apparent slow-down in some lines of 
business is largely due to the fact, in our judgment, 
that the newspaper headlines respecting deflation, tight 
money, etc., have finally impressed the buying public, 
with the result that they are now proceeding cautiously. 
This, we believe, is a healthy condition, for it gives 
the manufacturers time to eliminate some of the con¬ 
gestion in their plants; it gives the wholesalers and 
retailers time to gradually put their own stocks in 
order so that when a revival of purchasing by the 
public does come (and we believe it is sure to come, 
due to shortage of goods in every direction) everybody 
will then be in shape all along the line, from manufac¬ 
turer to retailer, to take better care of the demand. 

Therefore, it would be our thought that the whole¬ 
saler who finds his stock low should place his orders 
for a reasonable quantity, bearing in mind that con¬ 
gestion with manufacturers is not relieved over night 
and bearing further in mind that the railroads are not 
moving freight promptly and, as cold weather comes 
on, will move it less promptly, all of which means that 
a merchant who would serve his customers should 
always have a reasonable amount of surplus stock. 

Thinks Labor Will Be Efficient 

We do not believe prices are going any higher, 
yet we cannot see how they will be much, if any, 
lower, in any line, because, in the first place, labor will 
object to any reduction in wage, nor do we feel it 
should be asked to accept a reduction at this time. On 
the other hand, we believe labor will become more 
efficient in the creation of articles, with resulting 
economies in cost, which, sooner or later, will be re¬ 
flected in the retail price, but not to a great degree. 


In some lines prices are sharply off, in other lines 
prices will likely go higher, but, as an average thing, 
we believe an evening-up process is now taking place, 
which will cause further stability, resulting in con¬ 
tinued confidence and business activity. 

We are advised by leaders in the financial world 
that there likely will not be any recession of present high 
money rates until after the turn of the year, although 
it is felt the peak of the demand for money will be 
reached the latter part of September or in October, 
after which there should be a gradual let-up. 

Thinking Good Times Will Make Them 

The business of this country is sound, hence, if 
everyone cooperates and puts forth every sincerity of 
effort to disseminate optimism and to decry pessimism, 
trade volume should continue its onward march. Activ¬ 
ity in business is nothing in the world but psychology 
and its ebb and flow rests entirely on the mental atti¬ 
tude of the individual citizen, which is to say, if the 
citizen, or consumer, is optimistic, he or she buys that 
which his or her pocketbook can afford. Per contra, 
if pessimistic, rigid thrift and economies result, which 
would naturally lessen the demand for finished goods, 
which, if not overdone, would be a good thing at this 
particular period of congestion, but, if continued, it 
inevitably leads to stagnation, with lack of employment 
to thousands, and once started it is likely to continue— 
for how long we would not care to hazard an opinion. 

The necessity for goods is present because of a short¬ 
age; therefore, if everyone exercises the proper appli¬ 
cation of common sense and, hand in hand with it, 
approaches the coming season with confidence, and, on 
the way preaches optimism, we should have a continuity 
of business activity. This should be very easy to do 
because we are citizens of the greatest nation under 
heaven and any business man who sells America 
* * short” (as one of our prominent bankers once ex¬ 
pressed it) will likely go broke in the end. 

Respectfully yours, 

BENJAMIN ELECTRIC MFC. CO., 
Chicago. J. H. Fall, Jr., Vice Pres. 



TRITCH HARDWARE LIVE WIRES 

We had hoped to personally introduce each member of this hardware organization to our readers by name, 
but due to the fact that there are a number of feminine readers among the Hardware World subscribers, 
it may have been a part of wisdom that their names were not given lest some private correspondence might 
ensue outside of office hours. 

Still we know they are most loyal, and nothing could tempt them to remove from the mile high city. The 
president of the Tritch Hardware Co. assures us it is a “Bare” fact that he is willing to wager any amount 
that no other institution has a more loyal, enthusiastic or intelligent organization of live w r ire co-workers 
and associates than he is fortunate enough to be surrounded with. 

When it comes to a.matter of pulchritude, this photo shows they are in a class by themselves. 
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Apply Your Selling Energy 
Where There 

Is Lea& 
Resistance 


W AVE upon wave of national advertis¬ 
ing has created nation-wide consumer 
acceptance for the Benjamin No. 92 
Two-Way Plug. 

By the end of 1920, twenty-seven of the coun¬ 
try's foremost magazines will have carried 
136,000,000 messages telling about the utility 
of “two uses for every single socket” through 
the use of the Benjamin No. 92 Two-Way 
Plug. Consumers know whp “every wired 
home needs three or more.” They have been 
told. “At Your Dealers.” 

Dealers are furnished many sales helps to 
carry the idea along for their own greatest 
profit Three two-way plugs has been made 
the unit of sale—3 for $3.50 in the handy 
three-in-one carton, or the alternative $125 
each, making every sale worth while. A quick 
turn-over is assured, and double uses for every 
socket then creates sales for other electrical 
appliances. 

As one of the few electrical devices nation¬ 
ally known by name, the Benjamin No. 92, the 
original Two-Way Plug, encounters the least 
sales resistance imaginable. 

Apply your driving force where there is 
least resistance. Your jobber will supply you 
with Benjamin No. 92 Two-Way Plugs in 
any quantity. 

BENJAMIN ELECTRIC MFG. CO. 

lDL 



i Electric Mf* Co. • ( Cinada. L’d . Toraato. CmmU 
Tbs Bmimakk Btactric. IJmftsd, London, lagiaad 
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Makers of Things More Useful 
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NO SOLUTION UNTIL LABOR 
COOPERATES 

Editor Hardware World: 

The policy that should govern the trade during the 
coming months is of extreme interest to everyone, and 
perhaps the answer to this question is as obscure, or 
more so, than any other which has confronted business 
for some time. 

Of course, the manufacturer is extremely interested 
in this question, for the simple reason that he is 
ordering his material and supplies and making provision 
for his labor in exactly the way in which he believes 
that this question should be answered for the manufac¬ 
turer, and the jobber, and the retailer, and the consumer. 

Recently we read in the bulletin of the American 
Hardware Association, an opinion expressed by a 
committee appointed to investigate conditions, that 
they believe efficiency is increasing to some extent. 
We question this very much, although our own opera¬ 
tives have been interested for some time. 

Until labor shall realize that employers (or capital, 
as that class is generally called) are not going to ex¬ 
pand further to any great degree and until they shall 
realize that capital will not worry about production in 
the face of falling markets, there will not be any 
solution of the problem apparent. 

Unquestionably, there has been unwarranted liqui¬ 
dation in many lines, but nevertheless, there is a defi¬ 
nite trend to a decline of prices. 

Cost of Production Still Rises 

Prices will not decline in our line to any consider¬ 
able extent. In fact, they will increase, if anything, 
only so far, of course, as labor, supplies and material 
increase. 

Manufacturers (generally) will be expected to ac¬ 
cept smaller margins of profit and, undoubtedly, this 
will be necessary; but the manufacturer no longer 
cares whether his force is held to the work in which 
they are most efficient or not, and it is simply a ques¬ 
tion of how best he can operate and finance over a 
verv difficult period in the next two years, until labor 
shall begin to cooperate. 

Jobbers have neld up payments, have cancelled 
goods, and generally shot the standing of the manu¬ 
facturers ’ schedules in no mean way, and it will take 
some few weeks to get these schedules readjusted. 

Our suggestions to our buyers would be that they 
order for the next six months’ shipments at the end of 
three months and six months and that they cover 
themselves for normal requirements at regular prices. 
Yours sincerely, 

FRANK MOSSBERG CO., 

Attleboro, Mass. F. T. Chase, Sales Mgr. 


CHICAGO AUTOMOTIVE SHOW IN 
NOVEMBER 

Preliminary arrangements have been practically 
competed for the annual show of the Automotive Equip¬ 
ment Association to be held in Chicago this fall. The 
show will be held at the Coliseum for the week begin¬ 
ning November 14th. This is the first time the show 
has ever been held in the Coliseum, and the equipment 
of the American Railway Appliance Co. has been leased 
for the week. The A. E. A* annual show is held at the 
time of the November convention of the Association, 
and is a feature in the accessory trade, equalled by no 
other event during the year. 


T. A. Mitchell of the Mitchell Mfg. Co., representa¬ 
tive for such manufacturers as the Legalite Corporation, 
Ashland Mfg. Co. and others, is making a six weeks’ 
trip through the Northwest. Mr. Mitchell’s friends 
throughout the territory are always glad to receive him 
as he covers the trade, and the volume of business 
developed for the manufacturers he represents is a 
testimony of his pleasing personality and his four¬ 
square business policy. 



CORCORAN WESTERN MANAGER 

The constantly increasing demand for Peerless 
Guaranteed Products for Fords and the swiftly ex¬ 
panding business of The Corcoran Manufacturing Com¬ 
pany in the western territory, has caused The Corcoran 
Manufacturing Company to appoint Mr. Rex H. Finney 
as Manager of Western Sales, with headquarters in 
Denver, Colorado. Mr. Finney will personally travel the 
middle West and western coast states and western 
Canada. 

Mr. Finney was an old retail accessory dealer him¬ 
self—going from that business to the accessory jobbing 
business—for years being active in the organisation of 
the Hippee-States Co. of Des Moines, Iowa. 

Mr. Finney thoroughly understands the Peerless line 
and is in position to intelligently enlighten the trade 
as to the “ifs and ands” of this nationally advertised 
line of radiators, fenders, hoods, tool boxes, etc., for 
Ford cars. 


GELLER, WARD & HASNER’S 
AUTOMOTIVE CATALOG 

Typical both in size and completeness of Geller, 
Ward & Hasner Co., at St. Louis, Missouri, is their new 
automotive equipment catalog No. 18, consisting of 
over 250 pages. The company are exclusive distributors 
for Hood and G A J tires and headquarters for a full 
and complete line of automotive equipment. It is cer¬ 
tainly their justifiable claim that the new catalog offers 
the most complete and best selected stock for the 
territory that tneir salesmen serve. The latter pages of 
the catalog contain tables showing tne proper sise spark 
plugs, tires, brake lining, mufflers and other accessories 
to go on each make of car. The catalog is also crossed- 
indexed. No appropriate price list was issued for the 
catalog, due to the unsettled condition of the market. 
The company contemplates issuing a list as soon as 
conditions are more stable and prices are established. 


The Henning Hardware Co., Hillsboro, North Da¬ 
kota, is erecting a new warehouse to house its enlarged 
stock. 


Christian A Herman are the proprietors of the 
former business of Ellerback A Hale at Beatrice, Ne¬ 
braska. 


Rummel A McMillen are the new owners of the 
former McWhirter Hardware Co. at Cleveland, Okla¬ 
homa. Edward Rummel is manager of the new business. 
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San Francisco to New York 


4 days, 14 hours, 43 minutes 


New York to San Francisco 


4 days, 19 hours, 1 7 minutes 


New York to Chicago 


24 hours, 43 minutes, 50 seconds 


These time-shattering road records, established by 

three Essex cars, are further evidence of the matchless 
dependability of AC Spark Plugs. The AC Plugs that 
fired the engines of these cars were unfailingly reliable 
in their service. In the two transcontinental runs of 
3,347 miles each, every driving condition was encoun¬ 
tered, yet the AC’s functioned perfectly. They were 
equal to the exacting demands of high speed, mountain 
climbing and long, tortuous pulls through sand and 
mud. Like the manufacturers of the record-smashing 
Essex and other fine makes of passenger cars that use 
AC Plugs as standard equipment, dealers who sell AC’s 
can be sure that AC’s will do all that is asked of them. 
AC’s have proved this time and again in the most punishing tests. 
If you do not stock the full AC line and are not profiting from AC 
achievement, write today for dealer information. 

Champion Ignition Company, FLI NT, dftGc/iigan 

u. S. Pot. No. 1,135,727, April 13, 1915, U. 8. Pot. No. 1,216.139. Feb. 13, 1917. Other Potent* Pending 


The Standard Spark 
Plug of the World 
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OPTIMISM MAKES SUCCESS SUCCEED 

Editor Hardware World: 

We believe that both the wholesale and retail trade 
would be acting wisely ii they placed orders now with 
shipping specifications for the coming season, for the 
reason that from all indications prices on general com¬ 
modities will not decrease materially for some months. 

Of course where sellers guarantee protection against 
decline in price of goods to be shipped or goods in the 
buyer's stock, a policy which we think is unsound, the 
advantage of buying now is very much greater than 
where protection against decline in price is not guaran¬ 
teed. 

Our reason for believing that the policy of guar¬ 
anteeing against decline in price of goods shipped or to 
be shipped is unsound is because we do not think that 
any seller should stand this burden when the buyer does 
not reimburse him for the difference in price of mer¬ 
chandise on hand when prices increase. It is a poor 
rule that does not work both ways. 

Regarding the matter of sellers guaranteeing pro¬ 
tection against increase in price, we do not believe that 
sellers as a whole are in a position to know what will 
happen in the labor and material markets and therefore 
the accurate cost of finished goods is entirely unknown 
for the future. However, sellers, we believe, are in 
no position to judiciously guarantee against an increase 
in price. 

There is one thing that we are doing in our sales 
organization throughout the United States and that is 
to talk, think and live optimism because there is 
nothing quite so catching as optimism and it overcomes 
the more or less trade " habit 1 * of talking pessimis¬ 
tically at certain seasons of the year in this industry. 

Someone once very wisely said: “ Nothing succeeds 
like success. ” And we have added to this a few words 
which make this quotation read this way: "Nothing 
succeeds like success—and nothing makes success suc¬ 
ceed like optimism. 

Very truly yours, 

AMERICAN HAMMERED PISTON RING CO. 
Baltimore, Md. Walter P. Coglan, Gen. Sales Mgr. 

BLACK & DECKER COMPLETE CATALOG 

Black & Decker general catalog No. 2, just off the 
press, as the trade would expect, is typical in every 
respect of the general style and standard of Black 
& Decker literature as well as Black & Decker products. 

Artistic completeness and technical minuteness have 
been combined in making the new catalog an entirely 
satisfactory treatment of the Black & Decker line. With 
its reputation based upon quality and its argument that 
reputation of the maker is the very best guarantee of 
any goods, the editors of the catalog have set about 
picturing the Black & Decker products and selling the 
Black & Decker organization and quality. 

The equipment Is carefully illustrated and described 
in detail, and prices are quoted on all models, sizes and 
types of Black & Decker machinery. Those who have 
not already received copies of the book and every 
automobile accessory dealer and distributor should have 
it, may secure it by applying to any one of the Black 
& Decker branch offices, as well as to the general office 
at Baltimore. 

Otto Lee has purchased the interests of Judge Kunz- 
man in the Blythe Hardware Company at Blythe, Cali¬ 
fornia, and will now join his brother in the management 
of this active and growing concern. 

The Jackknife Windshield Company recently cele¬ 
brated the opening of its new factory at Georgetown, 
near Seattle, Washington, with a reception ana enter¬ 
tainment which 5,000 people attended. From now on, 
the company will operate on an enlarged seale and 
supply a rapidly developing eastern demand. 



HOLDS THE MIRROR UP TO DRIVERS 

E. C. A. Berger has come to be known as the €t cop- 
spotter of the accessory industry," and very naturally, 
for Mr. Berger, besides being general manager of 
Berger & Co., manufacturers of Copspotter rear view 
mirrors, is also one of the best informed and wide 
awake personalities in the western accessory trade. 

In this case the "cop" is not only for officer of the 
law, but the coin of the realm, so besides being a cop 
spotter, Mr. Berger may be termed a 11 copper spotter. ’ ? 

His seven years contact with the automobile and 
accessory business have taught Mr. Berger several trade 
axioms. In fact he discovered these principles early 
for himself, and his later experience has only borne 
him out in his first analysis. 

From the very start, when be traveled among the 
members of the trade as a salesman on the road Mr. Ber¬ 
ger used to tell the hardware dealers whom he called up¬ 
on that the hardware dealer was the natural distributor 
of autombbile accessories, and that some day accessories 
would be principally distributed through the hardware 
trade. As years have gone by, Mr. Berger has seen this 
prophecy come more and more into effect until at the 
present time a large volume of the distribution of cop- 
spotter mirrors is done through the hardware trade. 

Another of Mr. Berger's trade principles, most im¬ 
portant to the trade, is the fact that he believes strictly 
and sincerely in selling through jobbers. Cop-spotter 
mirrors are sold only through jobbers, so very naturally 
they are handled by all Western dealers. Mr. BergeV 
himself is a westerner by birth, and a far westerner 
by choice. His family home is in St. Louis, Missouri, 
and he was educated at the University of Pennsylvania 
as an electrical engineer. 

Going west to find a country that was as big as 
his ambitions and his own outlook he gravitated toward 
Southern California, and was connected with the auto¬ 
mobile industry from the start. 

Berger & Co. was organized nearly two years ago 
to manufacture the cop-spotter, as well as the " Ber¬ 
lins" autowline. The cop-spotter itself is a simple, 
strong, plate glass mirror 3x7 inches, attached to the 
top of the windshield by a bracket through which an 
adjustable quadrant operates. Thus the ordinary ball 
and socket joint is done away with, and a rigid and 
reliable outlook through the rear window of the car 
is obtained. 

The mirror retails for $4.00, and is easily salable. 
One sale leads to the next through the satisfied motor¬ 
ist who carries a cop-spotter on his windshield. 

Digitized by L.oogle 




HARDWARE WORLD 


145; 

I 

s 

L 

j 

THE BUYING PUBLIC WANTS \ 


QUALITY—SERVICE—FAIR PRICE | 

THAT SPELLS } 




BRIGHT STAR PRODUCTS 

BATTERIES AND FLASHLIGHTS 

BRIGHT STAR BATTERIES GIVE LONGEST SER¬ 
VICE, HAVE EXTRA STRONG RECUPERATIVE 
POWERS, AND GUARANTEED SHELF LIFE. 


QUALITY 
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BRIGHT STAR OASES HAVE PATENTED NON - SHORT - CIRCUITING FEATURE 
AND DOUBLE CONTACT ON BOTH NICKEL AND FIBRE CASES. 

BRIGHT STAR BATTERY CO. 

Nevr York San Francisco Dallas Chicago 

316-322 Hudson St. Merchants Exchange Bldg. Sam Houston Life Bldg. 9 South Clinton St. 
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HOW MUCH WEIGHT WILL A TIRE 
CARRY! 

Recent action of the Society of Automotive 
Engineers made a revision of the table of carry¬ 
ing weights for tires of various sizes. The wise 
merchant will caution motor car owners and 
tire buyers against buying tires that are under¬ 
sized, and suggest that the scales be consulted 
before accepting casings. Note the following 
means for determining the weight each tire 
should carry: 

Run the front half of the car on the platform 
scales, then the rear half. The weight carried 
by each tire will be half the respective amounts 
registered. 

The approach to the scales should be level 
and, if reasonable care is exercised, the total 
of the two operations will be within 20 or 30 
pounds of the weight of the car when all of it 
is upon the scales. 

The following table shows the maximum 
weight permissible on each tire and the various 
pressures recommended by the Society of Au¬ 
tomotive Engineers: 

COEDS 


Size 

Load 

Inflation 

of Tire 

on Tire 

Pressure 

3%-inch . 

. 520 lbs. 

40 lbs. 

560 lbs. 

45 lbs. 


600 lbs. 

50 lbs. 

4 -inch. 

. 700 lbs. 

45 lbs. 


750 lbs. 

50 lbs. 


800 lbs. 

55 lbs. 


850 lbs. 

60 lbs. 

4%-inch. 

. 960 lbs. 

50 lbs. 

1020 lbs. 

55 lbs. 


1080 lbs. 

60 lbs. 


1140 lbs. 

65 lbs. 


1200 lbs. 

70 lbs. 

5 -inch. 

.1350 lbs. 

55 lbs. 


1420 lbs. 

60 lbs. 


1490 lbs. 

65 lbs. 


1560 lbs. 

70 lbs. 


1630 lbs. 

75 lbs. 


1700 lbs. 

80 lbs. 


FABRICS 


Size 

Load 

Inflation 

of Tire 

on Tire 

Pressure 

3 -inch. 

. 350 lbs. 

40 lbs. 


375 lbs. 

45 lbs. 

3%-inch. 

. 465 lbs. 

40 lbs. 

500 lbs. 

45 lbs. 


535 lbs. 

50 lbs. 


570 lbs. 

55 lbs. 

4 -inch. 

. 615 lbs. 

45 lbs. 


665 lbs. 

50 lbs. 


715 lbs. 

55 lbs. 


765 lbs. 

60 lbs. 


815 lbs. 

65 lbs. 

4%-inch. 

. 860 lbs. 

55 lbs. 

920 lbs. 

60 lbs. 


980 lbs. 

65 lbs. 


1040 lbs. 

70 lbs. 


1100 lbs. 

75 lbs. 

5 -inch. 

.1220 lbs. 

65 lbs. 


1290 lbs. 

70 lbs. 


1360 lbs. 

75 lbs. 


1430 lbs. 

80 lbs. 


1500 lbs. 

85 lbs. 


H. E. Burt has purchased the plumbing business for¬ 
merly conducted by H. P. Fuller at 7526 Sunset Boule¬ 
vard, Hollywood, California. 


IT PAYS TO ANALYZE EXPENSES 

The shrewd merchant looks over his state¬ 
ment of Storekeeping Expenses and see in it 
not numberless channels of waste, but rather 
a series of justifiable expenditures. He realizes 
that if there were no Expense there would be 
no Gain; that to make money he must^spend 
money. 

This spending that there may be a positive 
return is investing, and the far-seeing merchant 
considers the items in his expense statement as 
investments calculated to earn for him. 

He also knows that his value to the commun¬ 
ity is in exact proportion to the degree of Ser¬ 
vice that he renders, and that the dollars he 
spends in rendering that service are Service 
Investments calculated to produce steady divi¬ 
dends. He, therefore, scans his statement of 
storekeeping expenses to make sure that his 
business is properly equipped to do the job. 

‘“Yes,” he remarks, “rent is justifiable. I 
must have a store, a good store, clean and at¬ 
tractive. Without that my trade would vanish. 

“My store must also be well lighted, heated 
in winter, well ventilated in the summer. 

“The payroll—that’s all right. I must have 
good help and if I could get another man like 
Jim or another fellow like Fred I could double 
this business. 

“Insurance—by all means. I must take no 
chance on fire loss, and besides the insurance 
policies in my safe are a safeguard of my credit. 

Advertising Protects the Entire Investment 

“I must have advertising. The boys are good 
salesmen and we must keep bringing the people 
to the counters so as to get them into personal 
contact with our salesmen, our goods, our store. 
We must keep telling the people what an ex¬ 
cellent store we have and how our goods match 
their needs.” 

And so he goes down the list, analyzing the 
relation of one item to the ether, checking the 
evidences of proper service equipment. He 
knows that they are all necessary investments, 
that without this investing there would be no 
return, and his principal job becomes that of in¬ 
telligently supervising and coordinating these 
elements, applying these tools of profit-making 
effectively. 

The man who begrudges the bait never 
makes the catch, and the store which does not 
consider business getting items in its expense 
statement as the seed of larger business and 
larger profits, is on the road to diminishing re¬ 
turns rather than growth and prosperity. 

Advertise your store, your service, your 
goods. 


W. E. Galley and F. E. Smith, both of Canon City. 
Colorado, have purchased the Feldmeier Hardware Com¬ 
pany at Grand Junction. The new firm will be the 
Galley Hardware Co. Mr. Galley is an up-to-date busi¬ 
ness man and is well known to the trade in Colorado. 
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^XOOD WILL is the most valuable 
asset a tire dealer can have. REVERE 
TIRES develop customers into friends, 
and establish a trade that challenges 
competition. 

Sell a well established line—that will 
net you a legitimate profit on every 

sale. 


REVERE RUBBER CO 

1790 BROADWAY 
NEW YORK 
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RESERVATIONS SWAMP SECRETARY 
WM. M. WEBSTER 

Reports from the office of Secretary Wm. M. Web¬ 
ster of the Automotive Equipment Association, indicate 
that the busiest days that the office have ever faced 
were those immediately following the mailing of space 
contracts for the National Accessory Show in No¬ 
vember. 

The contracts were placed in the mails so that they 
would reach each member on the same day, no matter 
in what part of the country he was located. On that 
day the telegrams began to arrive thick and fast, and 
it is reported that a procession of messenger boys was 
crossing the threshold of the association. 

Although the Chicago Coliseum has been engaged, 
it may be a task to place all the exhibitors who have 
reserved space. 


A. D. FAIRBANKS, JR., HEADS THREE 
COLORADO COMPANIES 

Among the “big M men in the hardware trade in 
Colorado is Arthur D. Fairbanks, Jr. Mr. Fairbanks 
is not only big in the institutions with which he is 
connected, but big also in the diversity of his interest 
in the hardware trade. 

For some time western merchants have known the 
Delta Hardware Co., Delta, Colorado, of which Mr. 
Fairbanks is president, as well as the Colorado-Utah 
Hardware Co., at Grand Junction, an important whole¬ 
sale house, of which he is also president. His newest 
enterprise is the Montrose Hardware & Implement Co., 
which has been organized at Montrose, Colorado, with 
a capital stock of $50,000. 

It is an interesting fact in this connection that Mr. 
Fairbanks, is a native of Montrose and although his 
enterprise has taken him away from his native city, it 
has always been his ambition to return and identify 
himself with the hardware trade there. Thus the new 
enterprise is an answer to a long standing ambition on 
the part of Mr. Fairbanks. 

It is only natural that the people of his native city 
will recognize this tribute to tneir needs, and the busi¬ 
ness of the new company will grow by leaps and bounds. 
A special building is being erected, with the latest 
installations and improvements. Particular stress will 
be laid on service and repairs in the implement line, 
and several exclusive agencies have already been con¬ 
tracted for. 


EMPLOYES BUY BLACK & DECKER STOCK 

The Black & Decker Mfg. Co. have applied the co¬ 
operative system in industry by issuing $250,000 in 
S per cent cumulative stock for the benefit of their 
employes. The owning of this stock is being made 
easy for employes by arranging long time payments, 
the longer the employes having been with the firm, the 
better their terms for purchasing stock. 

Since the factory was moved to Towson Heights, 
near Baltimore, a typical industrial family community 
has grown up, and the sale of stock in the company to 
employes is but a natural result. 

The growth in gross sales has reached the million 
dollar mark during the past year. The company is not 
placed in the position or asking help from its employes, 
but rather of offering them an opportunity and an ad¬ 
vantage which their work and loyalty have partly 
created. 


John F. Chamberlain, representative of the Whiton 
Hardware Company and the Pacific Net and Twine 
Company in Alaska, is generally hailed as the dean of 
commerical salesmen in the far Northwest territory. 
Recently he celebrated twenty years 1 service in Alaska, 
and it is claimed that he has traveled more miles in 
Alaska than any other salesman who has ever visited 
the territory. 



AUSTRALIAN SALES AGENT NOW IN U. S. 

It is not so very frequently in meeting men of the 
trade that one is impressed with how much a man knows 
about hardware, therefore, it is a particularly novel 
sensation to meet a man from abroad who gives us 
an impression of knowing hardware from a to z, not 
only the situation in this country, but the foreign 
situation. 

A. W. Stitt is one of the best informed men in 
Australia and New Zealand in hardware, not only on 
the hardware situation in his country, but on the world 
hardware market. 

In order to do business in Australia, as Mr. Stitt 
points out, one must know the hardware market of the 
world. Australia buys hardware just as well as she 
buys her other supplies, from the world market, some 
coming half way around the globe from England, such 
articles as aluminum coming from India, and other ar¬ 
ticles coming from other foreign countries just as they 
can be bought to advantage. 

It should be particularly interesting to American 
manufacturers who are interested in the Australian 
market to know that Mr. Stitt will be in the United 
States for some time. The A. W. Stitt Co. are manu¬ 
facturers 1 agents and importers and exporters in Aus¬ 
tralia, and Mr. Stitt has opened an office at 311 Cali¬ 
fornia Street, San Francisco, where he is making ar¬ 
rangements to represent new American lines, as well as 
selling some Australian lines in the United States. 

There is an excellent opportunity for tool lines, 
particularly in Australia. Now that the soldiers have 
returned from the war, the country is all but stripped 
of tools and there is a great demand. Mr. Stitt will 
be pleased to communicate with any manufacturers in 
the United States who desire the ablest representation 
in Australia. 


The Dewey Hardware Co., Kenosha, Wis., is reported 
to be prosperous and happy in its new building, where 
they are specializing on auto accessories and a full tool 
line. 


The Summerill Stove Repair Works has been organ¬ 
ized at Ogden, Utah, to manufacture stove parts. The 
members of the company have repaired stoves for 
years in Ogden, but have not manufactured their own 
repair parts until the present time. 


Digitized by 


Google 





The Tire Dealer’s Side of It — No. 5 


r\EALERS prefer selling 
tires to adjusting them. 

And we help by making Converse Tires right at the 
start — and selling them on a basis that gives the con¬ 
sumer better value than he expected.” 

That’s getting at the root of the matter, isn’t it ?— 
Every one of the nine other planks in the Converse 
Dividends-for-Dealers platform is just as sound, as 
practical and as helpful as this one. Send for 

“Dividends for Dealers'*—A Story with a Wallop 


Converse Rubber Shoe Co. 

MALDEN, MASS. 

Service Branches: — 

New York—300 Amsterdam Aye. Chicago—618-626 Jackson Blvd. 
Boston—801 Boylston St. 


Exclusive Distributors 


Nash Hardware Co. 

Fort Worth, Texas 

McGowin-Lyons Hardware & Supply Co. 

Mobile, Ala. 

Slos8 & Brittain 

77 Beale Street, San Francisco, Cal. 

Stauffer, Eshleman k Co. 

New Orleans, La. 

Failing, McCalman Co. 

Portland, Ore. 

Stowe-Shaw Rubber Co. 

1319 S. Figueroa Street 

Los Angeles, Cal 

Charles A. Shaeffer 

7 West 19th St., Kansas City, Mo. 


More Miles —Less Skid 
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NOW LEGAL TO REFUSE TO SELL A CUS¬ 
TOMER UNLESS HE BUYS SOME¬ 
THING ELSE 

(Copyright by Elton J. Buckley) 

A case very recently decided by the United 
States Supreme Court has not attracted any¬ 
where near the attention among the trade which 
it deserves, in view of the fact that it finally 
legalizes a method of doing business which has 
been in use for many years, but which the 
Federal Trade Commission declared illegal, in 
that it constituted unfair competition. The 
method I refer to consists of refusing to sell 
a customer unless he agrees to buy something 
else. This was in common use before the days 
of the anti-trust laws, but the Federal Trade 
Commission has always taken the position that 
it was illegal, and has prosecuted a number of 
concerns for using it. 

The decision of the Supreme Court leaves 
the trade in every line free to use this method, 
provided there is no question of monopoly. For 
instance, a concern which had a monopoly of 
gasoline could not refuse to sell gasoline to a 
customer except on condition that he buy oil 
as well. But where there is no monopoly, the 
Supreme Court says there is nothing illegal 
about it. 

This case was an appeal from a decision of 
the Federal Trade Commission that Warren, 
Jones & Gratz, who dealt in steel ties for bind¬ 
ing bales of cotton, had been guilty of unfair 
competition because they refused to sell ties to 
customers unless they would also buy jute bag¬ 
ging from them. The Supreme Court went deep¬ 
ly into the meaning of unfair competition, and 
said that nothing could be considered unfair 
competition which was “never heretofore re¬ 
garded as opposed to good morals.’’ I quote 
the following from the decision: 

The words “unfair method of competition 99 are not 
defined by the statute, and their exact meaning is in 
dispute. It is for the courts, not the Commission, ulti¬ 
mately to determine, as matter of law, what they in¬ 
clude. They are clearly inapplicable to practices never 
heretofore regarded as opposed to good morals because 
characterized by deceptions, bad faith, fraud or oppres¬ 
sion, or as against public policy because of their dan¬ 
gerous tendency unauly to hinder competition or create 
monopoly. The act was certainly not intended to fetter 
free and fair competition as commonly understood 
and practiced by honorable opponents in trade. 

Count one alleges, in effect, that Warren, Jones ft 
Gratz are engaged in selling either directly to the trade 
or through their correspondents, cotton ties and also 
jute bagging. That, with the purpose and effect of 
discouraging stifling competition in the sale of such 
bagging, all the respondents, for more than a year, have 
refused to sell any of such ties unless the purchaser 
would buy from them a corresponding amount of bag¬ 
ging—six yards with as many ties. 

The complaint contains no intimation that Warren, 
Jones ft Gratz did not properly obtain their ties and 
bagging as merchants usually do; the amount controlled 
by them is not stated; nor is it alleged that they held 
a monopoly of either ties or bagging, or had ability, 
purpose or intent to acquire one. 8o far as appears, 
acting independently, they undertook to sell their law¬ 
fully acquired property in the ordinary course, without 


deception, misrepresentation or oppression, and at fnir 
prices, to purchasers willing to take it upon terms 
openly announced. 

Nothing is alleged which would justify the conclu¬ 
sion that the public suffered injury or that competitors 
had reasonable ground for complaint. All question of 
monopoly or combination being out of the way, a 
private merchant, acting with entire good faith, may 
properly refuse to sell except in conjunction, such close¬ 
ly associated articles as ties and bagging. If real com¬ 
petition is to continue, the right of the individual to 
exercise reasonable discretion in respect of his own 
business methods must be preserved. 

This destroys another of the “unfair com¬ 
petition’ ’ bugaboos which the Federal Trade 
Commission has endeavored to set up, in finding 
evil and illegality where none existed before. 
The decision of course merely reiterates, in a 
somewhat different way, the principle which 
the Supreme Court recently laid down in the 
Colgate case, viz.: that a man cannot be inter¬ 
fered with in the choice of his own customers. 

Since the above decision was handed down, 
the Federal Trade Commission has had to throw 
out some of its own cases. The Commission had 
brought a case against the C. D. Kenney Co., a 
Baltimore coffee house, charging it with unfair 
competition because it had refused to sell sugar 
to anybody who would not also buy coffee. 
During the sugar scarcity there were cases like 
this all over the country. When the case came 
up for hearing, the Supreme Court had just 
handed down its decision in the Gratz case, and 
the Commission consequently had to abandon 
its case against Kenney. I understand a large 
number of other cases, brought on the same 
ground, will be dismissed also. 


HELP YOUR CUSTOMERS SAVE TIRES 


Skidding surprises the motorist, oftentimes, 
in its effect on his tires. Sometimes a tire will 
be noticed with the tread worn through to the 
fabric in one or more spots. The balance of the 
tire in such a case will be in good condition. 
Too sudden locking of the brakes, forcing the 
tire to drag, or taking corners at too high a 
speed are ordinarily responsible. 

Skidding the tire for a short distance is 
often little thought of at the time. But the fact 
is that this slide has caused a flat place on the 
tread of the tire, which pounds away on the 
road, revolution after revolution, like a flat 
car wheel on a locomotive. When the tread 
has already been weakened by the grinding 
action of skidding, this incessant pounding 
causes the tire to go out of service prematurely. 

A motorist wifi save dollars in tire expense 
if he will coast to a stop, employing his brakes 
very gradually. If he plans ahead, he may 
check the momentum on the car by closing the 
throttle with the clutch engaged. When start¬ 
ing from rest an easy foot on the pedal will 
save miles of tire service. If a car starts off 
with a jump, the effect on the tires is much the 
same as though the tread were rasped away 
with a heavy file. 
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Enthusiasm 

That Diamond Tires Evoke 

J UDGE from the following letter from 
Mr. Lundblade, of Eureka, California: 

“My real success began at the time I took on the Diamond 
line. In a few short weeks I was able to point to a line-up of 
ears and say with great satisfaction, ‘Count the Diamonds. ’ 
And those who counted soon realized the growing popu¬ 
larity, and fell quickly into line. 


“The reasons for the popu¬ 
larity were not hard to find. 
First, there was the inherent 
quality of the tires. The fact 
that they wore well — that 
they looked well—that they 
served the owner for a 
period usually far beyond 
the adjustment basis, with a 
minimum of trouble. Second¬ 
ly, there was the character 
of the men behind the goods. 
The faith they had in the 
tires they were making. The 
willingness they evidenced 
to make good wherever and 
whenever a fault appeared. 


“So my business has grown. 
Today Diamonds are to be 
found on more than half the 
cars in my community. I am 
making money, building up 
daily a larger and better bus¬ 
iness, because I am selling 
satisfaction—a satisfaction 
that is made out of quality 
and confidence. 

“Three years ago my capital 
was very small. Today I am 
located in my own building 
which was just recently com¬ 
pleted at a cost to me of 
$40,000.” 


THE DIAMOND RUBBER COMPANY 

Incorporated 

AKRON, OHIO 

Diamond 
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WAYS TO INCREASE YOUR WORTH 

Arise in the morning early enough to take a 
cool sponge bath, to dress and groom yourself 
neatly, to eat a leisurely breakfast, and to reach 
your place of business on time, without rush or 
hurry. 

Be so interested in your work that you will 
not be watching the clock for the lunch hour, 
or the closing bell. 

Learn all you can about the goods you han¬ 
dle and take pride in displaying and arranging 
them to the best possible advantage. 

Possibly other stores handle the same line 
of goods, and if you get good ideas, put them 
into practice if you can. 

Prove yourself so reliable, so trustworthy, 
and so intelligent in the regular performance of 
your duties that you will gain the confidence of 
your superiors. 

Acquaint yourself in reasonable measure 
with the position beyond, which you aspire to 
fill some day. Once we have become worthy 
understudies, we are in line for promotion when 
a vacancy occurs. 

Remember that there are plenty of people to 
fill the small beginning-positions; a good many 
for those part way up; but there is always room 
at the top. Just the same the elevators aren’t 
running, and you and I must climb up the lad¬ 
der of success, hand over hand, and step by 
step. This means that if we are to merit pro¬ 
motion, we must observe, study, be willing to 
work, be business-like in our demeanor, be able 
to show real initiative. 

Only those achieve success who are willing 
to pay the price of getting ready. Do not envy 
the other person what he earned. Go ahead 
and earn as much as you feel you are entitled to 
yourself. Know what you want and fit yourself 
for it! 


ONE WRITING COMPLETES THE RECORD 
OP A CHARGE SALE 

The National Cash Begister Co. have a method of 
handling credit accounts so that after one first makes; 
the original record at the time of the sale, no further * 
recording, posting or bookkeeping is necessary until 
the money is paid on the account. 

Every account is always kept up to the minute, 
ready for settlement. } 

Merchants in many lines of business are using this 1 
up-to-date, National Cash Register Credit File. They I 
say it is one of the safest, quickest, most economical 
credit systems they can use. 

Any of our subscribers who would be interested in 
this system of the National Cash Register Co. should 
address department 27 of the National Cash Register 
Co., Dayton, Ohio, and they will be glad to give full 
particulars with reference to their method of handling 
credit accounts. _ 

LOCKWOOD EASTERN OFFICES 
EXPANDED 

Removal of the eastern branch office and plant of 
the Lockwood Manufacturing Company, makers of tbe 
Lockwood line of Auto Fabric Accessories, from Brook¬ 
lyn to Buffalo, N. Y., has been completed, according to 
an announcement of Paul Lockwood, managing director 
of the company. Harry B. Lockwood, vice president, 
will have charge of the Buffalo office and plant. An 
export sales branch in the Grand Central Palace, New 
York City, also has been established to meet the rapidly 
increasing foreign demands for the Lockwood line of 
Auto Fabric Accessories. Bert G. Close will be in 
charge of this export branch. 

The western office and factory at Seventh and 
Wyandotte Streets, Kansas City, Mo., which is the 
parent plant of the Lockwood Company, remains at 
that location, and the Chicago sales branch with James i 
G. Trumbly in charge, will continue at 3021-23 South | 
Michigan Avenue. 

The Lockwood Manufacturing Company recently 
bought and assumed complete charge of the Auto Fabric 
Accessories Division of the Baker & Lockwood Com¬ 
pany, which line formerly bore the name * ‘Baker. 0 In 
the last few months there has been a tremendous expan¬ 
sion in the sales of the Lockwood line of fabric acces¬ 
sories known to jobbers and dealers in all parts of the 
country. The development of larger eastern facilities 
is in response to this business growth and will enable 
the Lockwood Company to expedite the handling of its 
trade in eastern and foreign territory. 



This window is said to have made over $1500.00 in ten days. It was trimmed by A. J. Herboth of the 
Hoene Hardware Co., and surely the artistic and financial results are a tribute to Mr. Herboth and to John 
Hoene, his wise and far-sighted employer. 
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Modern construction requires the 
use of steel to provide the stupend¬ 
ous strength essential to success and 
safety. Steel has no substitutes. 
Like steel. Viking Brake Lining for 
Fords excels in strength. Its 
strength is inherent. Dealers, in 
selling it. know that their custom¬ 
ers can ask nothing of Viking that 
Viking cannot give. 


VOGT MANUFACTURING CORPORATION 

ROCHE«TKR , N. Y. 


-■-« v.v.f, * i; > -i - r~ i - i-h - t'i - --rr ir~ min--— — 
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EXACT DUPLICATE OF FORD FENDER 


The Corcoran Manufacturing Company, Cincinnati, 
manufacturers of the well-known “ Peerless Products 
for Ford Cars,” are now accepting orders for imme¬ 
diate shipment on an exact duplicate of the Ford 
fender. 

Peerless Fenders are made to fit all models of Ford 
ears—but it is necessary to state the model for which 
fenders are intended. They add distinction and appear¬ 



ance to the Ford car and are built according to the 
Peerless “Standard of Excellence.’ 1 Carefully crated 
to withstand rough handling in shipment. One set of 
four fenders to the erate, six complete sets of fenders 
in four crates, etc. This manner of packing is especially 
convenient for both the jobber and dealer. Detailed 
description to be had by writing Department A. 


OTTERSON TELLS ONE ON HIMSELF 

President John E. Otterson of the Winchester Re¬ 
peating Arms Company is one of the most youthful 
looking of all the o fficials of that organization. He is 
a few years under 40. 

Those who are acquainted with President Otterson 
will appreciate the humor of this incident, which he 
related to the Winchester dealers on the final day of 
the recent convention. He was going around the plant 
without a badge as he had occasion to do during the 
week and one of the dealers came up to him and said: 

“Hello, young man, do you work here!” 

“Yes, sir.” 

“How long have you worked here I’’ the dealer 
asked. 

“Oh, about four or five years,” said Mr. Otterson. 

Then the dealer said: “What do you think of the 
placet” 

Mr. Otterson said: “I think it is a pretty good 
place, but they work you pretty hard, and I hope it is 
leading somewhere,” and the dealer said, “Well, you 
are young yet; don’t mind that. What is your job 
around here f ’ ’ 

“I am president,” replied Mr. Otterson. 

There was prolonged laughter in the convention as 
the Winchester organization head finished the story. 


Stadelman-Bonn Company, at the Dalles, Oregon, 
among the most wide-awake institutions of the North¬ 
west, have recently been named Winchester agents. 



M. M. HARRIS WITH SANFORD BROS. A? 
SEATTLE 

Another strong organization will be represented by 
a strong man in the Northwest from now on. sine* 
Sanford Bros, have established a Seattle of rice io 
charge of M. M. Harris. 

Although Sanford Bros, is a national institution a* 
manufacturers’ agents, with offices at Chicago, Chat 
tanooga, Cleveland and San Francisco, and cover the 
territory thoroughly, the addition of a Seattle office 
means both strength to them and a recognition of the 
importance of the Northwestern field. 

M. M. Harris, who will represent Sanford Bros, in 
the Northwest territory, is thoroughly known to the 
trade in the West. He qualifies both through his popu¬ 
lar personality and as an expert accessory man. In 
fact he is not new to the Northwest, for, many year? 
ago, he traveled for one of the large hardware houses 
out of Seattle. Since that time, however, he has devoted 
practically all of his time to accessories. 

For twenty years he has been brought up with the 
trade of the West. As manager of the Pioneer Mer 
cantile Co. at Bakersfield, later with Chanslor A Lyon, 
at both Oakland and Fresno, and as manager of the 
accessory department for Baker, Hamilton, Pacifie Co., 
his friends and admirers are as many as his past favors 
and good turns. 

During the last year he has represented the Harris 
Oil Co. in the West, but the difficulty of making 
shipments to the western territory tended to nullify 
all the good work that Mr. Harris was responsible for 
in the western field. 

His new work will bring him into connection with 
the trade in Oregon, Washington and Montana and i 
Idaho, and we predict in advance that the relationship 
will be mutually pleasant and profitable. 


Oliver Olson is the new secretary of the Juneau 
Hardware Co., Juneau, Alaska. Mr. Olson was formerly 
manager of the Jensen Hardware Co. at the same place. 


Geo. H. Arland, for seventeen years manager of the 
Garfield Hardware & Mercantile Co., Garfield, Wash¬ 
ington, is a candidate for the state legislature of Wash¬ 
ington on the Republican ticket. The trade will cer¬ 
tainly be interested in Mr. Arland’s election, so he may 
combine his knowledge of hardware with good hard 
sense in taking up the hard task which the office pre¬ 
sents, and the hard knocks which any political cam¬ 
paign implies. 
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You Can Trust 
That Spring 


Easy 

Riding 

Guaranteed 


'PHAT is the basis on which you can sell 
Harvey Springs. The car owner can 
trust them absolutely because they are built 
on such rigid standards that possibility of 
breakage m ordinary usage is simply out 
of the question. 


Harvey Springs are specially designed for 
easy riding and great strength. They’re 
boltless—no weak spots in them. And 

they’re tempered exactly right, each leaf exactly the 
same by the patented Harvey process. Then, too, 
they are pnt to the supreme Harvey test for strength 
—a test under such gfeat force that no ordinary 
spring oould endure it That’s why we guarantee 
Harvey Springs against breakage or sagging. The 
margin of safety, the reserve strength, is so great 
that Harvey Springs live up to their guarantee even 
under emergencies. 


Harvey Springs mean protection to the dealer—and 
more sales. Dealers are well supplied with sales 
helps, movie slides; window decaloomanias and inside 
wall posters as well as the helpful Harvey Spring 
Book. 


There's a jobber near yon who can supply yon on 
short notice with any of the 1500 Harvey Spring*. 
Write to ns or to your jobber for new Harvey Book 


Harvey Spring & Forging Co. 

118A 17th Street Racine, Wis. 
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LOOK OUT FOR THE GASOLINE CLAUSE 
OF YOUR INSURANCE POLICY 

(Copyright, by Elton J. Buckley.) 

Minnesota. 

I have a large retail store here, owning the building 
and carrying a large stock and fixtures. I have every¬ 
thing well covered by insurance, but have just noticed 
a clause in my policies against keeping gasoline on the 
premises, I operate t>vo cars, keeping them in a place 
in the basement of my building, and I have just learned 
that it was the custom of the man in charge to keep 
cans of gasoline around the place. We have had no 
fire, but the policy says it shall be void if gasoline is 
kept on the premises and I am anxious that the in¬ 
surance be held O. K. Please advise me what I should 
do now. E. R. K. & BROS. 

No clause in a fire insurance policy is more 
rigidly enforced than the gasoline clause, and 
I advise this correspondent, as well as anybody 
else in the same boat, to go straight to his in¬ 
surance company, tell them what has occurred, 
and ask them to note on the policy, or in a letter, 
that they are aware that gasoline was kept on 
the premises prior to a certain date and waive 
their right to void the policy for it. Doing this 
now, before a fire, will restore your insurance 
—which undoubtedly the company will declare 
void if he finds it out—and give you a newstart. 
If you let it go and a fire occurs, you will cer¬ 
tainly lose your insurance if the company dis¬ 
covers it, for the courts are clear that where 
the gasoline clause has been violated the insur¬ 
ance is void, even though a subsequent fire was 
not in the least due to the violation. 

Only a few days ago a case was decided in 
Kansas which goes rather further to enforce the 
gasoline clause than any case I have previously 
seen. A business man who carried insurance 
on his entire establishment, had a fire. The 
insurance company refused to pay on the 
ground that he had violated the clause regard¬ 
ing the keeping of gasoline on the premises, 
and at the trial it developed that all he had 
done was to keep a Ford car on his place over 
night and part of the day for two or three 
months, with some gas in its tank. The tank 
held ten gallons of gas and when it stood on 
the premises it ranged from one-third full to 
full. But no fire resulted from this, and on 
the night of the fire the car was not even in 
the place. 

The court ruled that in spite of all that 
the policy had been violated and the insurance 
was lost. I will say that the gasoline clause in 
this case provided that the policy should be 
void— 

If the insured then had or there should be kept or 
allowed upon the premises, gasoline or petroleum, or 
any other products of greater inflammability than 
kerosene oil. 

I reproduce the following in order to show 
the way the courts reason in these cases:— 

The condition which was violated did not in any 
way depend upon the fact that it increased the risk, 
but by the express terms of the contract was made to 
void the policy if the condition was not observed. 


Course and text writers differ as to what consti¬ 
tutes a breach of such a provision as we are consid¬ 
ering. But we believe and hold that the amount of 
gasoline kept in the car in the barn for two or three 
months was a breach thereof and not a permissible or 
negligible violation thereof. 

The parties, fully competent, fairly contracted 
that:— 

This entire policy, unless otherwise provided by 
agreement endorsed hereon or added hereto, shall be 
void if the insured now has or * * * if (any usage or 
custom of the trade or manufacturer to the contrary 
notwithstanding) there be kept, used or allowed upon 
the described premises * * * gasoline * * # or pe¬ 
troleum or any of its products of greater inflamma¬ 
bility than kerosene oil. 

Thus the contract was not to insure a property ia 
which a car with a tank of gasoline should be kept 
or stored, but one free from such inflammable stuff. 
The plaintiff should have kept his contract or had 
endorsed thereon consent to keep his car in the build 
ing. 

There are many cases on the gasoline 
clause of fire insurance policies. For the un¬ 
thinking business man it is a good deal of a 
trap, as gasoline is used in such a common¬ 
place w r ay today for motive power and so many 
other things. The best safeguard is to tell 
your agent, when you take out insurance, just 
how gasoline is kept on your premises, and to 
get him to have the company endorse its con¬ 
sent on the policy. Then if any change what¬ 
ever occurs in your practice with regard to 
gasoline, get the company’s consent to that al¬ 
so. A flat violation of the gasoline clause al¬ 
ways voids the insurance. 


THE FLOURISH OF FOOLISH PRIDE 

“I’ve noticed,” said Abe Wilkins once, 
“that men are often proud. 

They like to make a flourish when 
They’re minglin’ with the crowd. 
And many a young man blows the coiu 
He can’t afford to spend, 

Because he has the notion he 
Must always hold his end. 

“I like a man to do his share 
In everything that goes, 

An’ I despise a mean man’s trieks. 

As everybody knows. 

But I have seen a lot of woes 
An’ misery depend 
Entirely on this foolish plan 
Of holdin ’ up an end. 


WHAT MOST CLERKS THINK 

A young hardware clerk at Seattle consulted 
a physician about “tobacco heart,” which he 
thought he had contracted by* excessive 
smoking. 

“Doctor,” said he, “do you believe that the 
use of tobacco tends to shorten a man’s days?” 

“Do I?” exclaimed the doctor, “I know it 
does. I tried to stop once, and the days were 
90 hours long. 
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Indian history tells of captives who were 
adopted into a tribe and came to regard the 
Indians as friends and protectors. 

The history of Standard Four Tires shows that 
distributors and dealers once adopted into the 
Standard Four tribe are more than willing to 
remain. 

The Standard Four policy of honest tires, prompt 
shipments, and real merchandising assistance 
has made Standard Four distributors and dealers 
regard this Company as their own company. 

The permanent, profitable business which they have built 
up can be duplicated by other distributors and dealers in 
territory where Standard Four tires are not now being sold. 

Write or wire today for the Standard Four proposition. 

STANDARD FOUR TIRE COMPANY 

pw ^ Keokuk, Iowa 

BRANCHES AT 

Indianapolis, Ind. Los Angeles, Cal. Atlanta, Ga. 

245 N. Penn St. 342 W. Pico St 2 Courtland St. 11W lain st. 

Standard Fourllres 

"Chief of the Tire Thbe“ 


Denver, Col. 
1700 15th St. 


j 


i 


Digitized by 


Google 

















158 


HARDWARE WORLD 


SLAYMAKER TIRE CARRIER LOCKS 

The Slaymaker Lock Co., Lancaster, Pa., have just 
placed oq the market their new lock No. 1098 for auto- 
mobile tire carriers. The shackle can be made adjus¬ 
table to all tires and fits the tire carrier bracket se¬ 
curely. clamping the extra tire to the car, and assuring 
a perfect fit of the lock on the tire carrier in every 
case. 

It is said to be the only lock that will completely 
protect tires on the new tire carrier on the Buick, 
Overland, Oakland and Chevrolet cars. 

The new lock, together with all other Slaymaker 
products, is sold to the western trade by A. C. Riddell, 
with headquarters in Los Angeles, and Earl Jones, 
with headquarters at 3003 Grove Street, Berkeley. 


STERLING TIRES PAY DIVIDENDS 

At a recent meeting of the board of directors of 
the Sterling Tire Corporation, the following dividends 
were declared on Sterling Tire stock: 

Regular quarterly dividends of 1% per cent on the 
outstanding 7 per cent preferred stock of the corpora¬ 
tion, paid July 20, 1920, to stock holders of record 
July 6, 1920. Regular quarterly dividends of 2 per 
cent on the outstanding seriei B preferred stock of the 
corporation, paid Ju?y 20, 1920, to stockholders of record 
July 6th, 1920. Dividends of 1 per cent on the out¬ 
standing common stock of the corporation, paid July 
20, to stockholders of record July 6, 1920. 

The Sterling Tire Corporation reports that it is run¬ 
ning to capacity production and is considerably behind 
on unfilled orders. 


NEW STANDARD POUR DISTRIBUTORS 

Under its new and more extensive sales policy, 
announced some time ago, the Standard Four Tire Co., 
of Keokuk, Iowa, is rapidly establishing new distribu¬ 
tion points throughout the country. 

Following dose on the announcement of several new 
connections in the southern territory, comes the news 
of five important distribution appointments in the East, 
as follows: The McGraw Tire Sales Co., Buffalo, N. 
Y.; Wagner-Tracy Auto Supply Co., Inc., Albany, N. 
Y.; Hauck Brothers, Mechanicsburg, Pa.; Dawson Tire 


& Supply Co.. Newark, N. J.; Combination Ladder Co., 
Providence, R. L 

According to F. R. Eyer, General Sales Manager, 
the company will continue opening up new territory in 
direct proportion to their increased production facilities 
The Standard Four Tire Co. is now, he says, producing 
more tires per day than ever before it its history. 


AUTOMATIC SPRING SHUTTER RADIATOB 
COVER 

The Nathan Novelty Mfg. Co., New York, to 
placed on the market what should prove a most popular 
automobile accessory, in their Nathan Spring Shutter 
Radiator Cover. With such a shutter on the car tin 
driver is able to regulate the temperature of his motor 
right from the driver’s seatj This cover operates oi 
the principle of an ordinary window curtain, with i 
spring roller which pulls up from the bottom by means 
of a cord which is connected under the cowl with a 
control on the dash. 

It affords complete protection to radiators in free* 
ing weather. The covers are guaranteed for materiel 
and workmanship, and are made adaptable to any car, 
or any radiator. 

Other products of the Nathan Novelty Mfg. Co. are 
their seat covers, as well as their general line of auto¬ 
mobile and motorcycle fabric and leather supplies. 


ATTRACTIVE WINDOW OF GAUL, DERR 
AND SHEARER CO. 

A recent attraction along “Automobile Row” in 
Philaelphia was a display of Dixon’s Graphite Automo¬ 
bile Lubricants in one of the large show windows of the 
Gaul, Derr and Shearer Co., 215-17 North Broad street. 

The occasion afforded an opportunity for many to 
become favorably acquainted in a broader way with 
the supreme lubricating value of the Dixon line. 

Gaul, Derr and Shearer Company about January 1, 
1919, informed the trade of their intentions to adhere 
to a jobbing policy exclusively, which they report to 
proved very satisfactory from every standpoint. For 
many years they have shown their confidence in the 
Dixon Lubricants by increased sales. 
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SAVE YOUR FENDERS 



Merchant's Anti -Skid 
CHAIN TIGHTENER 

Loose ohaim 
■lap against 
fenders, m a r- 
N. ring an< * bend- 

JK ing them and 
£ \ creating an in- 
V fernal r a c ket. 
Merchant's pre- 
Went this by 
Uflh \ g r i p p ing the 
^c h a in at fire 
II fl joints, giving 
5 I an easy tension 
til around. 
9 jrSaTes chains. 
f /Jl J 8aves tires. A 
wonderful little 
r / accessory. Price 
/ per pair $1.00. 
W M. H. Merchant Corp. 

236-8 Emma 8t. 
Syracuse, N. Y. 



If yon are selling, er intend to sell, AUTOMOBILE 
ACCESSORIES send for "The Little Salesman," our 
dealers' wholesale net prioe list—it's the greatest auto 
supply catalog ever published, and free for the asking. 

NEW mourn Mil cm ion West ton Bvw Street Chicago 


THE MMOKTAlRCVUWrER STATION 

Twice tha service in half the time 


Does It 
Pay? 


jiffl 

| ji ||j 


Air Pipe pulled down 
to inflate tire .will reach 
either wheel of any car 


Here is the answer in the exact words of a dealer who 
recently installed a Romort AJr and Water Station 

Your Romort Air and Water Station is a 
wonder; it has already increased my busi¬ 
ness to quite some extent. 

I find that a great many automobile owners 
who have never done business with me 
before, stop for air and water. I am positive 
that the clean, quick and efficient method 
for dispensing air and water through the 
Romort Air and Water Station is having an 
effect on automobile owners who are using 
this service, for a lot of these owners are 
now giving me their repair business, as well 
as purchasing their accessories at my store. 

If I could not purchase another Romort 
Air and Water Station, I would not 
dispense with the one I now have for 
. twice its price. 

I am a strong believer in advertising 
that produces results and it is the best 
and cheapest advertising that I could 
V buy. 

V Why not put a Romort Air and Water Station 
^ to work for you toot It means the making of 

new customers, more business and fatter 
i I profits. A postal will bring full details. 

Manufacturers 

THE ROMORT MFO. CO. 

Oakfield, Wis. 

Sales Dept. 

THE ZINKE CO. 

P 1323 Michigan Ave., Chicago, Illinois 
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SELLING DRILLS TO BIG BUYERS 

Some sales representatives are proud of the number 
of their customers, and find that the most important 
factor in getting business is the cut of their clothes 
and the length of their hospitality. Of course, the 
nature of the goods has something to do with the kind 
of representation they demand, but it gave us genuine 
pleasure recently to become a little better acquainted 
and learn some of the sales methods and consumer co¬ 
operation of C. H. Klieves, who represents the Whitman 
& Barnes Manufacturing Company in the West. 

Mr. Klieves is a genuine and thorough hardware 
man, with 15 years in the western field behind him, 
and with almost countless friends who hail him through¬ 
out the territory. 

He recalls with pride the day when he was the first 
man on the road for the Whiton Hardware Company 
of Seattle. Since that time he has profited by interest¬ 
ing and varied experiences in all branches of the 
trade. For three years he was in the mechanical and 
technical service of the Holt Mfg. Company at Stock- 
ton, California. Later and for some time he was the 
popular and successful proprietor of the Stockton Hard¬ 
ware Company. For the last six years, however, he has 
represented Whitman & Barnes Mfg. Company in the 
West, on their drills, reamers and drop-forged wrenches. 

Mr. Klieves is one of those salesmen who believe 
in showing the merchant and buyer just what his goods 
will do. Sometimes he spends a week or two in one 
large factory or shipyard becoming intimately ac¬ 
quainted with the special problems, demonstrating the 
work of W. & B. tools and teaching the workmen and 
mechanics the best use of reamers and drills. 

Often, too, he spends a week or two at a time with 
the different jobbers’ salesmen in developing new 
accounts and making old customers more satisfied. His 
leasant personality, his full knowledge of his goods, 
is way of inspiring confidence in himself, his tools, 
and his principles—all these sterling qualities work 
together to make C. H. Klieves a man who is gladly 
greeted and regretfully bid farewell wherever his 
travels take him. 

With the amalgamation of the Chicago and St. Cath¬ 
erines plants of Whitman & Barnes with the J. H. 
Williams Co., Mr. Klieves’ efforts will in the future 
be directly concerned with the interests of Whitman & 
Barnes drills and reamers, manufactured at the Akron, 
Ohio, plant. 

The rearrangement is a welcome one to Mr. Klieves, 
<k! will allow him to do more ample justice to his 


“Twin Trumps.” Then, too, it has really been more 
than one man can do to handle such varied lines as 
twist drills, reamers and wrenches. He looks forward 
to cooperating with the representatives of J. H. Wil¬ 
liams & Co., and he can never escape the inquiries, the 
attentions and the references of his old wrench friends 
throughout the territory. 



J. M. JACKSON INTRODUCING AUTO 
TIMER 

J. M. Jackson, well known manufacturers’ represen¬ 
tative in the West, whose good face and good faith 
are known to hundreds of buyers throughout the terri¬ 
tory, is one of the officers of the Pacific Specialty 
Company of San Francisco, California, who are putting 
the Pacific Timer for Ford cars on the market. 

The new timer is sturdily, yet simply constructed, 
and solves the problem for timing Ford cars as evi¬ 
denced by letters from hundreds of Ford drivers, who 
have tried them out and called for more. The timer 
saves gasoline, does away with oil altogether in the 
timing mechanism and gives a hot spark and more 
power. It is being introduced into the jobbers’ stocks 
throughout the territory and will be handled entirely 
through jobbers. 

Those of our readers who know Mr. Jackson know 
that he would not connect his institution or his name 
with any article which was not standard, and worthy 
of connection with, such institutions as the Atlas Tack 
Company, the Ohio Wire Ooods Company, and the other 
standard manufacturers whose goods he represents. 

L. T. Tuttle, who is the engineer and mechanic in 
charge of production and who is a genius in connection 
with mechanical problems, has made the device perfect. 


NEW WESTERN REPRESENTATIVE 

The Cincinnati Tool Co., Cincinnati, Ohio, announce 
they will be represented before the western trade hence¬ 
forth by A. C. Riddell, with headquarters in the Higgins 
Bldg., Los Angeles. The sales in northern California 
and in the Northwest will be handled by Earl Jones, 
whose headquarters are at 3003 Grove Street, Berkeley. 

The mechanics’ tools and full line of clamps manu¬ 
factured by the Cincinnati Tool Co. are known to the 
trade, and Mr. Riddell’s policy will be to sell to the 
jobbers only, as is the fixed rule with other manufac¬ 
turers he represents. 
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The Dealer Is the Judge 

The real test for any product—is sales and 
service. Peerless Guaranteed Honeycomb 
Radiators are the most efficient radiators for 
Ford cars. Built to fill all requirements—they 
have in addition four times the cooling area of 
the ordinary tubular type. Once sold—they 
stay sold—and require no further service. 

Hardware dealers who have not investigated 
this profitable business, should ask their job¬ 
ber or write 

THE CORCORAN MFG. CO. 

Dept 14 Norwood, Cincinnati 
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HEATER FOR MOTOR AND PASSENGER 

The Chicago Flexible 
Shaft Company, 5 6 0 0 
Roosevelt Road, Chicago, 

Ill., is featuring a double 
use for the Clark Inde¬ 
structible Steel Heater, 
which gives the dealer a 
larger selling field. 

This heater burns the 
Clark Carbon Brick, its 
efficient heat lasting 12 
to 14 hours, with no 
flame, smoke or odor. 

Quick and easy to oper¬ 
ate, it is ready for use in 
five minutes and keeps 
passengers comfortable 
m open or closed cars. 

In addition to passenger comfort, the same heater can be placed under the hood on the opposite side from 
carburetor to keep the engine warm when the car is standing in the garage or in the street. This does away with 
starting troubles common in cold weather. A robe thrown over the hood increases the efficiency of heater. 

The ordinary use of the heater suggested in the first illustration, together with its service in minimising 
cold weather starting troubles, means a wider distributon. 





GOODELL-PRATT TOOL BOOK No. 14 

Publishing a 464 page catalog 
on the best book paper, with red 
and blaek ink on each page, is 
no small proposition these days 
We can most heartly congratu¬ 
late Goodell-Pratt Co. for their 
new tool Book No. 14. We know 
something of the difficulties to 
be encountered by publishers in 
any line ; and when publishing 
difficulties are combined with 
stock, production and price un¬ 
certainties, the publishing of a 
manufacturer’s catalog is a dif¬ 
ficult matter indeed. 

The new Goodell-Pratt tool 
book No. 14 supersedes their No. 
13 catalog published three years ago, and brings 
the stock right up to date. Although the prices 
given in catalog No. 14 were correct on January 1, 
1920, a new list price pamphlet is distributed with the 
catalog as of July 1, 1920. It is the understanding 
of Goodell-Pratt Co. with the trade that its prices are 
subject to change without notiee. 

In front of the admirably compiled book is a three 
page index, which provides a ready access to any tool, 
for the various tools are arranged in alphabetical order. 
There is also a list of new tools included in the catalog, 
and it is an impressively long list. Many new tools 
have been added to the Goodell-Pratt line, especially 
tools that are necessary for auto accessory and machine 
shop hands. 

Any Goodell-Pratt dealer who has not received the 
new catalog should surely provide himself with it at 
nnre, and bring his tool dictionary up to date. 


JAMES SWAN MECHANICS' TOOLS 

The James Swan Co., Seymour, Conn., has just 
placed in the hands of the trade a new illustrated cata¬ 
log and price list. The catalog is elaborately published 
and will be a most attractive addition to the trade 
library of any merchant. It embraces 100 pages, each 
page tinted with a decorated border, bearing the corn¬ 
’s name. 

ery naturally the majority of pages in the catalog 
are devoted to augers, bits, chisels, draw knives, gimlets 
and gauges. These are the principal tools manufactured 
by the company. Reproductions of scenes from the 
factory are scattered throughout the book so the dealer 
may get some idea of the origin of the tools that are 
described. 


CAUSE AND PREVENTION OF RIM CUTS 

Motorists are often puzzled at the reason for their 
tires rim cutting. Especially are they surprised at this 
when the rims are in good condition. Ordinarily under¬ 
inflation is held solely to blame. But there is an 
important contributing cause—side sway. 

Sudden turning of tne car throws an abnormal strain 
on the side walls of the tires. Occasionally this side 
sway is sufficient to rupture the fabric. In the major¬ 
ity of cases the trouble is noticed close to the bead or 
edge of the tire where the fabric strands are anchored. 
If the injunr is neglected, chafing begins. Then strand 
after strand is weakened. The result is a blow out. 

It is a simple matter to prevent this condition. AH 
that is required is a tire gauge, that proper pressure 
may be maintained, and a little care against suddenly 
swerving around corners. Even aft r trouble has begun, 
prompt action in taking the injured casing to a tire 
surgeon for repair will greatly prolong its life. 


LAMSON WIRE LINE CARRIERS 

The Lamson Co., Boston, Mass., specialises on the 
manufacture of wire line carriers for conveying goods 
and change from the counter to the wrapping depart¬ 
ment or cashier’s desk in a retail store. 

Many a hardware merchant has found it an advan¬ 
tage and economy to keep his salesman right at the 
counter, his cashier right at the cash drawer, and his 
wrapper right at the wrapping desk, by using such a 
system of carriers. They wul be interested in the 
new catalog whicn illustrates all Lamson devices, both 
in detail and as installed in typical retail stores. 

Although the present catalog is confined to wire 
line carriers, the Lamson Co. also makes Pneumatic 
Tube Systems, Electric Cable Systems, Belt Conveyors 
for Parcels and Parcel Delivery Bins. 
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AZdistributor may not have been appointed in your community and we may need each other j 

THE EMPIRE RUBBER & TIRE CO., Trenton, N. J. ! 
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Strong Links of the American Chain 

General Sales Director Walter M. Taussig Comes Into Contact With All Phases of All Industries, Supplying 

the World With Chains. 


F ROM the day that Prometheus was bound to the 
rock in the mountains of Thessaly, man and his 
world have been intimately concerned with the 
“ties that bind.” Of course, there are many sorts 
of binding, just as there are many ties but none is 
more important in the modern world tnan the steel 
chain, and perhaps no manufacturer of the United 
States is so extensive in products, bo wide-reaching in 
diversity of products as the American Chain Co. 


way he goes about and gathers information while he 
is giving out inspiration and new life. 

Veteran in the Hardware Field 

Mr. Taussig is a veteran in the hardware field, and 
is intimately acquainted with the jobbing trade. He 
was for many years actively associated with Wiebusch 
& Hilger of New York, latterly as its president. In 
1914 he assumed direction of sales of the American 





W. M. TAUSSIG 
General Sales Director 


A. P. VAN SCHAICK 
Assistant General Sales Manager 


E. O. JOHNSTONE 
Western District Manager 


Chains are put to a diversity of uses on the sea. 
They are vital in the factory for all industry. Down 
in the depths of the earth at the mines chains are 
most vital. They go in the forest with the woodsman; 
in the city with the drayman; they are always with the 
farmer; indispensable for the house-builder, and for 
the railroad man. For hundreds of others the chain is 
most important in their work and in their operations. 

By no means least important of the chain's applica¬ 
tions is the weed skid chain. Although this is one of 
the more recent adaptions of the chain, it is now one 
of the most important factors in the business of the 
American Chain Co. 

No wonder General Sales Director Walter M. Taus¬ 
sig is a most vital, most wide awake, most interested 
and interesting personality. Owing to the position of 
his company and the men of various affairs that he 
must be constantly brought in touch with, his under¬ 
standing, his knowledge and his sympathy with Ameri¬ 
can industry is as broadening as it is broad, and the 
vigor and strength of his personality is altogether 
typical of the chains which are sold in vast quantities 
throughout the world under his direction. 

Within the last month or two Mr. Taussig made the 
rounds of the United States, visiting the district sales 
offices of the company and the trade in general. Mr. 
Taussig likes to think of the eighty odd members of 
the sales organization as his boys, and they are very 
truly proud to be considered as such. 

He is in every sense a father to this big, enthusiastic 
family of his, and in his hearty, quick “ Rooseveltian” 


Chain Co., with whose president, Walter B. Dashar, he 
had relations for years. 

Since 1914 the organization has expanded tremen 
dously. In 1916 the business and plants of the Standard 
Chain Co. were purchased. In 1919 the plants and 
business of the Highland Iron & Steel Co., the Page 
Steel & Wire Co., were also purchased and absorbed 
into the organization. The company has also recently 
constructed a large and modern malleable casting plant. 

* 1 Our constant aim,'' says Mr. Taussig, * 1 is not 
only so to develop our manufacturing and distributing 
functions as to make it possible for the jobbing trade 
to serve the dealer and consumer quickly and efficient, 
ly, but also develop new uses for chain. 

Fascinating Diversity of Uses 

“Our investigators are constantly at work in this 
direction, and considering the fact that we manufacture 
every type of chain from the smallest plumber's safety 
to the largest ship's anchor, the fields of industry 
which we touch are exceedingly varied. Chain is used 
for every conceivable purpose, and watching and foster¬ 
ing further uses is the most fascinating thing I know 
of.'' 

Mr. Taussig's family was with him on his western 
trip, for in between his business calls and the affairs 
of the company that he was constantly attending to 
along the way, he squeezed in a few hours of Sard 
earned vacation and recreation here and there; a game 
of golf, a day or two in the Grand Canyon of Arizona, 
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King “Multi-Tumbler” Padlocks 



Unusual strength 
of body — ease 
hardened shackles 
—sixteen to twen¬ 
ty-four tumblers. 
Guaranteed to give satisfactory service— 
the customer to be the judge. 


Built to Serve 
Every Padlock 
Need 


THE KING LOCK CO., CHICAGO, ILL. 

SALES REPRESENTATIVES 
SURPLESS, DUNN A CO.. 74 Murray St„ New York City 
Chicago Office, 34 N. Clinton St. 



For Every 
Motor Necessity 

SEND FOR CATALOG NO. 250 

Walden -Worcester 

I NCOR PORATED 

WORCESTER, MASS, 



Patented May 1, 1917 

“HEXALL” Ratchet Socket Wrench No. 2 
11 pieces 



Patented Dec. 31, 1918 

"HEXALL” Socket Wrench No. 5—8 pieces 


YouVe Interested Most 

in How They Sell — 

“HEXALL” Socket Wrenches 

Trademark Reg. U. S. Pat. Off. 

F ROM the moment a “HEXALL” passes the lynx eyes of 
our factory inspectors as “standard”—all along the line 
—from shipper to jobber, to dealer, to ultimate consumer, 
it is accepted at its face value without question. WHYf 

Because they know, from experience, that the makers them¬ 
selves know that “HEXALL” Socket Wrenches are mechani- 
caily-perfect, durable, dependable, built to withstand every¬ 
day usage. That, to bind their promise of performance, they 
guarantee every “HEXALL”:— 

“Break Any Sedgley Wrench and We Repair It 
-No Charge ” 


There you have the story—why “HEXALL” is such a tre¬ 
mendous seller; why sales are growing by leaps and bounds. 
There are seven sets—a “HEXALL” for every need. 

Write for prices and discounts. Dealers reach your 
jobbers; jobbers reach us. 


R. F. SEDGLEY, Inc. im 

2311-13-15 North 16th St., Philadelphia, Pa. 

Pacific Coast Representatives: McDonald & Llnforth, San Francisco 


NOTE: 


Can you imagine anyone passing by an attrac¬ 
tive counter, case or window display of the 
“BABY” without wanting one? Think it over I 
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in the Yosemite Valley, and among the scenic beauties 
of the Northwest. 

Very naturally Mr. Taussig is a golfer. Any man 
who knows as much about “links” as he does is, of 
course, right at home on the golf links. On his western 
trip he spent a vigorous hour on the green at play, and 
hard play, for he plays just as hard as he works, and 
we know he enjoys it as much, yet no more. 

All the while he was under the careful and pleasant 
guidance of E. O. Johnstone, district sales manager for 
the company in the West. 

E. O. Johnstone, Western Manager 

While Mr. Johnstone gives every evidence of being 
a young man, yet nevertheless for over thirteen years 
he has studied and guided the distribution of chain 
among western buyers. For many years with the Hugh- 
son & Merton organization in the West; he handled the 
chain business in representing the Weed Chain Co. 
When, in 1915, the American Chain Co. opened their 
district office in the territory, Mr. Johnstone very 
naturally took charge of the West for them on all lines 
of chains. 

Working with Mr. Johnstone and representing the 
company before the buyers, are three strong lieutenants. 
A. EL Atkinson, in the Northwest, was a former rail¬ 
road man, but, of course, that is a natural entry into 
the chain business. In California and Nevada, C. W. 
Moody, with headquarters at San Francisco, handles 
the company’s business. In the mountain territory 
and in the Southwest, W. K. Reese is known to the 
buyers and is an enthusiastic member of the American 
Chain Company’s organization. 


Much time is lost in life through failure to 
make close connections. If you can save time 
by getting more accurate directions before you 
start, it will be time well spent. 

It wears nerves and wastes valuable minutes 
and hours to miss connections—to look for the 
thing that isn't there or to start for the place 
which is not really the point you ought to go. 

Stop shooting off on a tangent. Get your 
bearings and aim for the Bull's Eye. 


We all have to learn to do things that we 
really do not care to do and do them when they 
ought to be done. This develops strength of 
character and gives us the inner satisfaction of 
being able to surmount difficulties. 


Every action of yours calls forth a corres¬ 
ponding reaction on the part of the customer 
with whom you deal. Unfavorable reactions 
drive customers away. Favorable reactions win 
them. Govern yourself accordingly. 


Remember, that the public is better posted 
on your business and all its ramifications today 
than ever before. The war is the reason. This 
should mean something to you in shaping your 
advertising to win business. 


H. L. Richards and Dick Richards are the new pro¬ 
prietors of the former hardware business of H. V. 
Davies at Chewelah. Washington. Both Messrs. Rich¬ 
ards are well known men in the district. 


The Rennie-Keyser Company is a new firm at Bell- 
aire, Ohio. The incorporators are J. C. Rennie, M. C. 
Rennie, H. B. Keyser and C. W. Miller. The capital 
stock is $75,000. 


AUTOMOBILES 

(By H. M. Sutherland, in Judge) 

Automobiles are luxurious necessities with a 
honk at one end and a smell at the other. They 
are run by anything from kerosene to a North 
Carolina darkey, and through anything from 
grandmother's legacy to the gates of the great 
beyond. There are two kinds: self-starters and 
self-stoppers, the latter being the most common. 
Some owners with the flivver variety carry a 
blanket around with them to hide what they 
have. 

Automobiles are of all colors and shapes, and 
have more ailments than a maiden aunt, and 
you can't tell whether it is gall stones in the 
carburetor, adenoids in the exhaust, or influ¬ 
enza in the differential, without an x-ray series, 
three mechanics and a check for the remainder 
of the savings account. They cost anywhere 
from $500 to sixty dc.ys and divorce proceed¬ 
ings, but a man living on a fashionable street 
without a motor has no more show than a Cuban 
hairless pup on a Polar expedition. 

The auto has a peculiar habit of stopping on 
the railroad crossing long enough for the 
through freight to knock the driver's false 
teenth into New Mexico, and extradition papers 
must be served in four states before enough of 
the remains can be gathered for the funeral. 
A twin-six will make the love-lyrics of the soul¬ 
ful Romeo who has no car sound to her like a 
tongue-tied monkey cussing its mother-in-law, 
and she is yours, Al, if you will paint it red. 
Speeding over the moonlit winding road, the 
cold night wind blowing her curls across your 
face, the silvery catchy voice, the glowing shell- 
pink cheeks—“Oh, Albert, you hold on to the 
steering wheel." 


Cynics notwithstanding, there is more fun 
in “doing unto others" than in doing others. 


Carve the right kind of place in men’s hearts 
and then you can safely leave to them the carv¬ 
ing of the right kind of epitaph on your tomb¬ 
stone. 


BASEBALL IN THE BIBLE 

“The devil was the first coacher. He 
coached Eve when she stole first. Adam stole 
second. 

“When Isaac met Rebecca at the well she 
was walking with a pitcher. 

“Samson was struck out when he beat the 
Philistines. 

“Moses made his first run when he saw the 
Egyptians. 

“Cain made a base hit when he killed Abel. 
“Abraham made a sacrifice. 

“David was a long-distance thrower. 

“Moses shut out the Egyptians at the Red 
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Have You 




checked over your stock of camp 
equipment ? 

Have you noticed the big sale 
on 


SOME EXCLUSIVE FEATURE8 
WORTHY OP COMMENT: 

a. Patent pressure gauge enables yon to 

control air pressure perfectly. 

b. Warming plate keeps food warm and 

prevents dishes from becoming upset. 

c. Large, well made grates, exactly like 

those used in a big stove. 

d. Flame regulator enables you to regulate 

the heat when cooking. 

e. Legs are quickly detachable and pack 

inside. Lower illustration shows stove 
closed with all equipment packed in¬ 
side. Note how compact and conven¬ 
ient it is. 


P 

The camping season is at its height, and the demand 
for this efficient camp stove is increasing every day. 

Better make sure your stock is complete. 

If you have never stocked Auto Kamp Eook Kits, 
write today for our interesting proposition. 


PRENTISS-WABERS STOVE CO. 

18 Spring Street, Wisconsin Rapids, Wis. 
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PASSING OF W. T. BELDING 

In the passing of W. T. Belding of the New 
York office staff of the Hardware World, Sep¬ 
tember 9, the trade lost an earnest worker and 
a sincere friend, whose interest was ever that 
of the pains-taking and conscientious business 
man, whose effort had been directed toward 
building and bettering the lot of merchants and 
manufacturers throughout the United States. 

The Hardware World mourns the loss of a 
staunch friend and co-worker. He was asso¬ 
ciated with his brother, Ervin H. Belding, and 
had a wide acquaintance with manufacturers 
throughout the New England States. Working 
modestly and without ostentation, Mr. Belding 
was one of those who kept the 11 house in order/ ’ 
whose watchful eyes and careful attention to 
detail made the work of all his associates 
smoother and pleasanter. 

He was faithful, pains-taking, conscientious, 
honest and earnest to a great degree in business 

# affairs. His hand was ever present. Yet he 

# reaped little of the glory. His was the service 
behind the lines. His reward was the satisfac¬ 
tion of good work well done. 

Some months ago his health failed him and 
it was necessary for him to remain at his home 
in New Jersey. Mr. Belding was 62 years old 
and has been connected with the Hardware 
World, New York staff, for the last five years. 

He is survived by his good wife and two 
sons, who have grown up into manhood under 
his guidance so that they may carry on the good 
name that their father has borne so worthily. 
They have the sincere sympathy of everyone 
who knew or were in any way brought into 
contact with him. 

THE SECRET OF GENIUS 

Most men bind themselves down by self- 
created limitations. Because a thing is hard to 
do, they fear to try it. Because a thing has 
never before been done, it is impossible. In 
every human being there are possibilities which 
the human mind does not dream of. Every so 
often someone casts fear from his thoughts— 
accomplishes the impossible—and is hailed as 
a genius. 

VARNEY BROTHERS SUFFER FIRE 

The Holtville store of Varney Brothers in the Im¬ 
perial Valley, California, was destroyed by fire recent¬ 
ly, with an estimated loss of $150,000. It seemed for a 
while that the entire business district of the town was 
doomed, but the fire was extinguished with the loss of 
only the Varney store. 


The Wiggins Company, successors to Archer & 
Wiggins Company, are located in a fine new building 
at Park and Couch Streets, Portland, Oregon. It oc¬ 
cupies an entire square block. The Wiggins Company 
is one of the largest accessory jobbers in the North¬ 
west. 


“IF WE COULD KNOW” 

They were so young, and Life so new, 

So brave and boundless was the view. 

They loved this earth, and loved it well; 
Came war. The blow dividing fell. 

They are not of us any more, 

There is between us the Closed Door. 

You say not so. You find them near; 

They are not in some distant sphere; 

They do not dream their time away— 

A thousand years gone as a day. 

But they resume their best delight— 

Some task whose end they keep in sight. 

Then, no Closed Door? No Heaven strange? 
But just this Earth . . though with a change; 
A vantage-ground, in some Fourth Space— 
And old Earth wears a lovelier face; 

And all inharmonies of sound 
Tuned into music reach that ground! 

Not far? Not further than a Thought, 
That oft great distance has made naught 
To souls yet dwelling in this flesh; 

And, lo! when broken is the mesh, 

And the Ethereal Thing rides free, 

How swifter shall the courier be! 

They were so young, and so unworn, 

That it must still with them be Morn, 

So blithe and eager are they yet; 

Nor the Old Home would they forget! 

You say, that it is even so; 

0 Seer, if we could only know! 

—Edith M. Thomas in the New York Tribune. 



TABER EVERLASTING BEARING SCRAPER 

Of interest to the automobile mechanic is the new 
Taber Everlasting Bearing Scraper, which is now 
ready for distribution by the accessory and hardware 
jobbers. 

The feature of this new scraper is the high speed 
steel blade, which is fastened securely to a tough bronze 
back, the whole being nicely nickel plated and mounted 
in a polished birch handle. 

Particular care is taken in the tempering and grind¬ 
ing of the blade, which is made from Halcomb Steel 
Co.*s “Dreadnought 99 high speed steel. The claim is 
made that this blade will hold an edge longer than any 
other scraper made. The scraper is well shaped, hollow 
ground, and does not chatter. The retail price is 
$1.75 each. 

The Taber Bearing Scraper is manufactured by the 
Taber Manufacturing Co., at 2227 Woolsey Street, 
Berkeley, California. Sales in the western territory are 
handled through the Taber-Bigelow Co., at San Fran¬ 
cisco. The manufacturers announce that the territory 
east of Denver is still open on this attractive article. 

Kipp & Bentzen have purchased the hardware busi 
ness of R. N. Stevenson at Willamina, Oregon, and are 
planning to increase the sflock and extend the business. 
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NlQLJE Ratchet WRENC 
SUPER UNIQUE SET 


Sterling Jacks Never Fail 


Safest and most de¬ 
pendable Jacks made, 
representing the high- 
e s t development o f 
sturdy construc- 
ftb tion. 

Correct design 
and work- 
K ^^manship 
n s n r e 
g r e a test 
capacity 
jp*' durability, 

• j&m) safety and 
more per- 
feet ease 
: °* °P era ^^ 0X1 than 

V any other Jacks 

^ of equal size. 

Sterling Jacks are ab¬ 
solutely guaranteed. 

Sold by leading job¬ 
bers and dealers. Ask 
for catalog of 14 sizes. 

Republic Auto 
Hr Parts Go. 


81 Tenth Street Long Island City, New York 

A SIZE FOR EVE£RY£CAR 


Back of minor 
showing 
adjustable 
bracket * 

KNOW WHAT Lr OOMINQ BEHIND YOU AND 
BE SATE BY INSTALLING A 

“COP-SPOTTER” 

Bear View Mirror 

Made of finest quality plate glass with 
ground edges. Mounted in a finely finished 
nickel-plated frame. Can be attached and ad¬ 
justed on any open or closed car in a few minutes. 
Vibration proof. 

Price $4.00 

Jobbers and Dealers 

We have an interesting proposition for yon. 
Manufactured by 

BERGER & COMPANY 

208 W. 11th 8k, Lot Angeles 
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LANE’S - 
Ratchet Socket Wrench Sets 

HnIOUK and “ SUPER-UNIQUE ” 

*** (Trade Marks Registered) 

DEALERS: NOTE THESE SELLING POINTS: 

Round Sockets, Turned from Solid Steel Bar 
Broached Hexagon Openings. Guaranteed Against Wear and Spreading 


NO PROFITEERINO IN OUR PRICES 


JOBBERS EVERY¬ 
WHERE CARRY 


LANE’S (Mggg TOOLS 


Made only by 

Will B. Lane 
Unique Tool Co. 

180 N. Dearborn 8k 

CHICAGO, ILL, U. S. A 

W. H. WILBURN, 
Western Represents tire 
602 Williams Building, 
Mission and Third Sta, 
San Francisco, CaL 
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There are Many Reasons 

FOB THE CONTINUED AND 
INCREASED GROWTH OF 
OUR TRADE 

If you are one of our customers you 
know them. 

If you are not one, we want the oppor¬ 
tunity of showing you why it will be to 
your interest to send us your orders. 


NASH HARDWARE CO. 

(WHOLESALE ONLY) 

SHELF AND HEAVY HARDWARE 

FORT WORTH 
WICHITA FALLS 

At Your Service Since 1872 



GOOD SERVICE . 

will be given your customers when you recom¬ 
mend ana sell to them 

DIXON’S 

Ticonderoga Flake Graphite 

It has many valuable applications as a lubricant 
for cylinders, valves and bearings, either alone 
or mixed with oil and grease. 

It is indispensable to engineers and mechanics 
for coating gaskets and packing, for pipe-fittings 
and the like. 

Dixon’s Ticonderoga is the original flake graphite 
and is generally conceded the best by users in 
all classes of industries. 

Write for Booklet No. 230-C and Price* 

JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City, New Jersey 
Established 1827 


USE YOUR JOBBER 

H&mp Williams of Arkansas, one of the most 
successful retail merchants we know, says a 
great deal of his success is due to the fact that 
he did business on his jobbers’ capital, as it 
were. 

He realizes that the jobber was in a far 
better position to know the trend of the market 
and the situation on a great many commodities 
than he was, and that it was not necessary for 
him to carry as large a stock as he would have 
otherwise been compelled to, for he believes in 
buying frequently, turning his money as often 
as possible. Thus he was not required to use 
as much capital as he otherwise would. 

Where merchants are far removed from fac¬ 
tories, it is particularly desirable to take advan¬ 
tage of their jobbers’ facilities, and keep in 
touch with them, getting the benefit of their 
suggestions and advice. These are times when 
their suggestions are especially worth consid¬ 
ering. 


A COLLECTION SUGGESTION 

A western merchant prints the following 
“pome” on the back of all his sales slips: 

To Our Customers 

You need your money 
And I need mine, 

If we both get ours 
It will sure be fine, 

But if you get yours 
And hold mine, too, 

What in the world 
Am I going to dot 
Think it over. 


If the Pennsylvania Railroad has the same 
experience as certain other large employers, its 
laying off of 12,000 will not result in a reduc¬ 
tion of the total amount of work done. Labor, 
like a garden, sometimes produces more after 
a thorough weeding. 


The new building of the Donohoo-Ware Hardware 
Co., Plainsview, Texas, will have the first floor devoted 
to a complete hardware stock with furniture on the 
second floor. 


Indicative of the general trend of the hardware busi¬ 
ness in Texas is the fact that the Dabney Hardware 
& Furniture Store at De Leon, Texas, has increased its 
stock from $15,000 to $35,000. 


The Citizens Hardware & Furniture Co. has been 
organized at Oralo, Texas. The incorporators are J. H. 
Kelling, J. B. Harrison and Alfred White, with an 
initial capital stock of $17,000. 


That the Turner Hardware Co., Modesto, California, 
has been most successful in the automobile business is 
evidenced by the complete repair department main- 
tained for Buick and Chevrolet cars. The company ham 
the agency for these two automobiles in its territory-, 
besides the conduct of an auto accessory,4iardware and 
implement business. 
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K-9 Adjustable Wrench 


£ 8 $ 
* 1 



MOSSBERG 

ALL STEft WRENCHES AND TOOLS 

A Business-Building Line 

T HE dealer who sells Mossberg Tools not only makes 
a good profit—he gets a quick turnover on his stock 
and builds up his trade through satisfied customers. 

The completeness of the Mossberg line makes the possi¬ 
bility of a sale greater. There is a wrench or tool for 
every purpose. 

The garage man, the motorist, the expert 
mechanic, each with his individual re- 
quirements, may find the right wrench 
among your Mossberg stock. 


The Mossberg reputation for strength 
and service helps you to make your 
sales — it builds your business. 

Write for complete 1920 catalog. 

WALTEE I. TUTTLE, 

President and General Manager 
FRANK T. CHASE, 

Treasurer and Sales Manager 
EVERETT L. FORD, 

Secretary and Superintendent. 


Board, Assort* 
Ford Necessities 




‘H” Board of 
Socket Wrei 
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The Efficiency Cotter 

This Is an Age of Specialists 


Carrying Complete Stock 
of Automotive Parts 
Equipment 
and Supplies 

EXCLUSIVE DISTRIBUTORS FOR THE 
FOLLOWING LIMES 


Motul Oil 
Qeirew 
Motile Tubes 
Stromberg Carburetors 
Wainwright Pistons 
Stan-Par Perfection Springs 
Spires Badiators 
H & D Shock Absorbers 
for Fords 
Gabriel Snubbers 
Gilmore Fan Belts 
Kay Bee Spot Lights 
Momeco Bronze 


Momeco Tool Kits 
Pemko Ignition Parts 
Lockwood Seat Covers 
Tire and Radiator Covers, 
Etc. 

Fairbanks Garage Equip¬ 
ment. 

Canedy-Otto Garage Equip¬ 
ment 

Arrow Grip Chains 
Du Pont Top Material 
Laidlaw Seat Cover 
Material 

DriKure Retread era 


And a Complete Line of Mechanics' Tools and Garage 
Equipment 

New 1920 Catalog Furnished on Bequest 

M otor Mer cantile Company 

115-117 South West Temple Street, Salt Lake City 


When sick, you consult that physician 
with special training on your particular 
ailment. He is a specialist. 

When you want a man to handle a new 
line, you choose carefully, and select one 
with more than ordinary* knowledge of 
the merchandise. He is a specialist. 

When your Flivver refuses to go another 
foot you call up one of Mr. Ford’s assist¬ 
ants. Another specialist. 

THE OHIO WIRE GOODS MFG. CO. 

AKRON. OHIO 

Specialists in the Manufacture of Cotters 
Western Representative Other Branches: 


J. M. JACKSON, 
320 Market Stree t , 
San Francisco, OaL 


Other Branches: 
180 No. Market SU 
Chicago. 

29 Murray St^ N. Y. 
Nashville, Tenn. 


“BUTTERFIELD” 

“SPECIAL PURPOSE”—“SCREW PLATES” 

“Ford—No. 133“ 

Note the cutting sizes on the box cover and you will 
immediately understand why it is indispensable to 
every garage and every Ford car owner. The odd sizes 
contained here cannot be found in any regular set. 



:_—. 

BUTTERFIELD J5r CO. 


“Motorcycle No. 131” 

This set will thread all the bolts and nuts on the 
Tale, Indian, Excelsior, Harley-Davidson, Thor 
and other makes of motorcycles. They are 
always in demand, so order your stock today. 

BUTTERFIELD & CO. Division 

union Twist Drill Company 

DERBY LINE, VT. 


BUTTERFIELD 3c COMPANY 
MOTOR CYCLE SET NO. 131 

WILL THREAD ALLTHE 
BOLTS, SCREWS ANO NUTS 
ON ANY MOTOR CYCLE MADE 

|?5B« 





CHICAGO STORE, 11 South Clinton Btroot 

PACIFIC COAST REPRESENTATIVE 
V. S. Walsh, 560 Mission 8L, San Francisco, OaL 
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REAL PROTECTION 

The Double Bar Bumper of Double Strength 



New Era “Better” Spring Bumpers for all cars, black or nickel, front 
and rear, DO SAVE THE CAR. Improve its appearance. Are easily and 
quickly installed. 

They are PERMANENT! Do not rattle loose, and will not tarnish 
nor rust. 

APPROVED by National Underwriters Laboratories and earn the in¬ 
surance discount. 

WHAT LIVE DEALERS WANT! A live line with never a dollar’s 
worth of dead stock. Listen! New Era Bumpers are interchangeable 
for all cars. Only the attachment arms are different and will be ex¬ 
changed free. If you can’t sell Bumpers for Buick or Essex, etc., just 
send in the arms and we will send you fittings for Ford, Chevrolet, or for 
any car you may desire. The SAFE LINE. 

PROMPT DELIVERY—New Era “Better” Spring Bumpers can now 
be had promptly, as specialized machinery in the big new factory has 
doubled production. Your requirements will be carefully and promptly 

met RETAIL PRICES 

For All Cars, except Fords, Standard or Special, Front and Rear 
Black, $13.65; Nickel, $15.75 

For Ford Cars, All Models, Front or Rear 
Black, $12.50; Nickel, $14.60 

Write for Catalog of Better Spring Bumpers, Springs and Tire Carriers 

NEW ERA SPRING & SPECIALTY CO. 

65 Cottage Grove Ave., Grand Rapids, Mich. 

Pacific Coast Representatives, GRAF SALES CO., Hearst Building, San Francisco, Cal. 
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CULTIVATE THE SALESMEN 

The acquaintance of the majority of travel¬ 
ing salesmen should be cultivated by retail 
merchants. The real salesman can render val¬ 
uable assistance to almost any merchant. He is 
making a number of towns and calling on many 
merchants. His eye is trained to pick out strong 
or weak points at a glance. Many times he 
could make valuable suggestions to any store¬ 
keeper, but is reticent about giving advice for 
fear of offending. Why not ask him for sug¬ 
gestions! 


TRAINING CUSTOMERS FROM 
CHILDHOOD 

In a Kansas town of 25,000 people there is 
a general merchant who does enough business 
for a city of 75,000. This is his business build¬ 
ing plan: He “catches ’em while they are 
young.” Whenever there is a birth in that 
town he sends a message of congratulation to 
the father and mother together with a suitable 
but inexpensive gift for the youngster. At 
every recurring birthday he refers to his card 
index and sends something to the child. 

The parent who does not appreciate such 
attentions from a merchant is rare, even if he 
knows the purpose back of them. As for the 
children, they come to consider the store from 
which the presents come as their store. It is 
the testimony of this Kansas merchant that he 
has prospered in great style. He does a lot of 
newspaper advertising and he says newspaper 
advertising is of great worth, but its value is 
enhanced if followed by something such as he 
has introduced. 


NEW ABSORENE SALES MANAGER 

The Absorene Mfg. Go., St. Louis, Mo., announces 
that Prank J. Stien or Davenport, Iowa, formerly paint 
manager for the Pittsburgh Plate Glass Co., Davenport 
and Dee Moines, has joined the Absorene Co., and will 
be sales manager. 

Mr. Stien ’a acquaintance with the paint trade is 
thorough and his friends predict that he will be a 
strong factor in distributing Absorene wall paper 
cleaner, HBH paint cleaner and Savolene paint and 
varnish remover throughout the United States. 


FOR 48 YEARS 

Our CONFIDENCE in western merchants has 
meant GROWTH for us both. 

We want your GOOD WILL so that we can return 
it in kind for our mutual BENEFIT. 

WE DO NOT SELL CATALOG HOUSES 

EMPKIE- SHUGART- HILL COMPANY 

WHOLESALE HARDWARE 
COUNCIL BLUFFS IOWA 



Here is a sample display of tools prepared by the 
Winchester Co., as suggestive of what should be found 
in a model hardware store. The attractive appearance 
of this display will appeal to your customers wherever 
you are located. 


NATIONAL ASSOCIATION CONVENTION 

The twenty-sixth annual convention of the National 
Hardware Association of the United States wiU be held 
at Atlantic, N. J., on October 19 to October 22, inclu¬ 
sive. The sessions will be held at the Marlborough- 
Blenheim Hotel, with a schedule of meetings similar to 
those of previous years. The Automobile Accessories 
Branch will meet on Tuesday, October 19, and on 
Thursday, October 21. 


Scavezze Bros, is one of the enterprising new firms 
in Kansas, with main headquarters at Anna and a 
branch at Frontenac. Both of their stores carry a full 
line of hardware, household goods and farm implements. 


Edward Hockaday & Co. have purchased the stock 
of the Charlton store at Blackwell, Oklahoma, and have 
added a line of brass ware and chinaware to the former 
complete hardware and household goods line. 


CHILD’S MODEL B 

OABBOH TBSBA OHLOBXDB 

Fire Extinguisher 

1 Qt. Capacity 

APPROVED BY UNDERWRITERS 

Very effective on electrical and gaaoUne 
fires. Especially suitable for automobiles. 

A LINE WORTH HANDLING 

For Particulars Write to 

O. J. CHILDS CO. 

FIRE APPARATUS UTICA, V. T. 
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The name Blackhawk on a wrench 
stamps that wrench as an accurate 
fitting, dependable tool—an ap¬ 
propriate wrench for expert ma¬ 
chinist or skilled mechanic. 


Sockets are machine turned from 
the solid steel bar and broached 
out. 


Individual wrenches, standard 
combination sets, attractive dis¬ 
play boards for dealers. 


Every Blackhawk Wrench is guar¬ 
anteed. 


Write for catalog and prices. 


Manufacturers: We make 
wrenches according to specifica¬ 
tions. 


American Grinder Mfg. Co. 

MILWAUKEE, WIS. 


Represented by 

C. N. & F. W. JONAS 


OFFICES AT 

Transportation Bldg.Chicago 

Equitable Bldg.Los Angelee 

111 New Montgomery St., San Francisco 

616 Pioneer Bldg...Seattle 

624 Forsythe Bldg.Atlanta 




BLACKHAWK 


PROOF 


RUST- 
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! 
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A REAL MAN’S CREED 

The following was found among the papers 
of Thomas Van Alstyne, electrical engineer for 
the Westinghouse Company: 

“To respect my country, my profession and 
myself. To be honest and fair with my fellow- 
men, as I expect them to be honest and square 
with me. To be a loyal citizen of the United 
States of America. To speak of it with praise, 
and act always as a trustworthy custodian of 
its good name. To be a man whose name carries 
weight wherever it goes. 

“To base my expectations of reward on a 
solid foundation of service rendered. To be 
willing to pay the price of success in honest 
effort. To look upon my work as an oppor¬ 
tunity to be seized with joy and made the most 
of, and not as painful drudgery to be reluc¬ 
tantly endured. 

“To remember that success lies within my¬ 
self—my own brain, my own ambition, my own 
courage and determination. To expect diffi¬ 
culties and force my way through them. To 
turn hard experience into capital for future use. 

“To believe in my proposition, heart and 
soul. To carry an air of optimism in the pres¬ 
ence of those I meet. To dispel ill temper with 
cheerfulness, kill doubts with a strong convic¬ 
tion and reduce active friction with an agree¬ 
able personality. 

“To make a study of my business. To 
know my profession in every detail. To mix 
brains with my efforts, and use system and 
method in my work. To find time to do every 
needful thing by never letting time find me 
doing nothing. To hoard days as a miser hoards 
dollars. To make every hour bring me divi¬ 
dends, increased knowledge or healthful 
recreation. 

“To keep my future unmortgaged by debts. 
To save as well as earn. To cut out expensive 
amusements until I can afford them. To steer 
clear of dissipation, and guard my health of 
body and peace of mind as a precious stock 
in trade. 

“Finally, to take a good grip on the joys 
of life. To play the game like a man. To fight 
against nothing so hard as my own weaknesses, 
and endeavor to grow in strength, a gentleman, 
a Christian. 

“So I may be courteous to men, faithful to 
friends, true to God, a fragrance in the path 
I tread.” 


It is hard to down an upright citizen. 


Inportant to Every Reader and Advertiser ol Hardware World 

We are Wholesalers' and Jobbers of Everything our 
name implies. For prompt and future shipment. 

WHAT DO YOU WANT TO BUY OR SELLf 
Put us on your mailing list. 

U. S. A. Merchandise. Supplies & Material Company 
* 'Straightforwardness—Sticktoitiveness’' 

Office: J. C. HIRSCH 
6800 Manchester Ave., St. Louis, Mo. 


“STILL, THERE’S MORE TO FOLLOW” 

In answer to a letter from his bank calling 
his collateral loan, a wealthy man wrote the 
following letter, a copy of which was received: 

“For the following reasons I am unable to 
send you the check asked for: 

“I have been held up, held down, sand¬ 
bagged, walked on, sat on, flattened out and 
squeezed. First by the United States govern¬ 
ment, for federal war tax, the excess profits 
tax, and the liberty loan bonds, thrift, capital 
stock tax, merchants’ license and auto tax, 
and by every society and organization that the 
inventive mind can invent to extract what I 
may or may not possess. 

“From the Society of John the Baptist, 
G. A. R., K. of C., the Woman’s Relief, the 
Navy League, the Red Cross, the Purpose Cross, 
the Double Cross, the Y. M. C. A., the Boy 
Scouts, the Jewish Belgian Relief, and every 
hospital in town. Then on top of it all came 
Associated Charities. 

“The government has so governed my busi¬ 
ness that I don’t know who owns it. I am 
inspected, suspected, re-examined, informed, 
required and commanded, so I don’t know who 
I am, where I am, or why I am here. All I 
know is that I am supposed to be an inex¬ 
haustible supply of money for every known 
need, desire or hope of the human race; and 
because I will not sell all I have and go out 
and beg, borrow and steal money to give away, 
I have been cussed, discussed, boycotted, talked 
to, talked about, lied to, lied about, held up. 
hung up, robbed, and the only reason I am 
clinging to life is to see what in hell is coming 
next.” 


MOUND TOOL CATALOGUE No. 7 

The Mound Tool Co., St. Louis, Mo., has just issued 
to the trade a new general tool catalog. No. 7. All 
of the items in the Mound tool line are illustrated and 
described, and especially interesting to the trade is the 
large assortment of scraping tools, chisels, punches and 
screw drivers. 

The Mound Tool Co. was established in 1899 and in¬ 
corporated in 1919. They guarantee their tools to be of 
the best material and workmanship. Any tool that 
fails to make good will be replaced without charge. 


MEYERS WIRE, IRON AND BRONZE WORK 

The Fred J. Meyers Mfg. Co., Hamilton, Ohio has 
just issued their catalog No. 63, which describes their 
products along lines of iron, wire and bronze manufac¬ 
ture. 

The complete line of the Fred J. Meyers Mfg. Co. 
consists of machinery guards, window guards, enclo¬ 
sures, iron cranes, fire escapes, railings, signs, iron 
stairs, iron doors, iron fencing and gates. Wire signs 
are no small feature and the effects that can be secured 
are elaborately pictured in the catalog. 

The catalog consists largely of illustrations and with 
it the dealer and jobber have the satisfaction of know¬ 
ing what they can get. In these days when the filling of 
orders is the most important problem on the merchant’s 
hands, this new style catalog will be particularly valu¬ 
able in the hands of the trade 
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“OIL RUINS TIRES” 

Motorist* realise what a treat menace oil 
is to inner tubes and, therefore, look for 
the place where they can fill tires with 

CURTIS AIR-FREE 
L FROM OIL 

Five different sises of com* 
ressor, 125 different eom- 


stock at most jobbers. 
Price is right. A result of 
25 /ears' experience in 
compressor manufacturing. 
Send for Bulletin 0-5. 

Cartis Pmu. Mcfcy- C*. 

1512 Slenlen ▲▼., St. Louis 
5S0-L Hudson Term., V. T. 


AUTO FA BRIC ACC ESSORIES DIVISION 
BAKER & LOCKWOOD MFG CO. ; 


NO BOLT-NO HOLB-NO HUMP - NO JOLT 


Standard 
Equipment 
on 26 U. S. 
Railroad* 


Made in 
21 StylM 


ms 


GUARANTEED 
NON-BREAKABLE 


ORDER THROUGH YOUR JOBBER 


WRITE TO US FOR PARTICULARS 


BURGESS-NORTON MFG. CO. 

GENEVA, ILL. 

•S Walter St, 4 Meadow St, 4241 Vo. Sydenham 1603 L. 0. Smith Bid*, 351 Padflo Bid*, 

Vew Toxk Froddeaoe Philadelphia Settle Saa Pra&deoo 


Philadelphia 


Order Now! 


Be prepared to meet the demand for 
LOCKWOOD Hood and Radiator Covers 
at the first sign of cold weather. 

Order your LOCKWOOD Hood and 
Radiator Covers now. 


For complete information send 
to the Kansas City office for the 
new LOCKWOOD Catalog. 
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WHAT SOMETIMES HAPPENS WHEN 
BUSINESS MEN MAKE NO WILLS 

(Copyright by Elton J. Buckley) 

Cleveland, Ohio. 

I am the sole owner of the above business, which I 
established about twelve years ago and which has been 
prosperous since the first year. I am getting along in 
years and my health is not what it should be, yet I 
do not intend retiring from business until I die. as I 
believe that is bad policy for any man, if he is able to 
keep at it. I have never made a will, and would ask 
your advice about it. I have a wife and two sons, one 
of which is with me in the business. I have been told 
that when a man is on good terms with his family 
there is no reason to make a will, as the law makes 
a good enough will for any man, disposing as it does of 
a man’s property who has left no will, with the utmost 
fairness. Please let me have your views on the subject, 
which may be of general interest to business men 
throughout the land. I cannot expect a personal reply, 
but if this letter is answered publicly, please do not 
attach my name to it. L. R. A. 

Once in a great while there may be a case 
in which a business man dying without a will 
can look back from where he is and see the 
law disposing of his estate exactly as he would 
have done it, but my experience and observation 
lead me to believe that probably there is not 
one such case out of fifty thousand. 

A man who has nothing but ordinary per¬ 
sonal property to leave, such as stock and bonds, 
or even real estate, and who is, as this corres¬ 
pondent expresses it, on good terms with his 
family and wishes to favor them equally, can 
sometimes afford to make no will, because 
usually the law will make an equal distribution 
of his property among his heirs. But leaving a 
business is vastly different. You can’t distri¬ 
bute a business very well, especially when some 
of the heirs want to continue it and some want 
to sell it out. 

Every business man who is the sole or part 
owner of an unincorporated business should 
make a will. If the business is large enough, he 
would save a lot of trouble if he incorporated it 
before he died, for after he dies it can be han¬ 
dled much more easily in that form. 

Not long ago a business man whom I knew 
died without a will. He was the sole owner 
of a thriving business which he had founded, 
and through many years had carefully built up. 
When he died it was his chief asset and a very 
good asset. 

He died leaving a second wife and a son by 
the first wife, who did not get along well with 
his stepmother. The latter was keenly inter¬ 
ested in the business, in fact, the father had 
married her out of the office. The son had no 
interest in the business whatever. 

The owner of this business should of course 
have made a will leaving the business to the 
wife, who was both able and willing to run it. 
Instead of that he died intestate, that is, without 
a will, and under the law the business descended 
to the wife and son in equal shares. The result 
was dissension from the first, and finally the 
sale of the business at a great sacrifice. 


The making of a four-line will would have 
saved this. 

In another case a business man with a fair¬ 
sized estate had also been married twice, first 
unhappily, the second time very happily. There 
were children by both marriages, but he had 
no relations with the first crop at all. It would 
have been a very simple matter to leave a will 
giving his entire estate to the second wife and 
her children, but instead of that he died without 
a will, and now the children by the first mar¬ 
riage share in the estate, and really get the 
greater part of it, as there are more of them. 

In a third case the owner of a good wholesale 
business had a son who was most devoted to 
the business and highly efficient in it. He also 
had another son who had made his life a burden, 
and who was a liar and a thief. He should have 
made a will leaving the business to the good son, 
and leaving the other, if he wished to leave him 
anything, a bequest of a different sort. Instead 
he left no will, and the two sons inherited the 
business equally. Of course they at once began 
to fuss, and as the good son was not able to buy 
out the other’s share, the business was finally 
sold, being bought in by a competitor, with 
whom the good son got a job. 

All these business men doubtless turned in 
their graves if they knew what their careless¬ 
ness had allowed to happen. 

A man who builds up a business usually likes 
to feel that it will be held together, as a sort 
of monument to him, after he dies. There is 
only one way to be sure that it will be, and that 
is to make a will which will get it into the right 
hands. Only in exceptional cases will the in¬ 
testate law get a business into the right hands. 


The Tacoma Mfg. & Specialty Co. has acquired a 
factory site at Tacoma, Washington, where they wiD 
manufacture accessories and instruments of various 
kinds. They will be ready for operation within the 
next two months. Among the articles to be manufac¬ 
tured are cloth measuring tapes, gum tape machines, 
computing scales, show cases, store fixtures, etc., as 
well as accessories and surgical instruments. The 
plant will be located at 45th and Hood Streets. 


A. O. Smith is an old hand at the hardware trade, 
and he is known to many Kansas merchants, having 
been in business at Randall. He is now located at 
Gering, Nebraska, and “Smith, the Hardware Man” is 
widely known for a complete new stock of hardware, 
stoves and ranges. 


The Bixler Hardware Company at Lora, New Mexico, 
is one of the growing institutions of the Southwest, 
and reports fine prospects for a big fall trade. 


HARDWARE WORLD INDISPENSABLE 

We are enclosing renewal for the Hardwajie 
World for the next three years, and want to tell 
you it is really indispensable to the real hardware 
man, in fact to any business man. I consider that 
a single issue is worth several times the annual 
subscription. 

San Diego. J. B. STAATS. 
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ak your jobber for Boyco Products. If he cannot suoply you. mail us your order with his name and address. 

Service will be rendered. 
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BOYCO PRODUCTS 

INCREASE SALES 

In every part of the country, the extreme service¬ 
ability and usefulness of Boyco Service Units and 
Boyco Luggage Carryalls are being readily recog¬ 
nized. 

They are practical in design, durable, and in every 
instance easily attached and easily adjusted for use. 
Compact and neat in appearance, they make an 
instant appeal to the customer. They represent a 
reliable year ’round turn-over; added profits; and 
increased sales. 


Send today for the Boyco 
Canteen and Carrier Booklet, 
which contains full Informa¬ 
tion as to sizes, weights, and 
mrHrnlm of Interest 


Boyle Manufacturing Company 

5100 Santa Fe Avenue 
Los Angeles, California 
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POCKET KNIVES AS HOLIDAY LEADERS 

These are the days to polish up the cutlery case and 
to keep pocket knives in the front of the store and at 
the tip of the tongue. For where is the man who is not 
ashamed of the old broken-backed knife he has been 
carryingf And for a growing boy or girl, there is no 
better gift to suggest than a good husky whittling 
knife. 

Among the cutlery manufacturers who are making 
Christmas jack-knife sales particularly easy for the 
trade is the John Russell Cutlery Co. of Turners Falls, 
Massachusetts. The Russell Whittlers’ Club knife and 
kit supplies a complete outfit and makes an ideal gift 
for any boy and many girls. 

Packed in a neat cardboard box, the outfit includes 
the Russell Barlow knife, a whetstone, a whittling 
manual, soft pine sticks, sandpaper, and a membership 
button in the Whittlers’ Club. On top of this the 
company offers a medal and prizes to the winners of 
a whittling contest. 

The Russell outfit retails for $1.00 and is attractive 
as a dealer’s proposition. The company is planning a 
great national advertising campaign to start November 
1, and mercnants with Russell outfits in stock and with 
the enterprise to show them, should enjoy a fine holiday 
business. 


GENCO WINDOW DISPLAY CONTEST THIS 
MONTH 

The national campaign that the Geneva Cutlery Cor¬ 
poration has been using to advertise Genco razors is 
familiar to the trade and has resulted in increased sales 
on this standard blade razor to the benefit of dealers 
throughout the country. 

To make this advertising of more direct benefit to 
the individual dealer, by linking his store with the 
campaign in the magazine, a window display contest 
will be featured by the company during the week of 
November 8 to 13. 

One thousand dollars in cash prizes is to be divided 
among the forty-six dealers making the most attractive 
displays at that time and the material for dressing the 
windows will be supplied by the Genco people without 
charge to the dealer. 

In addition to the Display Contest feature, Genco 
Week is to be a time during which the Genco dealers 
will make special efforts in demonstrating the indi¬ 
vidual shaving service which they are enabled to fur¬ 
nish each customer by supplying a razor for the particu¬ 
lar kind of beard and skin of the individual man. 

The contest is open to any who desire to enter, as 
no purchase of razors is required in connection with the 
contest itself. 


NEW COTTON WASTE TEXT BOOK 

Much of the difficulty and all the mystery is dis¬ 
pelled from the buying of cotton waste by a perusal 
of the very well gotten up and clearly worded little 
book * * Clean Clean Thru/ 1 published by the Royal 
Manufacturing Company, producers of Royal Cotton 
and Wool Waste and Royal Cleaning Cloths. 

The various operations (and it is surprising how 
many operations are involved in the manufacture of 
waste) are so plainly illustrated by photographs as to 
make the text easily understood by anyone at all 
interested in the buying or using of this indispensable 
accessory of the shop, plant or railroad. 

Anybody practically interested may have a copy 
upon application to the Royal Manufacturing Company, 
Rahway, N. J. 


Chanslor & Lyon recently opened a branch office at 
Spokane, Washington, with Robert Flynn as manager. 
The new building is located at Second and Madison 
Streets, and already has thirty employes. This is the 
eighth branch office of the company. 


PRACTICAL EQUIPMENT FOR GASOLINE, 
OIL AND WATER 

Many a vacation-seeking motorist has had oppor¬ 
tunity to thank the inventors of the Service Unit. It 
has long been customary, among those whose foresight 
prompts them to prepare against the annoyance and 
delay of being stalled along the road, to carry with 
them spare tires, tubes, and extra parts of many de¬ 
scriptions. Until comparatively recently, however, 
dealers have been unable to furnish adequate provision 
for the most probable source of touring trouble—run¬ 
ning out of gasoline, oil or water. 

The Boyle Manufacturing Company of Los Angeles 
have effectually provided against any such emergency. 
The Service Unit, manufactured by them, has made it 
possible for every motorist to carry ample emergency 
supplies with greatest convenience. Attractively 
finished containers, of varying capacity, clamp securely 
and snugly to the running-board. Filling caps and 
handles are located in the top and a steel channel bar 
fits over them, preventing rattles, protecting the caps, 
and eliminating all possibility of loss while traveling. 
The entire equipment presents a pleasing outfit and is 
at all times out of the way. 

The fact that it so well fills a long-felt need has 
gained it an instant popularity among motorists and the 
ready sale, which dealers experience, has proved grati¬ 
fying throughout the country. 


A SPRING LEAF SHOCK ABSORBER 

Roller bearings have been applied to automobile 
springs to do away with vibration in the new roller 
bearing shock absorber, which is being manufactured 
and put on the market by the Atlas Trading and Navi¬ 
gation Co. 

In principle, the new shock absorber simply puts 
rollers between the leaves of the spring, so that when 
a shock comes, when the spring is compressed, the 
leaves may give easily and smoothly. 

It is an interesting fact that the roller bearing 
spring was discovered quite by chance. In fact, it was 
a nail that get in between the leaves of an automobile 
spring, and in turning allowed the spring to give more 
easily, that gave the original idea for the device. It has 
been perfected, until' the rollers are set in a metal frame 
which fits right in the leaves of the spring. 

Case-hardened Bessemer steel rollers are placed in 
special rust-proof rolled sheet steel, die-cut cagesj which 
hold the rollers in place. It is simple and effective. It 
is said these shock absorbers will add 100 per cent to 
the tire mileage and save 70 per cent of all the repairs 
caused by road shock. 

For Fords and Chevrolets, the sets retail for $13.75, 
and for all other cars, $25.00. Any of our readers, 
interested in such a live new proposition as this, should 
communicate with the Atlas Trading & Navigation 
Company, Monadnock Building, San Francisco, and 490 
South Grand Avenue, Los Angeles. 

Other products manufactured or represented by the 
company are the California High Speed Lens and John¬ 
son Clear Vision Windshield Wings, both well known to 
the trade. W. A. Koch is president of the Atlas Trad¬ 
ing and Navigation Company, and with him is E. J. 
Reed. Affiliatea with the company is M. M. Harris, 
for years automobile accessory manager of Baker, 
Hamilton & Pacific Company of San Francisco. 


O. E. Gillette has purchased the interest of C. E. 
Beck in the firm of Beck & Brown at Durham, Califor¬ 
nia. Mr. Gillette recently came from Arizona. 


George C. Baer, one of the leading hardware mer¬ 
chants at Pendleton, Oregon, is an active member of 
the Rotary Club there. He recently attended the Ro¬ 
tary Convention at Atlantic City, and on returning 
reported to his local Club obl the Convention. 
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$joj Mn Unbreakable OilGauqg 

A y3r your Ford 



ALL metal gauge, cannot be 
■** broken by a flying stone. 
Consists of a metal chamber 
containing a float to which is 
attached a rod with a white 
ball which indicates amount 
of oil in can. Easily installed. 
Sold by dealers everywhere, 
or prepaid on receipt of price 
Apco Mfg. Co. - Providence 



GENUINE 

Hildebrandt Spinners 

Fish Catchers for 20 years. 

Tour customers want the genuine. A site, shape or 
finish for any game fish. Send for catalog. 

THE JOHN J. HILDEBRANDT 00„ 
Logansport, Indiana. 


Nationally known tire concern, thanks 
to certain fortunate drcumstanoes, is able 
to take on the manufacture of a special 
brand tire with any tread design desi r ed. 

Fo further particulars address 

RUBBER CORPORATION OF AMERICA 

240 West 65th St., New York 


KNOWLBON SPRING SPREADERS 



Easy to op era te. Fits any spring. All dealers, or ssnt prepaid 
Spring Leaf UMentnr Co^ 1008 Forest San Arbor, MM. 


Our 18" (S6X) eombln.tion ^‘ch.^Ext.n.ioa * Ut0 ” P,ir "* ” 

Mr. Dealer: 

Here Is a Big Money Maker!! 

A Line of Guaranteed Tools that has already been introduced direct. Nationally advertised. 

Millions of users waiting for them. Help us to reach this vast virgin field. 

Magnificent Display Boards, holding the Tools, are furnished free of charge. 

Order through your Jobber or Direct 
Write for Proposition 

ALERT TOOL CO. 237-241 North 6th Street Philadelphia, Pa. 



THE ONLY VALVE GRINDER THAT 
DOES GRIND VALVES PROPERLY AND 
ON AN ABSOLUTELY CORRECT PRIN¬ 
CIPAL. 

PROPERLY BALANCED AND GEARED. 
USER CANNOT RING VALVES OR WEAR 
STEMS. 

ITS BALL BEARING RELIEVES USER 
OF ALL STRAINS. 

EIGHT YEARS ON THE MARKET IS 
PROOF OF ITS SUPERIORITY. 


UNIVERSAL EQUIPMENT & SUPPLY GO. 
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WHY PILOT TOOLS 
jfARE EASY TO SELL 

Take Calipers, For Instance— 

There are but two kinds of Calipers—good and 
bad. There’s no happy medium, because an 
instrument of any kind must either be accurate 
or else it is good for nothing. Having these 
facts in mind, we started out to produce a very 
low-priced Caliper, yet designed for fine work 
where accuracy is necessary—and in our pur¬ 
pose we have been eminently successful. 

Pilot Calipers and Dividers sell to the trade 
below the cost of any other line irrespective of 
quality and they can therefore be sold to the 
consumer at the same price that he would have 
to pay for “junk.” 

To you who have been in the trade for years 
this statement of price may seem too good to 
be true, so we ask you to prove for yourself 
our every word. You can do this by sending 
your order today for a sample lot and then 
see how easy it is to sell Pilot Calipers and 
Dividers. 


Please order through your jobber. 

CONSOLIDATED TOOL WORKS, Inc. 



AND DIVIDERS 


883—Dividers 


733—Inside 


793—Outside 
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Price Plays an Important Part j 


IN THE SALE OF THE 


$ | 50 OVRPqNA $ 

■Each ... M 


Fire Extinguisher 


.50 


Each 


Fire extinguisher profits are 
governed by fire extinguisher 
sales. 

In order to profit by the great¬ 
est number of sales, you must 
sell to the greatest number of 
people. 

Not only will more people buy 
Carbona Fire Extinguishers at 
$1.50 than those selling at higher 
prices, but they will buy more ex¬ 
tinguishers. 

The average family can afford 
to buy a Carbona Fire Extin¬ 
guisher for each room in the 
house and one for the garage. 



You will sell half-a-dozen or 
more Carbona Fire Extinguish¬ 
ers to one of the higher price kind PRICE 

and make more money on the ^ 

sale. At the same time you have * 


the satisfaction of knowing that 
you are selling your customer six 
times the protection. 

We come out boldly with a 
$1000 guarantee which shows 
where we stand in selling Carbo¬ 
na Fire Extinguishers. 

Now read over the Carbona 
guarantee and remember t.hiR —it 
plainly states: “Putting out 
fires.” Not simply putting out 
“a fire” or “some fire,” but any 
kind of a fire—paint, oil, varnish, 
naptha, benzine, gasoline and all 
other fires included. 

Equip your own store. It won’t 
cost much, but it will mean real 
fire protection and sure sales 
from the day you install and dis¬ 
play them. 

Seeing is buying—if it’s a Car¬ 
bona Fire Extinguisher. 


WHITE YOUR JOBBER—HE WILL SUPPLY YOU 

Carbona Products Company 

302-304 West 26th Street 

NEW YORK CITY 

Also Makers of Carbona Cleaning Fluid 
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KYANIZE SALES CONFERENCE BREAKS 
RECORD 


TAKES THE GRIND OUT OF VALVE 
GRINDING 


The recent annual convention of the salesmen, man¬ 
agers and department heads of the Boston Varnish Go. 
fairly bristled with new* ideas and was the best at¬ 
tended, as well as the most inspiring ever held by 
Kyanize forces. 

There was the usual advantage of comparing points 
of view from all parts of the country, relating experi¬ 
ences and sales methods that had proved successful, 
and discussing plans for the future. 

One of the most promising and interesting projects 
is the new advertising program, which calls for more 
aggressive and far reaching magazine and trade paper 
announcements than ever before in the history of the 
Boston Varnish Co. These will be backed by a much 
more formidable array of dealer helps in the form of 
window displays, cut-outs, signs and mail campaigns. 

As a testimonial to their appreciation for the work 
of the advertising department, the salesmen gave a 
beautiful sterling silver tea service of five pieces with 
a tray to C. A. Dana Redmond, the advertising manager. 

One of the features of the convention was the fact 
that Kyanize jobbers were invited to visit the sales 
convention and learn with the salesmen the plans of 
the company: 


MANAGES PITTSBURGH WIRE FENCE 

H. F. Hanks is the new manager of the wire fence 
department of the Pittsburgh Steel Company, Pitts¬ 
burgh, Pa., succeeding H. J. Miller, who was recently 
appointed secretary. 

Mr. Hanks has been connected with the Pittsburgh 
Steel Company since 1910. For several years he repre¬ 
sented the company as salesman in southern states and 
on the Pacific Coast. He spent two years in the coun¬ 
try’s service and until recently has been calling upon 
the jobbing and manufacturing trade, with headquarters 
at the Chicago office. 

Mr. Hanks is one of the most thoroughly experi¬ 
enced wire fencing men of the country and the Pitts¬ 
burgh Steel Company is fortunate in having him avail¬ 
able for tnis work. 


PROMOTION WORK THAT PROMOTES 

The Winchester Repeating Arms Company is pro¬ 
moting trapshooting, rifle shooting and fishing through 
bulletins once a month. The Rifle Club Bulletin comes 
out the first of each month; the Trapshooting Bulletin 
the 10th of the month, and the Tournament Casting 
Club Bulletin the 20th of the month, so that a bulletin 
comes out every ten days. 

These bulletins are four page affairs, tastefully 
prepared, and are full of news. There is no advertising 
propaganda in the bulletins. They are sent to outdoor 
associations, country clubs, j'portsmen’s headquarters, 
etc., and will be gladly sent to any dealer or customer. 


The 14 Just Simplicity Valve Grinder” comes to the 
automotive equipment merchant as a valve tool to 
conquer obstacles that have stood in the way of the 
car owner and the auto mechanic. Simplicity valve 
tools are manufactured by the Universal Equipment & 
Supply Company at Syracuse, New York, specialists on 
valve tools, who have made a thorough study of the 
subject so that the most perfect results and satisfaction 
have been secured. 

It is the claim of the manufacturers that the Sim¬ 
plicity Grinder is the only single gear, direct-drive, 
ball-bearing valve grinder made. In principle it depends 
for rotation on pump action of the handle, which is 
transmitted to the shaft and adjustable spanner by a 
simple bevel gear with ball-bearings. It is also the 
claim of the manufacturers that it Is the only grinder 
adaptable to all automotive engine valves. With it 
the operator can 1 * feel the work” and it can be ad¬ 
justed to any size cylinder. 

Merchants who want a good valve grinder, or who 
have trouble with the vaive grinder they have hitherto 
met, will do well to communicate with the Universal 
Equipment & Supply Company at Syracuse, New York, 
if their jobber cannot supply them. The tool sells for 
$2.50 retail in the East and $2.60 in the West. 


PULL-U-OUT IS ALL AROUND LIFE SAVER 

The Pull-U-Out winding drum, manufactured by the 
Pull-U-Out Products Co., 727 Clark Ave., St. Louis, 
Missouri, is an automobile accessory whose uses do 
not stop with the motorist. The manufacturer calls 
this handy windlass “a little thing with a big pull,” 
because with otlnr blocks, by its mechanical advantage 
it allows the motorist the use of strong power without 
heavy tackle or machinery. 

The Pull-U-Out Winding Drum may be secured 
equipped with 40 feet of steel cable and chain, or it 
may be attached to a portable crane, which weighs only 
300 pounds, and yet will lift 2000 pounds. Its uses are 
not confined to the motorist. It has hundreds of op¬ 
portunities for service on the farm, and is also widely 
used by mine and telephone companies and machine 
shops in lifting or pulling any heavy loads. The block 
weighs only 28 pounds. 

In the West the Pull-U-Out Mfg. Co. is represented 
by the Louis J. Ziesel Co., with headquarters at 853 
Walker Ave., Oakland, California. Mr. Ziesel also rep¬ 
resents other lines of automobile accessory manufactur¬ 
ers and covers the entire territory west of Denver. 


P. H. Krehbiel has opened an up-to-date hardware 
and implement store at Cutler, California, near Fresno, 
and in a rapidly growing section. 


Charles Rudolph has purchased the hardware depart¬ 
ment of his brother Arthur Rudolph’s store at Lompoc, 
California, and henceforth will specialize on this de¬ 
partment under his own name. 
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NOTABLE DISSTON ADVERTISING 

The extent and the intelligent placing of the adver¬ 
tising of Henry Disston & Sons of Philadelphia has 
been remarkable to the hardware and tool trade and to 
the advertising fraternity throughout the U. S. for the 
past two years. 

Merchants are beginning to realize that the charac¬ 
ter of the advertising of the manufacturers whose goods 
they are selling is an important factor in handling the 
line of goods. All things being equal, the tool that is 
nationally advertised and advertised intelligently to 
potential buyers and to those who will be influenced by 
the advertising, that tool will be the desirable one to 
handle. 

In an interesting article in a recent issue of ‘* Print¬ 
ers Ink 7 ’ Boland Cole describes the Disston campaign 
and remarks on its extent. It has been their ii tention 
to appeal to two classes of buyers, the man who needs 
saws in his business and the man who uses them per¬ 
sonally or in an individual capacity. 

Before any popular or consumer advertising was 
attempted, the campaign aimed to reach the dealers 
with three objects in view—making new dealer connec¬ 
tions, making better dealers, and informing the dealers 
as to the value and extent of the advertising campaign. 

Different classes of buyers were taken in order* 
First, the professional user, the carpenter and mechanic, 
manufacturer and saw mill man. Then came classes of 
possible saw users as individuals, such as the farmer, 
the American boy, and finally the handy man about the 
house, which of course includes some millions of house¬ 
holders throughout the United States. 

Through advertising in class or trade papers, farm 
papers, boys’ magazines and finally in national maga¬ 
zines with a general circulation, all of these classes of 
buyers have been reached, so that Henry Disston Co. 
and Disston Saws have been brought forcibly to the 
attention of millions of buyers, who are referred to the 
Disston dealer for their purchases. 


NEW MARBLE ARMS CATALOGUE 

The Marble Arms & Manufacturing Co. of Gladstone, 
Mich., have just issued a trade catalog of their sixty 
sportsmen’s specialties. The Marble line includes 
safety pocket and camp axes, hunting and fish knives, 
gun sights and cleaning implements, compasses, fish 
gaff, waterproof matchbox, auxiliary cartridges, shell 
extractors and nitro-solvent oil. 


STANLEY DEALERS’ STOCK BOOK 

Manufacturers now-a-days realize that their sales 
efforts can sometimes be devoted to larger ends than 
simply selling their own products to merchants. 

Often suggested aids and devices of general benefit 
to the trade will reflect inestimable benefit on the 
manufacturer who puts them into use. The Stanley 
Works, New Britain, Conn., has just issued for tht 
benefit of the trade a Dealers’ Stock Book, giving the 
class number, finish, size and. quantity on hand at a 
certain date and the quantity ordered at a certain date, 
for the most important items in stock. 

The book is arranged clearly so that the dealer 
may have all this information readily at hand. Mer¬ 
chants, of course, know the importance of being able 
to put their hands immediately on each item in their 
stock and any orders that are still undelivered. 

Those customers of the Stanley Works who already 
have the book have found it of immense benefit to 
them, and those of our readers who have not yet re¬ 
ceived it and are interested should apply for a copy to 
the Stanley Works direct. 


The Barrett-Hicks Hardware Company at Fresno, 
California, recently suffered fire loss estimated at 
$3000 as a result of what seems to have been spon¬ 
taneous combustion in goods stored in the basement. 



UNITED AUTO SUPPLY CO. 


UNITED AUTO SUPPLY CO. 

Jobbers and Factory Distributors 

Aetomobile Accessories 

711-715 MISSION STREET, SAN FRANCISCO 

Send for Our Latest Complete Accessory Catalogue 


Will 


711 • AUTOMOBILE EQUIPMENT • 715 






W. E. & W. H. JACKSON 

865 MISSION STREET 
SAN FRANCISCO 
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Wholesale 

Distributors 

BICYCLES 

0 

TIRES 
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KYANIZE AIRPLANE A MODERN PAUL 
REVERE 

There is a pleasant mixing of classical old colonial 
history with modern business enterprise in the recent 
chartering of an airplane by the Boston Varnish Co. 
for deliveries up through Massachusetts from the fac¬ 
tory at Boston. Paul Revere in ’75 summoned the min¬ 
ute men to war. The Kyanize Plane summoned all “up 
to the minute” hardware dealers to the possibilities of 
heralding Kyanize products to the skies. There was, 
of course, a two-fold object in the use of the airplane. 
As an advertising and publicity stunt it very naturally 
attracted wide attention. 

Merchants in such towns as Fitchburg, Leominster. 
Gardner, Greenfield and Springfield were advised in 
advance that the deliveries would be made and they 
advertised the fact in their local papers, and announced 
the impending visit through their store displays. 

We are reproducing one merchant’s announcement 
in a local paper, as well as one of the tickets for a 
free airplane flight, which were distributed by the 
aviators in the various towns at the time the plane was 
calling. 

Aside from the advertising value of the plan there 
was a real business advantage to be gained in over¬ 
coming the general railroad transportation difficulties. 
Some of the merchants in the outlying territory had 
been for weeks without promised deliveries^ So the 
Boston Varnish Co. decided that these deliveries would 
be made by air. 

Although the use of airplanes is becoming fairly 
frequent in the field of commerce, nevertheless the 
completeness of the plan and the thoroughness of detail 
with which the Boston Varnish Co.’s flights were 
carried out justify a description a little more in detail. 

The plane was painted a bright blue color with the 
Kyanize trade mark emblazoned in white on the bot¬ 
tom wing and on the sides of the fuselage so that it 
quickly became known as the “Kyanize Blue Bird.” 
The plane delivered the varnish and then remained in 
each city a full day, making flights over the house 
tops and dropping out circulars featuring a free “Can 
and Brush” offer. 

The aviators also dropped several coupons which 
would entitle the finders to a free flight in the plane. 
This proved a very successful and interesting feature 
and in Fitchburg and Greenfield many of the most 
prominent citizens took flights in the Kyanize Blue 
Bird. 

Dealers heralded the coming of the plane well in 
advance. The newspapers published articles regarding 
it, and thus no end of interest was created well before 


the blane arrived. The entire conception and execution 
of the airplane delivery of varnish is typical both of 
the enterprise of the Boston Varnish Co. and the active 
and worth while cooperation it always extends to its 
dealers. 

Every one of the Massachusetts dealers reported 
after the campaign that their sales on varnish had in 
creased, and that their general sales had been noticeably 
benefited by the advertising value which the flights 
gave to them. 




Kyanize 

BLUE BIRD 
is Here 

TO-DAY 

Silver Street 

Watch for the Free Ride and the 
$5.00 in Gold Coupon 

Bring all the Red Numbered Flyers 
to Our Store 

The Winner of the $5:00 in Gold 
will be advertised later 

J. B. CHEVALIER & SONS 

44-46 Bank Row Tel, 824 
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The WISE motorist 
will always keep his 
car in good condtion. 

Nearly every customer that 
comes into your store for a car 
part or accessory is a prospect 
for one of the BEATS-ALL 
Products. 

It is easy to sell any of these 
products when you explain to 
your trade that the original 
Stormproof qualities and Fac¬ 
tory Durability can be restored 
by using any of these car 
ECONOMIES. 

BEATS-ALL Top Dressings 
for Mohair, Pantasote and Imi¬ 
tation of Leather are the only 
Top Dressings which have in¬ 
corporated LIQUID RUBBER 
into the base. That is why they 
are sold on a guarantee to 
WEATHERPROOF and RE¬ 
RUBBERIZE the fabric. 

i? 

If your jobber cannot supply 
you, write direct to these 
branch representatives: 

CHARLES A. DOWD SALES 00. 
320 Market Street 
San Francisco, CaL 

THE RUBBER SALES 00. 

53 West Jackson Bird. 
Chicago, Ill. 

CURRIE BROTHERS 
511 Grand Building 
Atlanta, Ga. 

For a Catalogue and Discounts 






Every Can Contains Lasting 
Protection for the Car Owner 




l #UURTOPDRESS* 




Mohair Top Dressing 
Will give the shabby, 
leaky weather-beaten top 
that new appearanace and 
factory durability. It 
re-dyes and re-rubbe rises 
making the fabric storm¬ 
proof, leaving the top 
soft and pliable. 

Pints, 85c; quarts, $1.50 


Re-Ezra Upholstery 
Dressing 


The Upholstery which 
has become worn and 
shabby can be made to 
look as good as new by 
a coat of this dressing. 
Puts on a rich and elas¬ 
tic surface, retains the 
new pliability and af¬ 
fords a good durable 
wearing finish. Dries in 
15 minutes. 

Pints, 85c; quarts, $1.50 


Dnb lining Dye 

It re-dyes and re-finishes 
the inside lining a fast 
light color, giving it that 
fresh and new appear¬ 
ance. Covers all stains 
and discolorations. 

Pints, $1.85; qts„ $2.50 


Dull-Lao Top Dressing 
For all Leather and Pan¬ 
tasote tops — weather¬ 
proofs and re-rubberizes 
—softens and preserves 
the material, giving it 
that rich egg shell non¬ 
gloss finish. 

Pints, 85c; quarts, $1.50 


MANUFACTURED B7 

Auto 

Specialties 
Mfg. Co. 

Incorporated 

40 Elm Street, 
Buffalo, N. Y. 


Knn-Lae FORD Top 
Dressing 

A coat of Knu-Lae ap¬ 
plied to any FORD, Rub¬ 
ber o r Imitation o f 
Leather Top will posi¬ 
tively waterproof and re- 
rubberize it. Gives it 
that original pliability 
and wearing quality— 
produces a rich gloss 
black durable finish. 

Pints, 75c; quarts, $1.85 


Factory 

Repreeentativee 

Wanted 

*8 
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Free Airplane Flight 

Th« Hold«T of this can) will bo gir*n 
a Frt Flight (at hi* own risk) m tbo 

* %ajKinize Blue Bird” 

AIRPLANE 

Stmib tfcfc *»r4 t* 

*•“. . I»20 

•at >r ww> H to Um Pitot *f tki ^Iim. S»j.“ I «ut aj PMS IHfirt.* 


It occurs to us that airplane deliveries could well 
be made by any jobber or sales representative through¬ 
out the West, arranging with nearby dealers to adver¬ 
tise the proceeding in advance, featuring the local 
merchant as well as the product, thus cooperating for 
the benefit of both and securing real results. 

A WRENCH MADE TO ORDER 

The Barcalo Manufacturing 
Company has been known for 
more than twenty-five years as 
manufacturers of metal products, 
including metal beds and wrenches. 
Three years ago, the company be¬ 
gan to develop a 22^ degree an¬ 
gle open and adjustable wrench. 

Their trade reputation and the 
ability within their organization 
promised a wrench that would 
meet the most exacting demands 
of the hardware and accessory 
trade. The engineers had in¬ 
structions to turn out a design 
equal to any on the market, and to 
leave nothing undone in the mat¬ 
ter of quality. 

A special analysis steel gave 
exceptional hardness and tough¬ 
ness. All working parts were so 
refined that they would be abso¬ 
lutely dependable, so that all parts 
would w r ork smoothly, no matter 
how difficult the position in 
which the user might find himself. 
A study in heat treatment got 
the exact degree of toughness and 
hardness in the finished wrench. 
They determined to put a finish 
on the wrench that would be an 
index to its quality. 

The result of all these efforts 
is the “Barcalo Model N 
Wrench. M It is the equal of any 
wrench in the market. Every 
user is proud of the “Barcalo 
Wrench. “ The severest tests have 
been put on the wrench and it has 
stood up admirably, under all circumstances. 

The Barcalo Model N Wrench, as well as their other 
wrenches and Barcalo Combination Pliers, are sold to 
hardware, accessory and kindred jobbers. The Barcalo 
line is in the stock of very nearly every western jobber 
at the present time. 

Western sales for the Barcalo Mfg. Co. are handled 
by A. C. Riddel, Higgins Bldg., Los Angeles, and Earl 
Jones, with headquarters at 3000 Grove St., Berkeley, 
California. 


The Haskins Mooney Co. has been incorporated at 
Gallipolis, Ohio, with a capital stock of $12,000. The 
incorporators are B. V. Mooney, J. 9. Haskins, F. A. 
Haskins and G. Mooney. 




RECALLS THE DAYS OF ’49 


George A. Legg, president of the Alpha Hardware 
and Supply Company at Grass Valley and Nevada City, 
California, has just retired from active management of 
the business after 32 years. 

Not that Mr. Legg is in any respect inactive, for 
he is one of the keenest, most wide-awake merchants 
of the West, and the development of the Alpha stores 
and their steady growth have been a tribute to his 
active study of the hardware business. Mr. Legg is 
one of those rare men who is wise enough to realize 
that others may do the more active work while he 
enjoys the luxury and the fine things of life which his 
hard work has earned for him. 

The history of the Alpha Company dates back to 
the gold rush of *49, when Mr. Legg’s father was 
among the pioneers, arriving at Sacramento in the 
spring of 1850. He settled first at Omega, one of 
the early mining camps. Contrary to the rules of the 
Greek alphabet, the town of Alpha was a near neighbor 
of the town of Omega, and when it came to establishing 
a hardware business, Mr. Legg and his partner, George 
Shaw rather selected the first letter of the alphabet 
than the last. 

The business was moved to Nevada Citjr in 1870, 
and in 1888 Mr. Legg, Jr., took over the business when 
he graduated from high school. About fifteen years 
ago, the business in Nevada City was combined with 
Brady and Cassidy at Grass Valley, forming the Alpha 
Hardware & Supply Company. 

The new Nevada City store which we picture here¬ 
with, was built three years ago. The company now 
operates stores at Nevada City, Grass Valley and Alle¬ 
ghany. There are over forty employes on the pay rolL 
The present management is divided between J. J. 
Cassidy, J. A. Curonow and H. G. Rowe. Mr. Legg 
still retains an interest in the business and will divide 
his time between Nevada City and the region of San 
Francisco Bay. 


“HOW TO SELL A SAW” 

A book of value and interest has just been published 
by E. C. Atkins & Co. on “How to Sell a Saw.” It is 
devoted entirely to the one subject, although practically 
all of the material can be applied to the general line of 
hardware. 

The book is attractive, suitable for library use if 
desired for that purpose. It has a Castillian cover 
embossed in gold, is easy, interesting reading and has 
plenty of illustrations. Any retail dealer or jobber 
who is interested in increasing his sales is leaving a 
large stone unturned in his endeavors when he does 
not have one of these books to read and study. 
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CAPTAIN 0. T. WOODWARD 
President National Association Winchester Clubs 

WINCHESTER CLUB CONVENTIONS 

During the past month and for the coming two 
months state and district Winchester Clubs all over the 
United States are holding their first annual conventions. 

Interest at the far western conventions last month 
centered in the full line of sample items of the new 
Winchester tool line, which were shown to the dealers 
for the first time. Included were: Flash lights, fishing 
poles, skates, axes, hammers, screw drivers, bits, saws, 
planes, and general tools. The entire Winchester line 
when in production will include 3600 separate items. 

Secretary W. J. T. Stockley, of the National Asso¬ 
ciation of Winchester Clubs, was in general charge of- 
each state convention. Other Winchester officials who 
attended the state conventions include: A. C. Moline, 
Service Department; J. D. Stevenson, Products De¬ 
partment; President C. T. Woodward, former president 
of the National Hardware Dealers Association, and Sales 
Engineer W. E. Freeland. 

very naturally while in the West C. T. Knight had 
general charge of the Western conventions and accom¬ 
panied the party during September. 

Following is a complete schedule of the meetings: 
Mountain States, August 31 and September 1; Southern 
California and Arizona, September 7 and 8; Northern 
California, September 14 and 15; Washington and Ore¬ 
gon, September 21 and 22; Minnesota, North Dakota 
and South Dakota,, September 28 and 29; Iowa, October 
1 and 2; Wisconsin, October 4 and 5; Illinois, October 
7 and 8; Indiana, October 11 and 12; Michigan, October 
14 and 15; Ohio, October 18 and 19; Pittsburgh, October 
21 and 22; Philadelphia, October 25 and 26; Kentucky, 
October 28 and 29; North and South Carolina, Novem¬ 
ber 2 and 3; New England, November 9 and 10. 


Arthur C. Lake, who has for ten years been with C. 
H. Bice & Brother, 1502 E. 57th Street, Chicago, has 
recently purchased the hardware store of Rothrock & 
8teele, 1218 E. 63rd Street, Chicago. He was out of the 
nardware line for a year as secretary and treasurer of 
Kraus Brothers-Loewy Co., the largest cleaners and 
dyers in the city, but the hardware trade called him so 
strongly he had to return to it. 


Walsh & Reed of Moorpark, California, have enjoyed 
a constant growth in their business, until now they have 
been forced to make alterations and enlargements to 
take care of the increased trade. 



DON'T FORGET 

Acme Freezers 

SELL WELL IN 
OCTOBER 

MADE BY 

RITTER CAN A 

SPECIALTY CO. 

Philadelphia, Pa. 

Factory Selling Agents 
BBH ft OO. 

106 Franklin 8t., New York 



POURING LEAD JOINTS 
IS A “CINCH” IF 
YOU USE 

THE 

WILKINS 

RUNNER 

Ask your jobber 
or write 

Geo. H. 

Wilkins Co. 

CHICAGO 


Pat 


May 15 


1917 


Wilkins Lead Joint Runner 


SPRAKE SALES 00., INC., Representatives 
822 Higgins Bldg., Los Angeles 
Branches: San Francisco, Portland 


Kleen-a-Pipe in Two Minutes 

Demanded by 
every housewife 
because it works 
instantly. N o 
mixing. No de¬ 
lay. Just shake 
the fine powder 
into the drain 
pipe and turn 
on the faucet. 

Removes 
wood, paper, 
cloth, grease, 
etc.,without fear of injury to the plumbing. 

Don’t call the plumber. Keep a handy can 
ready for instant use. Positively prevents stop¬ 
page if used frequently. It cleans, protects and 
disinfects. 

Yonr jobber sells Kleen-a-Plpe. Home 
slse cans, $1.00. Packed 2 dozen to the 
case, $14.40. Drop shipments in 6 case 
lots, $13.40 each. Freight prepaid. 

Order a Cose Today 

CEDAR-SWEEP COMPANY 

416 Harriet St. San Francisco 
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NEW CATALOG COVERS MIRRO LINE 

A splendid index to the quality of the Mirro line 
is the new Mirro catalog just off the press. It is dis¬ 
tinctly high grade, beautifully printed and illustrated, 
and of a size convenient to handle. 

Mirro Aluminum is the most recently developed 

S roduct of the many manufactured by the Aluminum 
toods Manufacturing Company, Manitowoc, Wisconsin. 
This company, while one of the pioneers in the alumi¬ 
num goods industry, did not launch the Mirro line until 
1917. 

Backed by heavy and conspicuous advertising, Mirro 
utensils were an instant success, and are now handled 
by leading dealers everywhere. 

Since the war, five new additions have been added 
to the Aluminum Qoods Manufacturing Company’s 
plants. These additions are assisting very considerably 
in bringing up production and meeting the enormous 
demand which has been created for Mirro ware. 

ANNUAL PICNIC FOR EMPLOYES 

It is an annual event with the firm of E. G. Prior 
ft Co., hardware house at Victoria, B. C., to entertain 
its entire staff of employes at a big day’s outing and 
picnic. This year’s outing proved to be the biggest in 
the history of the firm when nearly fifty of the happy 
Prior family spent the day and evening in games, 
dancing and fun. 

A. E. Smith was chairman of the day and Secretary 
C. P. W. Schwengers acted as host and delivered an 
address to the employes on behalf of the firm. 

SAVAGE ARMS COMPLETE CATALOG 

New catalog No. 61, issued by the Savage Arms 
Corporation at Utica, New York, is in reality a complete 
manual and guide book for the owner and merchant of 
arms and ammunition. Since the purchase of the 
Stevens Arms Co. by the Savage Corporation, the size, 
importance and stability of the Savage Co. is so great 
that the new catalog is worthy of most serious con¬ 
sideration and interest by the trade. 

It is liberally illustrated, not only with plates of 
arms and ammunition, but of hunting scenes and dia¬ 
grams of the different pieces and the parts of them. 

Several pages of suggestions on the care and use 
of arms and the cleaning of rifles and pistols are added 
to make the catalog complete. It is a book that should 
be in the hands of every member of the trade. 

The Co-operative Auto Supply Company has just 
been formed at Denver, Colorado, with a capital stock 
of $100,000. The company will handle accessories, with 
branches at Colorado Springs and Bocky Ford. 


AMERICAN AMMUNITION AT OYLMPIC 
GAMES 

American marksmen maintained the reputation of 
the United States as a nation of shooters at the Olympic 
games recently held at Antwerp, Belgium, and no less 
important was the tribute which not only the American 
marksmen, but other of the competing marksmen, paid 
to American-made ammunition. . 

The Remington Arms. Co. reports that the big mili¬ 
tary team, which was allowed to select its own ammu¬ 
nition, shot with Remington Palma 180 grain .30 caliber 
Springfield cartridges. This was selected after an 
exhaustive government test last May. Others who used 
Remington ammunition were the pistol teams from the 
United States, as well as the pistol and revolver teams 
from Brazil and France. 

SIMONDS STEEL LABORATORY 
COMPLETED 

Following out special plans for general advancement 
in research work, the Simonds Manufacturing Company 
has just completed an addition 40x50 to its research 
laboratory connected with its steel mills at Lockport, 
N. Y. Additional equipment, consisting of a 300 to 500 
pound capacity special type electric melting furnaces, 
several electric heating furnaces and other tools ana 
equipment, has been installed with a view of greatly 
extending facilities for carrying on development and 
research work. New formulas and methods for making 
special steels will be worked out at the enlarged labora¬ 
tory under the direction of an expert metallurgical 
staff. 

DISSTON BRANCH AT SAN FRANCISCO 

An announcement of interest to the California trade 
and of significance to the entire West, is the news that 
Henry Disston & Sons will again have a branch office 
and warehouse at San Francisco. 

Although Disston saws formerly had a permanent 
home at San Francisco, the branch was discontinued 
some time ago, and the entire West has been handled 
from the Seattle office. After a visit to the sales con¬ 
ference at the factory early in the fall, Western Mana¬ 
ger Jenkins returned by way of California and installed 
Lynn H. Minckler in charge of the new branch. The 
central location is at 144 Second Street. 

Successful Campaign on Hack Saws 

However, it does not take a permanent branch with 
an office force for Mr. Minckler to sell saws or reach 
his hundreds of friends in the trade. His most recent 
and most successful campaign has been on Disston 
Chromo hack saw blades for both hand and power use. 

The great saw makers produce a full line of all 
kinds and sizes of hack saws, and the volume of new 
business for these in the West has been remarkable. 
One of the largest sales is reported to have been made 
through Dunham, Carrigan & Hayden, who now carry 
a full stock in all assortments. 

THOSE WHO NEED NEEDLES 

Perhaps you are one of the hundreds of merchants 
who are going to experience a rush demand for sack 
needles in connection with the fall harvest. In case of 
a shortage in your stock or a difficulty in obtaining 
prompt shipments it is comforting to know that a fuS 
line of sack needles is manufactured in the West. 

Barr Bros. Company of Oakland, California, have 
manufactured needles and cutlery since 1873, and an¬ 
nounce a full line of needles of all kinds and all sizes, 
including sacking, bagging, sail and baling needles. 
Every needle is warranted by the company. The sales 
department of Barr. Bros. Company has recently been 
reorganized and is under the direction of Fred H. 
Poss. Connections have been made with Hughson ft 
Merton. Inc., at San Francisco, New York and Chicago, 
to handle the sales. 
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MAGNETIC CLOTH 

The Most Complete Domestic Help Device Known 

It instantly removes Grease, Burned Foods and all dirts from all 
kitchen ware. ALSO cleans Vegetables, New Potatoes, Sweet Potatoes, 
Carrots, Parsnips and such like. ALSO Tile work, Marble or Brown 
Stone Steps and many other things too numerous to mention. ALSO 
is used extensively for cleaning stained and greasy hands, for instance in 
machine shops, garages, etc. 



fhlM£J7<i 
Cloth 


These are the days of 
progress and efficiency. 
The woman in the 
kitchen is no longer sat¬ 
isfied with the old-fash¬ 
ioned, back-aching 
methods of cleaning 
greasy pots and pans; 
MAGNETIC CLOTH is 
now the active house¬ 
maid that saves time 
and labor and conserves 
sweetness of disposi¬ 
tion. The kitchen sink 
of the modern house¬ 
wife is no longer com¬ 
plete without a MAG¬ 
NETIC CLOTH hang¬ 
ing on a hook. 


The MAGNETIC CLOTH is as pliable 
as cloth, entirely as efficient as the best 
abrasive. Made to slip on the hand like 
a mitten. After using, rinse in warm 
water and hang up by the loop, to dry. 


As a magic wonder this MAGNETIC 
CLOTH is demanded everywhere; its 
market is wide and insistent and it is a 
logical, inevitable profit-maker for the 
merchant who reads and heeds the mind 
of his trade. 


Retails for 10 Cents 



Retails for 10 Cents 


Send us your jobber’s name if he can’t supply you with a trial gross. Packed in two 
dozen attractive cartons for show case display. 

MANUFACTURED BT 

JOHN W. GOTTSCHALK MFG. CO. 

LEHIGH AVE. AND MASCHEB ST. P Hn.AnBT.PHIA, PA. 

MCDONALD A LTNTORTH, Pacific Coast Representatives, 739 Call Building, San Francisco 
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THE PLUMBER’S OPPORTUNITY 

Only about two and one half million homes 
in the United States have heating. It means 
that to figure the available work alone would 
take about ten and one-half years. And to 
install it the journeymen would labor close to 
28 years. 

There are 46,300 hardware stores in the 
United States with one-twelfth of one per cent 
properly plumbed. 

There are 48,360 drug stores in the U. S. 
with less than two per cent properly plumbed. 

There are 38,069 cigar stores in the United 
States of which 32,000 have no plumbing at all. 

Over 36,000 confectioneries are more than 
85 per cent inadequately plumbed. 

Of 15,000 schools in the United States, over 
32 per cent are not plumbed. 

Of 7,500 hospitals, 1,500 are properly 
plumbed. 

It would take from 3,000 to 4,000 years to * 
do all the work at present available. 

With 23,500,000 homes in the United States 
less than five million have any plumbing at all. 


THE CAPTAIN OF MY SOUL 

Out of the night that covers me, 

Black as the pit frofti pole to pole. 

I thank whatever gods may be 
For my unconquerable soul. 

In the fell clutch of circumstance 
I have not winced nor cried aloud. 

Under the bludgeonings of chance 
My head is bloody, but unbow’d. 

Beyond this place of wrath and tears 
Looms but the Horror of the shade. 

And yet the menace of the years 
Finds and shall find me unafraid. 

It matters not how strait the gate, 

How charged with punishments the scroll, 

I am the master of my fate: 

I am the captain of my soul. 

—William Ernest Henly. 


Work is the richest of all gold mines. It 
yields infinitely more than money when tack¬ 
led in the right spirit. 


HOME AS A CHARACTER BUILDER 

The happiest family in the world is the 
family that finds its happiness in the home. All 
altruism has its origin in the home; for it is 
there that cooperation and self denial are com¬ 
bined to promote the common welfare of the 
group. 

The best investment that any father and 
mother can make is that involved in making 
their home comfortable and attractive. This 
does not necessarily mean that the home shall 
be elaborate and expensive in construction; 
rather it means that it shall be suited to the 
needs of the family and designed to cement the 
bonds of sympathy and understanding among 
its members. 

A good illustration of what is meant by 
meeting the needs of the family is afforded by 
an anecdote of Roosevelt related by his sister 
Mrs. Douglas Robinson. When a child, as is well 
known, Theodore was afflicted with asthma. 
His father built an upper porch into which he 
put gymnastic equipment; then he said to his 
son, “You have the brains but not the body; 
now get the body.” “And,” his sister added, 
“he did.” How many parents who are now re¬ 
gretting that their children have left home can 
attribute their leaving to so simple a thing as 
neglecting to provide them with some of the 
means of entertainment that children crave 1 

No parent ever ought to forget for a moment 
that it is in the home that character is built; 
and if parents wish to have a hand in the build¬ 
ing of their children’s character they must pro¬ 
vide the right sort of workshop—a home. Sure¬ 
ly it is the cheapest imaginable protection 
against dissatisfaction and disappointment in 
later life. A good home in which children will 
be glad to stay, in which they are free to enter¬ 
tain their friends and where they find a sympa¬ 
thetic companionship is a kind of insurance that 
comes pretty near to making happiness in old 
age secure. 


Let us cooperate for greater production and 
increased prosperity, and let the fellow who is 
weak enough to cut prices at the expense of 
quality go to it. 
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The M. L. Kline Co. 

WHOT.RHAT.TiH8 

PLUMBING, HEATING. MTT.T. 
and STEAM SUPPLIES 

EXCLUSIVE AGENTS FOB 

DURABLA PRODUCTS— 

Valve Discs 
Rod Packing 
Sheet Packing 
Union Gaskets 
High Pressure 
Gauge Glasses 

DURABLA denotes QU ALI TY 

SOLD ON A SERVICE BASIS 
84-86-87-89 Front St., Portland, Ora. 


Would you appreciate a dependable, 
positive and long-lived Forcing Pump ? 

C m . 





No. 5001 

With Clean&ble Valve 
Ask jour Jobber or write ua direct 

O. W. B. CORNELIUS CO, INC. 
Manufacturers of 
Plumbing Specialties 
209-211 Tehama St, San Francisco 


fljga- "»TRI MO 


Trlmo Pipe Wrench 
in steel or wood handle. 


Trlmo Pipe Cutter 
one or three wheel 



WITH FLAT-LINK OR CABLE CHAIN 


Trlmo Chain Wrench 
Eight sizes, take pipe to 15 M 



Trlmo Nut Wrench 
steel handle only 


stands for good tools made by the Trimont 
Mfg. Co., which are the following: 

The Trimo Pipe Wrench 
The Trimo Chain Pipe Wrench 
The Trimo Monkey Wrench 
The Trimo Pipe Cutter ( Hand) 

The four good points that make the 
Trimo Pipe Wrench superior are the 
Spiral Spring, always in place, the Steel 
Frame, that will not break, the Nut 
Guards that protect adjustment nut—and 
the Inserted Jaw in handle, that can be 
replaced when worn. Save time and 
money and buy Trimo tools, made by 

TRIMONT MFG. COMPANY 

ROXBURY (BOSTON). MASS. 
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When Prices Will Come Down 

(By Harry G. Nye) 


I hope I am not a bull, 
not even in conversation. 
But I am a bull, as far as 
the market, and the United 
States, and future demand, 
and the immediate outlook, 
and the distant outlook, are 
concerned. 

When will prices come 
down? 

Not soon, and not much. 
I am not a professional 
optimist. You know there are optimists, and 
optimists. Some men are optimists because 
they can’t help it, and some men are optimists 
for revenue only—because it pays. 

And then there is the third, and I think the 
best, class of optimists. They are the fellows 
who are optimists because they have their ear 
to the ground, and their eye to the east, and 
their hand on the public pulse. 

That sounds like a difficult position for a 
man to be in, and keep his balance, but it is 
the only position a man ought to be in if he is 
going to preach optimism or pessimism. 

So I try to keep my ear to the ground, and 
my eye to the weather, and my hand as afore¬ 
said. I may be wrong, but at least give me 
credit for not basing my prediction on how I 
feel, but rather on what I see, or think I see. 

A man has got to get a bigger view than he 
can by looking at the pigeonholes of one rolltop 
desk. He must look over the desk, and out of 
the window, and across the country, to get the 
right look. 

That is the kind of a look I have been trying 
to take, and my opinion of the plumbing and 
steamfitting situation is that no one living today 
will see the time when prices will get back to 
pre-war basis. 

But some fellows say, “There is going to 
be an adjustment some time. When is it going 
to happen?” 

It isn’t going to happen—it has and it is. 

And, as far as we are concerned, it is 
adjusting upward instead of downward. 

There have been some reductions in silks 
and textiles and some other things—but that 
hasn’t made houses any more plentiful than 
they are, or stimulated industrial or domestic 
building any more than it is. 

A man can live without silk, and he can 
even get along with last season’s underclothes 
in a pinch. But the demand for houses, for 
offices, for shops, and for cars is too big to be 
affected by the collapse of Japanese credits. 

Some folks say there is bound to be some sort 
of slump, even a slump in building prices, and 
that lumber is a little off already. 


But suppose there is—a slump is going to 
help us instead of hurt us—because we are in a 
little different position from the manufacturer 
of silk shirts and pink pajamas. 

Demand in our line is large—but it is not 
nearly as large as it will be if there are some 
reductions in the cost of building labor and 
material. I don’t look for much in that line, 
but, if it comes, and the people who would like 
to build and are holding off on account of the 
cost, come into the market, I look for us to be 
twice as busy as we are. 

We are pretty well blessed with business as 
it is. In talking recently with the president of 
the largest tubing company in the world, he 
made the statement to me that, while he looked 
for a serious depression sometime, it would not 
affect him, because already he was practically 
sold through 1923. 

The same conditions exists with the big por¬ 
celain bath tub manufacturers. 

There never has been such a tremendous 
need for building and never such a tremendous 
necessity for extensions in all public utility 
corporations. 

For years there have been no repairs to any 
material extent on the railroads—and now the 
railroads are in the market and are sure of the 
fnoney. If you don’t think so, look at your next 
freight bill. 

I don’t say there are going to be any great 
reductions in basic building materials in the 
face of such demand—but I do say that, if they 
do come, it is going to help us rather than hurt 
us. 

I don’t say there are going to be any mate¬ 
rial reductions. There have been a lot of fel¬ 
lows sitting around now for several months 
waiting for things to come down—and they are 
getting blisters from doing it. 

If things come down a little they are going 
ahead—and I think they are about ready to go 
ahead any way. I think as soon as people be¬ 
come aware of the fact that prices are not going 
back to where they were before the war that 
we shall get a wave of prosperity such as we 
have never heard of. 

I am going right ahead with my business, 
believing that there is no chance of a slump. 

But, if it does come, it is going to be just 
enough to accelerate building. I think that is 
the position of our line—and it looks to me like 
a good position to be in. 

Douglas Bros, are the new proprietors of the former 
plumbing and equipment business of W. P. Goodrich 
at Enumclaw, Washington. 


D.R. Harvey, credit manager for the Smyth Plumbing 
and Heating Company, at Spokane, Washington, was a 
recent delegate to the convention of the National Asso¬ 
ciation of Credit Men, held at Detroit. 

Digitized by VjOOQ 1C 



HARDWARE WORLD—PLUMBING AND HEATING 


195 


“The Book of Bathrooms” 

Every year thousands of interested home builders write 
to us for “The Book of Bathrooms” and use it as a 
guide in picking out their plumbing fixtures. 

These requests for “The Book of Bathrooms” come 
from people who read the attractive advertisements 
which run in metropolitan newspapers every month. 

These advertisements circulate to over a million people. 

MOine m, 

PLUHBMO FIXTURES 

FOB SALE BT ALL JOBBEBS 

Main Office!: 67 Nnr Montgomery Street, San Francisco 

Factories: San Pablo and Richmond, California 
Branches: Portland, Los Angeles and Salt Lake City 


GENUINE 

ARMSTRONG STOCKS and DIES 


PIPE CUTTERS 
Malleable Iron Pipe Vises 

MANUFACTURED BT 

THE ARMSTRONG MFG. CO. 

270 Knowlton St. 

BBIDQBPOBT, CONN. 

New Tork Office: 248 Canal St. 




WATER SYSTEMS 

FULLER 
AND 

JOHNSON 
ENGINES 
STAR 

WINDMILLS 
AND 

HOOSIER 
PUMPS 

PACIFIC PUMP A SUPPLY CO. 

853 Folsom Street 
San Francisco, California 

Sole Distributors 
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WORKING UNDER “BACK PRESSURE” 

The other day I was over watching the 
engineers testing out the new engines. 

They put on an indicator card and so ad¬ 
justed the valves that the steam would enter 
each end of the cylinder at just the proper 
time, so that at no period would there be steam 
entering both the sides of the cylinder at the 
same time, creating what they called “back 
pressure.” 

In other words, it is the height of extrava¬ 
gance to waste steam by permitting it to exert 
its pressure against both sides of the piston 
head at the same ime. 

And then I got to thinking how this applied 
to the business in general and how many con¬ 
cerns failed entirely or made but little progress 
because they were constantly working under 
back pressure. 

Every time the force of the organization, 
which force, of course, costs the company a 
heap of money in salaries, expenses, etc., begins 
to work against itself, there is back pressure. 

Jealousy is back pressure. 

Gossip is back pressure. 

Lack of cooperation between departments is 
back pressure. 

Back pressure differs from friction inas¬ 
much as friction is the loss of power due to 
resistance from the natural forces of gravita¬ 
tion, adhesion, etc., which natural forces cost 
nothing to create. 

But back pressure is where you actually 
spend money to produce one force to work 
against another force which also costs money to 
create. 

If we could only get an indicator card upon 
the human forces and ascertain as easily as we 
do with the steam engine where back pressure 
exists; and, if when the back pressure is dis¬ 
covered, we could remedy the trouble by a 
little regulation of the valves, that would be 
some scientific management. 


SOME PLUMB MAXIMS 

To serve my customers, I must have an ade¬ 
quate supply of staple articles. 

To save myself, I must convert into cash any 
slow-moving items and surplus stock. 

Delivery is more important than price. I 
must not be tempted by bargains to buy any¬ 
thing I may not find readily saleable. 

It is better to pay the price for what I need 
when I need it, than to place future shipment 
orders unless it is necessary to get delivery. 

I should sell whatever I buy for a fair profit 
over the cost of doing business. I must not 
allow myself to be misled by the clamor for 
lower prices into sacrificing a fair profit for 
myself or into failing to stock articles which are 
actually selling. 


MANUFACTURERS MONTHS BEHIND 

Editor HARDWARE AND PLUMBING WORLD: 

We have had advances in enamelware, pottery and 
a contemplated advance in soil pipe. As these three 
branches constitute the main cost of buUding houses, 
you can readily see that prices are not going to be 
cheaper in building construction. 

Material is higher and hard to obtain, owing to 
conditions of the railroad, and labor remains high with 
no prospects of efficient labor being secured. 

We are still two months behind in our production, 
and orders continue to come in as in the past. The 
manufacturers of enamelware are ten months behind 
their deliveries. Yours very truly, 

THOMAS SAVILL’S SONS, 
Philadelphia. R. G. Savill. 


The Sanitary Plumbing Company at 223 East Third 
Street, Long Beach, California, will henceforth handle 
heating appliances and do a jobbing business also. 
Henry Robinett is the proprietor. Associated with him 
is W. R. Corrin. 


HE PROFITS MOST WHO COVETS PROFIT 
LEAST 

A business can be built in a year, in a month, 
even in a day; or the building of a business can 
command the greatest efforts of a lifetime. 

Craft, cunning, shrewdness, if diligently 
practiced, may bring a result resembling suc¬ 
cess; but the constant application of sincerity, 
experience, and craftsmanship build for a suc¬ 
cess that all others can but imitate and envy. 

A great thinker once said, “A business is but 
the lengthened shadow of a man.” Whatever 
is your aim, your ideal—rest assured that it is 
known to all with whom you deal. 

Let no man be mistaken. Just as his true 
character will be known to his friends, so will 
the dominating idea behind his business be ap¬ 
parent in every transaction. 

The business that, spurning opportunties for 
mean profits, devotes its entire energies to the 
development and maintenance of a reputation 
and quality, often envies the seeming progress 
of a sharp-trading competitor. 

But such a business has none to envy. As 
by natural right, the superior quality of its 
product, honestly maintained, brings to it the 
friendship of each user. This friendship, multi¬ 
plied again and again, builds a Good Will that 
is the greatest reward in business. 

A business carrying the Good Will of its cus¬ 
tomers has little to fear. Temporary set-backs 
and interferences it may have, but as long as its 
ideal is maintained, it will rise above small 
mistakes and errors. 

Let the directors of such a business keep 
their greatest asset and duty ever in mind, and 
profits will be satisfactory. 

Look at the businesses that have had more 
than ordinary success. Who are they? They 
are the firms that do more than their duty, that 
give more than agreed, that work for quality 
and service rather than for profit. 

For it is the rule that he profits most who 
covets profit least. — Disston Crucible. 
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MADE WHITE 
STAYS WHITE 

Years of actual service under all conditions, have established 
the reputation for permanent wearing quality of 

Genuine Pyralin Snow White 
Bath Room Fixtures 

All our products are made strong and durable and are 
covered with genuine Pyralin —a pure white substance ap¬ 
plied in sheet form with our patent process. Easily kept 
purely sanitary by the use of soap and water. 

In buying white bath room fixtures 
insist upon the genuine Pyralin. 

0. F. CHURCH MFC. CO. 

HOLYOKE, MASS. 

These goods een be obtained from the LEADING JOBBERS. 

INSIST ON THEM. If yon eannot get them address for informa¬ 
tion, W. E. Gilchrist, Pacific Ooast Representative, Monadnock 
Building, San Francisco, Cal. Sold by Holbrook, Merrill A Stet¬ 
son, Orane Oo., A. H. Busch Co., and leading jobbing houses. 


Closet 5eat 




THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the best universally 
used. It is the most satisfactory, most reliable plate made. 
All we ask is that you try it once—then compare it to any 
other plate you’ve used. We’re sure you’ll agree with us 
that this No. 10 is the winner. 

The Beaton & Cadwell Mfg. Co. 

NEW BRITAIN, CONN. 

New York Office and Store, 234 Water St. Pacific Ooast 
Representative, Wm. P. Horn A Company, Rialto Bldg., 
San Francisco; Dekum Bldg., Portland; Hollenbeck Bldg., 
Los Angeles. Middle Western Representative, Harry Vsr- 
beck, 129 No. Clark St., Chicago, Ill. Western Canadian 
Agents, A. E. Hinds A 0o„ Chamber of Commerce, Winni¬ 
peg, Manitoba, Southwestern Representative, J. R. Devereuz, 
No. 358 Beaver Hall Square. Montreal, Quebec, Canada. 


TURNER Gasoline - Kerosene TORCHES 

* have the three essential fea- 

M jL tures every careful mechanic 

'""Y-j must carefully consider when 

^ purchasing, i. e.. quality, dura- 

V bility and efficiency." The 

I No. 28 illustrated is one of the 

‘ best quart torches on the mar- 

W || ket. It is made with a tank 

■ I drawn from heavy gauge seamless 

mw ■^■1 II brass and the burner is cast from 

. W heavy bronze burner metal. The 

J improved brass automatic pump, 

which is also used as a handle, 
easily and readily supplies suffi- 
‘ cient air pressure. Send for litera- 

No. List ture showing the Turner complete 

28, Qt. torch. $18.40 line of gasoline, kerosene and alco- 
16, Pt. torch, 13.60 hoi torches, furnaces and brazers. 
THE TURNER BRASS WORKS. Sycamore. Illinois. U. S. A. 


How Is Your Stock of C. & L. 
Fire Pots and Torches 

It pays to be ready for every 
emergency and keep your stock 
well in hand. Better anticipate 
your wants now so that your or¬ 
ders may receive prompt and care¬ 
ful attention. It always pays to 
buy the best. The C. & L. line has 
stood the test of time and today is 
No. 32 Torch used wherever gasoline and kero- 
List Price, se ne can be obtained. Jobbers 

Ea Ask *for°° su PPly at factory price. Send for 
Discount catalog. T 

CLAYTON klKWWEBT MfO. CO.. jNrtroit, Mich., U. S. A. 
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TO CLEAR UP A LEGAL MISUNDER¬ 
STANDING 

(Copyright, by Elton J. Buckley.) 

There is considerable confusion and mis¬ 
understanding among the trade over a recent 
decision of the United States Supreme Court, 
again involving the rights of a seller of mer¬ 
chandise to fix the resale price. The case was 
that brought by the United States against A. 
Schrader’s Sons, the Ohio manufacturers of 
automobile tire valves, pressure gauges, etc. At 
first glance it looks as if the decision was in¬ 
consistent with the same court’s decision in 
the Colgate case, which affirmed the right of 
any seller to choose his own customers, even to 
the point of cutting customers off because they 
would not hold a certain resale price. 

The Schrader decision is not, however, in¬ 
consistent with the Colgate decision and does 
not upset it in the least. 

The Schrader concern was indicted in Ohio 
at the suit of the United States Government, 
charged with requiring tire makers and deal¬ 
ers to execute uniform contracts concerning 
resale prices, and with refusing to sell those 
who did not enter into such contracts and hold 
the uniform fixed resale prices. This was 
claimed to be a restraint of trade and a sup¬ 
pression of competition. 

The first court that took a whack at this 
case threw it out because it thought the Col¬ 
gate case decided that such a case could not be 
brought unless there was a monopoly or an 
attempt to create one, through the plan to limit 
prices. The Government appealed to the 
United States Supreme Court, which reversed 
the lower court, by deciding that such a case 
could be brought. The indictment was sus¬ 
tained, and the Schrader concern will now have 
to stand trial. Very probably under the law 
as it is now fixed, it will be convicted. 

The United States Supreme Court’s decision 
in this case merely adheres to the decisions in 
several earlier cases, and does not touch the 
Colgate decision at all. So it is still the law 
that a seller may refuse to self any buyer who 
fails to maintain the price which the seller 
thinks should be maintained. 

The distinction between the two cases lies 
in the contracts which the Schrader concern 
compelled its customers to sign. Anybody 
handling the Schrader goods had first to sign 
an agreement not to resell except at certain 
prices. Once this agreement was signed, the 
Schrader Co. would sell, but not till then. If 
the customer later broke the contract, Schra¬ 
der & Son would not try to compel him to keep 
it. but would simply refuse to sell him again. 
The only part of the scheme that was wrong 
was the contracts, for the Supreme Court has 
decided in many cases that a seller can do noth¬ 
ing which will interfere with the perfect free¬ 
dom of the buyer who has bought goods and 


paid for them, to resell them in his own way 
and on his own terms. A contract entered into 
by the buyer in advance, to resell only on the 
sellers’ terms—if such contract is good—ties 
the buyer’s hands as to resale, restrains his 
right to compete with his rivals and establishes 
a real restraint of trade. On the other hand, 
in cases like the Colgate case, the seller doesn’t 
tie his buyer up with any contract at all. He 
sells without any string to it, but indicates, in 
some way, what price he thinks the buyer 
should get when he resells. The buyer is free 
to get that price or not, but if he doesn’t get 
it, the seller will refuse to sell him any more, 
and he (the seller) will also be within his legal 
rights if he refuses to sell anybody else who 
sells him. All this is settled and fixed for¬ 
ever unless the United States Supreme Court 
reverses itself. 

The Schrader concern was exceedingly fool¬ 
ish for using the contracts it did. They could 
not be enforced, anyway, except by refusing to 
sell the cutter any more goods, and that, which 
was the only effective thing in the scheme, 
could have been done anyway without the con¬ 
tracts. In other words, by the introduction of 
something entirely useless, they made the whole 
plan illegal. 

In order to make the entire situation clear, 
let me repeat a little: Any man with goods to 
sell can legally say to his buyer, “I think you 
should resell these at not less than $1,” and 
if the buyer ignores this and resells at 90 cents 
he can refuse to sell him again, or to sell any¬ 
body else who sells him. 

But he (the seller) cannot put his buyer un¬ 
der contract to resell at $1 or more, for that is 
restraint of trade. 


H. L. Nihell has organized the Nihell Plumbing and 
Electrical Company at Florence, Arizona. The business 
was formerly conducted under the name of McCann A 
Roberts. 


.T. F. WatBon has opened a plumbing shop at Silver 
City, New Mexico, in partnership with C. B. Munroe. 
Mr. Watson was formerly at Fort Baynard, New 
Mexico. 


The Alhambra Plumbing and Repair Company has 
been established by Frank P. Mullen, 113 North Gar¬ 
field Avenue, Alhambra, California. Mr. Mullen claims 
he is prepared to repair anything from a wash boiler 
to an old man’s watch. 


Muller and O’Driscoll, hardware and plumbing mer¬ 
chants at Seattle, Washington, have moved into their 
new building at 1831 Queen Anne Avenue, recently, 
and are now better prepared to handle their business in 
the growing Queen Anne section of the city. 


Recent rearrangements in the plumbing department 
of A. Brizard & Co. of Areata, California, have been 
necessitated by the constant growth of the Brizard 
business. This company operates stores throughout the 
interior of Humboldt. Del Norte and Trinity Counties, 
California. 
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YOU GET THE SIMPLEST AND BEST 
COOK EVER MADE when YOU SPEOTFY 


B. B. HIGH PRESSURE BALL COCK 


Has Only one 
Packing Which 
Is Readily 
Removed 


They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, witn 
either rough or nickel-plated nuts and 
tails, also that the tall piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and including 4-inch 
carried in stock. 

Ho Special Packing Beqnlred. Ground 
joint Coupling, which is always tight. 
STo hammering. Benewable Seat of Steam 
Metal. STo Singing or Whistling. Boiler 
Bearing Bever on Cam, Bednolng fric¬ 
tion to lowest amount. 

BOSTON BRASS COMPANY 

Baoon and Plimpton St., Waltham, Ma e s . 




j l— 


Sold by Jobbers of Plumbing Sup¬ 
plies Everywhere 


OYER 1200 PHILADELPHIA PLUMBERS 

ARE USING AND SPECIFYING 

SAVILL’S SWAN-NECK FAUCET 

Full-stream flow in a fraction of a minute. 

Gentle half-turn either way operates. 

Protective Stop on handle. Saves pinching. 

Best red brass, 85% copper. . Saves replacing. 

Long nozzle-outlet. Saves splashing. 

THOMAS SAVILL’S SONS, Wallace and Watts Sts., Philadelphia, Pa. 

Send postal card for catalogue showing 23 styles. 


4iSssBiRi 



Revolving Cabinets 

PLUMBERS, Hardware Dealers, Dealers in Auto 
Supplies, find our Cabinets invaluable. By using our 
Cabinets your stock is kept in good shape, clean, and 
where you can place your hand on any article instantly. 
They pay for their cost in saving of time. Made in 
various styles and sizes. Sold by all jobbers. 

American Bolt & Screw Case Go. 

Dayton, Ohio 


!■; £ i P 'A 




No. 10 Steel y 4 " to 4" 


Plates that Please 

ORDER NOW 

and be ready with a stock 

Increasing Demand for “B & C” Styles 

Catalog on request 

THE BEATON & CORBIN MFG. CO. 

Largest and Oldest Plate Company in the World 

Pacific Coast Representative 

W. ERWIN GILCHRIST 

681 Market St. San Francisco, Cal. 
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Advice To Voters 

(By Harry G. Nye) 


After spending a lot of 
time, money and ink, the 
two leaders in the Political 
League have named their 
batteries and lined up for 
the championship game for 
the Presidential pennant — 
to be followed by the 
world’s series with the 
League of Nations later. 
Manager Hays, of the Ele¬ 
phants, announces that an 
unknown phenom named Harding will slam ’em 
over the pan for the Republicans, with Kid 
Coolidge of Massachusetts on the receiving end. 

The Mules will pitch the well known moist 
ball artist, Cox y with Roosevelt who comes from 
a family of great players, collecting his benders. 
It looks like a good game—Mules, Elephants, 
with plenty of peanuts and red lemonade on 
the side. 

Far, in fact entirely removed, be it from us 
to discuss the merits of the respective teams or 
pitchers. Occupying a distinctively bleacher 
seat in this contest, we wish only to admonish 
a few of our fellows on how to act so that we 
may not be ejected from the grounds or soaked 
on the bean by the indignant pop bottle thrown 
by the infuriated populace. 

The grandstand seems to be pretty solid for 
Harding, but over here among the proletariat 
there is going to be more difference of opinion 
—and difference of opinion in the bleachers 
sometimes means bloodshed, when in the grand¬ 
stand it would mean only an occasional slap 
on the wrist. 

Now, a reasonable difference of opinion is 
good for us; but it doesn’t pay to get excited. 
Our advice to the ordinary business man in 
these times would be to munch our peanuts 
quietly and gargle our throats with our pop 
without undue noise, have our opinion without 
being too insistent about it, and, whichever side 
we are for, or against, to accept the result of 
the game with decorum and go back to our 
shops after it is over determined to make the 
best of it, even though we may be inwardly 
convinced that the country has gone to the 
demnation bow-wows. 

There has been a good deal of complaint by 
convention orators in the recent past that busi¬ 
ness men do not take enough interest in politics, 

. and that may be true; but there have been some 
glittering exceptions where they have taken 
more interest than was good for their own good. 
We have always put down in our own individual 
mind as the prize chump the man who quarrels 
with his customer over politics. A man ought 
to take a reasonable interest in the game, but 


there is no sense in standing up and waving 
one’s arms and crushing in the lid of the man 
next to us, especially if he is the man on whose 
friendship our business welfare depends. Of 
course, a man ought to have the courage of hi$ 
convictions; but a man who carries a six-shooter 
can have the courage that goes with it without 
shooting up the neighborhood and the neighbors, 
just to show that he has. Someone has said that 
the fellow who invented the Colt made all men 
equal; but that doesn’t mean that, just because 
we have a Colt, we have to change somebody 
into a sieve every few minutes just to show 
that it is in good working order. 

So, have your political convictions, but don’t 
get pugilistic about them. < “The jnan convinced 
against his will is of the same opinion still,” 
and added to it he has the opinion that you are 
a radical, and that he doesn’t like you, and that 
he would rather give his business to somebody 
else. If you want to talk politics go out in the 
back yard; if you want to talk business stay in 
the shop and talk shop. The customer is likely 
to be much more interested in what you think 
about stop-cocks than what you think about 
Jimmy the Same, and in what you think about 
couplings than what you think about all the 
Hardings in the world and Marion, Ohio. 

And we don’t believe that the country is 
going to the aforesaid bow-wows even if Cox 
or Harding does win. In a hundred and fifty 
years of history the country has shown what 
it can stand, by what it has. Your fathers will 
tell you that there were a lot of people who 
were convinced that the nation would never go 
through the seventies—but it did. We’ve had 
wildcat money and wildeyed refornis and come 
through. We’ve had war and peace and 
survived. 

A few years ago we all had to dig down and 
buy a bale of cotton to help the starving cotton- 
growers—but the cotton-growers seem to be 
doing pretty well now, although, of course, they 
have to turn around and spend it all for fertil¬ 
izer immediately. Why, even the raisin-growers 
a few years ago were wondering what we were 
going to do with all the raisins they raised. 
Well, you know what we are doing with them. 

So, keep your temper, vote your ticket, let 
your neighbor have his opinion, bum though it 
may be. Hang out the “Business as Usual” 
sign, and get set to take care of an unusual 
business, whichever way it goes. 


The entire Everhart family are cooperating and 
making a plumbing business at 3902 East First Street, 
Belvedere, Los Angeles, a huge success. Mr. Everhart 
is a master plumber, and in his business is assisted by 
his son. Mrs. Everhart keeps her weather eye out for 
the office details. 
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SCAIFE “Copper-Brazed” Garden Hose Valves 

TANKS Recognized Quality 


For Air, Gas and Liquids 






Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 


SEND FOS CATALOGUES 

WM. B. SCAIFE AND SONS CO. 

PITTSBUEOH, PA. 

38 South Dearborn St. Chicago, HL 


Which command repeat orders for you 



Sizes 1 / 2 " to 2Vfc" inclusive. Both bent 
and straight Hose Spout. 

HAYS MFG. CO., Erie, Pa. 

W. Erwin Gilchrist 

Pacific Coast Representative 
681 Market Street, San Francisco. 



Ny» the Die Man 
Pipe Die Maker to Thoee Who 
Know. 


Bulldog For Sale 

I have for sale a registered bulldog that has been 
a steady prize winner. 

It has never lost in any competition, but has de¬ 
feated all comers. 

Just the thing to have around the shop to protect 
you from loss. 

Has a grip that never lets go until you give the 
word. 

Has the finest set of teeth of any dog on earth. 

An easy keeper; eats any kind of pipe. 


S' '•> „ 

bulldog of pipe-cutting tools. 


T 

The Nye Tool & Machine Works 

108-128 No. Jefferson St. 

1 
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ELIMINATION OF WATER HAMMER AND 
PULSATION FROM HEATING SYSTEMS 

While a certain amount of noise from a heat¬ 
ing system may not be especially objectionable 
in the case of a manufacturing plant, it may be 
a serious matter in connection with a church, 
school, library, theatre, hospital or office build¬ 
ing. 

Water hammer and the pulsation of steam 
in the supply and exhaust pipes of engines are 
particularly objectionable. 

It is not so very many years ago that water 
hammer was thought to be a necessary accom¬ 
paniment of a steam-heating system. While 
not common at the present time, owing to a 
better understanding of its cause, it must be 
carefully guarded against in the design and in¬ 
stallation of all heating systems of this kind. 

The cause of water hammer, in steam and 
overhead or “dry” return pipes, is due to the 
mingling of steam with water at a somewhat 
lower temperature. This causes a sudden con¬ 
densation of a certain volume of steam, thus 
forming a vacuum in the space formerly occu¬ 
pied by the steam, which is instantly filled by 
water and steam rushing together at a high 
velocity and producing a loud report. 

If there is a considerable amount of water 
in the pipe, the momentum which it gains at 
this time is sufficient to drive it to the end of 
the line, or until it reaches an abrupt turn 
where the force is sufficient to strike a heavy 
blow, sometimes resulting in the rupture of a 
fitting. 

This agitation of the water causes a more 
intimate mixture with the steam, which tends to 
produce a repetition of this action in rapid suc¬ 
cession. 

Seduce Steam Contact 

The remedy for water hammer is evi¬ 
dently to reduce the area of contact of steam 
and water to a minimum and to prevent steam 
from coming in contact with water at an appre¬ 
ciably lower temperature. 

The first condition is secured by proper 
drainage, using sealed returns, wherever pos¬ 
sible, and employing pipes of ample size well 
graded toward the boiler when overhead re¬ 
turns must be used. All pockets should be 
eliminated for the accumulation of condensa¬ 
tion, either by changes in the piping or by spe¬ 
cial drips. 

The second condition may be avoided by the 
prevention of “short circuiting;” that is, by 
inserting siphon loops wherever it is necessary 
to drain a pipe into another carrying a slightly 
lower pressure. 

The differences in pressure just referred to 
are too small, in most cases, to be indicated by 
a steam gauge, and are due to variations in dis¬ 
tance from the source of supply, too small pipe 
sizes, etc. Drip connections of this kind, with¬ 
out siphon loops, admit just enough pressure 


to hold back the cooler condensation from more 
distinct returns and keep it surging in the pipe, 
thus producing ideal conditions for water ham¬ 
mer as previously described. 

If a siphon is inserted at the radiator on the 
line nearest the boiler, dripping that radiator 
directly into the return main, any slight differ¬ 
ence in pressure will be balanced by a varia¬ 
tion in the water level in the two legs of the 
loop. Furthermore, the area of contact between 
the steam from that radiator and the cooler 
condensation from the radiator is reduced to the 
sectional area of the drip pipe from the former. 

This same principle will occur in many dif¬ 
ferent forms in a large plant and should be ap¬ 
plied whenever there is a possibility of short- 
circuiting. 

Another cause of surging and water ham¬ 
mer, which is sometimes found in low-pressure 
gravity systems, even though sealed return 
mains are used, is the variation of boiler pres¬ 
sure. In plants of this kind the steam is fre¬ 
quently allowed to drop in the middle of the 
day, and the fire is then started up rather 
briskly. 

When there are long runs of piping the ris¬ 
ing pressure does not equalize evenly in all of 
the branches, which produces an unbalanced 
condition and sets the condensation to singing 
in both the overhead pipes and the sealed re¬ 
turns. 

This is more likely to occur in institutions, 
industrial buildings, etc., where the piping sys¬ 
tem is extended, than in dwelling houses. 

The most reliable remedy is to stabilize the 
steam pressure by raising the boiler pressure 
to a point 5 or 10 pounds above that carried on 
the system and reduce by means of a regulat¬ 
ing valve. This confines normal pressure fluc¬ 
tuations to the boiler and maintains a steady 
pressure on the piping system. 

Noise From Pulsation of Steam 

This is more or less frequent in combined 
power and heating plants. An engine may be 
well adjusted and run smoothly, yet adjacent 
pipes may acquire a regular vibration or swing, 
which, in some cases, may be communicated to 
the entire system of basement piping. 

This form of vibration is due to the pulsat¬ 
ing flow of steam through the pipes, which is 
a result of the periodic admission and cutting 
off of the steam at the engine. These pulsa¬ 
tions, although of small magnitude, are applied 
with such regularity that a considerable swing 
to the pipe is maintained. Any attempt to stop 
this by anchoring will simply transmit these 
vibrations to the building construction. 

While conditions of this kind and their 
elimination, strictly speaking, come under the 
charge of the power engineer, still in many 
cases both the high and low pressure piping is 
installed by the heating contractor and he is 
usually the^pne called upon to remedy all 
Digitized by VjOO^IC 
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A WORD TO THE WISE 

Order your winter requirements NOW 
so as to insure delivery. Bear in mind 
that there will again be a shortage of 
torches and furnaces later. Also consider 
that orders are filled according to the date 
they are received. 

When you order, specify'the “AL¬ 
WAYS RELIABLE.” You will then 
know that satisfactory results will be ob¬ 
tained at the lowest cost. 

OTTO BERNZ CO., Newark, N. i. 

Manufacturers of 

“ALWAYS RELIABLE” TORCHES AND 
FURNACES 


noises, whether they relate to the power or 
ventilating equipment. 

The only practical method of eliminating 
vibration due to pulsation is to employ some 
means which will produce a steady flow of 
steam through the pipes. 

Equalizing Chamber 

This may be done by the introduction of a 
receiving or equalizing chamber in the supply 
branch to the engines, placing this as near to 
the latter as practicable. This should have a 
volume 10 to 15 times the combined volumes of 
the high pressure cylinders running at one time, 
depending upon the length of the pipe and the 
number of turns. 

The longer and more crooked the pipe, the 
greater should be the volume of the receiver. 
In addition to this, each engine should have 
an additional separator having a volume about 
3 times the high-pressure cylinder, placed close 
to the throttle. 

Exhaust Pipe Vibration 

May consist of mechanical vibration in the 
pipe itself and air vibration due to the inter¬ 
mittent discharge of steam into the atmosphere. 
This condition may often be improved by a 
slight change in the valve setting so as to delay 
the release at the end of the stroke and so 
exhaust the steam at a lower pressure. If a 
single engine is to be provided for, and the out¬ 
board exhaust pipe can be made with a mini¬ 
mum of bends and of ample size, there is likely 
to be but little trouble. With two or more 
engines exhausting into the same pipe, vibration 
is much more likely to occur. In this case the 
branches from the different engines should be 
connected with the exhaust header, or hori¬ 
zontal portion of the main, at an angle by means 
of Y branches. This portion of the main should 
be from 25 to 30 per cent larger in area than 
the combined areas of the branches connecting 
with it, reducing again to normal size for the 
vertical rise through the roof. This has the 
effect of a receiving chamber. 


Victor Mattson at Monroe, Washington,, announces 
that henceforth he will carry a complete stock of elec¬ 
tric washing machines, vacuum cleaners and lighting 
fixtures in connection with his plumbing business. 



No. 1 Fire Pot Lift Price, Each, $27.20 
Ask for Discount 

Which Shall It Be? 

C. & L. Fire Pots and Torches with a backing 
of the guarantee of a maker with more than 
thirty years experience, or some other makef Try 
the C. & L. Tools and you will find you have the 
best that experience and the best materials can 
produce. They have stood the test of time and 
today are used wherever gasoline and kerosene 
can be obtained. Jobbers supply at factory 
price. Send for catalog. 

CLAYTON & LAMBERT MFC. CO. 

Detroit, Mich., U. S. A. 


STOVE & FURNACE REPAIRS 

Welding for All Makes . Repairs and Wicks for New Perfection and Puritan OU Stoves and Heaters 

jobbers MYER S. RUBENS WHOLESALERS 

n I A T* 17 D C Gold. Silver, Nickel, Bronze, Copper, Of A T 17 D C 
I LAI LI\ J Brass, Bine and Gun Metal Oxidizing FLA1 LI\ J 

GALVANIZING RESILVERING RETINNING 

Demountable Rims, Etc. Head and Spot Lights Milk and Ice Cream Cans, Etc. 

Silver Ware Refinished 

1009 W. FIRST AVE. -Also Rented for Weddings, Banquets, Etc. SPOKANE, WASH . 
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DEALERS!! 


“Lifetime” 
Trade Mark 
the Guarantee 
of Quality 



Manufactured 

at 

Oakland 


ALUMINUM PRODUCTS CO. ”«****<** OAKLAND, CALIFORNIA 


Spokane Stove & Furnace Repair Works 


INCORPORATED 


SPOKANE, WASHINGTON 


Jobbers and Wholesalers 

OF 

Stove Repairs 


MANUFACTURERS OF 


ORIGINAL DIAMOND 
STOVE BREAKOFF 
REPAIRS BACKS 

Efficient Service : Superior Quality : We Solicit Your Inquiries 

“The Largest Stove Repair House in the Northwest ” 
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Retail Selling Prices 

The following are the present market retail selling prices of merchants in some of the large cities. At the 
request of many merchants in smaller towns and cities who do not have the opportunity of checking up their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United States 
ranges from 20% to 25%, many merchants use these prices to save time in figuring their own. We will be glad 
to receive suggestions and corrections as to any prices quoted herein and any items not mentioned. 


AMMUNITION—Cartridges—Metallie 
Box. 
Semi-Smkls 

Blank Rim Fire Less Smk Smkls 


22 Short .». 20 $ ... 

82 Short.40 

Blank Center Fire— 

32 S & W.75 

38 S & W.90 

38 Long Colt. 1.85 

44 W O F. 1.65 

Shot Rim Fire— 

22 Long .65 .70 

82 Long . 1.20 

Shot Center Fire— 

82 SAW. 1.10 

82 W 0 F. 1.45 

38 8 A W. 1.80 

88 W 0 F. 1.65 

44WOF . 1.65 1.90 

44 X. L. 1.85 2.05 

44 Game Getter. 1.65 1.90 

Rim Fire, Ball— 

BB Capa.40 

©B Caps. .50 

22 Short .80 .85 

22 8hort HP.85 .40 

22 Long .40 .45 

22 Long HP.45 .55 

22 Long Rifle.45 .50 

22 Long Rifle, H. P... .50 .55 

22 W R F.60 .65 

22WBF, HP .65 .70 

22 Win Anto.65 

22 Win Auto, HP. .70 

25 Short Stevens.70 ... 

25 Stevens.95 

32 Short.75 

32 Long.85 

88 Short. 1.10 

38 Long. 1.40 

41 Short. 1.20 

Center Fire Pistol— 

22 Win. SS. 1.50 1.75 

25 Colts Anto. 1.60 

25*20 Single Shot. 1.75 9.05 

25*20 Win . 1.55 1.80 

25-20 Win HV. 2.00 

7.63 MM-Mauser. 9.40 

7.65 MM-Mauser. 2.40 

9 MM*Luger . 9.60 

32 Colts Auto. 1.75 

82 Colts Short. 1.10 1.20 

82 Colte Long. 1.26 1.85 

82 Colts Police Positive. 1.25 1.85 

82 8 A W. 1.10 1.20 

82 S A W Long. 1.25 1.86 

32 20 Marlin. 1.65 1.90 

32 Winchester. 1.65 1.90 

82-20 Win HV. 2.00 

85 8 A W Anto. 1.75 

88 Obits Auto. 9.50 

38 Colts Short. 1.40 1.55 


38 Colts Long. 1.50 1.60 

38 Colts Police Positive. 1.40 1.55 

38 S & W . 1.55 1.65 

38 S & W Special. 1.70 1.80 

38 Winchester . 1.85 2.30 

41 Colts Short DA. 1.65 1.80 

41 Colts Long DA. 1.90 2.15 

44 Bull Dog . 1.75 

44 S & W Amer. 2.00 2.15 

44 S & W Rus. 2.15 2.30 

44 S & W Special. 2.30 2.50 

44 Webley . 1.80 

44 Winchester . 2.00 2.45 

45 Colts . 2.15 2.40 

45 Colts Auto . 2.90 

Center Fire Military and Sporting— 

22 Savage . 1.60 

250-3000 Savage. 1.75 

25-21 8tevens ......... 2.80 ... 

25-25 Stevens . 1.90 9.85 

25-35 Winchester. 1.40 

25-35 Short Range. 1.40 

25-36 Marlin. 1.40 

25 Remington Rimless. 1.40 

6 MM U 8 N. 2.10 

7 MM Spanish Mauser. .. . 2.10 

7.655 MM Bel Mauser. ... 2.10 

8 MM Mauser. 9.10 

9 MM Mauser . ... 2.80 

80-80 Winchester. 1.60 

80 Remington Rimless. 1.60 

80 Government Rimless. ... 2.30 

303 Savage . .. 1.60 

82 Remington Rimless. 1.60 

82-40 Winchester. 1.20 1.85 

82-40 Winchester H V. 1.60 

82 Winchester Slf Ldg. 2.80 

82 Winchester Special. 1.60 

88 Winchester. 2.10 

86 Remington Rimless. 1.75 

85 Winchester . 2.80 


85 Winchester Slf Ldg. 2.90 

851 Winchester Slf Ldg. .. . 8.80 

88-55 Winchester Lead.. 1.45 1.75 

88-55 Winchester HV. 1.95 

88-56 Winchester . 1.45 1.75 

40-60 Marlin . 1.50 


oz, drop shot.$1.30 

8 drs. x 134 os., 24 grs. x 

134 os. drop shot. 1.25 

8 % drs. x 134 os., 26 grs. 

x 1H os., drop shot.1.25 

3% drs. x-134 os., BB shot, 

drop shot . l.gg 

3* drs. x Buck shot, drop 

■bot . i.f§ 

16 2 %, drs. x % oz., 22 grs. x 

» os., drop shot. 1.18 

d ri . x % os., BB shot, 

drop shot . ISO 

20 2 34 dr. x % os., 18 grs., x * 

% oz, drop shot. 1.18 

HIGH GRADE SMOKELESS— 

12 8% drs. x 134 os., 26 grs. x 

In os., chilled shot. 1.40 

• K dr». x 1 % ox, 28 gr». x 

In os., chilled shot. 1.48 

16 2 % drs. x % os., 22 grs. x 

% os., chilled shot.110 

20 2 % drs. x * os, chilled 

■bot . 1.18 

dre. x % os, chilled shot* 1.85 
Trap Loads— 

12 * 2 rB * * *34 os, 7% chilled 1.88 

8 £i d J B « X j* 0B - 7 * 1.40 

Black Powder—Loads— 

12 3% drs. x 1H os., drop shot 1.05 
Caps and Primers— 

Percussion. 10 

Musket Caps.25 ] * *' 

Primers, 100 in box... .85 , .]* 

Primers, 250 in box... .80 .... 

Empty Paper Shells—Black pow.— 

12, 16, 20, Ga. per 100. ... 1.50 

10 Ga. per 100. 1.66 

MEDIUM GRADE SMOKELESS— 
12, 16, 20, 28 Ga. per 

100 .". i.fo 

10 Ga. per 100. 1.10 

HIGH GRADE SMOKELESS- 


40-60 

Winchester .... 

. 1.50 

... 

40-65 

Winchester . 

1.50 

1.75 

40-70 

Winchester .... 

. 1.55 

... 

40-72 

Winchester .... 

. 1.55 

1.80 

40-82 

Winchester .... 

. 1.55 

1.80 

401 Winchester Auto.. 

. ... 

1.70 

405 Winchester. 

• ... 

2.50 

45-60 

Winchester. 

. 1.55 

•.. 

45-70-405 Government.. 

. 1.55 

1.80 

45-75 

Winchester . 

. 1.56 

... 

45-90 

Winchester. 

. 1.65 

1.80 


SHELLS. LOADED— 

MEDIUM GRADE. 

BULK—SMOKELESS. 

12 8 dn. x 1 os.. 24 grs. x 1 


12, 16, 20, 28 Ga. 9.20 

10 Ga. per 100. 9.40 

Empty Braes Shells— 

Beet quel. 12, 16, 20 

28, Box 25. 9.76 

2nd Qusl. 12, 16, 20 

28, box 25. 9.10 

Wads— 

Cardboard, box 250. .10 

Black Edge, Reg, box 

250 .60 

Black Edge, 34 in., 125 

in box. .40 

Black Edge, 34 in, 250 


in box 


ADZES—All makes of Lipped Ship Adzes, 4 to 6, $.5.50; 
larger, $6.00. 

Lippincotta—House, $8.50; Ship. $4.00. 

Whites or Bartons—'House, $5.00. 

Ship Axes and Slicks—All makes Ship Axes, $5.50; all 
makes Slicks, 8 to 3 34, $5.00; Standard Slicks, $4.75. 
ALUMINUM WARE, CAST— 


Bottles. Hot Water— 

Size 7. 

. 9.50 

Universal . 

. 8.50 

Size 8. 

.10.00 

Griddles— 


Pens, Lipped Ssuc 

B- 

Size 7 . 

. 4.25 

2 quarts... . . 

. 6.00 

Size 8 . 

. 4.85 

8 quarts. 

. 6.75 

Size 9 .. 

. 5.60 

4 quarts. 

. 7 25 

Size 10 . 

. 5.00 

Skillets— 


Size 12 . 

. 6.00 

Size 6. 

. 4 50 

Kettles, Berlin— 


Size 7. 

. 4.75 

234 qnarta. 

. 7.00 

Size 8. 

. 5.15 

4 quarts. 

. 8.25 

Size 9. 

. 6.00 

5 quarts. 

.10.00 

Spoons, Basting— 


6 an arts . .. 

.11.00 

15-inch . 

. .80 

Kettles. Maslin— 


Spoons, Mixing— 


4 quarts. 

. 6.50 

18-inch, slotted. 

. .80 

6 quarts. 

. 7.00 

Waffle Moulds— 


8 quarts. 

. 9.75 

Size 7, Low.. 

. 6.00 

12 quarts. 

.18.25 

Size 8, Low.. 

. . 6.50 

Kettles, Tear- 


Size 7, Deep. 

. 6.50 

Size 6. 

. 8.50 

Size 8, Deep. 

. 7.25 


ANCHORS—Screws per 100, 8-16, $4.15: 34, $6.25. 

Sebco, 8-16x34 in. -34 in. *1 in., $1.75 per hundred net; 
34x34 in. -% in. -1 in, $1.96 per hundred net. 


ANVILS—Vulcan No. 2, 20-lb, $8.50; No. 8, 80 lb, $9.50; 
No. 4. 40-lb., $11.50; No. 5, 50-lb., $13.00; No. 6, 60-lb, 
$14.50; No. 7, 70-lb., $16.00; No. 8, 80-lb, $17.50. Tren¬ 
ton or Columbian—80 to 425 lbs, 35c per lb.; 70 to 79 lbs, 
35 34c per lb.; 60 to 69 lbs, 36c lb.; 50 to 59 lbs, 87c lb. 
With Clip Horn 2c per lb. extra. 

ANTIMONY—Slab, 25c lb. 

APRONS—Carpenters—California Leg, $2.25; No, 12 Long 
Brown, $1.75; No. 2 Short Brown, 75c. 


AUGURS—Greenlee Carpenters* Nut, No. 57. 


Size 

34 

% 

% 

% 

1 

134 

Each . 

. . .$1.40 

*1.4° 

$1.55 

$1.90 

$2.15 

$2.75 

Size . 


134 

1 % 

2 

234 

8 

Each . 


. 8.50 

4.00 

4.75 

7.50 

18.50 

16ths .. 

. .8-10 

11-12 

IS 

14 

15 

16 

60 each .... 

.. 1.65 

1.80 

1.95 

1.95 

2.20 

2.20 

62 each .... 

.. 2.00 

2.15 

2.35 

2.35 

2.60 

2.60 

16ths . 

.. 17 

18 

19 

20 

21 

22 

60 each .... 

.. 2.40 

2.40 

2.70 

2.70 

8.00 

8.00 

62 each .... 

.. 2.90 

2.90 

8.25 

8.25 

8.60 

2.60 

16tha . 

.. 23 

24 

25 

26 

27 

28 

60 each . . . . 

.. 8.45 

8.45 

4.05 

4.05 

4.80 

4.80 

62 each .... 

.. 4.15 

4.15 

4.85 

4.85 

5.75 

5.75 

16ths . 

.. 29 

30 

31 

82 



60 each ...., 

.. 5.70 

5.70 

6.75 

6.75 



62 each ...., 

.. 6.85 

6.85 

8.10 

8.10 



ASBESTOS— 








Mill board, 80c lb.; Out, $5e lb. 
Paper, 80e lb.; Out, 85 * lb. 

Digitized by * <jOO 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


LAO ENAMELED WAR! 


Biggins, Coffee 

0 . 1.20 

10 M . 80 

11 . 85 

Kettles, Tea 

80 . 1.15 

81 . 50 

82 . 60 

Pitchers, Molaseee 

601 05 

01 . 1.80 

25 . 80 

40 . i as 

aa ... . t 65 

Pitchers, Water 

2 .... 1 85 

00 . 1.40 

40 .45 

50 . i.5o 

34 . t 75 

010 . 1.60 

120 . 60 

60 . 1 65 

35 . 90 


020 . 1.75 

Cups and Saucers 

20 . 50 

400 . flO 

70 . 1.85 

36 . , 1 00 

4 1 65 

030 . 1.90 

040 . 2.10 

80 . 2.15 

90 . 2.50 

Pans, Milk 

Plates, Deep Pie 

39 . ... 40 

050 . 2.40 

Cuspidors 

10 . 70 

Ladles, Deep 

100 . 40 

110 . 45 


40 . 45 

Boilers, Coffee 

60 . 1.65 

11 . 85 

15 . 40 

Plates, Shallow Pie 

27 . ao 

70 . 1.85 

30 . 1.00 

120 . 50 

20 45 

28 . 35 

80 . 2.25 

101 . 40 

30 . 50 

29 . 40 

90 . 2.75 


111 .45 

40 60 

30 . 45 

100 . 8.75 

9J.O 1 ftO 

121 . 50 

50 . 70 

Plates, Dinner 

19 . 40 

Boilers, Rice 

U . 1.85 

ann i a it 

Measures 

60 . ftO 

Dippers, Cup 

10 . 45 

80 . 95 

20 . 45 

16 . 1.50 

02 45 

100 . 1.05 

Pots, Fireleee Cooker 
1450 . 2.25 

18 . 1.75 

oa . .55 

120 . 1.15 

20 . 2.00 

Dippers, Windsor 

110 . 50 

119 . t . 55 

04 75 

Pans, Conrex Sauce 

02 . 80 

03 . 95 

1650 . 8.00 

22 . 2.25 

os i on 

1850 . 8.25 

24 . 2.50 

06 1 40 

Pota, Coffee 

2ft . 70 

8 . 75 

5 . 85 

15 . 1.00 

26 . 8.00 

28 . 8.75 

86 . 4.50 

Bowls, Wash 

KK 

11 Graduated ... .75 

Pails, Chamber 

1 . 2.00 

114 . 60 

uippers, Suds 

2 .. 

04 . 1.10 

.05 . 1.25 

06 .. r r , 1 85 

2 . 2 25 


4 .. 

3 . 2.50 

010 . . . 2 00 

25 . 1.10 

28 . 60 

Dishes, Soap 

4 . 8.00 

012 2 40 

85 . 1.25 

Pails, Water 

iin 1 75 

Pans, Combination 
Sauce 

ID 2 25 

45 . 1.85 

an T .80 

60 . , 45 

55 . 1.50 

84 . 95 

Fillers, Fruit Jar 

20 . . . An 

112 . 2.00 

Pota, Tea 

00 . 75 

86 . 1.05 

114 . 2.25 

10 T 8 25 

Buckets, Oorerad 

21 . 60 

Flasks, Coffee 

10 TIC 

Pans, Bed 

1 . 4.50 

Pans, Lipped Sauce 

10 . 40 

01 . 85 

0 . 95 

10 . 1.05 

20 . 1.15 

30 . 1.25 

40 . 1.45 

ai* . jo 

22 . 75 

98 . 85 

Funnel,, Pieced 

01 . 4# 

Pans, Douche 

2 . 8.00 

Pans, Bread 

11 . 50 

12 . 45 

14 . 50 

24 - - l 05 

02 . . 


, . 1.25 

08 . 55 

18 ... .60 

Pote, Straight Sanoe 
018 . 1.25 

26 . 1.50 

04.60 

12 .65 

13 .80 


4A . 1.85 

05 .80 

oa on 

020 . 1.25 

82 !. 2.25 

06 . 1.00 

Pans, Cake 

0 .40 

O A i on 

022 . 1.50 

150 .75 

Kettles, Convex 

02 .80 

2 ft 115 

024 . 1.85 

250 .85 

10 45 

an 1 ^6 

026 . 2.25 

250 . 1.00 

03 .95 

69 40 

Pans, Straight Sauce 

150 .70 

250 .85 

028 . 8.00 

450 . 1.15 

04 . 1 10 

70 45 

080 . 8.25 

650 . 1.50 

05 . 1.25 

200 .55 

082 . 8.75 

Pota, Soap Stock 

818 . 18.00 

06 1 85 

Pans, Corn Cake 

706 .80 

1050 . 2.25 

08 . 1.65 

350 . 1.00 

450 115 

1250 . 2.50 

Buckets, Dinner 
ha _ 9.50 

010 . 2.00 

012 . 2.85 

212 . 1.50 

709 . 1.10 

650 . r , T 1 50 

824 . 15.75 

336 . 18.00 

212 . 6.60 

712 . 1.25 

Pans, Muffin 

406 . 70 

Pans, Stew 

8 . 45 

««< V ml 

214 . 1.85 

218 . 8 75 

fto ... 9.75 

216 . 2.15 

4.55 

224 . 11.00 

. 8.15 

218 . 2.50 

409 . . .95 

1 j 1 n 1 in 

5 .60 

286 . 18.00 

soa . a oo 

508 , , . 2.25 

220 . 8.00 

222 . 8.65 

412 . J..JLU 

Pans, Deep Padding 

25 

6 . 70 

16 . 55 

18 . 60 

Roaster* 

ISO a 75 

Chambers 

i . 75 


100 . 40 

180 . 4.75 

Kettles, Lipped Preserr- 

14 . .60 

20 . 70 

22 on 

150 . 45 

Skimmers, Flat 

10 . 85 

9 ... 1.10 

200 . 50 

24 . 90 

Pans, Oblong Store 

04 . 55 

100 . 65 

16 . 55 

aoo . 55 

12 . 40 

g . ... 1.25 

18 . 60 

400 . 60 

Spoons, Basting 

10 .25 

12 . ... 90 

Chun tor Oorun 

10 .« 

lftO.f5 

20 .70 

22 . 410 

500 .70 

Ann 90 

24 .90 

26 1 00 

BOO.95 

200 .70 

300 . 1.00 

14 .80 

1000 . 1.05 

Pans, Dish 

15 . 2.25 

ftO 1 85 

16 .85 

18 .40 

Steamara 

7 1 75 

20 . *0 

2ft 115 

325 . 1 10 

80 . A5 

no 1 95 

880 .... 1 25 

Colanders 

1 .75 

82 . 1.50 

400 . 1.85 

36 . 2.00 

14)0 1 50 

425 . 1.60 

8 1 20 

2 .85 

40 . 8.00 

1 in 1 75 

475 . 1.65 

Steepen, Ten 
f 76 

8 . 1.10 

50 . 4.50 

170 .9 00 

550 . 2.10 

104.15 

Kettles, Milk 

71 . 78 

210 . 2.25 

Pans, 8 quare Store 
110 .95 

9 . so 

205 . .05 

aoo . 8.50 

Tabs, Ora! Foot 

0 .. 1 75 

806 . J .00 

72 .95 

400 . 5.25 

HI . 1.00 


79 .1 10 

Pans, Rinsing 

08 . 1.25 

112 . 1 10 

1 2 

Cups 

8 (Muz).80 

74 . 1.85 

118 . 1.25 

114 . 1.50 

2 . 250 

Kettles, Tea 

71 .. ,T5 

010 . 1.35 

8 . 900 

s .. .50 

014 . 1.68 

115 . 1.65 

4 . ITS 

a . 25 

72 . 95 

017 . 1.85 

116 . 1.85 

Turnon, Oako 

18 . 25 

o . 80 

78 . 1.10 

Pans, Lipped Fry 

80 .45 

118 . 2.00 

io ::::: . »o 

74 . 1.85 

120 . 2.25 

14 . 30 


Wicking, ft-lb. balls, 70o each. 

Wicking, l ib. lota, $1.85. 

Cement, per sack, $7.25: per lb, 10c. 

AXES—Plumbs' Hunter's handled, 12 os., $2.00; 1 lb., $2.25; 
1ft lb., $2.25. 

Boy Scout—Handled with sheath, $2.25; without sheath, 
$1.85; sheaths, 75c. 

Double Bit—Handled, $4.50; unhandled, $8.00. 

Single Bit—Handled, warranted, $4.00; second grade, 
$8.25. 

BAGS—WATER— 

ft gallon.100 Faucet, 8 ft gallon.... 8.50 

1 gallon. 1.5C Faucet, 5 gallon.4.25 

2ft gallon.2.00 Filter, 6 gallon. 5.25 

5 gallon. 8.75 

BABBIT—Frictionless, 45e lb.; Magnolia, 50c lb.; Ho. 4, 
18c lb.: No. 2, 28c lb.; No. 1, 27c lb.; No. A (genuine), 


$1.20 per lb.; Challenge, $1.10 lb.; Special Motor, 90c lb.; 
Excelsior, 85c lb.; Acme, 85c lb.; XXXX Nickeled, $1.20 lb. 
BAR8—Crow. Pinch Point No. 10, 18c lb.: Wedge No. 15, 
18c lb.; Lining No. 80, 18c lb.: Digging No. 580. 27o lb.; 
Tamping No. 25, 18e lbj Claw No. 2o7l8e lh. Kipping or 
Wrecking, Goose Neck No. 8657—% z 18, 55c each; Goooe 
Neck No. 8659, %z24, 85c each; Goose Neck No. 8662, 
\ x24 , $1.00 each; Straight Chisel No. 14, %xl5, 95c. 
BATTERIES DRT CELL—Columbia, No. 6, 50c each; No. 6*8 
50c each; No. 16, $1.40 each. Red Deril or Red Label, No. 
6-D, 50c each. Hot Shot Multiple, No. 1562, $8.55 eeeh; 
No. 1662, $4.25 each. Ever Ready, same price as Columbia. 
Red Seal same prioe as Columbia and Ever Ready. 

BELLS—Alarm—House, 90c each. Call, steel, iron hose, SOc 
each; Call, bell metal, bronse base, $1.40; Gong, gold bronnod 
steel. 90c; Gong, polished bell metal, 5-inch, $2.50 each; 
6-inch, $3.75>~7*incn, $5.25* 8-inch, $7.25; 10-inch, $13.00 


Digitized by boogie 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued 

BELLS—Continued— BOARDS, WASH—B 

12-inch, $23.50. Rotary door, bronze, 85c each; steel, 85c; Zinc, 85c; Double 
iron, 85c; copper, 85c. $1.75; Single Zinc, 

BELLS—Farm—(100 lb.), $16.00. BOLTS—Common Cm 

BELLS—Kentucky Cow—No. 0, $1.75; 1, $1.45; 2, $1.15; size 3 -J6"&V4" ^ 5 ‘ 

3, 85c; 4 70c; 5, 60c; 6, 45c. Doz 100 Do 

BELLS—Electric—2Vi-inch, Eclipse Iron Box, 90c each; 8-in. 2 25 1 70 35 

Nonpareil, $1.00. 2 Vi ; 2 ‘ 5 185 * 40 

BELL STRAPS— 3 .30 2.00 .40 

Cow—1% lb., $1.00; 1% lb., $1.15; 1 % lb., $1.35. 3 Vi .30 2.15 .45 

BEVELS—Sliding T—No. 18, 6*in., $1.10; 8-in., $1.35; 10-in., * 33 2.30 .45 

$1.00. No. 25: 6-in., 75c; 8-in., 85c; 10-in., 90c; 12-in., Vi 2.o0 .50 

$1.00. No. 1—Odd Jobs, $1.10. {* 2.6 d .50 


BOARDS, WASH—Brass, $1.25 each; Toy, Zinc, 25c; Single 
Zinc, 85c; Double Zinc, $1.15; Glass, $1.10; Blue Enamel, 
$1.75; Single Zinc, 95c. 

BOLTS—Common Carriage— 

Size 3-16"&V;" _5-16'° _ %" 7-16" _ Vi" 

Doz. 100 


Doz. 100 Doz. 100 Doz. 100 


BIBBS—Compression-— Vi-in. 

Plain—Rough brass . 1.50 

Finished brass. 1.70 

Nickel plated . 2.00 

Hose—Rough brass. 1.70 

Finished brass. 1.95 

Nickel plated. 2.25 

BITS—Auger— 


Vi-in. 

%-in. 

% -in. 

1.50 

1.95 

2.60 

1.70 

2.15 

2.85 

2.00 

2.45 

3.20 

1.70 

2.15 

2.85 

1.95 

2.40 

3.10 

2.25 

2.70 

3.45 


5.75 

S.75 

7 .75 

8 .75 

9 .90 

9.90 

1. 1.10 

2. 1.10 

3 . 1.25 

4 . 1.25 

5 . 1.40 

B. 1.40 

7. 1.75 

3 . 1.75 

0 . 2.00 

2. 2.25 

4 . 2.50 

Bits in Sets—Common, 6 


Irwin Ii 
$ .60 
.55 
.55 
.55 
.60 
.60 
.65 
.70 
.75 
.75 
.85 
.90 
1.00 
1.00 
1.25 
1.20 
1.40 
1.60 
1.80 

bits, $4.00 


Irwin Car 
$1.25 
1.25 
1.25 
1.25 
1.25 

1.25 
1.35 

1.50 
1.65 
1.85 
2.00 
2.10 

2.25 

2.50 


Millers Falls, No. 


Stanley, No. 1— 


BLOCKS—Wood 

Tackle— 
Com 

Com 

Com 

Pat 

Pat Pat 


Sngl. 

Dbl. 

Triple 

Sgl. 

Dbl. Triple 

3. 

.. 1.00 

1.80 

2.50 

1.40 

2.60 3.35 

4. 

. . 1.20 

2.15 

3.00 

1.55 

2.95 3.80 

5. 

.. 1.25 

2.30 

3.15 

1.65 

3.00 4.05 

6. 

., 1.50 

2.75 

3.85 

1.95 

3.75 5.10 

7. 

.. 1.80 

3.30 

4.70 

2.25 

4.35 5.80 

8. 

.. 2.50 

3.85 

5.80 

2.95 

5.35 6 95 

10. 

. . 3.85 

5.90 

8.25 

4.50 

7.75 9.80 

12. 

. . 6.00 

. . . 


6.90 

12.00 15.20 

Steel Tackle— 



Tackle— 

Dbl. 

Galv.—176 


lVi .25 1.55 
2 .25 1.70 

2 Vi .25 1.85 

3 .30 2.00 

3 Vi .30 2.15 

4 .35 2.30 

414 -40 2.50 

5 .40 2.65 

5Vi .45 2.80 

6 .45 2.95 

6Vi .50 3.30 

7 .55 3.45 

8 .60 3.80 


.30 2.15 
.35 2.35 
.40 2.55 
.40 2.75 
.45 2 95 
.45 3.10 
.50 3.30 
.50 3.45 
.55 3.65 
.60 3.85 
.65 4.30 


vi" 

Doz. 100 


Common 
$ .30 
.30 


L.25 .30 

L.25 .35 

L.25 .35 

L.25 .35 

L.35 .40 

L.50 .40 

L.65 .45 

L.85 .45 

1.00 .55 

1.10 .55 

1.25 .65 

1.50 .70 

.75 

. . . .80 

.85 
.95 
1.10 

8 bits, $5.00; 


9 

10 

11 

12 

14 

16 

18 

20 

BOLTS- 


.55 3.45 .70 4.45 

.60 3.80 .75 4.85 

.80 5.30 

.85 5.50 


.45 

2.95 

.55 

3.65 

.65 

4.45 

.50 

3.20 

.60 

3,95. 

.75 

4.95 

.50 

3.45 

.65 

4.30 

.80 

5.35 

.55 

3.70 

.70 

4.65 

.90 

5.80 

.60 

3.90 

.75 

4.95 

.95 

6.25 

.65 

4.20 

.80 

5.30 

1.00 

6.75 

.65 

4.45 

.85 

5.60 

1.10 

7.25 

.70 

4.70 

.90 

5.95 

1.15 

7.65 

.75 

4.95 

.95 

6.30 

1.20 

8.10 

.80 

5.15 

1.00 

6.60 

1.30 

8.60 

.85 

5.75 

1.05 

6.95 

1.35 

9.10 

.90 

6.00 

1.10 

7.25 

1.45 

9.55 

1.00 

6.60 

1.20 

7.95 

1.55 

10.40 

1.05 

7.10 

1.30 

8.60 

1.70 

11.40 

1.15 

7.60 

1.40 

9.25 

1.85 

12.25 

1.20 

8.10 

1.50 

9.90 

2.00 

13.20 

1.30 

8.65 

1.60 

10.55 

2.10 

14.10 


2.40 16.00 
2.65 17.80 
2.95 19.70 
3.25 21.55 


BOLTS—8tov*»- 


Expansion—(See SHIELDS). 


13 bits, $7.50. R. J M 13 bits, $10.50. Irwin, 13 bits, $8.50; 
8 bits, $5.50. 

Ship Auger Car Bits same prices as Ship Augers. 
Expansive—Clarks’ small, $2.50; large, $3.50; Steers, 
•mall, $3.75; large, $4.75. 

Expansive Bit Cutters—Clark’s No. 1, 45c; No. 2, 55c; 
No. 3, 75c; No. 4, 85c. Steers, No. 1, 75c; No.2, 80c; No. 
3, 85c; No. 4, 90c; No. 5, $1.25. 

BIT HOLDERS—Extension— 

Millers Falls, No. 8— 



Vs, 

5 32" 

3- 

16" 

V4 

" 

5- 

16" 


Size— 

Doz 

100 

Doz. 

100 

Doz. 

100 

Doz. 

100 

Doz. 

100 

% . . . . 

.10 

.70 

.10 

.70 







Mi.... 

.10 

.70 

.10 

.70 

.15 

i!6o 


• • • 


.. . 

. 

.10 

.70 

.10 

.70 

.15 

1.00 





%.... 

.10 

.70 

.10 

.70 

.15 

1.00 





% ... - 

.10 

.75 

.10 

.75 

.15 

1.00 





1 .... 

.10 

.75 

.10 

.75 

.15 

1.05 

'.20 

1.50 

.25 

2^20 

1 >4 .... 

.10 

.80 

.10 

.80 

.15 

1.10 

.20 

1.55 

.30 

2.30 

1 Vi -. • - 

.10 

.85 

.10 

.85 

.15 

1.20 

.20 

1.65 

.30 

2.40 

1% .... 

.15 

.90 

.15 

.90 

.15 

1.25 

.25 

1.75 

.30 

2.55 

2 .... 

.15 

.95 

.15 

.95 

.20 

1.30 

.25 

1.85 

.35 

2.70 

2 Vi ... . 



.15 

1.00 

.20 

1.35 

.25 

1.95 

.35 

2.90 

2 Vi ... . 



.15 

1.05 

.20 

1.45 

.25 

2.00 

.35 

3.05 

3 .... 



.15 

1.20 

.20 

1.60 

.30 

2.15 

.40 

3.35 

3%.... 



.20 

1.35 

.25 

1.85 

.30 

2.40 

.45 

3.70 

4 .... 



.20 

1.50 

.25 

1.95 

.35 

2.65 

.50 

4.50 


BOLTS—Machine, Square Head and Nut— 

V4" 5-16" %" 7-16" 

Size Doz. 100 Doz. 100 Doz. 100 Doz. 100 

1-1 Vi $0.35 $2.45 $0.45 $2.85 $0.50 $3.45 $0.65 $4.20 


2 

.35 

2.55 

.45 

3.00 

.55 

3.65 

.70 

4.50 

2Vi 

.40 

2.65 

.50 

3.20 

.60 

3.90 

.75 

4.80 

3 

.40 

2.75 

.50 

3.35 

.60 

4.10 

.75 

5.10 

3 Vi 

.45 

2.90 

.55 

3.55 

.65 

4.35 

.80 

5.40 

4 

.45 

3.00 

.55 

3.70 

• 7Q 

4.55 

.85 

5.70 

4Vi 

.50 

3.30 

.60 

4.10 

.75 

5.05 

.90 

6.00 

5 

.50 

3.40 

.65 

4.25 

.80 

5.30 

.95 

6.30 

5 Vi 

.55 

3.50 

.65 

4.45 

.85 

5.50 

1.00 

6.00 

6 

.55 

3.65 

.70 

4.65 

.85 

5.75 

1.05 

6.90 

6Vi 

.55 

3.75 

.75 

4.80 

.90 

6.00 

1.10 

7.20 

7 



.75 

5.00 

.95 

6.25 

1.15 

7.50 

8 



.80 

5.35 

1.00 

6.75 

1.20 

8.10 

9 



.85 

5.75 

1.10 

7.20 

1.30 

8.70 

10 



.90 

6.05 

1.15 

7.70 

1.40 

9.30 

11 



.95 

6.45 

1.20 

8.15 

1.50 

9.90 

12 



1.00 

6.75 

1.30 

8.60 

1.60 

10.50 


Vi" 

Doz. 100 


%" 

Doz. 100 


Size Single Dbl. Triple %.20 

3 .95 1.75 1 .20 

4 . 1.15 2.15 2.46 1%.25 

5 . 1.35 2.35 2.55 1%.35 

6 . 1.50 2.75 3.35 1%.60 

7 . 1.50 2.75 4.00 2 65 

8 . 2.75 4.50 5.10 2%.85 

10. 4.25 7.00 7.50 No. 200 Buffalo— 

Wood Snatch— 12" Complete. 44.00 

6. 4.50 14" Complete. 50.00 

8. 6.50 No. 700 Climax— 

10.... .. 9.00 * 12" Complete. 28.00 

12 . 11.00 

BLOWERS— 

No. 400 Champion, without Tyere Irons, $37.50; No. 400 
Champion, complete, $40.00. 

No. 40 Lancaster, complete, $27.50. 

Royal H, without Tyere Irons, $41.50; complete, $44.00. 
No. 200 Buffalo, Complete—12-in,, $44.00; 14-in., $50.00. 
No. 700 Climax—12-in. complete, $28.00. 

BOARDS. IRONING— 

With Table—No. 2, Plain, $2.50 each; No. 10 Springer, 
60x15 in., no sleeve board, $5.50; No. 20 Springer, 54x13 
in., no sleeve board, $5.25; No. 40 Springer 50x12 in., no 
sleeve board, $4.50. 

Without Table (aklrt Boards)—4-feet, $1.00 eaeh; 5-foot, 
$1.95; 5tt-feot, $1.50; 0-foot, $1.75. 


1 

•1% 

$0.80 

$5.10 

$1.20 

$7.80 

$1.70 

$11.65 



2 


.85 

5.75 

1.25 

8.40 

1.85 

12.35 

2.50 

16.80 

2 

Vi 

.95 

6.35 

1.35 

8.90 

2.00 

13.20 

2.65 

17.85 

3 


1.00 

6.60 

1.45 

9.50 

2 10 

14.00 

2.85 

18.90 

3 

Vi 

1.05 

6.95 

1.50 

10.10 

2.25 

14.85 

8.00 

19.95 

4 


1.10 

7.35 

1.60 

10.65 

2.35 

15.70 

3.15 

21.00 

4 

Vi 

1.15 

7.70 

1.70 

11.25 

2 50 

16.60 

8.30 

22.05 

5 

1.20 

8.10 

1.75 

11.75 

2.60 

17.35 

8.45 

23.10 

5 

Vi 

1.30 

8.55 

1.85 

12.35 

2.70 

18.15 

3.60 

24.15 

6 

1.35 

8.90 

1.95 

12.90 

2 85 

19.00 

3.80 

25.20 

6 

Vi 

1.40 

9.30 

2.05 

13.50 

3.00 

19.80 

3.95 

26.25 

7 

1.45 

9.65 

2.10 

14.10 

3.10 

20.65 

4.10 

27.30 


1.60 10.50 

1.70 11.25 
1.80 12.00 

1.90 12.75 
2.05 13.50 
2.15 14.40 
2.25 15.15 
2.40 15.95 
2.50 16.75 
2.65 17.50 
2.75 18.25 
2.85 19.00 
3.00 19.85 
3.10 20.60 
3.20 21.40 
3.35 22.20 
3.45 23.00 
3.55 23.75 

3.70 24.50 
3.80 25.30 

3.90 26.10 
3.95 26.85 
4.00 27.65 


2.30 15.20 
2.45 16.35 

2.65 17.50 

2.85 18.65 
2.95 19.75 

8.15 20.90 

3.30 22.05 

3.50 23.20 

3.65 24.45 

3.85 25.50 
4.00 26.60 

4.15 27.75 

4.35 28.90 

4.50 30.00 

4.70 31.20 

4.85 32.30 
5.00 33.45 
5.20 34.55 

5.35 35.75 
5.55 36.90 

5.70 38.00 

5.85 39.15 
6.00 40.80 


22.25 4.40 29.40 

23.75 4.75 81.50 

25.55 5.05 83.60 

27.25 5.35 85.70 

28.90 5.65 87.80 

30.50 6.00 39.90 

32.20 6.30 42.00 

33.80 6.60 44.10 

35.50 6.90 46.20 

37.15 7.25 48.30 

38.75 7.55 50.40 

40.40 7.90 52.50 

42.10 8.20 54.60 

43.75 8.50 56.70 

45.40 8.85 58.80 

47.00 9.15 60.90 

48.70 9.45 63.00 

50.30 9.75 65.10 

52.00 10.05 67.20 
53.60 10.40 69.30 

55.26 10.70 71.40 
57.00 11.00 73.50 

58.50 11.85 75.60 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Oontinusd. 


BOLTS—Barrel— 

Extra Heavy Wrought 
Steel, Japanned— 

4-inch .20 

6-inch .25 

6-inch .30 

8-inch . .60 

Cast Iron, Japanned— 
••inch ..15 

4- inch .15 

5- inch .20 

0-inch .25 

8-inch .40 

CHAIN— 

Cast Iron, Japanned— 

6-inch .50 

8-inch .60 

10-inch .85 

Oast Iron, Amber or 
Bronzed— 

4*inch .45 

6- inch .60 

8-inch .75 

Cast Iron. Ant. Copper 
or Dull Braaa— 

4-inch .75 

6-inch . 1.00 

8-inch . 1-25 

CUPBOARD, Japanned— 

8-inch ..55 

6-inch .75 

10-inch .. 1*75 

Cupboard, Other Finishea- 

8-incn .75 

6-inch . 1-00 

BOLTS—Toggle—(See Toggle 
BOILERS—Range— 


. 80 gallon . 

40 gallon . 

52 gallon . 

66 gallon. 

82 gallon. 

100 gallon . 

BOTTLES—Vacuum— 
Thermos— 

10 . 

10Q . 

11 . 


FLUSH, Angle—All Finishes, 
Cast Bronxe— 

2- inch .40 

31-inch .50 

4- inch .55 

6-inch .70 

LEVER—Cast Bronze, All 

Finishes— 

3 Ms-inch . 1.10 

5- inch . 1.25 

T-HEAD—Wrought Bronze, 

All Finishes— 

3- inch ..85 

4- inch .40 

5- inch .45 

6- inch .50 

Cast Bronze, All Finishes— 

3- inch .50 

4- inch ..55 

5- inch .70 

FOOT— 

Cast Iron, Japanned— 

6-inch ..45 

8-inch .55 

10-inch .85 

Amber or Bronzed— 

6- inch .55 

8-inch . 75 

Other Finishes— 

4-inch .75 

6*inch *.95 

8-inch . 1.10 

Foot Wrought Steel—Cup¬ 
board, Japanned— 

- 8-inch .65 

6*inch . 1.00 

10-inch .2.25 

Bolts). 


Standard. 
. 14.30 
. 19.50 
. 36.40 
. 54.50 
. 65.00 
. 95.00 


Thermos FILLERS—Thermos and Uni- 

10 .2.85 rersal— 

lOQ . 8.75 34 Pint. 1.75 

JP 8.00 1 Pint . 2.00 

11Q **.’!**. 5.00 1 Quart. 8.25 

IP:. 8.50 lunch kits— 


14Q . 5.50 


Universal— 

21 . 3.00 

22 . 5.00 

61 .2.50 

62 .4.00 

71 . 8.50 

72 . 5.50 

81 . 4.75 

82 . 7.00 

91 . 4.25 

92 . 6.50 

592 7.50 

Ferrostat— 

504R .11.00 

505R 2-qt.16.00 

505N .16.50 


Thermos— 

892 and 896. 4.00 

898 and 897. 4.25 

894 and 898. 5.00 

Universal— 

310 4.75 

320 5.25 

410 5.00 

510 5.50 

4070 6.25 

3070 4.25 

Thermos—Food Jars. Fillers 

600 . 4.25 2.25 

601 . 5.75 2.50 

602 . 7.50 8.75 

Thermos— Jugs. Fillers 

556 . 8.25 8.60 

557 . 8.50 4.75 

Thermos—Oases— 

104.5.00 

104Q . 7.00 

114 .10.00 

114Q . 15.00 

180 . 10.00 

130Q . 15.00 


BOXES—Mail—Apartment— Standard style, $5.00 each; with 
mouthpiece and electric push button, $5.25. 

House—Cast Iron, 6x12, $1.25; Steel, 12x5 34x2 in., 

$2.75; Copper Finished, 10x5x2 in., $4.00; Sheet Metal, 
1x4x10 in., 30c; 8heet Steel, 11x5x2 in., $2.25. 

Rural Delivery—Standardized, 18 34x6 34x734 in^ $2.10; 
Standardized, 23 34x11x14 in., $4.25. 

BOXES—Mitre— 

Goodell— Bach 

265 26x4. 24.00 78 21.50 

885 25x5 . 25.60 74 26.00 

806 80x5 . 27.00 T5 24.00 

Stanley— New Langdon Imp- 

50 34 12.70 72 25.00 

246 25.50 73 25.75 

858 28.75 74 27.50 

460 85.00 75 28.00 

Acme— Steam's Perfection— 

72 .22.50 20 4.75 


8team's Perfection 


BRACES— 

P. S. & W., No. 508, $1.85 each; 510, $1.40; 8308, $2.50; 
8310, $2.75; 3708, $3.75; 3710, $3.85; 8712, $4.00; 

4608, $4.50; 4610, $4.75; 4612, $5.00; 5008, $5.25; 5010, 
$5.75; 5012, $6.00; 5014, $6.25; 7008, $5.75; 7010, $6.00; 
7012, $6.25; 8208, $7.75; 8210, $8.00, 8212, $8.25. 

Stanley Ratchet, No. 921, 8-inch, $6.25; 10-inch, $6.50: 12- 
inch, $6.75; 14-inch. $7.00- 

Stanley Corner, No. 992, 8-inch, $9.00; 10-inch, $10.00. 
No. 982, $5.75. 

BRACKETS—Shelf— 


Japanned— 

8x 4 . 

Pair 
... .25 

Copper, 
8x 4 

Brass, Nickel—Pair 
. 40 

4x 5 . 

. . . .80 

4x 5 

. T 80 

5x 7 . 

... .40 

5x 7 

. 70 

6x 8 . 

... .45 

6x 8 

QO 

7x 9 . 

... .50 

7x 9 

. 05 

8x10 . 

... .60 

8x10 

. t _ 1 oo 

10x12 . 

... .75 

10x12 

. 1 80 

12x14 . 

... 1.25 

12x14 



.80 

.25 

.16 

.25 

.20 

.16 

.20 

.20 

.16 


BRADS—Wire— Bnlk per lb. 34-lb.pkgs. 34-lb.pkga. 

34 and % -inch.80 .25 .16 

34 to 134 -inch.25 .20 .16 

lit to 2-inch.20 .20 .16 

BRASS—Sheet—Soft, per lb., 75c; Half Hard, 80c; Sign, 80c; 
Spring, $1.05. 

BREAD AND CAKE MAKERS—Universal—No. 2, $2.75 eaeh; 
No. 4, $3.50 each; No. 8, $4.00 each; No. 44, $8.26 each. 

BRIGHT WIRE GOODS—See Hooka and Eyes. 

BROOMS—House or Parlor— 

Finest selected, 16-15 in., 81.50 each; second grade, 1434 
in., $1.35; third grade, 14 in., $1.10; common, 86o; Ware¬ 
house, $1.25: Railroad or Smelter, $1.25: Switch, small 66c, 
large, 90c; Toy or Hearth, 1 aew, 80c; 2 aew, 40c. 

Push or Street 

Bassine, 14-in. 1.75 Rattan, 6 rows, 12-in. 1.50 


Bassine, 16-in.2.00 

Steel Wire, 12-in.1.00 

Steel Wire, 18-ia.1.60 

BRUSHES— 

CASTING— 

Round .80 

Oblong.60 

Counter— 

Dusting, com. ...... .90 

Extra quality.1.20 

White bristles ..1.75 

FLOOR— 

Fibre, 12-inch. 1.50 

Fibre, 16-inch. 1.90 

Hair, 12-inch .2.10 

Hair, 16-inch . 2.65 

Mixed, 12-inch.1.75 

Mixed, 16-inch.2.00 

Bristles, 14-inch.5.00 

Bristles, 18-inch.6.25 

Garage— 

Fibre, 16-inch.2.00 

Fibre, 18-inch..... 2.25 
Fibre, 20-inch.2.50 

Paint—(Chinese bristles)— 


Rattan, 6 rows, 14 in. 1.60 
Rattan, 6 rows, 16 in. 1.75 
Rattan, 8 rowa, 14 in. 1.25 


Fibre, 24-inch...... 

Gear— 

Handles. 

Hand or Nail. 

Horae— 

Rice Root, 12 34 lb .. 
Rice Root, 18 lb. .. . 
Palmyra Fibre, 1234 

lb. 

Palmyra Fibre, 13 lb. 
Mixed Fibre, 13 lb.... 
Ox Fibre, 8 34x9 in.. 
Ox Fibre, 4 34x1134 in. 
Kalsomine— 

7-in., single.. 

3x7 34 in blocks.... 
Marking—(Round)— 
White bristles— 

%■% in. 

1-134 in. 


Grade. 

1 

2 

8 

4 

6 

234-inch.. 

. . .80 


.65 



8-inch . 

. . .40 

.55 

.85 

1.60 


8 34-inch. 

.. .55 

.75 

1.05 

2.25 

1.75 

4-inch., 

.. .70 

1.00 

1.56 

2.75 

8.50 

434-inch__ 

. 

1.50 

.... 

8.50 

4.00 


Roofing—Knotted— 

3 knots, 14-lb. ..... 

4 knots, 18-lb. 

Sash—Chisel Point— 

^4x134-in. 

34x1 %-in. 

% x2-in. 

1x2 34-in. 

Scrub— 

Gray Tampico, 10".. 
Gray Tampico, 12".. 

Ox Fibre, 7". 

Ox Fibre, 10". 

Ox Fibre, 12". ..;... 
White Tampico, 8".. 


Brush only 134-in... .75 

Combination.35 

Extra bristles.50 

Best 134-in. bristles .85 
Sink— 

Ox Fibre.15 

Split Bamboo.05 

Shaving—Rubber Set— 

Ebonized handle .... .55 

Boxwood, small .... 1.00 
Boxwood, medium... 1.10 

Boxwood, large.1.35 

White Bone, small... 1.00 
White Bone, medium 1.25 
Octagon Bone. 2.00 


25.00 

White Tampico, 11". 

. .50 

Octag. Bone, polished 

4.00 

25.75 

White Tampico, 12". 

. .70 

Stencil— 


27.50 

Shoe— 


134-in., 2 34-lb. 

.25 

28.00 

Dauber, wood. 

.20 

134-in., 8 34 -lb. 

.85 

— 

Dauber, iron.. 

.80 

134-in., 5-lb. 

.45 

4.75 

Brush only, % -in.... 

.85 

134-in., 6-lb. 

.55 
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BET^n. 8ELUNO PBI0E8—Oontlnnod. 


Squeeges, 10-in.30 

Squeeges, 12-in.35 

Squeeges, 14-in..40 

Squeeges, 16-in.50 


%. 

%. 

%. 

%. 

%. 

%. 

%. 

1 

1 %. 

1 %. 

1 %. 

2 . 


BRUSHES—Continued— CHISELS— 

Window— 

Gray fibre. .75 

Black horsehair.90 

Pope's Eye. 1.15 

BUCKETS—(See Galv. Ware)— 

BURNERS—Lamp—%-inch wick, 10c each; 1-inch, 15c; 1%- 
inch, 30c. 

Lantern—For Cold Blast, %-inch wick, 10c each; 1-inoh, 

15c; For Kerosene, %-inch, 10c: 1-inch, 15c; Lard, Sperm 
and Sig. Oil, %-inch, 10c: 1-inch, 15c. 

Rubbish—No. 1, 20-inch Steel, $9.00 each; No. 8, 80- 
inch Steel, $15.00. 

BUTTS—(See Hinges)— 

CALKS—Boot—Screw, all sixes, box of 50, 75c; Drive, all 
sixes, box of 100, 85o; Tote, blunt, side, heel or country 
pattern, 15c lb. 

OANT HOOKS— Maple Hdl. Hickory Hdl. 

2%x4% . 3.00 3.65 

2%x4% . 3.25 3.75 

GAPS—Roofing. Per lb n SOe. 

CARBORUNDUM—Grain, per lb., bulk, 50c. 

CARRIERS—Timber—No. 425, 4-ft. maple, $3.75. 

CARRIERS—Hay—Ueing Manila rope for steel, wood, cable 
track, $12.00 each; using wire cable or manila rope for steel, 
wood, cable track, $15.75; Sling, $22.00; Steel Hay Carrier 
Track, 35c foot; Steel Hay Carrier Hanging Hooks, 25c 
each; Rafter Brackets, 15c. 

CATCHERS—GRASS—No. 9. all duck, $2.25; 10G, Galr. Bot¬ 
tom, $2.35; 11 all duck, $2.75; 12G Galr. Bottom, $2.75; 

RR1, $1.00; Eureka, 85c; 16G, $1.50; 5G, $1.85. 

CESSPOOLS—BELLr— Hinge. Loose. 

2-inch 6x6 Bell. 1.40 1.15 

8-inch 9x9 Bell... 2.00 1.80 

4-inch 18x18 Bell. 4.75 8.75 

CHAINS—Tire. 


Socket 
Firmer 
Bev. Edge 
. .95 

. 1.00 

. 1.05 

. 1.10 

. 1.25 

. 1.30 

. 1.35 
. 1.40 

. 1.60 
. 1.75 

. 2.00 
. 2.25 


1 

1 % 

1 % 

1 % 

1 % 

1 % 

2 


Whites 
No. 2 

1.30 
1.35 
1.40 
1.45 
1.50 
1.55 
1.65 
1.75 
1.90 
2.00 
2.15 

2.30 

Bucks No. i 
... .90 


Pocket 
Bev. Edge 
1.20 
1.25 
1.30 
1.35 
1.40 
1.45 
1.55 
1.60 
1.75 
1.85 
1.95 
2.10 


Inside or 
Outside 
Bevel 
1.85 
1.85 
1.85 
1.40 

1.50 
1.65 

1.75 
1.85 
2.00 
2.25 

2.50 

2.75 


1.45 


1.50 

2.00 

2.25 


Blacksmiths' 
Cold or Hot Eye 
.75 
.85 
1.00 
1.25 

1.50 

2.50 

8.00 


5-16. 

%.. 

%... 


Cold 

Com. 

Cold 

Special 

Cape 

Ronnd 

Nose 

Diamond 

Point 

.25 

.50 

.65 

.65 

.65 

.30 

.60 

.70 

.70 

.70 

.35 

.65 

.75 

.75 

.70 

.40 

.75 

.85 

.85 

1.00 

.45 

.85 

.95 

.95 

1.10 

.60 

1.15 

1.15 

1.15 

1.25 

.85 

1.50 


1.35 

1.50 

1.00 

1.75 


1.60 

1.75 


Sue Pair 

Tire—Weeds 

8 x30 4.50 

3%x30 5.00 

3%x32 5.50 

4 x31 . 6.00 


4%x33 7.25 

4%x34 7.50 

4%x35 8.00 

4%x36 8.00 

4%x37 8.75 

5 x35 9.00 

5 x36 9.00 

5 x37 9.75 

5%x36 12.00 

5 % x37 13.00 

5%x38 14.00 


4 x32 6.00 

4 x33 6.50 

4 x34 7.00 

4 x35 7.50 

4 x36 7.50 

4%x32 . 7.00 

Dozen pair lots, 10% off. 

CHAIN—New German Straight Link (Coil)— 

6-0, 15c ft.; 5-0, 14c; 4-0, *3c; 3-0, 11c; 2-0, 11c; 0, 10c; 

Norway Straight Link (coll)—%, 85c lb.; %, 85c lb.; %, 
SOe lb. 

Passing Link (coil)—4-0. 18c ft.; 3-0, 11c ft.; 2-0, 10c ft. 
Proof Straight Link (coil)—8-16 black, 80c lb.; %, 25c lb.; 
5-16, 22c lb.; %, 20c lb.; 7-16, 20c lb.; %, 18c lb.; %, 
18c lb.; %. 18c lb. 

Proof Twisted Link (coil)—8-16 black, 88c lb.; %, 28c 
lb.; 5-16, 24c lb.; %, 28c lb.; 7-16. 22c lb. 

B. B. Proof Straight Link (coil)—5-16, 25c lb.; %, 22c 
lb.; %. 20c lb.; %. 20c lb.; %, 20c lb. 

Twisted Machine Coppered (coil)—4-0, 20c ft.; 3-0, 18c 
ft.; 2-0, 17c ft.; 0, 16c ft. 

Jack: Iron—No. 20, 7%c yd.; No. 18, 7%c; No. 16, 7%c; 
No. 14, 7%e; No. 12, 10c; No. 10, 10c; No. 8, 12%c; 
No. 6, 18c. 

Jack: Brass—No. 120, 10c yd.; No. 118, 10c; No. 116, 
12 %c; No. 114* 20c; No. 118, 25c; No. 112, 80c; No. 
110, 40c. 

Safety Brass and Nickel Plated—00 and N00, 20e yd.; 0-N0, 
25c yd.; I NI, 30c yd.; 2-N2, 40c yd.; 8, 45c yd. 

8ash—01 Copper Plated, 5c ft.; 02 Copper Plated, 4c ft.; 
XXXX Copper Plated, 20c ft.; 02P Steel Plain, 8%e ft.; 
10 Cable. 25c ft.; 56 Universal, 7c ft. 

Saeh Chain Fasteners—12, 15e set; 100, 45o set. 

CHALK—Carpenters* White, Blue, Red, 30c do*.. Railroad, 
30c doz. School, 5c do*. Lumber—Dixon’s Black, 75c doz.; 
All colors, $1.20. Metal Workers'—Solid Soapstone, 25c 
doz.; Solid Soapstone, Chisel Point, 40c. Oil Checking— 
5-in. Black, red and blue, 45c doz.; 6-in., 50c. 

CHECKS—Door—All makes. Liquid Checks—A ll, $7.00; 
B-12, $9.50; C-13, $10.75; D-14, $12.75; E-15, $16.85; 6, 
extra large, $22.50. For hold open arm, add $1.25 each. 
Screen Door Check—No. 01, $3.85. 

CHOPPER8—Meat and Food— Universal 

Enterprise 0. 

5.4.50 1. 

10 .. 7.00 2 . 

12 . 6.50 3 . 

22 .11.00 304 . 

32 .14.00 Russwin 


CHURNS—Barrel—No. 0, $9.25 each; 1, $10.50; 2, $11.50; 
3, $13.00; 4, $16.75; 5, $19.50. 

Improved Cylinder—No. 1, $6.00; 2, $6.75; 8, $6.75; 4, 
$8.75. 

Sturges Steel—No. 1, $10.35; 2, $12.65; 8.$14.65. 

Glass Family—Universal, No. 15, $2.75; 125, $8.25; 185, 
$4.00; 145, $4.50. Dazey, No. 10, $1.75; 20, $2.25; 80, 
$2.75; 40, $3.50. Extra Jars, Dazey, No. 10, 55o each; 20, 

90c; 30, $1.25; 40, $1.50. 

Dazey, Tin, without Dasher—2-gal., $5.25; 8-gal., $6.75; 4- 
gal., $8.25; 6-gal., $10.50. 

Dash—IX Tin—2-gal., $2.25; 4-gal., $2.75; 6-gal., $3.25. 
Dash and Handle— 25c extra. 

CLAMPS—Steam’s 8pecial Joiners*—Opens 1 ft, pair $6.50; 
1% ft., $7.00; 2 ft., $7.25. 

Carpenters’—Opens 3 ft., pair, $10.35; 4 ft., $11.50; 
5 ft., $13.00; 6 ft., $22.00; 8 ft.. $28.50. 

Carriage Makers—Common. 2%-inch. 75c each; 8-inch, 
85c; 4-inch, $1.25; 5-inch, $1.75; 6-inch, $2.00; 8-inch, 
$3.00; 10-inch, $4.00; 12-inch, $5.00. 

Quilt Frame—No. 1, 10c each; 3, 20c; 82, 15c; 88, 20c. 


Wood Floor— 

.65 14-inch.60 

.75 16-inch.75 


CLEANERS—Window- 
Rubber— 

10-inch.45 16-inch. 

12-inch. .50 18-inch. 

14-inch.60 

CLEVISES—Malleable, 25c lb. 8teel, 4", 25c; 5", 25c; 6", 
30c; 7", 30c; 8", 85c. 

CLIPS—Wire Rope "Bulldog"—8-16 to % inc n each, 15e; 

%, 20c; %, 25c; %, 85c; %, 50c; 1-in., 55c; 1%-in., 60a. 
CLIPPERS—Bolt- 


New Easy— 

No. 0. 4.25 

No. 1. 5.75 

No. 2. 8.00 

No. 8. 10.50 

O. K — 

10-inch . 2.85 


Extra Outte: 

No. 0 . 

1 . 

2 . 


No. 

No. 

No. 


14-inch 


2.25 

2.75 

8.75 

4.75 

8.00 

Auto- 


CLOCKS—(Alarm)—Ace, $8.75 each; America, $2.10; 

matic, $6.00; Bingo, $4.00; Brownie, $4.50; Circle, $8.25; 
Columbia, $3.75; Ideal, $3.00; Indian, $2.10; Iron Clad, 
$3.25; Lookout, $2.50; Prompter, $3.25; Simplex, $6.00; 
Sleepmeter 2, $4.00; Sleepmeter 8, $3.25; Startle, $8.50; 
Tattoo Jr., $4.25; Tattoo Int, $4.25. 

NOTE—A Government War Tax of 5 per cent has been 
levied on all retail sales of clocks. The retail dealer is re¬ 
quired to keep a record of all sales and pay the tax into the 
Collector’s office each month. 

CLOTH—Emery, Nos. 00 to 2%, 10c straight; Nos. 1 to 8, 
15c. Carborundum or Aloxite—Nos. FF-90, 15o straight. 

CLOTH. WIRE— 


501 

602 

702 


2.75 

8.25 

4.50 


0 R 

1 R 

2 R 
8 R 


, 2.50 
, 3 00 

Hardware 

Mesh. 

Galvanized— 

Sq: ft. 

Screen- 

Sq. ft. 

, 3.50 

1 inch. 


12 M—Black . 

.04% 

, 4.75 

% inch.... 


14 M—Black . 

.05 

U.oo 

% inch.... 


16 M—Black . 

.06 

2 mesh .... 


14 M—Bronze . 

.16 

. 2.75 

3 mesh .... 


14 M—Galvanized .. 

.05% 

, 8.25 

4 mesh .... 


16 M—Galvanized .. 

-06% 

, 4.00 

6 mesh .... 


14 M—Opal or Galv. 

.06 

. 5.50 

8 mesh . ... 


16 M—Opal or Galv. 

.06% 


Digitized by 


Google 
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HARDWARE WORLD 


RETAIL SELLING PRIDES—Continued. 


No. 


Each 

No. Each 

Ball 660 

— %-inch 

. . 1.60 

Floats 395—5-inch... .55 


%-inch 

.. 1.85 

6-inch. . . .85 


% -inch 

. . 2.35 

7-inch... 1.50 


1 -inch 

. . 4.25 

8-inch. . . 2.35 


1 % -inch 

. . 6.75 

10-inch. . . 4.25 

285 

%-inch 

. . 2.65 

Gas Hose—%-inch... .55 


%-inch, 

.. 2.85 

%-inch. . . .60 


%-inch. 
1 -inch, 
1 %-inch, 

.. 3.65 
. . 6.65 
. .10.25 

% -inch. . . .80 

Service, 

Standard— 

Square or 

Flat Head— 


% " 

%" %” 

1" 1%" 1%" 2" 

Each . . 

.75 

.80 .90 

1.00 1.75 2.60 3.75 6.50 


DRILLS— 

Goodell-Pratt Bench Drills— 


Tea Kettles. 


5 

pints 

8% inch. 

.. 3.50 

6 

pints 

9% inch. 

.. 3.75 


Tea 

10% inch. 

.. 4.25 

2 

pints 

Coffee Pots. 


3 

pints 

3 pints . 

.. 2.25 

4 

pints 

4 pints . 

.. 2.50 

5 

pints 


COPPERS. SOLDERING—Family— 


No. 649 . 

_14.00 

No. 650 . 

.21.00 

DOORS—Ash Pit— 

8x8 . 

... 2.00 

10x12 . 

. 2.75 

8x10 . 

... 2.25 

12x15 . 



JOOKERS—Fireless—Duplex—No. 25, $20.00 each: No. 30,, 
$33.50; 35, $22.25; 50, $33.75; 55, $36.00; 60, $40.00; 
70, $56.00. 

Legs—Set, $5.00. 

Soapstone Discs—Each, $1.50. 

COOLERS—Water—Galvanized lined—2-gal. with push faucet, 
$5.75 each; 3-gal., $7.00; 4-gal., $8.75; 6-gal., $10.50; 8- 
gal., $13.00; 10-gal., $15.00; 14-gal., $20.00. 

COPPER—Sheet, 60c lb.; Bara, round, 70c lb.; Tubing, 75c lb. 
COPPER WARE—Rome Nickel Plated— 


Tinners— 

% pound, per pair.S5 

1 pound, per pair. 40 

1% pound, per pair. 60 

2 pound, per pair.80 

3 to 14 pounds.. *75 

CORD—Sash, Common—Per Hank: No. 6, $2.15; 8, $3.10; 
10, $4.75; 12, $5.95. 

Silver Lake—Per Hank: No. 6, $3.10; 8, $3.95; 10, $6.05; 
12, $8.75. 

CORD, TINNED PICTURE— 

No. 00, 10c pkg.; 1, 15c; 2, 15c; 3, 20c; 4, 25c. 

CRAYON—Lumber, 10c; Soapstone, 5c. 

CULTIVATORS— _ _ _ 

Norcross, 1 GC-5, each, $1.25; 5N, $1.50; 3N, $1.25; 

Midget, 60c. 

Pull Easy, PEC, each, $1.85; PE5, $1.50; PEW2, $5.00. 

CUTTERS—Pipe—Barnes, No. 1, $4.00 each; 2, $5.25; 8, 
$8.60; 4, $16.75; 5; $26.50. 

Saunders—No. 1, $4.75 each; 2, $6.50; 3, $11.25. 

Trimo—No. 1, $4.00 each; 2, $5.25; 3, $8.60. 

DAMPERS—Stove Pipe—No. 8, 20c each; 4, 20c; 5, 25c; 
6, 25c; 7, 40c; 8, 60c; 9, 80c; 10. 95c. 

DIVIDERS—Wing, No. 1, 85 A 50, 6-in., 85c pr.; 7-in., 90c; 
8-in., $1.00; 10-in., $1.85. No. 85, 6-inch, 75c pair; 7-inch, 
85c; 8-inch, $1.00; 10-inch, $1.25; 12-inch, $1.85; 14-inch, 
$2.50. 

Excelsior—6-inch, 90c; 8-ineh, $1.25; 10-inch, $1.65. 
DOLLIES—Timber— 


ASH TRAPS—Common, 7x9, 80c; Adams Double, 90c. 

DOORS—Screen— 

241 Common Vnrn. % -in,—2-6x6-6, $3.75; 2-8xS-8, $3.90; 
2-10x6-10. $4.25; 3x7, $4.50. 

100 Galv.—2-6x6-6, $3.25; 2-8x6-8, $3.75; 2-10x6-10 

$4.00; 3x7, $4.25. 

200 Galv.— 2 6x6-6, $3.75; 2-6x6-8, $4.25; 2-10x6-10, 

$4.50; 3x7, $4.75. 

400 Galv.—2-6x6-8, $5.00; 2-10x6-10, $6.00; 3x7, $6.50. 
276 Black 1%-in.—2-6, $4.00; 2-8, $4.40; 2-10, $4.65. 
311 Black 1%-in.—2-6x6-6, $4.75; 2-8, $5.00; 2-10, $5.25; 
3x7, $5.50. 

391 Galv—2-8x6-8, $6.00; 2-10x6-10, $6.25; 3x7, $6.50; 
3x6-8, $6.75. 

525 Black—2-8, $7.25; 2-10, $7.50; 3x7, $7.75; 3x6-8, 

$ 8 . 00 . 


No. 

Each 

No 

Each 

8 . . . . 

. 7.50 

87. 

. 12 00 

8% . . 

. 9.50 

97. 

. 12 75 

9% . . 

.14.00 

118. 

. 7.50 

10% .. 

.24.00 



490% .. 

.20.00 

Yankee—Millers Falls, 

Hand— 

1003 . . . . 

. 13 00 

l . 

. 3 50 

1005 . . . . 

. 21.50 

2 . 

. 5.25 

11 . . . . 


2B . 

, . 4.75 

oodell-Pratt 

Breast Drills— 

3A . 

. 4 00 

6 . 

. 5 85 

5 . 

. 4 00 

07 . 

. 5 50 

98 . 

. 5.75 

245 . 

. 5.00 

105 . 


279 . 

.13.25 

306 . 

. 5.50 

fillers Falls 

(Breast) — 

343 . 

. 4.00 

12. 

.6 75 

1980 . 

. 5.75 

12A . 

. 6.50 




Drill Presses- 

—Millers Falls 


20 . 


23 . 

, . 7.50 

21 . 

. 15.00 

210 . 

. .15.00 

22 . 





Hand 

Drills— 


No. 

Each 

No. 

Each 

4 _ 


455 . 

. 9.25 

4%. 

. 2.80 

545 . 

.12.00 

5% . . . . , 

. 5.20 

550 . 

. 10.50 

5 % B. . . 

. 5.20 

555 . 

.13.75 

49 . . . . 

. 2.30 

1430 .. 

. 4.50 

53 

. 3.70 

1445 . 

. 8.00 

54 . . . . , 

.. 4 00 

1455 . 

. 9.25 

154 .... 

. 5.00 

1530 . 

. 6.50 

259 . 

. 6.40 

1540 . 

.10.00 

329 

. 3.40 

1545 .. 

.12.00 

379 . . . . , 

. 8.50 

1550 .. 

.11.75 

385 .... 

. 8.40 

1555 . 

.18.75 

445 . . . . 





307 . . 

316 . . 

317 . . 

41 ... 

. 4.50 

Yankee . 

. 3 00 

42 



Yankee Chucks 

No. 

Set. 

300 . . 


301 . . 



Drills—Goodell-Pratt 

. 4.50 318 . 

. 4.50 1500 . 


44 

50 

id Di 
No. 

305 


Yankee Drill Points 
Set of 8, $1.00; each 15c; 2 for 25c. 

Bits, Wood (Syracuse Pattern) 
Thirtyseconds— Ea. 

2 .25 12 . 

3 .25 18 . 

4 .25 14 . 

5 .25 15 . 

6 .25 16 . 

7 .30 17 . 

8 .35 18 . 

9 .40 19 . 

10 .45 20 . 

11 .45 24 . 


it Stock Twist Drills 

for metal or wood— 


1-16 . 

.15 

15-32 . 

80 

3-32 . 

.20 

% . 

. 90 

% . 

23 

17-32. 

1 00 

5-32 . 

.25 

9-16 . 

. . . 1.10 

3-16 . 

.30 

19 32 . 

... 1.20 

7-32 . 

.35 

% . 

. T . 1.30 

%. 

.40 

11-16 . 

. . . 1.40 

9-32 . 

.45 

% . 

... 1.60 

5-16 . 

.55 

13-16 . 

... 1.80 

11-32 . 

.60 

% . 

. . . 2.00 

% . 

.65 

15-16 . 

. . . 2.20 

13-32 . 

.70 

1 . 

. . . 2.40 

7-16 . 

.75 



traight Shank Carbon 

Steel, 

Short Set— 


1-32 . 

.15 

7-32. 

. . . .25 

3-64. 

.15 

15-64. 

... -25 

1-16 . 

.15 

% . 

... .30 

5-64 . 

.15 

9-32. 

. . . .35 

3-32 . 

.15 

5-16. 

... .40 

7-64. 

.15 

11-32. 

... .45 

% . 

.15 

% . 

... .50 

9-64. 

.15 

13-82. 

... .60 

5-82 . 

.15 

7-16. 

... .70 

11-64. 

.20 

15-32. 

... .85 

3-16 . 

.20 

% . 

... 1.00 

13-64 . 

.20 




Straight Shank, Wire Gauge Carbon Steel- 


1 

to 5. , .. 

.25 

36 


40. 

... .16 

6 

to 10. . . . 


41 

to 

45. 

. ^ . .16 

11 

to 15.... 

.20 

46 

to 

50. 

... .15 

16 

to 20 . . . 


51 

to 

55. 

... .15 

21 

to 25... 


56 

to 

60. 

... .15 

26 

to 30... 

.16 

61 

to 

80. 

. . .15 

31 

to 35. . . . 

.16 






Digitized by 


Googl< 














































































































































































HARDWARE WORLD 

BET AIL SELLING PRICES—Continued. 


211 


ELECTRICAL APPLIANCES— 


Universal Goods— 


Dishes, Chafing— 

E921 . 

E940 . 

E9850 . 

Grills— 

E982 . 

E984, . 

15.75 

25.00 

,22.50 

12.50 

15 00 

E9437 . 

E9439 . 

E9G35 .. 

E9637 . 

E9639 . 

E 9 6 4 6 . 

E9049 . 

18.50 
. 2U.00 
. 15.00 
. 16.00 
. 17.50 
. 2 1.00 
. 23.50 

Heaters, Immersion- 


E9676 . 

.13.50 

E970 . 

7.00 

Ranges, Table— 


Irons, Curling— 


E9841 . 

.24.00 

E9901 . 

7.25 

Stoves— 


E99011 . 

8.00 

E99H . 

.11.00 

Irons, Pressing— 


El 997 . 

.11.00 

E901 . 

10.00 

E9900 . 

. 10.00 

E902 . 

8.50 

Toasters— 


E905 . 

8.50 

E945 . 

. 9.75 

E9023 . 

7.50 

E9 46 . 

. 8.50 

E9035 . 

8.50 

Urns, Coffee— 


E9051 . 

9.50 

E916 . 

.21.00 

E9081 . 

9.00 

E919 .. 

.22.50 

Irons, Waffle— 


E9136 . 

.18.00 

E930 . 

20.00 

E9146 . 

.23.50 

Pads, Heating— 


E9149 .. 

. 26.50 

E9940 . 

13.50 

E9166 .. 

.28.50 

Percolators— 


E9109 . 

.31.00 

E9025 , .... .. 

13.50 

E9176 .. 

. 19.50 

E9027 . 

14.00 

E9179 . 

.21.00 

E9029 . 

15.00 

E9166044 . 

.52.25 

E9435 . 

17.00 

E9169044 . 

.54.75 

Hot Point Goods— 
Chafing Dishes—No 

. 20501, 

$14.00 each; 20502, 

$21.00; 


20503. $23.50. 

Coffee Percolators—No. 20610, $11.00 each; 20611, 

$12.50;: 20620, $15.00; 20621, $15.00; 20622, $19.50; 
20650, $19.50; 20651, $26.00; 20652, $29.50. 

Grills—20101, $12.50 each; 20103, $15.00; 20104, 
$11.50. 

Percolator Sets—414S4, $51.75; 414S6, $41.75; 415S5, 
$48.75. 

Curling Irons—112L1, $8.00; 112L2, $7.00. 

Heaters, Air—30501, $21.00; 30502, $28.50; 30503, 

$38.50; 30603, $40.00: 30604, $54.00; Hedlite, $12.00. 
Heating Pads—50142, $10.00; 50151, $12.50. 

Immersion Heaters—50201, $6.75; 50202, $8.25; 50203, 
$9 75 

Pressing Irons—11103, $9.75; 11203, $7.25; 11205, 

$8.25; 11206. $8.25; 11307. $10.50; 11308, $10.75; 11310, 
$12.00; 11312. $17.00; 11315, $18.50. 

Ovenette—No. 40701, $8.50. 

Stoves—No. 20301, $8.50; 20302, $8.50; 40101, $9.00; 
40102, $10.25; 40103, $14.25; 40104, $16.50; 40105, 

$19.50; 40106, $7.50. 

Toasters—114T5, $9.75: 114T5%, $8.50; 115T1. $9.50. 
Vacuum Cleaners—No. 60102, $37.50 each; 60103, $42.00. 
Attachments, $11.00. 


ELECTRICAL SUNDRIES— Each 

Attachment Plugs, No. 908, Benjamin.80 

No. 500, Bryant.20 

Bells, 2 % -inch Eclipse, Iron Box.85 

8*inch Eclipse, Iron Box.85 

Buzzers, Iron Box.75 

Watch Case .75 

Pair 

Oleata, 2 and 8 wire, unflazed.06 

Clusters, No. 9S, Benjamin, S~light. 1.15 

No. 93, Benjamin. 8-light. 1.75 

No. 94, Benjamin, 4-light. 1.75 

Porcelain Bings for Clusters.10 

Foot 

Cord, No. 18, Green and Tellow Twisted Lamp.06 

No. 18, Heater, Twisted.10 

Each 

Fuses, 6, 10. 15, 20, 25, 80 smp.10 

Globes, 6x8%, R. I. Ball.60 

8x3% or 4, Ball. 1.25 

Knobs. No. 5%, solid.08% 

No. 5%, split.05 

Lamp Guards, Style A—16 O. P.80 

Style H—16 C. P.85 

Style H—32 O. P.45 

Loxon, 40 watt (guard only).65 

Loxon, 60 watt (guard only).70 

Key for Loxon Guardi.10 

Foot 

Loom, 7-32 (250 feet in coil).10 

% (250 feet in coil).11 

Each 

Receptacles, No. 226, Porcelain Cleat.25 

No. 195, Freeman Key, brass.65 

No. 188, Freeman Key, brass.75 

Rosettes, No. 319. Cleat.15 

No. 333, Concealed.25 

Switches. No. 400, Common Snap.50 

No. 403. Indicating Snap.50 


Each 

No. 459, 3-way Snip .86 

No 4401, Single Pole Push. 60 

No. 4403, 3-way Push .75 

No. 707, Single Pole, 1-way Baby Knife.40 

No. 70S, Single Pole, 2-way Baby Knife.60 

No. 709, Double Pole, 1-way Baby Knife.65 

No. 710, Double Pole, 2-way Baby Knife.85 

Sockets, %-inch and Pendant Cap Key BB.45 

Pull Chain .85 

Shades, 8-inch Tin Cone.55 

10-inch Tin Cone.60 

8-inch Flat Tin .50 

10-inch Flat Tin.75 

Shade Holders, 2%-inch P. & A., BB.15 

3% inch P. & A.. BB.25 

Tubes, Porcelain, 5-16x3 .02% 

5-16x4.04% 

5-16x5 .06 

5-16x6 .07 

Lb. 

Tape. Durafix Friction, %-lb. rolls.85 

Sticktite Friction, %-lb. rolls.85 

Paraweld Rubber, %-lb. rolls.85 

Foot 

Wire, No. 10, S. B. Solid R. C.05% 

No. 12, S. B., Solid R. C.04 

No. 14, S. B., Solid R. C.08 

Lb. 

No. 18, Single Bell.90 

No. 20, Twisted Bell.90 

. 100 Feet 

No. 18, Black R. C. Fixture.1.40 


EMERY—Per lb., 25c. 

Stones—See Stones. 

Cloth—See Cloth. 

Wheels—See Wheels. 

FASTENERS—Casement, common brass plated, 30c; Saab 
common brass plated, 15c, two for 25c. 

FAUCETS—Cork Lined— 8-inch, each.80 

7-inch, each.25 9-inch, each.35 

FIBRE WARE—Funnels—1-qt., $1.50; 2-qt., $2.25. 

Lunch Boxes—25c to 40c. 

Measures—1-pint, $2.25; 1-qt., $2.50; %-gal., $3.00; 1- 
gal.. $3.75. 

Pails—12-quart. $2.00. 

Spittoons—4x9-in., $2.50; 5xll-in., $2.75; 6xl3-in., $3.50. 
Tubs. Oval—18-inch, $5.00; 23-inch, $8.00. 

FIGURES AND LETTERS (STEED- 


Figures 
% inch . . 

Set 
. .. 1.25 

Each 

.20 



Letters 

Set 

Each 

3-16 inch. . 

. . . 1.50 

.25 

% 

inch 

_3.75 

.20 

% inch. . 

. . . 2.00 

.30 

3-16 

inch 

_ 4.50 

.25 

5-16 inch. . 

. . . 2.50 

.40 

v 4 

inch 

_ 6.00 

.30 

inch. . 

. . . 3.00 

.60 

5-16 

inch 

_ 7.50 

.40 

% inch. . 

. . . 4.50 

.85 


inch 

_9.50 

.60 

% inch. . 
% inch. . 

. . .19^25 
. . .29.00 


% 

inch 

_16.50 

.85 


FILES—Band Saw, slim, 4 inches long, 20c each; 5 inches, 
25c; 6 inches, 30c; 8 inches, 40c; 10 inches, 65c. Knife, 
Bastard, 4 inches. 40c; 5 inches, 45c; 6 inches 50c; 8 
inches, 60c; 10 inches 70c. Regular Taper, 3-3% inches, 
15c; 4 inches, 15c; 4% inches, 15c; 5 inches 20c; 5% 
inches 20c; 6 inches, 25c; 8 inches, 40c; 10 inches 60c. 
Slim Taper, 3-3% inches, 15c; 4 inches, 15c; 4% inches, 
15c; 5 inches, 20c; 5% inches, 20c; 6inches, 25c; 8 inches, 
35c; 10 inches, 45c. Warding, Bastard, 4 inches, 30c; 5 
inches, 35c; 6 inches, 40c; 8 inches. 45c. Flat Bastard, 3. 
4 inches, 25c; 5 inches 25c; 6 inches, 30c; 8 inches, 40c; 10 
inches. 50c; 12 inches, 70c, 14 inches, 95c; 16 inches, $1.25. 
Half Round Bastard. 3. 4 inches, 35c; 5 inches, 40c; 6 
inches. 45c; 8 inches 55c; 10 inches, 65c; 12 inches, 85c; 
14 inches, $1.10; 16 inches $1.45. Mill Bastard, 3, 4 inches, 
20c; 5 inches 25c; 6 inches, 25c; 8 inches, 30c; 10 inches, 
40c: 12 inches, 55c; 14 inches, 80c; 16 inches $1.10. Round 
Bastard, 3, 4 inches, 20c; 5 inches, 25c; 6 inches, 25c; 
8 inches. 30c; 10 inches, 40c; 12 inches, 55c; 14 inches, 80c; 
16 inches. $1.10. Square Bastard, 3, 4 inches, 30c; 5 inches, 
30c; 6 inches, 35c: 8 inches, 40c; 10 inches, 55c; 12 inches, 
75c; 14 inches, $1.00;. 16 inches, $1.35. 

FIXTURES—Grindstone—Auto—01, $2.00; 02, $2.50; 15, 

$1.25; 17, $1.35; 19, $1.50; 21, $1.75; Am. Heavy—17. 
$1.00. Extra Shafts, 15-inch, 50c; 17-inch, 50c. Extra 
Cranks, 25c. 


FLASHLIGHTS—Eveready Daylos— 


Tubular Nos. . . .2602 

2604 

2612 

2616 

2619 

2627 

2628 

Complete. ea....$1.35 

$1.70 

$2.00 

$2.00 

$2.25 

$1.35 

$1.10 

Case & Bulb, ea. 1.15 

1.35 

1.50 

1.65 

1.75 

.85 

.75 

Tubular Nos.2630 

2631 

2632 

2633 

263 4 

2638 

2659 

Complete. en....$1.55 

$1.85 

$2.25 

$2.75 

$2.35 

$3.10 

$3.25 

Case & Bulb, ea. 1.05 

1.50 

1.75 

2.25 

2.00 

2.75 

2.75 

Pocket Nos.6954 

6961 

6962 

6971 

6972 

6991 

6992 

Complete, ea. . . .$1.25 

$1.00 

$1.25 

$1.00 

$1.25 

$1.25 

$1.50 

Case & Bulb, ea. .95 

.70 

.85 

.70 

.85 

.95 

1.10 

Tubular Battery Nos.. 



. 705 

706 

790 

791 

Battery only, each . . . 



.$ .50 

$ .25 

• .35 

$ .30 

Pocket Battery Nos.. . 

700 

703 

750 

751 

792 

793 

Battery only, each . . . 

.$ .30 

$ .40 

$ .30 

$ .40 

$ .30 

$ .45 
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HARDWARE WORLD 


RETAIL SELLDra PRICES—Continued. 


FLASHLIGHTS—Continued— 

Kwiklites 

Tubular Nos... 5220 5221 5223 5229 5331 6240 6240B 

Complete, ea...$1.35 $1.70 $2.00 $2.00 $2.25 $1.55 $1.70 

Case & Bulb, ea. 1.15 1.35 1.50 1.65 1.75 1.25 1.40 

Tubular Nos . .6241 6241B 6249 6249B 6343 6343B 6351 

Complete, ea...$1.85 $2.00 $2.35 $2.55 $2.25 $2.45 $2.75 

Case A Bulb, e. 1.50 1.65 2.00 2.20 1.75 1.95 2.25 

Pocket Nos.2472 2573 3475 3475B 3577 3577B 3579 

Complete, ea_ 1.00 1.25 1.25 1.35 1.50 1.65 1.90 

Case A Bulb, ea. .70 .85 .95 1.05 1.10 1.25 1.50 

Watch Chain Nos. 6239 6239B Watch Chain Bat’y No. 1204 
Complete, each. ...$1.00 $1.10 Battery only, each....$ .25 
Case and Bulb, each .75 .85 

Battery only, 

Nos. ...1202 1203 1206 1207 1271 1301 1308 1309 

Bach ..$0.30 $0.35 $0.30 $0.30 $0.30 $0.50 $0.40 $0.40 

FLATTERS—Blacksmith—2-in. f $1.25; 2%*iu., $1.65; 3*in., 
$2.00; 8%-in., $3.00. 

FORGES—No. 150 Chicago, $15.00; No. 151 Chicago, $17.50; 
Buffalo—No. 310 Steel Ball Bearing Rivet, $33.00; No. 722, 
$33.00; No. 742H, $40.00. 

FORKS—Hay—Nellis, 94 single harpoon, $6.25; 95 double 
harpoon, $3.85; 96 double harpoon, $7.75; 97 double harpoon, 
$4.25; 98 double harpoon, $7.85. Grapple, No. 99 (4 tines), 
$15.50; No. 100 (6 tines), 818.00. Jackson Patterns, 4 ft., 
$19.00; 4% ft., $19.75; 5 ft., $23.00. 


GLASS—Window— 


3B Grade— Large Lots Small Lots 


Single Strength . 

Double Strength. 

Extras for Putting in Glass 

First 8 Brackets. 

..70% 

. 75% 

70% 

Per Light 

_ *A 

Second 8 Brackets ... 




7® 

Hiird 8 Brackets.... 





Larger Lights. 


$1.00 per hoar, 

per man 

LAS8ES— 





Ground Level— 

Proved Level— 


1% . 

.50 1% 



.. 15 

2 . 

.60 2 \ 



.. .15 

2% . 

.65 2% 



.. .15 

8 . 

.70 3 



, . .20 

3% . 

.75 8% 



.. .20 

LASSES, GAUGE— 

Standard 


Extra Heavy 

% 

%A% 

% 

%A% 

% 

10 .35 

.35 

.35 

.55 

.75 

12 .35 

.35 

.50 

.60 

.90 

14 . 

.45 

.60 

.70 

1.05 

16 . 

.55 

.65 

.85 

1.25 

18 . 

.60 

.75 

.95 

1.35 

20 . 

.65 

.80 



22 .. ... 

.70 

.90 



24 . 

.80 

1.00 

.. . 

.... 


FREEZERS—Arctic— 


Qts. 

Each. 

1 . 

. 4.00 

2 . 

. 4.60 

3 . 

. 5.55 

4 . 

. 6.80 

6 . 

. 8.60 

8 . 

.11.10 

Toy . 

. 4.00 

White Mountain 


1 . 

. 5.55 

FROES—Special—Each, 

12-in M 


2.50. Common—Each, 12*i 
2 . 00 . 


2 . 6.45 

3 . 7.65 

4 . 9.45 

6 11.85 

8 15.40 

10 20.50 

12 24.50 

15 29.25 

20 38.00 


$2.00; 14-in., $2.25; 16-in., 
$1.75; 14-in., $1.85; 16-in., 


GLOBES—Lantern—Cold Blast—Plain, 25c each; Bullseyt, 
40c; 2 Plain, 25c; 2 Bullseye, 40c; 2 Ruby, 55c. 

Railroad—Clear, 20c each; Green or Red, 80c. 

Tubular—Clear, 10c each: Plain, 25c; 8-0 Ruby, 50c; 4-0 
Bullseye, 40c; 5-0 Wizard, 25c; 6-0, 25c each. 

GLUE—Dry- 


No. or Brand Lh 

AAA .60 

B .70 

OX.45 

D .35 

GX .50 

LXX .45 


GARBAGE CANS—(See Cans) — 

GATES—Molasses and Oil— 

Stebbins—%-inch, 75c each, 1-inch, 90c each; 1^4-inch, 
$1.00; 1%-inch, $1.25; 2-inch, $1.35. 

Perfection—%-inch, $1.35 each; 1-inch, $1.50; 1 Vi -inch, 
$1.85; 1%-inch, $2.25; 2-inch, $2.50. 

Lock Fast—%-inch, $1.45 each; %-inch, $1.65; 1-inch, 
$1.85; 1 Vi-inch, $2.00; 1 %-inch, $2.25; 2-inch, $2.50. 
Enterprise, Self Measuring—No. 61, Faucet, $10.50; 97, 
Pump, $24.00. 


GAUGES—BUTT—Stanley— 


No. 

Each No. 

Each 

93 . 

1 85 77 . 

. 1 65 

94 . 

2.15 71 . 

. 1.15 

95 . 

2.00 90 . 

. 85 

95% . 

1.65 91 . 

. 1 65 

Marking—Stanley— 

92 . 


61 . 

.25 97 . 

. 1.00 

64 . 

.50 98 . 

. 1 00 

65 . 

1.00 



Altitude Ganges, $5.85. 

Steam Gauges, 4%-in. face I C, $5.85. 
Thermometer, Straight, $1.60. 
Thermometer, Angle, $1.75. 


Imperial Liquid— 

Size . 1 Oz. % Pk V4 Pt. V* P8 1 Pk 1 Qt. l.GsL 

List, Doz- 1.06 1.80 2.80 4.50 7.00 11.25 54.00 

Sug. Ret. Ea.. .20 .30 .30 .50 .85 1.50 4.50 

Le Page's Liquid— 

Size . 1 Oz. 2 Oz. % Pt. % Pt. V4 Pt. 1 Pt. lQt 

List, doz.1.60 1.65 1.80 2.80 4.60 7.00 11.25 

Sug. Ret. Ea... .20 .20 .80 .80 .50 .85 1.50 

GOUGES—Outside and Inside— 

Witherby No. 320—Vi-inch, $1.50, V4*inch, $1.50; %-inch, 
$1.50; Vi inch. $1.60; %-inch, $1.65; %-inch, $1.75; Vi- 
inch, $1.85; 1-inch, $2.00; 1 Vi-inch, $2.25; 1 %-inch, $2.50; 
1 %-inch, $2.75; 2-inch, *3.00. 

Bucks Nos. 40 and 41—Vi-inch $1.25; 8-16-inch, $1.25; 
V4-inch, $1.25; %-inch. $1.35; %*»nch, $1.40; %-inch, 

$1.45; %-inch, $1.50; %-inch, $1.55; 1-inch, *1.65; 1 Vi- 
inch, $1.85; 1 Vi-inch, $1.95; 1 %-inch, $2.15; 2-inch, $2.35. 


P. S. A W. Firmer— 


180_ £ 

% 

% 

inch.... 
inch.... 

... 1.50 
.. . 1.50 

1 inch.... 

... 1.10 
... 1.25 

inch.... 

.. . 1.65 

1 Vi inch.... 

. . . 1.50 

inch.... 

... 1.70 

1 % inch.... 

. . . 1.75 

% 

% 

inch.... 
inch.... 

... 1.80 

... 2.00 

2 inch.... 

... 8.11 


Boilers, Coffee 


1 % quarts 

... .90 

2 quarts.. 

... 1.10 

8 quarts.. 

... 1.85 

4 quarts.. 

... 1.90 

6 quarts.. 

... 2.15 

8 quarts.. 

... 2.60 

10 quarts. 

... 8.00 

11 quarts . 

-8.40 

Boilers, 

Wash 

18 . 

_2.75 

21 . 

. . . . 8.25 

21 . 

-8.50 

Bowls. 

Wash 

11 inch diam... .40 

13-inch diam... .50 

Buckets, 

, Fire 

12 quarts. 

.90 

14 quarts. 

_1.00 

14 quarts. 

_1.25 

Buckets, Well 

10 quarts. 

.90 

12 quarts., 

_1.00 

14 quarts. 

_1.10 


Cans, Ash 

10 gals. 4.80 

16 gals. 5.75 

20 gals. 6.75 

28 gals. 7.75 

Cans, Garbage 
5% dis. in lots 3 doz. 
Smooth, Psil Handle 
2 gals. 1.25 

5 gals. 1.65 

6 gals. . ..2.00 

8 gals. 2.35 

10 gals. 2.75 

16 gals. 8.25 

Corrugated. 

Side Handles 

15 gals. 6.75 

16 gals . 7.25 

21 gals.8.00 

Gasoline Cans 

(1 P A B, 1) 

5 gals. 8.00 

1 gal.85 

(Side faucet) 

5 gals.2.50 


GALVANIZED WARE 
(Top faucet) 

5 gals.2.50 

Oil Cans 


m gain. . i.io 

5 gals.2.50 

(Double seamed) 

5 gals.2.00 

(Side faucet) 

5 gals.2.50 

Dippers 

1 quart.80 

Goal Hods 

16 inch. 1.00 

17 inch . 1.20 

Camp Kettles 

1 gal.40 

IVi gals.55 

2 gals.70 

8 gals.90 

4 gals. 1.05 

Cement Pails 
14 quarts.2.75 


(Puritan) 

14 quarts. 8.00 

Chamber Pails 


10 

quarts. 


1.85 

12 

quarts. 

■.... 

1.40 


Stock 

Pails 


14 

quarts, 


1.25 

16 

quarts, 


1.35 

18 

quarts, 


1.55 

20 

quarts, 


1.75 


Water Pails 


8 

quarts, 


.65 

10 

quarts, 


.75 

12 

quarts, 


.80 

14 

quarts, 

. 

.90 

16 

quarts. 


1,10 


(Extra 

quality) 

12 

quarts. 


1.25 

Refrigerator Pans 

12-inch ., 


.80 

14-inch .. 


.95 

16-inch . . 

,.... 

1.15 


Water Pots or 
Sprinklers 

4 quarts. 1.10 

6 quarts. 1.85 

8 quarts. 1.50 

10 quarts.1.75 

12 quarts.2.00 

16 quarts.2.50 


Foot Tabs (oral) 


16-inch .. 

.95 

17-inch .. 

.... 1 00 

18-inch .. 

.... 1 20 

20-inch .. 

.... 1.40 

21-inch .. 

.... 1 75 

Wash 

Tabs 

18-inch .. 

.... 1.75 

20-inch .. 

.... 2.00 

22-inch .. 

.... 2 25 

24-inch .. 

-2.75 


(Extra heavy) 

20-inch. 8.25 

22-inch. 8.85 

24-inch. 8.60 


Digitized by 


Google 
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GRAPHITE—Flake, per lb„ 80c. 

GREASE—AXLE—1 lb. cans, 15c each; 3 lb. cans, 40c; 5 lb. 
cans, 65c; 10 lb. pails, $1.35; 35 lb. pails, $3.00. 

Cup Grease—5 lb. cans, $1.00 each: 10 lb. cans. $1.75; 
25 lb. cans, $3.75. 

Transmission—5 lb. cans, 20c each. 


GRIND 8 TONE 8— 




Loose— 

Owt. 

19 inch . 

. 1.65 

15 to 40 lbs. 

6.50 



40 to 200 lbs. 

6.50 

Mounted—Hand— 


Over 200 lbs. 

7.00 

7 inch.. 

. 8.00 

Fixtures and Axle— 


8 inch.. 

. 3.25 

15 inch . 

1.35 

10 inch. 

. 4.00 

17 inch . 

1.50 

12 inch.. 

. 4.50 


Pedal Mounts—Prices range from $9.75 to $20.25, according 
to material and quality. 


HACKSAW BLADES— 
Lenox, Power— 


17" 


2.30 


Lgth. 

Wdth. 

Lt. Heavy. 

17* r 


4.15 

8" 

9-16_ 

. .90 

.... 

Hand, 

Lenox— 


10" 

%. 

. 1.15 


Length. 

Each 

Doz. 

10* 

\ . 

. 1.85 

i.95 

8-inch . 

.10 

.75 

10* 

1. 


2.45 

9-inch . 


.85 

12* 

%. 

. i.35 


10-inch . 


1.00 

12* 

% . 

. 1.60 

2.35 

11-inch . 


1.10 

12* 

1. 

. 2.30 

2.95 

12-inch . 

.15 

1.20 

14* 

%. 

. 1.70 


Hand. Starrett. Victor. 

Star— 

14* 

%. 

. 1.90 

2.75 

8-inch . 


1.00 

14* 

1. 

. 2.65 

8.50 

9-inch 


1.00 

16* 

%. 

. 2.15 

3.15 

10-inch . 


1.25 

16* 

1. 

. 3.05 

8.90 

12-inch . 


1.35 

HACK 

FRAMES—M. F.~ 4B, 75c; 

6, $2.50; 9, 

$1.85; 

15, $2.75; 77, 

$1.00; 

78, $1.50; 1027 

, $2.50; 69, 

$3.30; 


$1.65; 36 % Disston, $1.50; 40 Extension, 75c. 

HAMMERS —No. 41%, $3.00 each; 11%, $2.50; No. 2 Ball 
Pein, $2.25. 

HAMMERS—Maydole Carpenter's Nail—No. 1, $2.25 each; 
1%, $2.10; 2, $2.00; 11, $2.25; 11%, $2.10; 12, $2.00; 
12%, $1.85; 13, $1.75; 14, $1.65; 200, $3.00, 611%, $3.15; 
$235$ 2 75 ; 711 * * 2,25; 7U *» * 2 - 10 ; 712 » $2.00; 811%, 

Maydole Chipping—No. 100, $1.90 each; 101, $1.75; 
102, $1.55; 103, $1.40. Maydole Cross Pein—No. 174, $1.50. 

Maydole Machinist Ball Pein—375, $2.50; 376, $2.40; 377, 
$2.25; 378, $2.15; 379, $2.10; 770, $3.35; 770%, $2.85; 
771, $2.65; 772, $2.40; 773, $2.15; 774, $2.00: 775, $1.85; 
776, $1.75; 777. $1.65; 778, $1.50. 

HAMMERS— 


Plumb's Carpenter's Nall— 
£1 . 1.35 

A 11 .1.30 

A 11%.1.15 

A 12 .1.10 

0 11% .1.50 

0 13 .1.45 

P 80 .2.25 

P 81 .3.15 

P 82.2.00 

P 83 . 1.90 

P 84. 1.80 

P 85 .2.25 

P 86.2.15 

P 87 .2.00 

Plumb's Kngineer's— 

201 . 3.00 

262 . 2.10 

263 . 1.35 

264 . 3.40 

Plumb's Machinist's Ball 

Pein— 

18.80 

1370 . 1.75 


1371 . 1.75 

1372 . 1.75 

1373 1.85 

1374 . 2.00 

1375 . 2 15 

1876 . 2.35 

1877 . 2 50 

1379 . 2.90 

Plumb's Riveting— 

120 . 1.35 

221 . 1.25 

221 . 1.35 

228 . 1.50 

251 . 1.40 

252 1.50 

253 . 1.60 

254 . 1.70 

Plumb's Brick— 

461 . 2.00 

462 . 1.75 

8154 . 1.15 

3155 1.85 

Plumb's Prospector's Pick 

470 . 2.75 

471 .2.85 

HANDLES—Adxe, extra select, $1.00; second growth, $1.00. 

Axe—Single or double bit, Boys' No. 1, 60c; Boys’ extra 
select, 60c; Turned No. 1, OOo; extra select hickory, 85e; 
second growth, $1.00. 

Chisel—Hickory. 10c; Leather Tip, 15c. 

Hammer and Hatchet—Second growth hickory, 12 inch, 80c; 
14 inch, 30c; 18 inch, 35c. 

Peavey Handles— 

Select Maple Rock Maple Select Hickory 

2%x4 .... .... 2.30 

2%x4% . .... 2.40 

2U X 4% 1.25 1.60 2.50 

2%x5 1.40 1.75 2 65 

2^x5 1.65 2.00 3.80 

2*x5% . .... 4.45 

3 x5% . 245 

Pick_36-inch Drift, Select, 50c; Extra Select. 60c; Rail. 

road No. 1, 50c; No. 2, 60c; Select, 85c; Extra Select, $1.15. 

Slodre_-86-inch, Select, 60c; Second Growth, 75c. 

8aw Hand—Disston, No. 7, 50c; No. D8, 85c; No. 12, $1.35. 
Crosscut, Diaaton, No. 112, $1.00: No. 118, $1 25; No. 114, 
$1.50. Simonda Reversible Guard, per pair, $1.60, Simonds 


No. 6, 1.60; Atkins No. 24, $1.60. One Man Cross Cut, 
No. 218, 45c: Supplementary, 30c. Auger M. F. No. L 
$1.00; No. 2, $1.25; No. 3, $1.75; No. 4, $4.75; No. 6 Com, 
15c; Pecks Adj., 50c; Pratts Ratchet, $4.75. 


HANGERS, BARN DOOR—Richards-Wilcox— 

No. With Brackets 44-1 for 63 track.... 2.00 


20%B for 31 track... 5.10 
27 % B for 31 trrck . . . 7.50 
Without Brackets 

30 for 30 track. 2.40 

1351 for 31 track_8.50 

38-1 for 61 track_ 1.65 


44-2% for 65 track.. 4.00 


Myers No. 3. 8.50 

Myers No. 4. 2.75 

Lanes No. 25. 1.40 


Wilbern, rnd. tr., No. 5 3.00 


HANGERS, PART.OR DOOR—Complete with track— 

Richards-Wilcox, Double. 14 . 7.15 


No. 11, 14-in. 5.00 

Size. No. 221 

25 .12.00 

26 .12.00 

27 13.15 

28 .14 25 

29 15.40 

210 .16.50 

Richards-Wilcox, Single. 

No. 11, 7-in. 2.50 

Size No. 221 

13 . 6.00 


15 8.25 

16 9.40 

17 10.50 

18 .11.60 

Prouty, No. 5S.4.85 

Prouty, No. 5D. 9.75 

Lanes, No. 0105.4.85 

Lanes, No. 0105A.... 4.65 
Lanes, No. 0105NT ... 3.75 

Lanes, No. 105A.9.45 

Lanes, No. 105. 9.75 

Lanes, No. 105NT .... 7.75 


HASPS—Common— 

Size 20, 5-in., each, 10c; 6-in., 10c; 7-in., 10c; 8-in., 15c; 
10-in., 15c. Size 30, 5-in., 10c; 6-in., 10c; 7-in., 10c; 

10-in., 30c. 850, 8-in., each 15c, 10-in., 20c. Size 36, 6-in., 

each 20c; 8-in., 25c. 

Hin^e—912, 3-in., each, 15c; 4%-in., 15c; 6-in. f 20c; 

8-in„ 25c; 10-in., 40c; 12-in., 55c. 

S. C. 912—3-in., each, 20c; 4%-in., 25c; 6-in., 30c; 

8-in., 40c; 10-in., 55c. 

1308%—3-in., each, 25c; 4%-in., 35c; 6-in., 40c. 

Lock—27 Prouty, each, 60c; 28 Prouty, each, 70c. 
Safety—915, 3-in., doz., 20c; 4%-in., each, 25c; 6-in. p 

each, 40c. 

S. C. 915—3-in., each, 25c; 4%-in., 30c; 6-in., 45c. 

8. C. 917—3-in., each, 25c; 4%-in., 30c; 6-in., 45c. 

925—Each, 40c. 

925Z—Each, 65c. 

S. C. 1310—3 in., each, 55c; 4%-in., 65c; 6-in., 95c. 

941—Each, 65c. 

941J—Each. 70c. 


HATCHETS—Underhill Star, No. 10, Chicago Pat., $3.25; 
No. 5, Boston Pat., $3.25; No. 15 St. Paul Pat., $3.25. 
Sayre—Boston, No. 30, $3.00; Chicago No. 40, $3.25. 
Flooring—Plumb, $3.50; White $4.00. 

Broad—1 Plumb, $3.00; 2, $3.25; 3, $3.50; 4, $4.00; 5, 
$4.50. 

Bench—(single or double Bevel)—8 White $3.00; 7, 
$3.25; 6, $3.35; 5, $3.50; 4. $4.00. 

Claw—1 Plumb. $2.50; 2 Plumb. $2.65; 3 Plumb, $2.75. 
Shingling—1 Plumb or equal, $2.25; 2, $2.50; 3, $2.75. 
Half—1 Plumb or equal, $2.35; 2, $2.50. 

Barrel or Fruit Box—Sayre 400, $3.00; Sayre 401, $2.75. 


HEADS—MOP—Cotton—No. 9, 50c each, No. 12, 70c; No. 15, 
85c; No. 18, $1.00. Linen, No. 012, 90c each; No. 015, 
$1.15; No. 018, $1.35; No. 020, $1.50. 

HINGES— 

Wrought Brass—No. 75, 35c pair; No. 76, 80c pair. 
Wrought Steel—No. 1420, 2%-in., 35c pair; No. 1421, 
% -in., 30c; 3 in., $1.35. 

Screen—No. 5908, %-inch, 65c; No. 5908, 1%-in., 75c; 
No. 5908, blued, %-in., 70c. 

Counter Flap—No. 9001, $1.85. 

Light Tee Hinges—No. 904, 8-in., 20c; 6-in., 85c. 

Extra Heavy Tee Hinges—No. 908, 4-in., 45c; 6-in., 
75c; 8-in., $1.00; 10-in., $1.35; 12-in.. $1.85; 14-in., $2.15. 

Light Strap Hinges—No. 900, 3-in., 20c; 6-in., 40c; 
Heavy, No. 902, 4-in., 80c; 6-in., 60c; 8-in., 75c; 10-in- 
$1.15; 12-in., $1.60; 14-in., $1.85. 

Heavy Galv. Strap—No. 1302%, 6-in., $1.00; 10-in., 

$2.25; 12-in., $3.00. 

Gate Hinges—No. 124, 90c; 234-254, $1.10; 274, $1.45. 
Gate Latches—No. 7, 35c: 9, 40c; 14, 40c. 

Hook and Eye Hinges—%-inch, 85c; %-inch, $1.25; %• 
inch. $1.85. 

Wrought Hook and Eye Strap Hinges—No. 10, 95c; 
12, $1.10; 14, $1.25. 

Chicago Floor Hinges—DB6281, l%x 1%, $6.25; I%x2, 
$8.50; I%x2%, $12.50. 


BUTTS— 


Ball Bearing Butts—BB241F, 3%x3%, $1.75; 4x4, $1.85; 
5x5, $2 25; BB241SF2, $1.75; $2.00; $2.25; BB241H, 

$1.75; $2.00; $2.25. 

Chicago Butts, Single Acting—2002 Jap., 3-in., $2.00; 
4-in., $2.40; 5-in., $2.75; 6-in., $3.45. 2282DDB and 

2172AC, 3-in., $2 60; 4-in., $3.25; 5-in., $3.75; 6-in., $4.75. 
2112NP, 3-in., $3.50; 4-in., $4.10; 5-in., $5.00. 

Double Acting—2001J. $3.30; $3.85; $4.50; $5.60; $7.15; 
$10.30; $14.25. 2171AC and 2281AB, $4.30; $5.10; $6.00; 

$7.60; $10.00; $14.00; $19.25. 

Galvanized Butts—No. 1334, 2%-in., 60c.; 3-in., 80c; 
4-in., $1.40; 5-in., $2.45. 
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RETAIL SELLING PRICES—Continued. 


BUTTS—Continued— 

bight Loose Pin Butts—289D2&F, 2x2, 30c; 3x3, 50c; 
289SF2, 45c; 00c; 289N, 55c; 70c. 

Plain Bevel Edge Surface Butts—165D2-F, 2 % in., 50c; 
3*in., 65c; 4-in., 80c. 165SF2, 2%-in., 55c; 3-in., 65c; 

4-in., 85c. 

Plain Steel Butts—No. 808, 2%x2%-in., 20c; 3-in., 25c; 
4-in., 45c. 

Sherradized Butts—SC804Z&ZZ, 2%-in., 50c; 3-in., 60c; 
4-in., $1.10; 5-in., $1.80. 

Wrought Steel Butts—241D2-F, 2x2, 45c; 3x3, 55c; 4x4, 
70c ; 5x5. $1.40. 241SF2, 2x2, 50c; 3x3, 60c; 4x4, 85c; 
5x5, $1.35; 241H, 2x2, 55c; 3x3, 60c; 4x4. 85c; 5x5, $1.35; 
241N, 3x3, 65c ; 4x4, 90c. 731%, 2x2, 45c; 3x3, 50c; 4x4, 

70c; 5x5, $1.30. 733, 3x3, 55c; 4x4, 75c- 5x5, $1.40. 

Wrought Steel Plated Butts—286D2&F, 2-in., 30c; 

2%-in. 35c; 3-in., 40c. 286H, 35c; 40c; 45c. 286N, 40c; 

45c; 50c. 

Wrought Steel Butts—No. 804, 3x3, 35c; 4x4, 60c; 

5x5, 70c. 

Wrought Steel Butts—No. 838, 1%-in., 15c; 2-in., 20c.; 
3-in., 25c. No. 840, 15c; 20c; 30c. 

Wrought Plated Butts—291D2&F, 2%-in., 40c; 3*in., 45c; 
3%-in., 60c. 291SF2&H, 2%-in., 45c; 3-in., 50c; 3%-in., 

60c. 291N, 2%-in., 50c; 3-in., 60c; 3%-in., 70c. 

HOLLOW WARE—STEEL—Bailed Griddles, Cooking surface 

12 inches, $1.95 each; 13 inches, $2.30; 14 inches. $2.50. 
Handled Griddles—Cooking surface 9 inches, $1.30; 10 

inches, $1.50; 11 inches, $1.65. 

Spiders—Diameter, bottom, 8 inches, $1.10; 9 inches, 

$1.20; 10 inches, $1.50; 11 inches, $1.75; 12 inches, $2.00. 
HOLLOW WARE—CAST—Bailed Griddles—Diameter, top 

11% inches, $2.40; 13% inches, $3.15; 15% inches, $3.75. 

Handled Griddles—Diameter, top, 8% inches, $1.25; 9% 
inches. $1.35; 10% inches, $1.75; 11% inches, $2.10. 

Spiders—Diameter, bottom 8% inches, $1.50; 8% inches, 
$1.60; 9% inches, $1.95; 10% inches, $2.40; 10% inches, 
$3.00; 11% inches, $3.60. 

Long Griddles—7%xl6% inches, $2.30; 8%xl9 inches, 
$2.85; 9 % x21 inches, $3.75; 12%x24% inches, $5.40; 

13 % x25 inches, $7.50. 

Dutch Ovens, without legs—Capacity 5 qts., $4.60 each; 
6 qts., $5.25; 8 qts., $6.30; 12 qts., $7.75. 

Flat Bottom Kettles—Capacity 6 qts., $3.50; 7 qts., $4.10; 
9 qts., $5.00. 

Regular Kettles—6 qts., $3.60; 8 qts., $4.10; 10 qts., 
$5.00. 

Scotch Bow Is—3 qts., $2.20; 4 qts., $2.65; 5 qts., $3.00; 
6 qts., $3.65. 

Yankee Bowls— 4 qts., $2.85; 6 qts., $3.00; 7 qts., $3.60; 
9 qts., $4.00. 

Ham Boilers—No. 8, $7.15 each: No. 9, $7.75. 

Waffle Irons, regular style, $2.75. 

No. 40, steel... .20 .25 .30 .40 .45 .50 .95 


HOOKS AND EYES—(Price per dozen) — 

Screw Hooks Screw Eyes 

Steel Brass Steel Brass 


0 85 

1 .75 

2 .60 

8 50 

4 or 104.40 

5 or 105.35 

6 or 106.25 

7 or 107.20 

8 or 108.15 

9 or 109.15 

10 or 110.10 

11 or 111.10 

12 or 112.10 

13 or 113.10 

14 or 114.10 

Gate Hooks and Eyes— 

Sise 1 % 2 

No. 40, steel. .. .30 .25 

No. 1040, brass. . . .85 .90 

Gross lots, 35% off list. 
Ceiling— Ea. 

2%-inch cast iron.45 

2%-inch cast iron.... 1.50 
2 %-inch, other finishes 1.60 

Cast, coppered.40 

Wire, copnered.40 

Wire, Japanned.45 

Wire, tinned.45 

Wire, nickel plated. . . .75 

Wire, brass plated.70 

Coat and Hat— Ea. 
Double, cast, heavy... .60 

8ingle, cast.40 

Medium, cast.90 

Heavy, cast. 1.25 

Cast, nickel plated... 1.25 
Cast, copper finish... 1.25 
Cast, brass finish.... 1.25 
Oast bronze, all fin... 4.75 

Porcelain, solid.9.00 

Wire, Japanned.25 



.65 



.50 



.45 



.35 



.30 



.25 

.75 

1.25 

.20 

.60 

.60 

.15 

.45 

.75 

.10 

.40 

.60 

.10 

.35 

.50 

.10 

.30 

.40 

.10 

.25 

.30 

.10 

.20 

.25 

.10 

.15 

.20 

.10 

.10 


2% 8 8% 4 6 

.30 .40 .45 .50 .90 

1.50 1.50 1.75 2.00 4.40 

Wire, tinned.40 

Wire, nickel plated. . . .50 

Clothes Line— Ea. 

Malleable iron, Jap... .10 

Malleable iron, Galv. . .15 

Grass— Ea. 

14-in., 16-in., 18-in... .05 

Bronzed .66 

12-in. enameled, green .60 

12-in, enameled, black .75 

Finest quality steel.. .90 

Forged tool steel.60 


Hammock— Ea. 

To screw ..16 

With plate.15 

Hay Fork— Ea. 


%-inch pi. wr'ght steel .80 
%-inch pi. wr’jght steel .45 
%-inch galvanized ... .15 

%-inch galvanized ... .15 

7-16-inch galvanised.. 
%-infth ralvaaised ... 


HOSE FIXTURES—Hose Washers—%-inch, doz., 5c; bulk, 

45c lb. 

Hose Couplings—Cast Brass, Common—%-inch, 80c each; 
%-inch, 30c; 1-inch, 45c.. Heavy Brass, Clincher, %-inch. 
35c; %-inch, 35c. ^ 

Brass Hose Clamps—%-inch, 5c each: %-inch, 5c; 1- 
inch, 15c; 1 %-inch, 20c; 1 %-inch, 30c; 2-inch, 35c. 

Galvanized Steel Hose Clamps—%-inch, 5c each; %-inch, 
5c; 1-inch, 5c; 1 %-inch, 15c; 1 %-inch, 20c; 2-inch, 25c. 

Hose Menders—Clincher, %-inch, 10c each; %-inch, 10c, 
Sherman Seamless Brass, %-inch, 10c; %-inch, 10c. Wood, 
%-inch, 2%c; %-inch, 2%c. Caldwell Hose Straps, %-inch, 
2%c; %-inch, 2%c. Caldwell Hose Strap Pliers, No. 1 
for % or %-inch Hose Bands, 20c each. 

Hose Nozzles—Boston, %-inch, 90c each. Magic, %-inek, 
$1.25. Oakland Pattern, %-inch 65c. 

HOSE, GARDEN—Coupled in 50 ft. lengths—5 ply, %-in., 22c 
per ft; 5 ply, %-in., 27c; 6 ply, % in., 27c; 6 ply, %-in, 
33c; 7 ply, %-in., 30c; 7 ply, %-in. ( 37c; Tested, 5 ply, 
%-in.. 24c; Tested, 5 ply, %-in., 30c. 

Reel, not coupled—Goodrich Ribbed, %-in., 35c per ft.; 
%-in., 45c; Second quality, %-in., 32c; %-in„ 42c; Third 
quality, %-in., 26c; %-in., 32c. 

IRON SHEETS— 

Galvanized— Cut Sheets Full Sheets 

10 to 20.21 .16 

20 to 30.21 .16 

Black Sheets— 

10 to 16.16 .12*4 

18 to 24.18 .14 

26 to 30.19 .15 

Corrugated Sheets, Galvanized— 

26 Ga.13.00 

28 Ga.12.00 

Rockface Siding .11.50 

Brickface Siding 28 Ga. 8.25 

IRONS— 


Plane, Stanley or 
1 % -inch—Block . . . 

Bailey— 

2 %-inch Single... 

. . 1.05 

. . .55 

1 % -inch Double. . . 

.. 1.25 

1 % -inch Single. . . . 

. . .80 

2-inch Double. 

. . 1.45 

2-inch Single . 

. . .85 

2 %-inch Double. . . 

.. 1.55 

2 % -inch Single . . . . 

. . .90 

2 %-inch Double. . . 

. . 1.65 

2%-inch Single . . . . 

. . 1.00 

2%-inch Double. . . . 

. . 1.70 


IRONS—Sad. Common, 25c lb. 

Mrs. Potts—No. 50, $3.00 set; 

70, $4.25; G. Pressing, 15c lb.; T Tailors' Goose, 15c 
lb.; N Gasoline, $5.25 each. Handles, 35c; Asbestos No. 60, 
$2.45. 

KITS—Lunch— 

Thermos—391-395, $3.75; 392-396, $4.00- 393-397, $4.25; 
394-398, $5.00. 

Universal—310, $4.25; 410, $4.50; 510, $5.00; 320. 

$4.75; 4070, $6.00; 3070, $4.00. 

KNIFE—Corn- 

Corn King, 60c; No. 12 Handy, 65c. 

KNIVES AND FORKS— 

Iron handled, set, $1.75. 

KNIVES—Hay- 

Lightning, $2.25; Iwan Sickle, $3.25; Iwan Serrated. 
$3.25; Heaths Upright, $2.75. 

KNOBS— 

Maple base, each, 5c; doz., 35c. 

LACING—Belt— 

Rawhide, Cut 

Size %, per ft.04 2, coil.75 

Size 5-16, per ft.04% 8, coil.80 

Size %, per ft.05 O M, 1 M, 2 M, 8 If, apl .80 

Size %, per ft.07% 

Size %, per ft.09 Hooks Dof. 

Size %, per ft.10% 10 05 

Wire 8, 9, 10.05 

0 and 1, coil . 75 6 , 7 . 10 


LADDERS—Extension, No. 1, 45e foot. Stop, Oilman, 70< 
foot; Special, Crescent, 55e foot; Standard, 40e foot. 

LAMPS—Coleman Quick-Lite No. CQ329, $9.50; Qniok-Lite ; 
No. LQ327, $8.50. 

LANTERNS—Dietz Tubular. 

Hot Blast Lanterns Same, Brass Fount and 

Little Star Tin Lanterns .90 Top . 2.75 

Hl-Lo Tin Lanterns. . . 1.25 No. 2 Large Fount Blis* 

Victor Tin Lanterns. . . .95 sard Lanterns.1.65 

Monarch Tin Lanterns .95 Little Wizard Tin Lan- 

O. K. Tin Lanterns. . . 1.00 terns . 1.10 " 

No. 2 Royal Tin Lants. 1.10 No. 2 Wizard Tin Lan- 

Cold Blast Lanterns terns . 1.45 q 

Junior Tin Lanterns. . .95 Same, Brass Fount and 

Junior Brass Lanterns 1.75 Top . 2.00 

Junior Brass Nickel- No. 2 Large Fount Wiz- 

plated Lanterns. . . . 2.00 ard Lanterns.1.65 

No. 2 Crescent Tin Lan- Same, Brass Fount and 

terns . 1.85 Top .. 2.10 

No. 2 Blizzard Tin Lan- Dash and Wagon Lanterns 

terns . 1.45 Buckeye Dash Lant’ns 1.85 , 
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Junior Wagon Lant’ns 1.75 
Roadster Wagon Lan¬ 
terns . 1.75 

Driving Lanterns 
Eureka Driving, plain 

lens . 2.00 

Same, with optical lens 2.35 
Octo Driving, pl'n lens 4.00 
Same, optical lens... 4.75 
Union Driving, plain 

lens . 4.50 

Same, with optical lens 5.00 
Mill Lanterns 
Watchman’s Mill Lan¬ 
terns, enamel fin... 2.25 
Underwriter’s Mill Lan¬ 
terns . 2.50 

No. 2 Blizzard Mill Lan¬ 
terns . 3.50 

Fire Dept. Lanterns 
King Fire Dept. Tin 

enamel finish . 4.75 

Same, Nickellplated on 

Tin . 5.25 

Same, all Brass. 6.00 

Same. Nickel-plated on 

Brass . 6.50 

No. 2 Wizard Fire Dept. 
Brass Founts with 

enamel finish . 5.00 

Same, all Brass.6.50 


Same, Brass, Nickel- 

plated . 7.00 

Wall Lanterns 

No. 15 Wall Lanterns 2.50 
No. 25 Wall Lanterns 2.75 
No. 30 Beacon Wall 

Lanterns . 2.75 

No. 60 Beacon Wall 

Lanterns . 8.75 

Street and Hanging Lanterns 
Pioneer Street Lan¬ 
terns, Tin . 7.25 

Same, Brass Founts. . . 9.25 

Same, all Brass.12,00 

Pioneer Hanging Lan¬ 
terns, Tin . 7.75 

Same. Brass Founts. . .10.75 
Platform Lanterns 
Imperial Platform Lan¬ 
terns .12.50 

No. 1 Climax Platform 

Lanterns . 5.00 

No. 2 Climax Platform 

Lanterns . 5.25 

Nos. 1 and 2 Climax 

Nested .10.50 

Unclassified Lanterns 
Police Flash Lanterns 1.50 
Traffic Signal Lant’ns 4.00 
No. 12 Display Stand 
and Assortment. .. .24.50 


M OWERS—Lawn 

Great American— 


15-inch. 

_24.00 

17-inch. 

_26.00 

19-inch. 

_29.00 

21-inch. 

-32.00 

Common— 


12-inch. 

_ 9.00 


14-inch. 9.50 

16-inch.10.00 

Pennsylvania— 

14-inch.22.00 

16- inch.25.00 

17- inch.36.00 

19-inch.40.00 

21-inch.44.00 


LEAD—Bar, 25c lb.; Calking (100 lbs.), 18c lb.; Pig (100 
ibs.), 17c lb,; Sheet (full), 28c lb.; Wool, 35c lb. 


NETTING, POULTRY—Hexagon, Galvanized after Weaving— 
2-inch, 20-gauge—List roll, 12 in., $2.14; 18 in, $3 08* 

24 in., $3.92; 30 in., $4.68; 36 in., $5.35; 48 in $718* 

60 in., $8.91; 72 in., $10.69. ' * * 

Sell Full Roll—12 in., $2.40; 18 in., $3.45; 24 in., $4.40* 30 
in., $5.25; 36 in., $6.00; 48 in., $8.00; 60 in., $10 00*’ 72 
in., $12.00. * ’ 

Sell Cut (lin ft.)—12 in., 2c; 18 in., 3c; 24 in., 4c; 30 in 

5c; 36 in., 6c; 48 in.; 7%c; 60 in., 9c; 72 in., 10ftc. 

1% - inch, 20-gauge—List Roll, 12 in., $3.15; 18 in., $4.58; 
24 in., $5.78; 30 in., $6.90; 36 in., $7.88; 48 in., $10 50* 
60 in., $13.13; 72 in., $15.75. ' * ’ 

Sell Full Roll—12 in., $3.55; 18 in., $5.10; 24 in., $6.50* 
30 in., $7.75; 36 in., $8.85; 48 in., $11.80; 60 in.. $1475* 
72 in., $16.75. ' 

Sell Cut (lin. ft.)—12 in., 3c; 18 in., 4%c; 24 in.. 6c: 
30 in., 7c; 36 in., 8c; 48 in., 10 %c; 60 in., 13c; 72 in., 16c. 

1-inch, 20-gauge—List Roll, 12 in., $4.95; 18 in. $7 12* 
24 in., $9.08; 30 in., $10.83; 36 in., $12.38; 48 in., $ie]50: 
60 in., $20.64; 72 in., $24.75, 

Sell Full Roll—12 in., $5.55; 18 in., $8.00; 24 in.. $10 20* 
30 in., $12.20; 36 in., $13.90; 48 in., $18.55; 60 in.. $28 25* 
72 in., $27.85. * 


LEVELS—No. 36, 12-inch, $3.35; 18-inch, $4.00; 24-inch, 
$4.75. No. 37, 12-inch, $4.50; 18-inch, $5.25; 24-inch, 
$6.25. 

Marx Aluminum—12-inch, $8.75; 18-inch, $4.50; 24-inch, 
5 50 * 28 $6 25 

No. 95, 24-inch, $8.00; 26-inch, $8.25; 28-inch, $8.50; 
30-inch, $9.00. No. 96, 24-inch, $10.00; 28-inch, $10.50; 
30-inch, $11.00. 

Special Nos—No. 0, $2.00; 15, 24 and 26-inch, $4.75; 15, 
28 and 30-inch, $5.00; 25, $5.50. 34, $1.85; 4524, $5.00; 

4424, $6.50; 45 H, $5.25; 90, $3.75; 93, $5.00; 108, $1.00. 

LEVERS—Ice Box—Brass, 4%-inch, $1.35 each; 6-inch, $2.25; 
9-inch, $4.25. Galvanized, 4%-inch, 50c; 6-inch, $1.25; 9- 
inch, $2.00. Tinned, 8H-inch, $1.65; 11-inch, $2.65; 14- 
inch, $4.00; 16-inch, $5.75. 

LIFTERS—Hot Pan—25c each. Stove Cover, wire circular 
hanlde, 15c; straight wire handle, 10c. 

Transom, Coppered—*4x3-in., 45c each; %x4, 50c.; 5-16 
x4, 80c; 5-16x5, 90c. 

LINES, CLOTHES—Cotton, Braided— No. 850, 65c each; No. 
450. 45c each. 

Cotton. Twisted— No. 140, 50e tech; 150, 55e. 

Wire Twisted—50 foot 20 gauge, 40c; 75 foot 20 gauge, 55c; 
100 foot 20 gauge, 65c; 50 foot 18 gauge, 60c; 75 foot, 18 
gauge, 75c; 100 foot 18 gauge, 90c. 

Wire. Solid—100 foot, 9 gauge, 80c each. 

LOCKS—Run—Steel, 75e set; Cast, 60c aet. 

MANILA ROPE—S* 16-inch to K-ineh, 50c per lb; ft-inch 
and larger, 45c. 


MATS, DOOR—Cocoa Fibre, Fine, 14x24, $2.00; 16x27, $2.25; 
18x30, $2.75. 

Cocoa Fibre, Medium—16x27, $8.25; 18x80, $4.25; 20x88, 
$5.00; 22x36, $6.25. 

Flexible Galvanised Steel—16x24, $1.50; 18x80, $2.00; 
22x8$. $8.00; 26x48, $4.75. 

Steel Matting in Rolla—Per aq. ft, 55c. 


MATTOCKS— 

Short Cutter, Standard, 5H lbe 
Long Cutter, Standard, 6 lba.. 

Pick, Standard, 6 lb. 

Handled, D E 8. 

Handled. CE 3%. 

Handled 8 Q 814. 


Each. 
1.75 
1.75 
1.75 
1.00 
. 1.65 
. 1.25 


MAULS—Post —10-lb., $1.50 each; 13-lb., $2.00; 16-lb., $2.25; 
18-Ib., $2.75; 20-lb., $8.00. 

Ship or Top—35c lb. 

Wood Choppers’—Adze or Round Eye, 80c lb. 


MILLS—Cider — 

Junior....42.00 Senior.65.00 

Medium.48.00 Force Feed.30.00 


M OP8 —Handled— 
Brown DrfUy 

$. 1.00 

8 .1.15 

7BD.1-25 

9BD.1.50 


O-Oedar 

4 . 

8 . 

10B. 

11B . 


1.00 

1.50 

1.25 

1.25 


Cotton. 


120. 

.. .80 

140. 

.. .90 

180- 

. . 1.00 

220 . 

... 1J5 


MOP STICKS—No. 2, 25c each; No. 7, 35c each; No. 13, 35c 
each; No. 70 or Janitor’s, 75c each. 


Hen Out (lin. ft.)—12 in., 5c; 18 in., 7c; 24 in., 9c; 30 in 
11c; 36 in., 12c; 48 in., 16^4c; 60 in., 21c; 72 in., 25c. * 

%-inch 20-gauge—List Roll,12 in., $8.55, 18 in., $12.30; 
24 in., $15.68; 30 in., $18.71; 36 in., $21.38; 48 in„ $28 50 
60 in., $35.63; 72 in., $42 75 1 f ' 


Sell Full Roll—12 in., $9.60; 
30 in., $21.05; 36 in., $24.00; 
72 in., $48.10. 


18 in., $13.85; 24 in., $17.65; 
48 in., $32.00; 60 in., $40.10; 


Sell Cut (lin. ft.)—12 in., 8%c; 18 in., 12%c; 24 in.. 16c* 
30 m., 19c; 36 in., 21c; 48 in., 29c; 60 in., 36c; 72 in., 48cl 


NIPPERS, CUTTING— 


Kraeuter’s— 

5- inch . 1.35 

6- inch . 1.50 

7- inch . 1.85 

8 inch . 2.15 

Nettleton's— 

6-inch . 2.00 

8-inch . 2.25 

10-inch . 2.50 


12-inch . 2.75 

14-inch . 8.85 

Utica— 

Compound, 5%-inch.. 2.65 
Compound, 7%-inch.. 8.15 
Compound, 9-inch.... 3.75 

Common, 5-inch. 1.50 

Common, 6-inch. 1.75 

Jeweler’s, 3 V% -inch... 1*90 
Jeweler’s, 4%-inch... 2.10 


NIPPLES—See Pipe Fittings— 


wuia—um munched U. S. 8. Hexagon, Tapped—Size 5 

l° r o C L 516 ’ i? l or 5 ~ ; 3 for 5c ‘* 7 16 » 2 for 5c; 2 for 

5c; 9-16, each 5c; %, each 5c; %, 2 for 15c; % each 10s; 
1 inch, each 15c. In quantity sell at cost, plus 50 per cent 
Hot Pressed U. S. S. Square, Tapped—Size Sug 

retail, 10 for 5c; 5-16, 6 for 5c; %, 5 for 5c; 7-16, 8 for 5c; 
Z 2 .' 3 5 .?: % v 2 for 5c > each 5c; %, each 10c; 

1-in., 2 for 25c. In quantity sell at cost, plus 50 per cent. 

Wing, Tapped, U. 8. S — 3-16, 30c doz.; 35c; 5-16 

40c; %, 55c; 7-16, 75c; 90c; %, $2.00. 

OAKUM—Plumbers, 20c lb.; Navy, 80o lb.; Best Unspun, 
85c lb. 


—3-in-1, 1-oz. bottle, 25c each; 3-oz., 35c; 8-oz„ 65c; 2%- 
oz. can, 35c. Household Lubricant, 4-oz. can, 25c each; 8- 
oz. can, 85c. 


OILERS— 

Oopperiaed Steel— 

18 

14. 

14B . 

15A . 

16 . 

Cannon Pump—Brass 

11 . 

12 . 

13. 

Cannon 

1 . 

2 . 

2 % . 


.40 

.46 

.56 

.60 

.65 

2.75 
8.00 
3.50 

1.75 

2.00 

2.25 


OPENERS (CAN)— 
No. 

4 . 


1 $ 

100 


Felloe 


4 . 

5 . 

6 . 

Zinc, Ohaae*i 

00 . 

0 . 

1. 

2 . 

3 . 

4 . 

. 5. 

6 . 


2.25 

1.75 

1.85 

2.00 

2.16 


.15 

.15 

.20 

.25 

.80 

.85 

.40 

.45 


ao 


No. 

14$ 


.15 840 

.80 


.15 

.80 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued, 


OVENS, PORTABLE—Bow 
No. 

012 . 

055 . 


450 . 

Perfection— 
121 G. 


Each. 

No. 


Each. 

. 5.25 

550 



. 5.75 

700 



. 5.25 

750 


. 6 50 

. 5.60 

755 



6.25 

17 

G. 

. 4.25 


122 

G. 



33 



3.25 

37 



, 4.00 

37 

G . 

. 4.25 


$2.50; steam or 


Pinney k Boylo 

18 . 

17 . 

PACKING—Sheet Rubber—Standard I C., 35c lb.; Rainbow, 
90c. 

Italian Hemp—Comomn, 75c lb. 

Square Flax, braided, $1.50. 

Piston Spiral—Steam, high pressure, 
water, low pressure, $1.75. 

PADS—Sweat—No. 63 N12, Red Edge, $1.25; No. 146 A 12, 
Blue and White striped, $1.75. 

PADLOCKS—Corbin— 

No. Each. 

958 .35 

2802 % 45 

2822% .65 

28G9 . 1.25 

2879 . 2.10 

2880 . 2.35 

2881 . 8.00 

2883 . 4.50 

Miller— 

1 . 1.85 

016 .35 

18 .40 

18 1*.40 

19 .40 

21 .50 

75 .55 

76 .85 

78 . 1.00 

96 .55 

960 . 75 

121 . -56 

5441 . 115 

Slaymaker— 

1902 .75 

PAINT SUNDRIES— 

Alcohol— (Denatured)— 

1 gallon. 2.20 

5 gallon . 1.80 

Alum— 

Pwd, less than 100 
lbs, lb.17 

Benzine— 

New cans, casd, gal .60 
Old cans, uncsd, gal. .40 


Coal Tar— 

5* Gal.Gel. 

1-Gal .Gal. 

Creosote— 

GaL . 


.50 

.66 


.86 


No. 


Each. 

1903 . 


.60 

9902 . 


.85 

9902 N 0. 


, .75 

21090 . 


1.00 

Yale— 



223 . 


1.00 

225 . 


1.40 

453 J . 


.45 

453 X . 


.45 

563 . 


. 1.85 

565 . 


2.25 

585 . 


2.50 

635 . 


2.25 

645 J . 


.80 

803 . 


2.50 

805 . 


2.50 

805% . 


3.00 

813 . 


2.75 

815 . 


2.50 

823 . 


3.00 

833 . 


3.50 

843 . 


4.00 

853 . 


4.50 

8454 . 


8.50 

Lard, No. 1. 


1.80 

Lin-O-Oil ... 


.90 

Neatsfoot No. 

1... 

2.40 

Neutral .... 


.60 

Paraffine ... 


.70 

Paint, Dry Colon— 


Umber .. 


.12 

Chrome Green, Med 

.20 

Graphite. 

. 

.06 

Princess Metallic.. 

.06 

Sienna . 


.11 

Venetian Red 


.08 

Yellow Ochre 

.... 

.05 

Painten' Petroleum— 


1-Gal. 

Gal. 

.40 


Distillate— 

Light, gal.40 

Glue— Lb. 

No. 2 Gelatine.60 

Chicago White ... .50 

Kalsomine, White— 

Bbls, 280 lbs.08 

Kegs. 100 lbs. 08% 

4 25-lb. pkgs. bulk .09 

25 lbs., hulk.09 

Less 25 lbs.09% 

100 lbs. 5-lb. pkgs. .09 
Less 100 lbs. pkgs. .09% 
Lamp Black—Bear Brand- 

l-S, lb. pkg.45 

%•&.80 

%-S.20 

Linseed Oil, Boiled— 

6’s .Gal. 

l’s .Gal. 

%’s . % -Gal. 

%’s .Qt. 

%’s .Pt. _ 

Raw Linseed Oil, 2e less 
than price of boiled. Paint¬ 
ing contractors* priee on 
Linseed Oil, 5o above cost, 
according to quantity. 

Oil— Gal. 

Floor . .75 

Gloss . 1.50 


PaintsL Ready Mixed-1st 
grade, white— 

Gals. Gal. 4.40 

%-gals. ...%-Gal. 2.80 

Quarts.Qt. 1.25 

Pints ..Pt. .70 

%-pints-%-Pt. .40 

1st Grade, Color 


Gals. 

% -gala. 
Quarts . 
Pints .. 
%-pints 
2d ‘ 


1.74 

2.00 

1.00 

.60 

.35 


.Gal. 4.25 

...%-Gal. 2.25 

.Qt. 1.20 

.Pt. .65 

....%-Pt. .85 

Grade, White or 

Colors- 

Gals.Gal. 2.00 

%-gals. .... %-Gal. 1.60 

Quarts .Qt. .95 

Inside Floor- 

Gals.Gal. 2.00 

%-gals.%-Gal. 1.60 

Quarts .Qt. .05 

Porch- 

Gals.Gal. 4.25 

%-gals. ...%-Gal. 2.25 

Quarts .Qt. 1.20 

Plaster Paris— 

Less sack, lb.03 

Putty, Bladder— 

Less than 100 lbs. .07% 
Putty, Bulk— Lb. 

1-lb. Cans.15 


2-lb. Cons . 

.12% 

3-lb. Cans. 

.09% 

5-lb. Cana . 

.09 

10-lb. Cans . 

.08% 

25-lb. Cans. 

.08 

85 lb. Cans. 

.06*4 

Rosin— 


Lb. 

.14 

Tints, Kalsomine— 


Barrels, 280 lbs... 

.09 

Kegs, 100 lbs . 

.09% 

100-lb. bulk . 

.10 

25-lb. bulk . 

.10% 

Less 25 lbs . 

.12 

INS — Acme Frying — 


No. 00, each.. ...... 

.20 

No. 0, each . 

.30 

No. 1 , each ......... 

.85 

No. 2, each . 

.40 

No. 8, each . 

.45 


100 lbs., 5-1b. pkgs. .09% 
Less 100 lbs. 5-lb. 
pkgs.10 

Turpentine— 

5’s.Gal. 2.17 

l’s .Gal. 2.30 

%’s .%-Gal. 1.25 

%’s Qt. .70 

%’s .Pt. .40 

Painting contractors' pries 
on turpentine: 5 gals, or 
more, 2c above cost; leu 

5 gals., 5c above cost. 


No. 4, each.50 

No. 5, each.60 

No. 6, each.75 

No. 7, each.85 


PAPER—ASBESTOS—1-16 and under, full roll, per lb* ISe; 
cut, per 1b., 26c; over 1-16, full roll per lb* 14c, cut, per lb. 
25c; Asbestos Millboard, 80c per lb. 


BUILDING— P k B Imitation P A B 

No. 1—500. 4.25 14.75 

No. 1-1000. 8.00 3.75 

No. 2-500. 6.25 7.25 

No. 2-1000. 12.00 5.25 

No. 3-500. 9.00 9.75 

No. 3-1000. 16.50 7.85 


Red Resin—17-lb., $1.85; 20-lb., $2.10; 25-lb., $2.60; 
30-lb., $3.10. 

Black Glazed—No. 1, 500 sq. ft. roll, $1.75; 1000 sq. ft. roll 
$3.00; No. 2, 500 sq. ft. roll, $2.50; 1000 sq. ft. roll, $4.50; 
No. 3, 500 sq. ft. roll, $3.25; 1000 sq. ft. roll, $6.00 

FELT—Asphalt saturated, per roll, $3.50; Deadening, per 
lb. 09. 


INSULATING—No. 8, per roll, $2.25; No. 10, per roll, $8.50. 


ROOFING— 

Standard or Cronolite 

1 ply square.8.00 

2 ply square .8.75 

3 ply square .4.50 

Malthoid or Rubberoid 

Rooing— 

1 ply.8.75 

2 ply.4.75 


8 ply. 5.75 

Malthoid Junior.4.00 

Roofing Cement- 
Preservative 

Bbls.. per gal. ...90 

5 Gal., per gal.1.25 

1 Gal., per gal. 1.35 

Pint.80 


8AND AND EMERY— (Per quire of sheets)— 



0 

% 

1 

1% 

2 

2 % 

1 

Carborundum ... 

.80 

.95 

1.10 

1.80 

1.60 

1.75 

• • . . 

B. k A. 

.45 

.50 

.55 

.60 

.76 

.86 

.95 

Aztec .. 

.40 

.45 

.50 

.60 

.70 

.75 

.90 

Aloxite . 

.80 

.86 

.90 

1.00 

1.10 

1.20 

1.46 

SHEATHING — Red 

or gray— 

20-lb., 

, $1.85 

per 

roll; 

25-lb., 


$2.25; 30-lb., $2.75. 


PEA VIES— 

Socket. Socket. 



Maple. Hickory. 


Maple. Hickory. 

2%x4 ... 

. . . 4.35 

4.75 

2*4*4% . 

... 5.25 

5.75 

2%x4% . 

. . . 4.50 

5.00 

5 . 

_ 5.35 

6.00 

2%x4% . 
2 % x5 ... 

. .. 4.65 
. . . 4.85 

5.25 

5.50 

3x5 . 

_ 6.00 

6.75 


PERCOLATORS, COFFEE—Universal- 


44 . 

. 5.50 

74 . 

. 6.75 

46 . 


76 . 

.7.50 

48 . 


79 . 

. 8.25 

52 . 


714 . 

. 9.00 

54 . 

. 6.00 

464 . 

. 7.00 

56 . 

. 6.50 

466 . 

.7.75 

58 . 


469 . 

. 8.50 

64 . 

. 6.25 

474 . 

. 7.50 

66 . 

. 7.00 

476 . 

. 8.25 

69 . 


479 . 

. 9.00 

614 . 





Percolator Tops, 10c each. 


PICKS—Drifting, 3-lb., $1.50 each; 4, $1.70; 4%, $1.90; 5, 

$2.00; 6, $2.25. 

Railroad—5-lb., $1.90 each; 6, $1.90; 6%, $2.15; 7, $2.15. 


PINS—Clothes—0—Common, 5e dos.; U8—Spring, 15c; H— 
Hoyt’s Spring, 10c. 
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PIPE— Standard Black Galvanized 

Cat Full Oat Fall 
Length Length Length Length 
Pr. Ft. Pr. 100 Pr. Ft. Pr. 100 


HARDWARE WORLD 

BETAUi SELLING PRICES—Continued. 


*4-inch- 

Vi inch_ 

% -inch... 
V&‘inch... 
£-lnch... 

1 'inch... 
lV4-inch... 
1%-inch... 

2 -inch.. . 


.06 

.07 

.07 

.09 

.11 

.16 

.22 

.27 

.35 


5.25 

5.70 

5.70 

7.50 

9.75 

14.20 

19.20 
23.00 
30.80 


.08 

.09 

.09 

.11 

.14 

.20 

.27 

.85 

.45 


7.75 

8.50 

8.50 

10.00 

12.50 

18.75 

25.20 

80.00 

40.40 


Catting and 
Threading 
Cute Threadi 
Each Eaeh 
.072 
.072 
.072 
.072 
.072 
.072 
.09 % 
.12 
.16% 


PIPE—Gat and Water—Black—%-inch,6%c foot; %-inch, 7c; 
%-inch, 7c; %-inch, 9%c; %-incn, 12c; 1-inch, 18c; 1%- 
inch, 25c; 1%-inch, 30c; 2-inch, 40c. 

Galvanized—%-inch, 9c foot; V4-inch, 10c; %-inch, 10c; 
%-inch; 12c; %-inch, 15c; 1-inch, 22c; lV4*inch, 30c; 1%- 
inch, 40c; 2-inch, 50c. 

PIPE, STOVE—Nested, Full Joints—3 inch, 45c joint; 4-inch, 
45c; 5-inch, 45c; 6-inch, 50c; 7-inch, 50c. 

40c; 4-inch, Japan, 45c; 5-inch. Japan, 45c; 8-inch, Galva¬ 
nized, 40c; 4-inch, Galvanized, 46c; 5-inch, Galvanized, 55c; 
6-inch, Galvanized! 60c. 

Half Joints—5-inch, 20c joint; 6-inch, 25c. 

Taper Joints—6-inch to 6-inch, 45c joint; 7-inch to 6-lnoh, 
45c. 

PIPE FITTINGS—Price, each. 

% 



Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Blk. 

Gal. 

Bushing* . 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

Caps . 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

.20 

Couplings . 

.10 

.15 

.10 

.15 

.10 

.15 

.15 

.20 

Crosses . 

.15 

.20 

.15 

.20 

.25 

.40 

.35 

.55 

Elbows, 90 degree. 

.10 

.15 

.10 

.15 

.10 

.15 

.10 

.15 

Elbows, 45 degree. 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.25 

Elbows, Reducing. . 

.15 

.20 

.15 

.20 

.15 

.20 

.20 

.30 

Elbows, Street .... 

.10 

.15 

.10 

.15 

.15 

.20 

.25 

.35 

Floor Flanges .... 

.20 

.40 

.20 

.40 

.25 

.50 

.25 

.50 

Lock Nuts . 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.20 

Plugs . 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

’Reducers . 

.10 

.10 

.10 

.10 

.10 

.15 

.15 

.25 

Return Benda Close 

.20 

.30 

.20 

.30 

.25 

.35 

.30 

.45 

Tees . 

.15 

.20 

.15 

.20 

.15 

.25 

.15 

.25 

Unions . 

.25 

.35 

.25 

.35 

.25 

.40 

.30 

.45 




1% 

1 

% 


2 


Blk. 

Gal. 

Blk 

Gal. 

Blk 

Gal. 

Blk. 

Gal. 

Bushings . 

.10 

.15 

.10 

.20 

.15 

.25 

.20 

.40 

Caps . 

.20 

.25 

.25 

.40 

.30 

.45 

.45 

.75 

Couplings . 

.20 

.30 

.25 

.40 

.30 

.50 

.45 

.60 

Crosses . 

.55 

.85 

.60 

1.00 

.75 

1.35 

1.20 

2.10 

Elbows, 90 degree. 

.20 

.80 

.30 

.45 

.35 

.60 

.60 

1.00 

Elbows, 45 decree. 

.25 

.40 

.50 

.75 

.55 

.80 

.80 

1.20 

Elbows, Reducing . 

.25 

.35 

.35 

.60 

.45 

.70 

.80 

1.30 

Elbows, Street__ 

.25 

.40 

.35 

.60 

.40 

.70 

.80 

1.30 

Floor Flanges. 

.30 

.55 

.35 

.70 

.40 

.85 

.60 

1.25 

Lock Nuts . 

.15 

.25 

.25 

.35 

.25 

.35 

.30 

.55 

Plugs . 

.10 

.10 

.10 

.15 

.10 

.20 

.15 

.25 

’Reducers . 

.25 

.35 

.25 

.45 

.30 

.50 

.55 

.90 

Return Benda Close 

.55 

.85 

.75 

1.25 

.95 

1.50 

1.35 

2.40 

TeeB . 

.20 

.35 

.35 

.60 

.50 

.80 

.80 

1.40 

Unions . 

.40 

.55 

.50 

.80 

.65 

1.00 

.85 

1.30 

NIPPLES— 

% 


% 


% 


% 


Blk 

Gal. 

Blk 

. Gal. 

Blk 

. Gal. 

Blk. 

. Gal. 

Close . 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

Long. 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

4-inch Long. 

.10 

.10 

.10 

.10 

.10 

.10 

.10 

.15 

5-inch Long. 

.10 

.15 

.10 

.15 

.10 

.20 

.10 

.20 

6-inch Long. 

.10 

.15 

.10 

.15 

.10 

.20 

.10 

.20 

Close . 

.10 

.10 

.10 

.15 

.10 

.20 

.15 

.25 

Long. 

.10 

.15 

.15 

.25 

.20 

.30 

.30 

.45 

4-inch Long . 

.10 

.15 

.15 

.20 

.20 

.35 

.25 

.45 

6-inch Long . 

.12 

.25 

.20 

.30 

.20 

.35 

.25 

.45 

6-inch Long. 

.15 

.25 

.20 

.35 

.25 

.45 

.35 

.50 

FITTINGS—From 2% 

to 4 

-inch—Black only. 





2% 

3 


8 % 

4 

Bushings . 


.30 


.40 


.55 


.70 

Caps . 


.65 


.95 


1.15 


1.60 

Couplings . 


.60 


.90 


1.20 


1.50 

Crosses . 


1.90 


8.15 


3.45 


6.00 

Elbows, 90 degree . 


1.05 


1.60 


2.10 


3.40 

Elbows, 45 degree . 


1.10 


1.50 


2.10 


8.00 

Plugs . 


.25 


.35 


.50 


.55 

’Reducers . 


.85 


1.25 




2.10 

Tees . 


1.25 


1.95 


2.50 


3.95 


2.35 

8 

.40 

.60 

.70 

1.00 

1.20 


4.10 

3 % 

.60 

.90 

.90 


% -inch 


Unions .. 1.75 

NIPPLES— 2 % 

Close .35 

5- inch Long.50 

6- inch Long.60 

8-inch Long.80 

10-inch Long.75 

‘Reducers 1-inch and larger reducing to 
•mailer advance 50 per cent over prices shown, 

PIPE FITTINGS (STOVE)—Caps, No. 0 15, 60c each; C-16, 
60c each. 

Dampers—No. 3, 4, 20c each; 5, 6, 25c; 7, 40c. 

Elbows—No. 3 Cbrg., 25c each; 4, 30c: 5, 35c; 6, 40c; 
7, 45c. No. 8 Adj. 4 Pc., 85c; 4, 40c, 5, 40c; 6, 45c. 3- 
inch Adj. Galv., 40c; 4-inch, 45c; 5-inch, 50c; 6-inch, 55c. 
No. 3 Corg. Jap., 40c; 4, 45c. 

In lots of 12 dozen, 5 per cent discount from above. 

Flue Stops, Nos. 1 and 86, 20c each; 8, 20c each; 30, 20c 
3, 3V4 (in kegs), 85c lb.; 4, 5, 85c; 6, 7, 8, 35c; 10, 85c. 
Roof Plates and Saddles, Nos. 15, 16 (8ide), 90e each; 60, 
60 (Ridge), 75c each. 


PISTOLS—Automatio—Obits’ .25 OaL, $22.00 sack: .25 
Cal. nickel, $27.00; .32 Cal. $27.00; .88 Oal„ pocket, $50: 
.45 Cal., military, $42.00. V H * # 

Smith A Wesson—.35 Oal., $81.50; Savaga. .82 OkL. 

$27.00; .380, $28.00. 

PITCH—Navy Caulking—5-lb. can, 75c; 10-lb., $1.25; 25-lb, 
$2.50; 50-lb., $4.50; %-bbl., $9.00; bbl., $13,50. 

PLANES—Stanley, Block-Bailey—No. 9%, $3.25; 9%, $4.00: 
15, $3.50; 16, $3.65; 17, $4.25; 18, $4.00; 19, $4.25. 

Block, Stanley—No. 60, $3.75; 60%, $3.25: 65. $4.50: 
100, 80c; 101, $2.75; 102, $1.15; 103, $1.80; 110, $1.85 
120, $2.25; 130, $2.45; 131. $3.75; 203, $2.00; 220, $2.45. 

Iron—1, $4.10; 2, $5.25; 2C, $5.50; 3, $5.50; 3C, $6.00; 
4, $6.00; 4C, $6.50; 4%. $6.85; 4%C, $7.50; 6, $6.85; 
50, $7.50; 5%, $8.00; 5%C, $8.65; 6, $9.00; 60, $9.50; 
7, $10.25; 7C, $11.00; 8, $12.25; 8C, $13.25; 602, $5.95 
603, $6.35; 604, $6.85; 604C, $7.25; 604%, $7.95; 605, 
$7.95; 605C, $8.25; 605%, $8.50; 606, $10.00: 606C. 

$10.50; 607, $11.50. 

All Wood—Plain, No. 8W, $1.10; 15W, $1.25; 21W, 
$2.25; 27W, $2.50; 029W, $2.65. Razee, No. 5W, $2.25; 
17W, $1.50; 23W, $2.65; 29W, $3.00. 

Wood Bottom, Bailey—No. 22, $4.00 each; 28, $4.00; 
24, $4.25; 26, $4.50; 27, $5.00; 28, $5.65; 29, $5.65; 80, 
$6.15; 81, $6.15; 82, $6.15; 35, $5.00; 86, $5.60. 

Rabbet—No. 10, $9.00 each; 10%, $7.50; 75, $1.10; 78, 
$4.65; 90, $5.50; 92, $5.50; 98, $6.65; 98, $2.65; 99, $2.65; 
140, $4.15; 190, $4.15; 191, $4.00; 192, 8.65. 

PLATES—GAS, HOT— 

Griswold — No. 601, $3.50 each; 602, $6.00; 608, $9.75; 708. 
$8.00; 702N, $9.75; 703, $11.75; 703N, $13.75; 722, $9.50; 
722N, $10.75; 723, $12.75; 723N, $14.75; 1001, $1.60; 1002, 
$3.75; 1003, $6.00. 

PLIERS—Klein'a Side Cutting—Bernard's No. 108, 4%-inch, 

$1.85; 5%, $2.25; 7%, $3.15. No. 201 or 812 5-ineh, 
$3.50; 6, $4.00; 7, $4.50; 8, $5.00; 9, $6.00. 

PLUGS—Spark—$1.00 each. 

PLUMBS AND LEVELS—Metallic, 8tanVey—No. 86, 6-inch, 
$2.75 each; 9-inch, $3.25; 12-inch, $3.75; 18-inch, $4.75; 
24-inch, $5.50; No. 87, 18-inch, $6.25; 24-inch, $7.25; 87G, 
9-inch, $4.50; 12-inch, $5.25: 18-inch, $6.25; 24-inch, $7.25; 
No. 38%, 95c; No. 89%, $1.25; No. 34V, 6-inch, $2.25; 
8-inch, $2.75. 

Wood, Stanley or Diaeton—No. 00, $1.75; 0, $2.00; 8. 
$2.65; 8, $3.60; 18, $4.25; 25, $5.25; 80, $4.00; 85, 
$3.75; 45%, $5.75; 90, $5.00; 98, $5.50; oS, $8.75; 98, 
$4.50; 101, $8.25; 102. $1.00; 104, $1.25; 012, $2.25; 
6018, $3.00; 6024, $3.50; 6512, $2.25; 6518, $2.85; 

6524, $3.25. 

Pocket, Stanley— No. 31, 2%-inch, 60c each; 8-Inch, 65c; 
3%-inch, 85c; 4-inch, $1.05; 40, 60c; 41, 25c; 44, 26o; 
600, $1.50. 

Extra Level Glasses —No. 1, 1% to 2-inch, 16o eaeh; 2%- 
inch, 15c; 3-inch, 15c; 8%-inch, 20c; No. 6L, 80c; 6P, 50c; 
7L. $1.35; 7P, $1.35. 

POICER8 QTOVE'"* 

No. 120, Straight, 20-ineh, 15e each; 126, Straight, 26-inch 
20c; 200, Bent, 20-inch, 15e; 250, Bent, 86-ineh, 80c. 
POINTS AND CHUCKS— 

For 80 and 81.$ .75 8-inch .95 

For 85 .50 10-ineh . 1.10 

Noa. 11 and 15, 8-ln.. .55 No. 75. 8.85 

8-inch .60 No. 60. 1.00 

4- inch .65 No. 80.85 

5- inch . .75 No. 81.96 

6- inch .85 

POLISH (AUTO)—Durolac, 1 pt„ 60s; 1 qt„ $1.00. 


POLISH (FURNITURE)— Durolae^ 1 pt., 60c; 1 ^ qL 


$ 1 . 00 . 

fallen. 


4.90 

4 

.75 

1.00 

1.00 

1.40 

1.70 

and 


Calol, % pt. 80o each; 1 pint, 45c; 1 quart, 65e; 

$1.15; 1 gallon, $2.00; 5 gallons, $7.50. 

Liquid Veneer, 4 ounce, 40c each; 12 ounce, 60c; 1 quart, 

$1.25. 

O-Cedar— 4 ounce, 30c each; 12 ounce, 60c; quart, $1.25; 
% gallon, $2.00; gallon, $3.00. 

Johnson's Prepared Wax, 5 ounce, 45o each; 1 pound, 85c; 
2 pounds, $1.70; 5 pounds, $3.00. 

METAL—NonOlio, % pint, 50e eaeh; 1 pint, 75c; 1 quart, 

$1.25. 

SHOE—Shuwhite, 15e aach; Midnight Oil 25c; Royal, 15e; 
Jet-Oil, 15c; 4 C 8 Shoe Satin, 10c; 9 0S Shoe Satin, 15e; 
1 C Satinola, 10c; 2 C Satinola, 15c; 5 P 8 Shoe Satin, lOe; 
10 P S Shoe Satin, 15c; 5 P Satinola, 10c; 10 P, Satinola, 

15c. 

STOVE—Liquid, No. 6 Black Silk. 20c each; 8, Black Silk, 
25c; 2, Black Eagle, 25e; 10 E, Enameline, 15c. 

Paste, No. 5, Black Silk, 15c each; 10, Black Silk, 20c; 
20, Black Silk. $1.50; 01, Black Eagle, 45c; 95 Black Eagle, 
$1.75; 4 E, Enameline, 10c; 6 E, Enameline, 15c; 75 Black 
Jack, 20c; 1, Rising Sun, 15. 

POTS—Fire. 

Gasoline, OAL. 

1 25.00 8 Quart.1.50 

5 22 75 10 Quart. 1.75 

21 19 25 12 Quart. 1.90 

71 .25 00 16 Quart.2.25 

72 .22 75 Tin 

221 30.00 4 Quart.85 

Watering Galvanized 6 Quart... 1.00 

4 Quart. 1.10 8 Quart. 1.25 

6 Quart..1.25 10 Quart. 1.60 
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RETAIL SELLING PRICES—Continued. 


PULLERS—Nail—Rex, $2.00 each; Rex, Jr., $1.75; Red Devil, 
$2.75; Morrill’s, $2.75; Little Giant, $2.75. 

PULLEYS —Brass Screw, No. 350, % inch, 20c each; %, 25c; 
%, 25c; 1, 30c; 1%, 40c; 1%, 65c. No. 370, % inch, 40c 
each, 1, 60c. 

Brass Side—No. 1150, % inch, 25c each; %, 30c. No. 
1170, % inch, 40c each; %, 45c. 

Brass Upright—No. 500, 35c each. 

Clothes Line—No. 610, 2 inch, 20c each; 2%, 25c. No. 
660, 2uc; 670, 20c; 1610, 2 inch, 25c; 2%, 35c; 1660, 25c; 
1670, 30c; 6350G, 35c; 6500G, 55c. 

Hay Fork. No. 1267, 60c each; 692, 60c; 796, 75c; 46, $1; 
1651, $1.75. 

PULLEYS—Frame—No. 4, Ottumwa, per doz., 90c; No. 5, 
$1,00; No. 9, 95c; No. 105, 90c; No. 109, 90c. 

PUMPS—P. S.—1, $4.75; 2, $5.25; 3, $6.00; 4, $7.50. 

PUTTY—Per lb.. 15c. 

RAKES—GARDEN—Malleable, 12-tooth, 70c each; 14-tooth, 
80c. Steel Straight, 12-tooth, $1.10; 14-tooth, $1.25. Steel 
Row, 11 and 12-tooth, $1.35: 13 and 14-tooth, $1.45; 15 
and 16-tooth, $1.60. Lawn, 85c. 

RASPS—Plain Horse Rasps—14-in., each $1.00; 16-in.. $1.25; 
18-in., $1.60. 

Flanged Horse Rasps—14-in., each $1.25; 16-in., $1.50; 
18-in., $2.00. 

Half Round Cabinet—10-in., each $1.25; 12-in., $1.50; 
14-in., $2.00; 16-in., $2.50; 18-in., $3.00. 

Half Round Wood—10-in., each $1.00; 12-in., $1.25; 

14-in., $1.65; 16-in., $2.25; 18-in., $2.90. 

Flat Wood—10*in., each 95c; 12-in. t $1.25; 14-in., $1.50; 
16-in., $2.00; 18-in., $2.60. 


RAZORS (SAFETY)- 


Eveready 


No. 

700, each . 

2, each . 

_ 1.00 

- 3.00 

No. 

706 B, Blades, Pkg.. . . 

.40 

800, each . 

Gem 

- 1.00 800 B, Blades, Pkg_ 

.50 

900, each . 

Enders 

_ 1.00 900 B, Blades, Pkg_ 

.35 


Durham 

Domino 


1000, each . 

_1.00 

1000 B, Blades, Pkg.. . 

.50 


Gillette 


00, each. 

460, each. 

460 B, each. 

470, each. 

501 B, each . 

12 X B, Blades, 

_7.50 

_5.00 

_ 5.00 

_5.00 

_ 6.00 

pkg 1.00 

480, each. 

500, each. 

500 B, each . 

501, each. 

6 X B, Blade.s, pkg. 

5.00 

5.00 

6.00 

5.00 

.50 


AutoStrop 


1, set. 

15, set. 

25, set. 

251, set . 

_ 5.00 

_ 6.00 

_6.50 

_5.00 

2541, set. 

600 B, Blades, pkg... 
600% B Blades, pkg.. 

5.00 

1.00 

.50 


REELS—Hose—No. 1 Wire, $1.65 each; No. 60, Wood, $2.25. 
REVOLVERS— 

Colts, Model Each. Each. 

Police Positive. 84.00 324 B .17.25 

Police Positive 8pecial 85.50 843, 353 .17.75 

Police Positive Target 86.00 348 B, 853 B.18.00 

Army Special . 88.00 844, 354 .18.00 

New 8ervice. 89.00 344 B, 354 B .18.50 

Single Action . 86.75 364 B.19.25 

Harrington & Richardson 865 B.19.50 

203, 223 .11.50 

203 B, 223 B.12.00 Smith St Wesson— 

204, 224 .12.00 , on . „ .. 

204 B. 224 B.12 50 1905 Military Police..84.50 

263. 273 .12 50 Relation Police .... 82.50 

263* R 273 R . 12 75 1903 Hand Ejector... 80.50 

264 274 12 75 88 s - & W. Perfected 80.50 

264 B, 274 B........ 13.00 }®? 8 Military. 85.00 

Iver Johnson— target . 35.00 

800; 303, 323.16 50 New Departure 38.... 80.50 

800 B, 303 B.16.75 „ . 

804 .16.75 Marlin— 

BI D.uf^- ,nd M ° de,_ E .ch 

Daisy Air— Each TD—Octagon Barrel. 24.55 

. 29 TD—Round Brl.. 15.60 

* . 5 ™ 1897 TD—Round Brl. 22.75 

«n . J’qk TD—Octagon Barrel. 24.80 

. Remington— 

. m no 4 TD —Octagon Brl. . .15.54 

. 2.00 fi TT1-T>^ liri J 


King Air— 

4 . 2.25 

5 . 2.65 

21 . 1.35 

22 . 1.50 

304 B .17.25 

823 B .17.00 

824 .17.00 


Marlin— 

20 TD —Octagon Brl. 
27 TD —Round Brl... 
TD —Octagon Barrel. 
29 TD —Round Brl. . 
1897 TD —Round Brl. 
TD —Octagon Barrel. 

Remington— 

4 TD—Octagon Brl. . 
6 TD—Round Brl... 
8 A TD—Round Brl. 
12 TD—Round Brl.. 
TD—Octagon Brl. . . 
14 A TD—Standard. 

TD—Carbine. 

16 A TD—Standard. 
Savage — 

1899 250-3000 . 


1899 TD, Feath’wt ..55.00 1892 SF—Round Brl. 87.50 

189 SF 48.00 SF— Oct. Brl... 83.60 

1904 TD, Single shot. 9.75 TD—Oct. Brl.. 45.75 

1914 TD, Hammerless 28.50 SF— Carbine .. 82.00 

Stevens— 1894 SF— Round Brl. 85.00 

Little Scout. 8.00 SF—cZlhi^* 1 " 

Crack Shot .10.00 TD—Sct b Brl" 25'f? 

.isosspT 0 ^.®' 1 ;: SmS 

?o t £ v %8 ::::::::::}$;88 ModeI - • KfS 

lu * 9 : - 22 . 26 - 75 1902 TD—-.*22 " "I!! 10 00 

„ o^ ,r l che8ter ~~ 1903 TD—Plain 42 50 

1886 SF—Round Brl. 48.00 TD—Fancy 69 00 

TD—Round Brl 56.75 1904—TD—.22 10*00 

1890 TD—Oct. Fancy 57.50 1906 TD . . . 27 50 

TD—Oct. Plain. 30.00 1907 TD 58^00 

RIVETS—Slotted Clinch, Coppered Steel—No. 9, 15c box; 98 
10c box. 

Copper—With Burrs— 

Siz e. % Lba. Lbs. Sise. %-Lba. Lb* 

7—St’r Lgths .50 .75 7—Asst.45 .80 

8 * .50 .80 8 “ .45 .80 

® -f0 -80 9 *' .50 .85 

IJ -50 .85 10 “ .50 .90 

12 “ .50 .90 12 “ qk 


% Lba. 

Lba. 

Biss. 

%-Lba. 

Lba 

.50 

.75 

7—Asst. . ., 

. . .45 

.80 

.50 

.80 

8 “ 

. . . .45 

.80 

.50 

.80 

9 “ ... 

. . . .50 

.85 

.50 

.85 

10 “ ... 

. .. .50 

.90 

.50 

.90 

12 “ ... 

. . . .50 

.95 


Copper Iron, with Burrs—08 Asst., 25c, %-lb. box; 010, 30c. 
RIVETS—Tinners—Black all sizes (in kegs). 20 c lb Tinned, 
3, 3 % (in kegs), 30c lb.; 4, 5, 30c; 6, 7, 8, 35c; io, 35c. 
RODS, CURTAIN—No. 2, %-in., Steel, Brass Covered, 18c ft.; 
3, ->8 -inch. Steel, Brass Plated, 13c; 30, l-in„ Wood, Brass 
Covered, 30c; 1%-in., Wood, Brass Covered, 35c. 
ROOFING—(See Paper) — 

ROPE—Cotton, Thread—3-16, $1.10; % to 5-16, $1.10 lb • 
% to %, $1.10; % to 1, $1.15. 

Manila—Base, 40c lb. 

8isal—Base, 80c lb. 

RULES, Boxwood—Lufkin-Stanley—No. 171(36), 60c each' 
372 (36%), 85c; 378 (3), $1.50; 386 (32), 90c: 388 
(32%), $1.30; 488 (57), 80c; 651 (68), 35c; 702 (18). 
55c; 751 (61), 40c; 752 (70), 50c; 761 (63), 50c; 762B 
(7), $1.40; 771 (84), 85c; 780 (62%), $1.00; 781 (62), 
$1.00; 801A (53%), $1.00; 8620 (83%) $1.50; 871 (52), 
95c; 881 (54), $1.15; 981 (60), $1.40; 3851 (66%), 80c; 
3851Y (66), 80c; 3861 (66%), 90c; 3881 (66%), $2.00. 

Rules, Steel—B 85, Blacksmith’s, $1.00 each; 1085, Black¬ 
smith’s, 85c; 041 Pocket, 20c; 4141, 4641. Zig-Zag. $1.15; 
4142, 4642, Zig-Zag, $1.85; 4148, 4648, Zig-Zag. $2.75; 
4144, 4644, Zig-Zag, $3.75. * 

RULES, ZIG ZAG—Lufkin—Stanley—No. 804 P, 50c each; 
No. 806 P, 70c; 8513 (03). 40c; 8514 (04) 55c; 8515 
(05), 65c; 8516 (06), 75o; 8518 (08), $1.00; 8528 (408F), 
40c; 8524 (404 P), 50c; 8525 (405 P), 65c; 8526 (406 P), 
75c; 8613 (108), 45c; 8615 fl05) 70c; 8616 (106). 85e; 
8624 (854 F). 60c; 8626 (856 F), 85c. 

Aluminoid, Zig Zag—4 ft., $1.75; 5 ft., $2.00; 6 ft., $2.25. 
SAWS—One Man—Cross-cut— 

Disston Chinook Chinook 

® . 4.00 5% ft. 7.70 _ 

8 *4 ** . 4.60 6 ft. 8.65 12.80 

4 ft -*. 5.26 6% ft.10.75 14.40 

4 % ft. 6.76 7 ft.10.90 16.00 

5 ft* 6.50 7% ft.12.00 17.60 

Simonds Palling same pries as Royal Chinook Groan Cat. 

SAW S—Hand— 

12 Disston or 69 Atkina. No. 7 Disston 

20 inch... 4.15 18 inch. 2 50 

22 inch. 4.65 20 inch. 2*65 

24 inch. 5.00 22 inch. 2.85 

26 inch. 5.25 24 inch. 8 10 

28 inch. 5.75 26 inch. 8.20 

30 inch. 6.00 28 inch. 8.75 

D8 Disston, or 51 Atkina No. 120 Diaaton 

18 inch. 8.00 26 inch. 6.75 

20 inch. 8.25 28 inch. 6.00 

22 inch. 3.65 No. 112 Disston— 

24 inch. 8.85 26 inch. 4.15 

26 inch. 4.00 28 inch. 4.50 

28 inch. 4.65 D100 or D20 Diaaton— 


No. 7 Diaaton 

18 inch. 2.50 

20 inch. 2.65 

22 inch. 2.85 

24 inch. 8.10 

26 inch. 8.20 

28 inch. 8.75 

No. 120 Diaaton 

26 inch. 6.75 

28 inch. 6.00 

No. 112 Diaaton— 

26 inch. 4.15 

28 inch. 4.50 

D100 or D20 Diaaton— 


.18.50 

21.80 

Simonds Hand and Cross-cut 

28 inch . 4.40 

Saws — Prices on Application. 

24.55 

15.60 

22.75 

SAWS — Miscellaneous — 
Back 

12-inch . 

. 2.50 

Compass No. 2 

12-inch . . 

85 

24.80 

14-inch . 

. 2.85 

14-inch . . 

90 


16-inch . 

. 8.25 

16-inch . 

95 

.15.54 

22 inch . . . . . 

. 4.00 



.10.46 

n q 07 

24 inch . 

. 4.25 

12-inch . 

«5 

. < 0.6t 

OQ 

26 inch . 

. 4.75 

14-inch . . . 

70 

. 60 .*kO 

. 31 95 

28-inch . 

. 6.50 

16-inch . 

. . .75 

! 58*36 
.57.25 

Butcher No. 10 

16-inch . 

1.80 

Mitre 

24-inch . _ T 

5.25 

.44.61 

18-inch . 

1 90 

26-inch . 

! * 5.75 


°-0-inch . 

2.00 

28-inch . 

6 50 

.60.00 

22-inch . 

2.15 
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BAW8—MISCELLANEOUS—Continued— 

Nest, Complete No. 50 California, 14-in. 1.40 

No 3. 2 50 No. 51 California, 12-in. 1.80 

’ * * No. 51 California, 14-in. 1.90 

Pruning Disston, No. 9, 14-inch. 8.00 

No. 50 California, 12 in. 1.85 Disston, No. 10, 14-inch 8.25 
Buck— 

Com Sal Brace V tooth.$1.75 

Com Dbl Brace Tuttle tooth. 2.50 

Com. Dbl Brace V tooth. 2.75 

No. 150 Special . 1.95 

SAW CLAMPS—No. 3, $2.00; 0, $1.85. Perfection, No. 1W. 
$2.25; No. 3W, $2.75; No. 2W, $8.25. No. 11, with Guido, 
$3.25; Bishop’s No. 750, 85e; Stearns’ No. 105, $2.75; No. 
200. $1.75; N33, $2.25; No. 8, Disston, $4.50. 

SAW SETS— X CUT— 

201 G A P. 1.50 Morrill No. 8. 1.35 

Spec. Morrill .2.00 Baker No. 8.2.85 

105 Morrill.60 Colonial . 1.85 

1 Morrill. 2.00 7 Taintor . 2.00 

10. 1.20 28 Triumph ......... 1.65 

77 . 1.00 Hammer .85 

Lerer.25 

■ 8AW TOOLS— Morin No. 2. 5.00 

Clipper Ontfit.80 Morin No. 2% . 6.00 

Morrill’, Unite, Gnn^ M Bettln* Tool i>ts»toir-^- 65 

5®- 5.*•** No. 4 Set tin. Blocks— 

No * ®.No. 4 Blocks, Morin.. 2.00 

Atkins Baker Swage.. .40 Swages No. 0 Diset... 4.75 

5-M Tooth Gauge. .25 Swages, Whitings.... 1.00 

Jointers Pikes Perf... .75 Atkins, Bex . 1.00 

Jointers No. 7 Sterns .70 Atkins, Exeelsior.85 

SCALES—Family, testing without scoop, $8.50; with scoop, 
$4.25; Peddlers' glass sash, $6.00; glass sash with chains, 
$6.50; brass dial, $7.25; brass dial with chains, $7.50. 
Spring Balance, No. 50 30c each; 51, 60c; family, $6.50; 
No. 202, $6.50. 

8CIS80R8—Cast—No. 10, 60c each: No. 44, 7% inch; 60c; 
8% inch, 65c; 240, 4 inch, 25c; 4% inch, 80c; 255, 4 inch, 
30c; 4% inch, 85c; 5 inch, 85c; 5% inch, 40c; 6 inch, 45c; 
820, 85c; 850, 75e. 

Wise—No. 14 B H, 81.85; 54ft. $1.20; 55, $1.26; 55%, 
$1.80; 56, $1.40; 56%, $1.50; 67, $1.60; 154%, $1.45; 
155, $1.50; 155%, $1.55; 156, $1.60; 156%, $1.70: 157, 
$1.85; 864, $1.55; 864%, $1.60; 865, $1.66; 866, $1.85; 
463, $1.40; 468%, $1.45; 464, $1.50; 578, $1.85; 578%, 
$2.10; 574%, $2.80: 668, $1.85; 668%, $2.10; 664, $2.80; 
768, $1.80; 763%, $1.40; 764, $1.45; 764%, $1.50; 765, 
$1.55; 765%, $1.60; 766, $1.75; 778, $1.46; 778%, $1.50; 
774. $1.55; 814, $1.55; 814%, $1.60; 816, $1.65; 816%, 
$1.70; 816, $1.85. 

SCOOPS—Common Hollow Back—No. 2, $2.40 each; 8, $2.50; 
4, $2.60; 5, $2.75; 6, $2.85; 7, $2.90; 8, $3.00; 9, $8.10; 
10, $3.25. 


8CREENS—Adjustable—Window—Wabash, Wood Frame, 15x 
33, 80c: 18x33, 90c; 24x38, $1.15; 80x33, $1.45; 24x87, 
$1.25; 28x37, $1.50. 

Sherwood, Steel Frame—18x88, $1.10; 24x88, $1.25; 24x 
37, $1.35; 30x87, $1.65. 

SCREWS - Cap and Set-^ - 


Machine—Brass, Flat or Round Head— 


Prices 

shown are for 

full gross packages. 

For price of 

one dozen 

, use one-tenth of the full package price shown, 


Size. 

%-in. 

%-in. 

%-in. 

%-in. 

1-in. 

2. 


.85 

.40 

.45 


4. 

.35 

.40 

.45 

.50 

.00 

6. 

.45 

.50 

.55 

.60 

.75 

8. 


.75 

.85 

.90 

1.10 

10. 


1.05 

1.20 

1.40 

1.70 

12. 

. 1.20 

1.40 

1.55 

1.70 

2.00 

14. 


1.75 

2.00 

2.80 

2.75 

16. 

. 2.40 

2.65 

2.90 

8.15 

3.65 

18. 


3.40 

3.70 

4.00 

4.75 

20. 


4.15 

4.55 

5.00 

5.75 

Size. 


1 % -in. 

1%-in. 

1%-in. 

2-in 

4. 


. .75 

.90 

1.15 

1.40 

6. 


. 1.00 

1.25 

1.55 

1.90 

8. 


. 1.85 

1.55 

1.90 

2.25 

10. 


. 2.00 

2.20 

2.50 

2.85 

12. 


. 2.35 

2.70 

3.10 

3.50 

14. 


. 8.10 

3.45 

3.85 

4.25 

16. 


. 4.00 

4.55 

5.15 

5.75 

18. 


. 5.20 

5.70 

6.35 

7.10 

20. 6.60 

Iron, Flat or Round Head— 

7.45 

8.25 

9.00 

Size. 

%-tn. 

%-in. 

%-in. 

%-in. 

1-in. 

2. 

.25 

.30 

.30 

.35 


4. 

.25 

.30 

.30 

.35 

.40 

6. 

.30 

.30 

.35 

.40 

.45 

8. 

.35 

.40 

.40 

.45 

.55 

10. 


.55 

.60 

.65 

.75 

12. 

.60 

.65 

.70 

.75 

.80 

14. 


.75 

.80 

.85 

1.00 

16. 


.95 

1.00 

1.05 

1.20 

18. 



1.35 

1.45 

1.60 

20. 



. .. 

1.75 

1.95 


Size 

1%-in. 

1%-in. 

1%-in. 

2-in. 

4. 


.55 

.65 

.80 

6. 

.55 

.60 

.75 

.95 

8. 


.70 

.80 

1.00 

10. 


1.05 

1.20 

1.85 

12. 

.95 

1.15 

1.30 

1.45 

14. 


1.35 

1.50 

1.75 

16. 


1.70 

2.00 

2.85 

18. 


2.25 

2.55 

2.90 

20. 


2.55 

2.90 

8.20 


Cap Screws— 


Prices shown 

are for 

dozen lota. For 

the price 

on one 

only, use one-tenth of the dozen price shown. 

U. 8. S. Thread, Iron— 


Lgth. .ins.) 

%-in. 

5-16-in. 

%-in. 

7-16-in. 

%-in. 

.55 

.60 

.65 

.80 

1.05 

% . 

.55 

.60 

.65 

.80 

1.05 

1 . 

.60 

.65 

.75 

.90 

1.10 

1% . 

.65 

.65 

.75 

.95 

1.20 

1 % . 

.70 

.75 

.80 

1.05 

1.80 

1% . 

.75 

.80 

.85 

1.10 

1.40 

2 . 

.75 

.85 

.95 

1.20 

1.50 

2% . 

.85 

.95 

1.00 

1.80 

1.60 

2% . 

.95 

1.05 

1.10 

1.85 

1.70 

3 . 

1.10 

1.15 

1.25 

1.50 

1.80 

3% . 


- T r - 

1.75 

2.15 

4 . 




.... 

2.50 

Lgth. (ins.) 


%-in. 

%-Ui. 

%-in. 

1-in. 

1 . 


. 1.65 

2.25 

3.30 

.... 

1% . 


. 1.70 

2.25 

3.30 

.... 

1% . 


1.80 

2.45 

3.80 

.... 

1% . 


1.85 

2.60 

3.50 

4.10 

2 . 


2.10 

2.80 

8.80 

4.50 

2% . 


. 2.25 

8.00 

4.10 

4.90 

2% . 


2.45 

8.15 

4.25 

5.80 

3 . 


2.70 

9.65 

4.70 

6.10 

3% . 


8.05 

4.25 

5.40 

6.95 

4 . 3.60 

S. A. E. Thread. Steel — 

4.85 

6.00 

7.75 

Lgth. (in.) 

%-in. 

516-in. 

%-ln. 

7-16-in. 

%-in. 

.60 

.75 

.85 

1.20 

1.25 

% . 

.65 

.80 

.90 

1.20 

1.80 

1 . 

.70 

.80 

.90 

1.25 

1.85 

1 % . 

.75 

.85 

.95 

1.80 

1.45 

1 % . 

.80 

.90 

1.00 

1.45 

1.60 

1% . 

.85 

.95 

1.10 

1.55 

1.75 

2 . 

.90 

1.10 

1.20 

1.65 

1.90 

2% . 

1.05 

1.20 

1.25 

1.80 

2.00 

2% . 

1.20 

1.30 

1.35 

1.90 

2.15 

2% . 

1.80 

1.40 

1.50 

2.00 

2.25 

8 . 

1.40 

1.55 

1.60 

2.15 

2.45 

3% . 

1.60 

1.75 

1.90 

2.50 

2.75 

4 . 

1.75 

2.00 

2.15 

2.80 

8.10 

Lgth. (ins.) 


9- 

16-in. 

%-in. 

%-in. 



2.15 

.... 


% . 



2.15 

.... 

.... 

1 . 



2.15 

.... 


1 % . 



2.15 


.... 

1 % . 



2.25 

2.65 

4.45 

1 % . 



2.40 

2.85 

4.45 

2 . 



2.60 

3.05 

4.70 

2% . 



2.80 

3.25 

5.05 

2% . 



3.05 

8.50 

5.85 

2% . 



8.25 

8.80 

5.60 

8 . 



8.45 

8.95 

5.96 

3% . 



3.85 

4.60 

6.75 

4 . 



4.50 

5.25 

7.55 


Prices shown are for dozen lots. For price of one only, 
use one-tenth of the dozen price shown. 


Square Head, V or U. 
Lgth. (ins) %-in. 

8. S. Thread— 
5-16-in. %-in. 

7-16-in. 

%-in. 

% . 

. .25 

.80 

.85 

.40 

.50 

% . 

. .30 

.35 

.40 

.45 

.55 

% . 

. .30 

.35 

.40 

.45 

.55 

1 . 

. .30 

.35 

.40 

.50 

.60 

1% . 

. .35 

.40 

.45 

.55 

.65 

1% . 

. .40 

.40 

.50 

.65 

.75 

1% . 

. .45 

.45 

.55 

.70 

.85 

2 . 

. .50 

.55 

.65 

.80 

.95 

2% . 


.65 

.70 

.90 

1.05 

2% . 


.70 

.80 

1.00 

1.15 

3 . 


.... 


.... 

1.40 

3% . 


.... 

.... 

.... 

1.65 

Lgth. (ins.) 

1 . 


%-in. 

. .90 

. .90 

%-in. 

%-in. 

1-in. 

1% . 


. 1.00 

*1.70 

*2.40 


1% . 


. 1.10 

1.85 

2.50 

*8*40 

1% . 


. 1.25 

2.00 

2.70 

8.75 

2 . 


. 1.35 

2.10 

2.95 

4.00 

2% . 


. 1.45 

2.25 

8.20 

4.35 

2% . 


. 1.65 

2.40 

3.40 

4.65 

3 . 


. 1.85 

2.65 

3.90 

5.25 

3% . 


. 2.10 

3.00 

4.85 

5.99 

4 . 


. 2.35 

3.40 

4.80 

6.50 


Prices shown are for full gross packages. For price of 
one dozen, use one-tenth of the full package price shown. 
Brass. Flat or Round Head- 

Digitized by VjOOQ 1C 
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SET AH. BET.T.TlfO PSIOB8—OontinMd. 


WOOD SCREWS—Continued— 


Size. 

%-in. 

%*in. 

%*in. 

%-in. 

%-in. 

%-in. 

1-in. 

0. 

.60 

.60 

.65 





1. 

.60 

.60 

.65 





2. 

.60 

.65 

.65 





8. 

.65 

.70 

.70 

.75 

.85 

1.05 

1.15 

4. 

.70 

.75 

.75 

.80 

.85 

1.10 

1.20 

5. 

.75 

.80 

.85 

.90 

1.00 

1.16 

1.20 

6. 


.86 

.90 

1.00 

1.10 

1.15 

1.25 

7. 

.. . 

.95 

1.00 

1.10 

1.25 

1.85 

1.50 

8. 

... 

1.05 

1.15 

1.80 

1.40 

1.55 

1.70 

9. 

.. . 

... 

... 

1.50 

1.60 

1.75 

1.96 

10. 

.. . 

... 

.. . 

1.70 

1.85 

2.06 

2.20 

11. 

... 

• • • 

... 

1.85 

2.10 

8.85 

2.55 

12. 

... 

.. . 

... 

... 

2.85 

2.60 

2.85 

18. 

• • . 

... 

•. . 




8.20 

14. 

• • • 

... 





8.55 

15. 

... 

... 

• • • 

... 

• • • 

... 

8.90 

16. 

... 

.. . 

• • • 


9 # 


4.65 

Size. 

1%-in. 

1%-in. 

1%-in, 

. 2-in. 

2 %-in. 

2 %-in. 

, 8-in. 

6. 

1.66 

• • • 






7. 

1.78 

2.25 

2.80 

s!65 

• • • 

** * 


8. 

2.00 

2.80 

2.90 

8.70 

• • . 



9. 

2.25 

2.55 

2.95 

8.75 


6.60 


10. 

2.45 

8.00 

8.80 

8.80 

4.95 

6.65 


11. 

2.90 

8.25 

8.75 

4.80 

5.10 

6.70 

o!70 

12. 

8.25 

8.75 

4.25 

4.80 

5.55 

6.75 

9.80 

18. 

8.75 

4.15 

4.70 

5.80 

6.25 

6.90 

9.90 

14. 

4.10 

4.65 

6.15 

5.90 

6.85 

7.50 

10.00 

15. 

4.60 

5.85 

6.05 

6.85 

7.50 

8.80 

10.25 

16. 

5.05 

5.85 

6.65 

7.50 

8.85 



17. 

... 

6.40 

• . . 

8.20 

9.10 



18. 

... 

7.60 

... 

9.75 

10.75 

... 

.. • 


Flit Head. Bright— 


Size. 

0 to 1 


%-in. 

.35 


%-in. 

.85 


%*in. %-in. %-in. %-in. 1-in. 


8.... 

.. .85 

.85 

.85 

.85 

.35 

4.... 

.. .85 

.85 

.85 

.85 

.40 

5.... 

. 

.86 

.85 

.85 

.40 

6.... 

. 

.40 

.40 

.40 

.45 

7.... 

. 

.40 

.40 

.45 

.45 

8.... 

. 

.45 

.46 

.45 

.50 

9.... 

. 

.46 

.60 

.50 

.50 

10.... 

. 

. .. 

.55 

.55 

.55 

11.... 

. 


.55 

.55 

.60 

12.... 

. 

. .. 

.60 

.60 

.65 

18.... 

. 


... 

.65 

.70 

14.... 

. 



.65 

.75 

15.... 

. 

... 



.85 

16.... 





.90 

17.. .. 

18.. .. 




... 

20.... 






Size. 

1%-in. 

1%-in. 

1%-in. 

2-in. 

2 %-in. 

8.... 

.. .45 

.50 


... 

4.... 

.. .50 

.55 




5.... 

.. .50 

.55 

.68 

.75 

*80 

8.... 

.. .55 

.60 

.70 

.75 

.80 

7.... 

.. .55 

.60 

.75 

.80 

.85 

8.... 

.. .60 

.65 

.75 

.80 

.90 

9.... 

.. .60 

.70 

.80 

.85 

.95 

10.... 

. . .65 

.70 

.80 

.90 

1.00 

11.... 

.. .70 

.75 

.85 

.95 

1.05 

12.... 

. . .80 

.85 

.90 

1.00 

1.10 

18.... 

. . .85 

.90 

1.00 

1.10 

1.20 

14.... 

. . .95 

1.00 

1.15 

1.25 

1.85 

15.... 

.. 1.10 

1.20 

1.80 

1.40 

1.55 

16.... 

.. 1.25 

1.40 

1.45 

1.55 

1.75 

17.... 

.. 1.40 

1.60 

1.75 

1.85 

1.95 

18.... 

.. 1.65 

1.90 

2.00 

2.10 

2.30 

20.... 

.. 2.00 

2.15 

2.25 

7.40 

2.65 


.85 

.40 

.45 

.45 

.50 

.50 

.55 

.60 

.65 

.70 

.75 

.80 

.85 

1.00 


2 %-in. 


.40 

.45 

.46 

.45 

.50 

.55 

.55 

.60 

.65 

.70 

.80 

.85 

1.00 

1.25 

1.85 

1.40 

1.75 

8*in. 


Round Head, Blued—Sell at 10 per cent 
prices shown for Flat Head, Bright. 


.95 

1.00 

1.05 

1.10 

1.15 

1,20 

1.25 

1.80 

1.85 

1.45 

1.65 

1.85 
2.10 

2.85 
2.90 

advance 


1.50 

1.50 

1.55 

1.55 

1.60 

1.60 

1.65 

1.70 

1.75 
1.90 
9.10 
2.40 

2.75 
8.25 
over 


SAFETY 8ET— (Bristol — 

% -inch, any length, 10c each; 5-16, 10c; %, 12c; 7*16, 15c; 
%. 18c; %, 25c; %, 30c; %, 35c; 1-inch, 40c. 


SCREWS- 

-Lag—Gimlet Point, 

Square 

Head- 

-30% 

below. 



%, 5-16-in. 

% 

-in. 

% 

•in. 

% 

in. 

% 

-in. 


Doz. 

100 

Doz. 100 Doz. 100 

Doz. 100 

Do* 

. 100 

1 

. .40 

2.50 









1% 

. .40 

2.50 









1% 

. .40 

2.50 

.45 

8.00 







1% 

. .45 

2.75 

.50 

3.30 







2 

. .45 

2.75 

.50 

3.30 

.70 

4.60 





2% 

. .50 

3 00 

.55 

3 60 

.75 

5.00 

1.10 

7.30 



3 

. .50 

3.20 

.60 

3.95 

.80 

5.45 

1.20 

7.85 

1.65 

11.15 

8% 

. .50 

3.40 

.65 

4.20 

.85 

5.85 

1.25 

8.45 

1.80 

12.00 

4 

. .55 

3.65 

.70 

4.50 

.95 

6.25 

1.35 

9.00 

1.90 

12.10 

4% 

. .60 

3.85 

.75 

4.80 

1.00 

6.05 

1.45 

9.55 

2.05 

13.50 

5 

. .60 

4.10 

.75 

5.10 

1.05 

7.00 

1.50 

10.10 

2.15 

14.30 

5% 

. .65 

4.30 

.80 

5.40 

1.15 

7.50 

1.60 

10.70 

2.25 

15.10 

6 

. .70 

4.50 

.85 

5.65 

1.20 

7.85 

1.70 

11.25 

2.35 

15.85 

6% 


. .. 

.90 

5.95 

1.25 

8.25 

1.75 

11.75 

2.50 

16.65 

7 



.95 

6.20 

1.30 

8.65 

1.85 

12.40 

2.60 

17.45 

7% 



1.00 

6.55 

1.35 

9.05 

1.95 

12.95 

2.75 

18.25 

8 



1.05 

6.85 

1.45 

9.50 

2.05 

13.50 

2.85 

19.00 

9 





1.55 

10.25 

2.20 

14.65 

3.10 

20.60 

10 



• . « 


1.65 

11.10 

2.35 

15.75 

3.30 

22.10 

12 



. .. 




2.70 

18.00 

3.75 

25.30 


SCREW DRIVERS—Machiniata\ No. 51, 50c each; 51%, 75c; 


52, 85c; 52%, $1.10; 58, $1.15; 58%, $1.40; 54, $2.65; 
210. $1.90; 215, $2.25; 218, $2.75. . 

Yankee Ratchet—No. 11, 2-ineh, 70c each; 8, 85c: 4 
95c; 5, $1; 6, $1.15; 8, $1.86; 10, $1.65; 12, $1.00; 
15, 2-lnch, 75c; 8, 80c; 4, 85c; 5, 90c. No. 80, $8.00, 81, 
$4.00; 85, $2.25; 60, $1.00; 180, $8.75. 


SCREW DRIVERS—G & P.—1%, 40c; 3, 40c; 4, 50c. 


SCYTHE S—Bush— 


No. Each. 

400 . 2.50 

450 . 2.85 

Weed— 

800 . 2.50 

850 . 2.85 


Grass— 


No. 

Esch. 

200 . 

.4 SO 

250 . 


100 . 

2.50 

150 . 



SHEETS—IRON—Galvanized—10 to 16, 11 %c; 18 to 24, 
12c; 26 to 27, 12%c; 28, 18c; 80, 14c. Black, 12 to 16, 
10c lb.; 18 to 28, 11c. Add 10 per cent for cutting. Cor 
rugated, Ptd., 28 Ga., $8.25; Galv., 26, $12.00; 28, $10.50 
Rockface Siding, $11.50. 

SHEETS—STEEL—Black, soft, 18-20, 22-24, 26, 27, 28, 30 
gauge, 20c cut; 15c full sheet. 

Galvanized Flat, 12-14, 16, 18-20, 22-24, 26, 27, 28, 30 
gauge, cut 22c; 17c full sheet. 


SHIELDS—Expansion—Sebco—Per hundred list. 


8-16 inch. 

% . 

.15.00 

% . 

% . 

.45.00 

5-16 . 

.18.00 

% . 

.65.00 

% . 


% . 

.95.00 

7-16 . 


1 . 



SHINGLES—Tin, 5x7, $8.00; 7x10, $6.00. 

SHOT—Air Rifle, bulk, 25c lb.; 4 and 5-oz. tubes, 10c tube. 
Balls, Nos. 0, 00, 000, 25c lb. Buck, Nos. 1, 2, 3, 25c lb, 
Drop, Nos. 1 to 12, B. BB. BBB, 25c lb. Chilled, 8 to 9, 25<. 
SHOVELS—D Handle, Round Point, No. 102, $2.50 each; 201 
$2.35; 401, $2.00; 1008, $2.25; 1004, $2.85; 1005, $2.50 
D Handle, Square Point—No. 104, $2.50 each; 208, $2.85; 
807, $8.00; 408, $2.00; 404B, $2.00; 1009, $2.65; 1010, 
$2.50; 1111, $2.25; 1112, $2.85. 

Long Handle, Round Point—200, $2.85; 800, $2.50; 
400, $1.90; 400A, $2.15; 700, $2.50; 701, $2.50; 800, $2.50; 
801, $2.65; 1000, $2.25; 1001, $2.85; 1002, $2.60, 

Long Handle, Square Point—No. 108, $2.50 each; 201 
$2.35; 804, $2.50; 402, $2.00; 702, $2.60; 1006, $2.25; 
1007, $2.85; 1008, $2.50. 


SLEDS—Hand and Coaster— 

Jr. Raeer .... 


. 4.25 

Flexible Flyer- 
No. 1... 


Racer . 


,. 5.00 

. 8.00 

Tux. Raeer ... 


, . 7.50 

No. 2. 

. 8.50 

Fire Fly- 
No. 9. 



No. 8. 

. 4 50 


, . 1.75 

No. 4. 

. 5 50 

No 10. 


,. 2.35 

No. 5. 

. 7.50 

No. 11. 


,. 2.75 

No. 6. 

.15.00 

No. IS. 


.. 8J5 

SMOOTH-ON—75c lb. 
80LDER—% and %, 

80c lb.; 

; No. 1, 90*100, 

, 65c; 

wiping 

40-60, 70c; Wire, 50-50, 85c; 

Electrical Wire 

40-60, 

55c. 


8PORTING GOODS— 

Each 

Official Baseballs .... 2.50 
Second Grade Baseb'ls 2.00 
Playground B. B., Out 
or Plain Seam— 

14-inch . 8.00 

12-inch . 2.75 

Baseball Bats, league.. 1.76 
Baseball Masks, ~* 10.00 

Chest Protectors.8.50 

Official- 

Rugby Footballs... 10.00 
Soccer Footballs... .12.00 

Basketballs .15.00 

Volley Balls . 8.00 


Handballs.85 

Boxing Gloves, 8-os... 18.50 

Striking Bags .9.00 

Championship Tennis 

Balls .55 

Best Grade Rackets, 

Sutton .12.00 

Cotton Gym Shirts.75 

White Running Pants. 1.00 

Bike Jockey 8trap.75 

Rubber Soled Tennis 

Gym Shoes.1.95 

Rubber Soled Tennis 


or Gym High... 
Basketball 8hoes 


2.25 

5.00 


SPRAYERS—Myers' Bucket Pump, 8 lbs., $9.50 each; 6 
lbs., $7.00. Hand—Faultless, 70c each; Misty, 60c. Knap¬ 
sack—Kant Klog, $7.50; Perfection, $9.00; Utility, $7.25. 


8PRAY PUMP8—Faultless Tin, 75c each; Barnes No. 254. 
$6.55; Barnes, 276, $9.50; Little Giant, 827%, $5.75; Aem* 
Pressure 845, $8.50; Defiance, No. 824, $8.50. 

SPRINGS, DOOR—Coiled 16-inch, Japanned Spring, %-incb. 

15c; 9 32, 15c; 11-32, 15c; 13-32, 15c; %, 20c. Faultier. 
Tight No. 12 Steel Wire, 16-inch, 45c each. Victor, Adjust- 
able Tension, 9-inch; 25c each; 10-inch, 30c; 11-inch.. 40c 
12-inch. 50c. Reliance, Extra Heavy Ratchet Tension, 10- 
inch, 60c each. Warner’s Coppered Steel Wire for screen 
doors, each, 15c. Torrey Screen Door, 39 in steel rod, 50c 


SPRINKLERS, LAWN— 

Perforated Tube, Dew Drop, 7 feet long, brass, $3.00 each; 
8 feet, $3.25; 8 feet, galvanized, $2.50. 

Pluvius—Revolving Brass 8pon, $1.15 each; Revolving 
Arms. 6-inch, $1.85; Revolving Arms, 11-inch, $2.25. 

Ring—5 Vi-inch diameter, 75c each; 8%-inch, $1.00. 

Rose—3-inch perforated oblong plate spray, 75c each. 
Ross—Perforated oblong plate spray, 75c each. 
Thompson's—Twin, 40c each; Fountain, 50c; Fan, 35c; 
Simplex Circle, 40c; Shower, 50c; Peerless, 55c. 

Will’s Galvanized Pipe—6 feet, $2.25 each; 7 feet, $2.50; 
8 feet, $3.00. 
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BETAHa SELLING PBIOES— Oontlimed. 


STAPLES —Fence Wire— Polished, 10c lb.; galvanized, 12 %c. 

Poultry Wire—%-Inch* 15c lb. 

8TARRETT8 TOOLS—Add to Catalogue— 

Micrometers, 50% 

Thieknetf Gauges, 50% End Meas. Rods, 50% 

Gr. Flat Stock. 50% Caliper Gauges, 50% 

Handy Equiv. Table, 50% Micrometer Cases, 50% 
Balance of Book (not itemised) add to list 40%. 


STEEL TAPES— 


100 . . 


200 D. 

.... 6.00 

103 . 


208 . 

_V. 0 75 

105 . 


208 D. 

.0 25 

106 . 


205 . 

.14 25 

200 . 


205 D. 

.18.50 

Asses' 

Skin CaBe—25, 65c; 

50, 85c; 75, $1.15; 

100, $1.85. 


TAPE—Friction—*4 lb., 50c; 2 oz., 15c; 1 oz., 10c. 


STEEL—Mild—See—Iron. Tool, 22c; Drill, Co., 20c. 


STONES—Carborundum—No. 76, 50c; 107, $2.00; 108, $2.25; 

109, $1.75; 110, $2.00; 111, $1.35; 112, $1.00; 113, $1.00; 

115, $1.75; 116, $1.75; 117, $1.75; 118, $1.50; 119, $1.50; 

120, $1.50; 121, $1.25; 122, $1.25; 123, $1.25; 124, $1.00; 

130, 75c; 131, 75c; 142, 75c; 143. 75c; 144, 75c; 145, 50c; 
146, 50c; 147, 50c. 

Pike’s Oil and Water—No. 13, 60c each; 14, 60c; 16, 10c; 
20, 40c; 22, $1.00; 25, 15c; 37, 25c; 40, 25c; 42, 35c; 
48, 50c; 51, $1.00; 52, $1.25; 53, $1.50; 54, $1.00; 55, 
$1.25; 56, $1.50; 59, 15c; 60, $1.75; 62, $2.25; 66, $2.75; 
68, $3.75; 78, 50c; 80, 60c; 86, 75c; 88, $1.00; 92, 50c; 
94, 60c. 

Pike's Scythe—No. 39, 15c each; 40, 15c; 41, 15c; 42, 20c. 


STOP AND WASTE— 



1.60 

2.25 

2.75 


1 

1 


3.75 

5.75 


STRIP—Weather—Rubber, %-inch, 5c ft.; %-inch, 7c ft. 
Felt, %-inch, 5c ft.; %inch, 10c. 


SUPPORTS—Wagon Tongue— 
Lindquist's— 


1 . 2.00 

2 . 2.50 

8 . 8.25 


Haggard Spiral— 


0 . 1.85 

1 . 1.75 

2 . 1.90 

3 . 2.15 


SWEEPERS. CARPET—Bissel’s American Queen. $7.50; Club, 
$13.00; Elite, $8.25; Gold Medal, $7.00; Grand Rapids 
(Nic), $7.50; Grand Rapids (Jap), $0.25; Grand (Jap), 
$8.00; Parlor Queen. $7.75: Princess, $7.25; Prize, $7.00; 
Universal (Nic), $6.75; Universal (Jap), $6.00. 

Vacuum—Superba, $18.00; Grand Rapids, $11.00; House¬ 
hold, $9.00. On account of the freight, retail prices 50 
cents higher prevail in the following Western and Southern 
states: Colo., New Mex., Wyo., Mont., Ore., Utah, Aris., 
Ner., Ida., Wash., Calif., Tex., Okla., Ark., La., Miss., Ala., 
FU, Ga, N. C. and 8. O. 


TACKS—Bills Posters', No. 545 Wire, or 555 Cut, 8, 85c lb.; 
4, 85c; 6, 35c; 8, 35c; 10, 85c. 

Carpet—434 Cut, or 484 Wire %-Ib. papers. No. 8, 10c 
box; 4, 10c; 6, 10c; 8, 10c; 10, 10c; 12, 10c. 

488 Cut, or 488 Wire %-lb. papers. No. 8, 6c box; 4, 
6e; 8, 6c; 10, 6c; 12, 6c. 

495 Wire in bulk. No. 8, 40c lb.; 4, 85c; 6, 85c; 8, 
35c; 10, 85c; 12, 85c. 

Gimp—824. No. 2%, 15c box; 8, 15c; 4, 15c; 6, 15c; 
8. 15c. 

Upholsterers’—804 Cut, % -lb. papers. No. 1%, 15c box; 
2, 15c; 2%, 15c; 8, 15c; 4, 15c; 6, 15c; 8, 15c; 10, 15o; 
12 to 16, 15c. 

805 Cut, or 855 Wire in bulk. No. 8, 40c lb.; 4, 85c; 
6. 85c; 8, 85c; 10, 85c; 12, 85c. 

Double Pointed—Blued %-lb. papers. No. 9, 6c box; 
10, 6c; 11, 6c; 12, 6c; 14, 6c. 

Blued in bulk. No. 209, 40c lb.; 210, 40c; 211, 40c; 
212, 40c. 


TAPE. 


No. 

710 . 

713 . 

715 

716 . 

730 - 

733 - 

735 . 

736 . 


1030 

1033 

1035 

1036 


500 Li 
503 Lt 
505 Lt 

60 6 Li 


-MEASURING—(Lufkin)—(Starrett)— 


Asses' Skin 

Each 

.85 

. 1.25 

. 1.75 

. 2.00 

.90 

. 1.45 

. 1.80 

. 2.25 

Linen 

. 1.40 

. 2.25 

.2.90 

. 8.35 

Metallic 

.4.00 

.6.00 

. 7.50 

.9.00 


Pocket 

143 . 

145 . 

165 .. 

8143 .. 

8175 . 

Steel 

240 . 

243 . 

245 . 

246 . 

260 . 

263 . 

265 . 

266 . 

550 . 

553 . 

555 . 

556 . 

Surveyors’ 

276 D. 

5100 . 


.95 

1.10 

.25 

.60 

.50 


6.00 

7.00 

9.25 
12.00 

6.25 

7.50 
9.75 

12.75 

5.50 
7.00 

9.25 

12.00 

.14.75 

. 11.00 


TENTS—Single Filling— 


Size 

8-oz. 

10-os. 

Size 

8-oz. 

10-os. 

7x7 .... 

. . .14.80 

17.30 

16x18 ..... 

,57.25 

67.85 

7x9 .... 

. . .17.55 

20.45 

16x20 . 

,63.10 

73.65 

9x9 .... 

. . .20.25 

23.70 

16x24 . 

,71.85 

83.60 

9%xl2 . 

. . .23.85 

27.85 

16x30 . 

,86.95 

101.30 

12x14 .. 

. . .32.00 

87.35 

A or Wedge— 


12x18 .. 

. . .39.50 

46.15 

5x7 . 

9.25 

10.75 

14x16 .. 

. . .42.00 

49.80 

7x7 . 

11.65 

18.60 

14x20 .. 

. . .52.15 

60.60. 

7x9 . 

13.95 

16.85 

Flys Half Price 

of Tents. 




Wagon 

Covers— 

Single Filling— 



Size 

8-o*. 

10-os. 

Size 

8-os. 

10-os. 

10x14 .. 

. .. 8.85 

11.10 

12x16 . 

12.90 

15.90 

10x16 .. 

. . .10.15 

12.70 

12x18 . 

14.35 

17.90 

Stockmen's Bed 

Sheets—Single Filling— 



Size 



8-oz. 

10-os. 

11-os. 

6x12.... 



_ 5.00 

6.50 

7.50 

6x14.... 




7.50 

$.75 

7x14.... 



- 8.35 

10.85 

11.15 

7x16. .. . 



.... 9.85 

12.50 

14.10 


THIMBLES—Flue—6-in., 10c; 7-in., 15c; 6-in. to 7-in. Adj., 
15c. 


TIN— 

Bar and Pig, $1.20 lb. 

Common Roofing, 40c per sheet. 

Valley, No. 4, 6c per ft.; 10, 10c; 14, 14c; 20, 20c. 

Painted 1 side, lc foot extra; two sides, 2c. 

Flashing IC, lxl, $3.25 per 100 feet; %xl, $3.25. 

Shingles—5x7, $3.50 per 100 ft. 

Valley—14-inch, 17c per foot, $15.00 per roll; 20-inch, 25c 
per foot, $22.00 per roll. 


TOGGLE BOLT8—Sebco No. 1—Per hundred list. 


Length 

%-ln. 

—Diameter— 
8-16-in. %-la. 

3-inch . 


8.00 

12.50 

8%-inch . 


8.00 

9.00 

4 . 


8.50 

18.80 

5 . 


9.25 

14.80 

6-inch . 


10.00 

15.00 


Sebco No. 5 —With either round or flat head machine 
screws — —Diameter— 


Length 

%-in. 

3-16-in. 

%-in. 

3-inch. 


8.15 

8.50 

4-inch. 


8.50 

8.85 

5-inch... 


8.85 

4.20 

6-inch. 


4.20 

4.55 


TORCHES—Clayton A Lambert —No. 28, Alcohol, $4.25 each. 
Gasoline—No. 14, $6.50 each; 37, $11.00; 38, $11.75; 81, 
$12.50; 32, $18.00; 48, $15.00; 62, $17.00; 112, $11.75. 

TRAPS— Fly —Paragon, 85c each; Balloon, 25c; Edgewood 1, 
$2.00; Edgewood 2, $2.00; Avia 1, $2.75; Avis 2, $2.50; 
Avis 3, $2.25; Perfect, $1.45. 

Game—No. 0 Newhouse, 65c each; 1 Newhouse, 75c; 1% 
Newhouse, $1.15; 2 Newhouse, $1.65; 8 Newhouse, $2.25; 
4 Newhouse. $2.75; 5 Newhouse, $20.00; 1 Oneida Jump, 
35c; 1 Vz Oneida Jump, 55c; 2 Oneida Jump, 90c; 0 Victor, 
25c; 1 Victor, 80c; 1H Victor, 45c; 2 Viotor, 60s; 8 Victor, 
$1.00; 4 Victor, $1.25. 

Gopher—Western. 25c eaeh; Noxalt. 25e; Maeeabee, 25o; 
Easy Set. 25c; Newhouse, 25c; California Pocket, 40o. 

Mole—Reddick, $1.35 each; Out-O-Sight, $1.75. 

Mouse—Sure Catch, 5c each; Security. lOo; Ohoker-Wood, 
15c; Choker-Tim, 10c; Delusion, 25c; Holdem, 65c; 
Cage, 25c. 

Rat—Sure Catch, 20c each; Security, 25c; Holdem, small, 
$1.15; Holdem, large, $1.35. 

TROWELS —Rose Brick, Wood Handle, $2.25; Rose Brick, 
Leather Handle, $2.50; Marshalltown Plasterer’s, $3.00; Fin¬ 
ishing, $2.75. 


TWINE—Cotton—Wrapping, $1.25 lb. Budding, $1.25. 

Flax—18 BB, 80c lb.; 24 BB, 80c; 18 BO, 90c; 24 BO, 
90c; 36 BC, 90c; 1018 Be, 90c; 1024 Be, 90c;1036 Be, .90c; 
30 Sacking, 70c; 40 Sacking, 70c; 83 8acking, 85c; 44 
Sacking, 85c. 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


Wash Boilers 

8 . 10.75 

Pot Covers ! 

6 .. 10 

9. 10.25 

10 . T is 

28 A. 4.25 

12 . 25 

29 A. 4.50 

13 . 30 

128 B. 4.50 

14 . 85 

129 B . 4.75 

15 . . . r 5Q 

229 B . 4.75 

Wash Bowls 

07 . 25 

Cups 

09 . 20 

010 . 25 

08 . 30 

23 . 30 

7 . 40 

023 . 15 

8 . 50 

Covered Buckets 

211, 212 . 10 

214 . 20 


11 .20 

12 .80 

18 85 

14 45 

Dinner Buckets 


Cutters 
All sizes .... 
Dippers 


Milk Cans 


TINWARE 


Tea Kettles 

01% 55 

02 .60 

027 .55 

029 . 75 

047 2.25 

049 8.00 

067 2.75 

069 8.75 

Preserving Kettles 

160 45 

200 65 

240 85 

280 1.05 

320 1.80 

Moulds 

2 Melon.... 1.65 
4 Melon.... 2.25 

08 Jelly.15 

15 Jelly.35 

61 Cake.50 

62 Cake.65 

Dairy Pails 


Dish Pans 
IX Tin 


Muffin Pans 


Sauce Pans 


Coffee Pots 


Flour Sieves 


Forks 

1, 2, 8, 4. 


Oil Okas 


VALVES— 

Standard Globe and 
^ Angle Valves— 

tt 

% . 

% . 

1 . 

i% .:. 

i% . 

2 . 


Funnels 

10, 15, 20. 

25 . 

80 . 

85 . 

120 . 

125 . 

180 . 

220 . 


Bread Pans 


Milk Pans 


Floor Sifters 


112, 121.60 


Standard Gate Valves— 

% 1.95 

J4 . 1.90 

% 1.90 

Vt .2.05 

% 2.55 

1 8.50 

1% 4.60 

1% 6.25 

2 9.25 


WAGONS—Boys'— 

si American 886—16x36. 7.25 

Wagners— 

5*12 . 2 00 N °- 18 .iooo 

^2*22. 225 no. 20. n.s o 

J 22 —JJ x22 . 2.50 No. 24.18.00 

. 800 Coaster—Star— 

—! 2 *26. 8.50 No. 10. 9.50 

. 4 ’22 No. 20.10.50 

J22—if*22. 4,50 No. 80.11.50 

182 —15x82. 5 00 No. 40.12.50 

Samson Mars-Wella— 

826—12x26. 4.00 No. 10.7.50 

828—18x28. 4.25 No. 11.8.00 

882—15x32. 5.50 No. 12.9.50 

WASHERS—Cast Iron—Size % to 2. 18c lb.; Angle, 14c. 
Malleable—Standard, 25c lb.; Nail Hole, 25c lb.; Angle 
85c lb. 

Cut—Size 8-16, 29c lb.; %, 24c; 516, 22c; %, 20c; 7-16, 
19c; %, 18c; % to 1, 17c. 

WASTE—Cotton—No. 6X White. 28c lb.; 1 White, 26c; 2 
White. 35c; 01 Colored, 21c; 02 Colored, 20c; 10 Wool, 88c. 
WAX—Floor 95c lb. 

WEANERS—Calf—Shaws No. 1, 65c; No. 2, 75c. Hoosier 
No. 11. 75c; No. 12, 85c. Kantsuk—Calf, 50e; Cow, 60c. 
WEDGES—Tmckee-Alki, lb.. 20c; Oregon-Atha. 20c; Cedar- 
Atha, 22c; Cedar-Alki, 20c; Falling, 27c; Saw, 27c. 
WHEELBARROWS—Brick—No. 10 B, $15.25 eich; 20, 

$15.00.. 

Garden—No. 2, 4% cu, ft. capacity, $10.50 each; No. 8, 
5% cu. ft.. $11.75; No. 21 (Toledo Clipper), $6.25. 
Railroad—No 15. $6.00 each; No. 17, $6.50; No. 19, $10.00. 
Steel Tray and Frame—No. AX, $14.50 each; 4, $17.00; 5, 
$19.00; 10, $25.00. 

WICKS— 

Oil Cook Stove Wicks—New Perfection with wire carrier, 
each. 45c; Bon Ami with wire carrier, 45c. 


Oil Heating 8tove Wicks—New Perfection with wire 
carrier, each, 45c. 

Lamp or Lantern Wicks—Fist—No. 0, width %-in., 2%e 
each; No. 1, %-inch., 2%c; No. 2, 1-in., 2%c; No. 8 , 
1%-in., 5e. 

Rochester Wicks—Circular—No. 1R, size 4x6 in., such, 
10c; 2R, 5x6 in., 10c; 8R, 8x8% in., 25c. 

WIRE— Plain Fence. Baling. 

Per 100 lbs. Black. Galv. 

8 gauge . 6.60 .... .... 

4 . 6.60 7.80 _ 

6-8-9 . 8.50 7.20 _ 

10 . 6.50 7.25 _ 

11 . 6.60 7.80 _ 

12 . 6.60 7.85 _ 

18 . 6.75 7.45 _ 

14 . 7.55 7.00 

15 . 8.00 7.10 

16 . 8.10 7.20 

17 . .... 7.50 

18 . 9.00 _ 

Barbed Fence—Gltdden Pat., $6.90; Glidden Galv., $7.60; 
Baker Pat., $7.15; Baker Galv., $7.85. Waukeganito Galv., 
$8.50. 

Hog. Cattle. 

Am. Special Galv., 80-rod spools, each. 4.70 4.55 

Glidden, 80-rod spools, each. 6.50 0.40 

Broken Coils—Add 1 to 24 lbs., 8c; 25 to 49 lbs., 2e; 50 
to 99 lbs., 1c per lb. 

Stove Pipe Wire, 50-ft. coils, 15c each. 

WIRE CLOTH—See Cloth. 

WOODENWARE— 

Spoons Trays. Chopping 

18-inch .15 0—10x18 ins.75 

15-inch .15 8—11x22 inch. 1.25 

WOOL—Steel—1-lb. rolls—0, $1.25; 1, $1.10; 2 and 8, $1.00. 
3-oz. packages, 30c each. 

WRINGER8—Mop—Vanco 78, $4.50; 88, $4.00; 89, $5.00 
Dana or Eagle, 5, $3.25; 10, $4.50; 20, $5.00. 

White's 8, $4.00; 00, $5.25; 8, $5.25. 


WRENCHES— 

Agr. 

Coes 

Crescent 

Stillson 

Tritno 

Barcalo 

N. 

6-inch. 

1.00 

1.65 

1.25 

1.65 

1.15 

8-inch. 

1.15 

2.00 

1.25 

1.85 

1.40 

10-inch. 

1.35 

2.35 

1.50 

2.10 

1.75 

12-inch. 

1.75 

3.60 

2.00 


2.65 

15-inch. 

2.15 

4.15 

2.75 


4.00 

18-inch. 


5.35 

4.00 


.... 

21-inch. 


6.50 

6.00 

i.’io 


ZINC—Full sheets, 

85c lb.; 

less than 

sheets, 

40c lb. 
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Quick Turnover 
and Good Profit 


Compare aluminum with other metals from 
which cooking utensils are made. The advan* 
taees of aluminum are instantly apparent. 
It has durability without weight, ana is there* 
fore easy to handle. It takes heat quickly 
and holds it long. 

There is a merchandising advantage in stock* 
ing VIKO, The Popular Aluminum. The 
Hne is complete. It fills every stock need. 
The utensils are practical in design, and 
sturdily constructed. Viko is made from 
sheet aluminum, not cast or spun. The 
excellence of Viko quality combined with 
the popularViko price makes for quick turn¬ 
over and good profit. For dealer proposition 

oAsk Tour Jobber 

Aluminum Goods Manufacturing Company 
General Offices: Mnnitowoc, Wisconsin, U. S. A. 
{Makers of Everything in Aluminum 


Popular Aluminum 
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HARDWARE WORLD 


Business Opportunities 


SALESMAN WANTED 

Hardware salesman for central Califor¬ 
nia point with population of 1500. Ad¬ 
dress 0. G. F., care HARDWARE WORLD. 

FOR SALE 

125 pair No. 1 B. 27^4 Expansion Ball 
Bearine Trolley Door Hangers, manufac¬ 
tured by Richards-Wilcox. Address 0. 
W. H., care HARDWARE WORLD. 

FOR 8ALB CHEAP 

50,000 prs. 2x2 and 2%x2H tight pin 
sheradized steel butts; 60,000 4% in. 

Hinge Hasps. Union Steel Spec. Oo., 5605 
Wayne, Chicago. 

FOR SALE 

Good paying Hardware and Implement 
business in Sebastopol, Sonoma Co. Stock 
about $5,000. McB., care HARDWARE 
WORLD. 

WANTED 

Experienced general hardware road 
Salesman. Age about 30. State experience 
and record. Drawing account ana bonus. 
Eastern Washington. Splendid opportun¬ 
ity for right man. Address XYZ, care 
HARDWARE WORLD. 

_____ “ 

A new clean stock of Hardware and 
Household Utensils, all less than two years 
old. A good assortment of salable goods 
and up-to-date fixtures bought at the right 
prices. Stock and fixtures will amount to 
about $20,000.00. 

In very best business location in the 
city. In the most prosperous city of 
southern Arizona, with a population of 
over 20,000. A good opportunity for any -1 
one to get into a hardware business. ! 

Reason for selling is that owner wants 
to reduce his business responsibilities as 
he has other interests to look after. Add. 
“Arizona,** Care HARDWARE WORLD. 

FOR SALE 

Hardware and plumbing stock and busi¬ 
ness; new, clean and up-to-date, in a good 
live town of about 20.000 population in 
Southern California. Desirable place to 
live. $13,000 quick sale will handle. Ad¬ 
dress Geo. L. Wing, Banning, Calif. 

FOR SALE 

Hardware, Furniture and Implement 
business in one of the best irrigated sec¬ 
tions of the Sacramento valley. Stock 
will invoice between $35,000 and $40,000. 
A good business with a big future. Sales 
for the first six months of 1920, $50,000. 
Buildings for sale or lease. Address C. 
& H., care HARDWARE WORLD. 

FOR SALE 

One wanted to sell Coal. Gas Ranges, and 
ness in Rocky Ford. Colorado, one of the 
best towns of its size in the country, lo¬ 
cated in a prosperous irrigated section. 
Business in flourishing condition and in¬ 
creasing each year. Stock clean and 
bought at right prices. Business is clear¬ 
ing big money over and above salaries of 
proprietors. Low rent. Stock and fixtures 
will inventory about $17,000. No bonus 
asked. Proprietor wishes to retire. Any¬ 
one interested write for further particu¬ 
lars. Address Butterfields, Rocky Ford, 
Colorado. 

WANTED 

Someone who likes to do general shop- 
work, such as repairing tinware, making 
dryer nipe, plumbing, setting up machinery 
and helping in the store. Wont someone 
who takes an interest in these things and 
is glad to do it. We live in a town of 250 
people, with good school, churches, good 
surrounding farming country and good 
climate. Everything is congenial, but we 
would like to have someone who is a hust¬ 
ler and will be glad to look after the inter¬ 
ests of the trade. Write, advising what 
salarv is exnected. Address S. & C., care 
HARDWARE WORLD. 


TRADE RHYMES $1.00 

Any advertiser can have a three verse 
trade rhyme or five two-line slogans sent 
them on approval by investing $1.00. 
Send any suggestions or circulars to 
(Reegtherhymer) H. Summer Geer, Studio 
No. 62, 209 Dvckman St., New York City. 
Suggestions selected and used $1.00 each. 

FOR BALE ~ 

The best paying Hardware and Imple¬ 
ment business in Fresno County, California. 
We make this statement with the full 
knowledge that such an assertion sounds 
broad, but evidence will be available to 
really interested parties. Address Hard¬ 
ware, care HARDWARE WORLD. 

SALESMAN WANTED 

High grade salesman calling on whole¬ 
sale and large retail trade in Oregon and 
Washington to sell several leading factory 
lines, on commission. Socket Wrenches, 
Electric Lamps, Blow Torches, Towel Bars, 
Metallic Gas Tubing, Automobile Tubes, 
etc. Good opportunity for the right man. 
Add. H. G. E., care HARDWARE WORLD. 

POSITION WANTED 

As assistant manager or director of a 
housefurnishing department in a retail or 
department store is the position I wonld 
like. Nine years' experience should be 
sufficient to jpiarantee my ability to fill 
the position. Twenty years aa a road man, 
visiting this same trade, has kent me in 
touch with the line specified. Salary no 
particular object, but a living remunera¬ 
tion expected for my services. Address 
G. 8. H., care HARDWARE WORLD. 

FOR SALE — 

Hardware Store, clean up-to-date stock 
hardware and household utensils. One of 
the best locations in San Francisco. Ex¬ 
cellent lease, cheap rent. Ten to twenty 
thousand will handle. Address T. K., 
care HARDWARE WORLD. 

FOR SALE ~ 

Hardware, Electrical and Sporting Goods 
store. Established 38 years in one of the 
busiest growing sections of San Francisco. 
Owner wishes to retire. Bargain for cash 
buyer. Address Box 2744, care HARD¬ 
WARE WORLD. 

POSITION WANTED 

As manager or assistant manager of a 
wholesale hardware house in a western 
state, age thirty-three, thirteen years’ ex¬ 
perience. Have worked in all depart¬ 
ments from bottom to top; warehouse, 
stockroom, filling, packing, checking, ship¬ 
ping. retail, traveling, pricing and buying 
experience. Can handle men, am con¬ 
genial. sober, etc. Correspondence solicit¬ 
ed. Address F. B. M., care HARDWARE 
WORLD. 

_____ 


WANTED — HARDWARE SPECIALTIES 

We can give due consideration to selling 
Hardware Specialties to the trade on a 
commission basis. Address Starks Mfg. 
Co., 325 13th St., Oakland, Calif. 

FOR 8ALB 

Hardware Stock in good town 100 miles 
from Spokane. Invoice $6,000. Write 
for particulars. Address H. B. R, HARD- 
WARE WORLD. 

WANTED 

Party with $15,000 or $20,000 cash to 
invest in established jobbing business in 
California, to take active part. Must 
give good references. Box 409, HARD- 
WARE WORLD. 

FOR SALE OR LEASE 

Rolling Mill complete. 8, 10, 16 and 18 
inch Mill for rolling steel and iron. Beit 
reason for selling. With or without real 
estate. A chance of a lifetime. Address 
Box 43, care HARDWARE WORLD. 

SYSTEMATIZE YOUR STOCK BINS 

Bin label cards for Ford Auto parts, 
sheet metal card holders, transparent cel¬ 
luloid card covers, bin marker* and stock 
record cards for mill, hardware, snto and 
plumbing supplies. Send for samples and 
prices, and free booklet, “How to 8y§- 
temize the Stock Room.*' Haddon Bin 
Label Company, Haddon Heights, N. J. 

WANTED 

Accountant not over thirty-five 3 rean 
old, experienced in hardware store work 
on single and double entry system, familiar 
with names and prices on hardware mer¬ 
chandise. Must be willing to travel ex¬ 
tensively. State details of education, ex¬ 
perience and salary expected. Address 
reply to Box 437, care HARDWARE 
WORLD. 

~ “ FOR SALE —— 

The only complete hardware stook la 
town of 2,000 for sale. Will invoice from 
$12,000 to $15,000. The business runs 
from $35,000 to $40,000 per year. Selling 
on account of old age; business estab¬ 
lished for forty-two years. Store and fix¬ 
tures rent for only $70.00 per month. 
Fine climate, in one of the beat and most 
prosperous sections of California. A good 
paying plumbing business is run in con¬ 
nection with it. Draws trade from a ter¬ 
ritory of from 25 to 80 miles. Address 
California, care of HARDWARE WORLD. 

TRAVELING SALESMAN WANTED 

On wanted to sell Coal, Gas Ranges, and 
Oil Stoves in Michigan. Also Salesman to 
Rell Southeastern States. Address Box 
220, care HARDWARE WORLD. Boat¬ 
mans Bank Building, St. Louis, Missouri. 

COMMISSION MEN! LIVE WIRES! 


Hardware, Furniture and Implement Prepare now for big earnings during 

business in one of the best irrigated sec- 1921. 

tions of the Sacramento valley. Stock We want live, honest, conscientious 

will invoice between $35,000 and $40,000. commission men in every state— 


A good business with a big future. Sales 
for the first six months of 1920, $50,000. 
Buildings for sale or lease. Address C. 
& H., care HARDWARE WORLD. 

FOR SALE 

Hardware and plumbing stock and busi¬ 
ness; new, clean and up-to-date, in a good, 
live town of about 20,000 population in 
Southern California. Desirable place to 
live* $13,000 quick sale will handle. Ad¬ 
dress Geo. L. Wing, Banning, California. 

HARDWARE MAN WANTED 

Thoroughly experienced in all lines of 
General Hardware; single. $125 with 
bonrd and room. Department Store, San 
Joaquin Valiev. Address L. B. C., care 
HARDWARE WORLD. * 


WORKERS 

Big commissions and full credit on all 
repeats. Exclusive territory on big sell¬ 
ing. well advertised specialties. $20 to 
$75 per day can, and is being earned. 
Workers only. References necessary. 
Capital not necessary. Reliability insisted 
on. Address C. C. G., care HARDWARE 
WORLD. 

POSITION WANTED 

Hardware SALESMAN, nine years' ex¬ 
perience, age 27, desires to connect witH 
fast growing hardware concern as manager* 
or buver. Prefer Oregon or Washington^ 
Would consider road. Best references _ 
Address S. N. M., care HARDWARE! 
WORLD. 1220 Boatman's Bank Bldg., St, 
Louis, Missouri. 
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Exhibit “N” 


BLACK & 
DECKER 

No. 46 ELECTRIC COMPRESSOR 

"Compact and Reliable” 

The S. S. Pierce Co., Boston, Mass., is one of the largest grocery houses in 
the country. They operate 45 pneumatic tired trucks and 30 automobiles, 
the inflation of which is being taken care of entirely bv one Black &. Decker 
No. 46 Electric Compressor (Portable Automatic Tank Outfit). 


The picture below show* their 
fleet of pneumatic tired auto cars. 
The S. S. Pierce Co. have their 
own fleet station, of course, and 
twice a week at night every tire 
is rested and any registering less 
than full pressure are brought up 
to full inflation with the Black 6c 
Docker outfit as illustrated. 

Mr. W. M. Clark, Superintendent 
of the S. S, Pierce Co. fleet sta¬ 
tion says: 

“The Black Si Decker No. 46 Out¬ 
fit is absolutely satisfactory in every 
respect and does not give us a 
particle of trouble.” 


^ ' P ^‘",V 




c ~The BLACK S. DECKER MFG. CO. 

TOWSON HEIGHTS, BALTIMORE. MD..U. S. A. 

Portable Electric Drills Electric Valve Grinders Electric Air Compressors 
BRANCH OFFICES: 

New York. N. Y. Philadelphia, Pa. Atlanta, Ga. San Francisco, Cal. Chicago, III. 
Detroit, Mich. Cleveland, Ohio Buffalo, N. Y. Boston. Mas*. Seattle. Wash. Lo* Angeles, Cal. 
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THE BUFFUM TOOL CO. 

LOUISIANA, MO. 

_n _ 


High Grade Tools 


y 


for High Grade Workmen 


LIST 

EACH 


TO MR. BUYER: 

NEW GOODS 

ALL TOOLS ABE WARRANTED 

No. 208-C“Special”Blued Chisel and Punch Set (8 tools).$3.50 

No.394 “Special’’Blued Chisel and Punch Set (12 tools). 3.50 

No. 285-C“Reliable” Polished End Chisel Set (8 tools). 2.50 

No. 313 “Special” Blued Auto Punch Set (7 tools). 3.00 

No.3131/2“Reliable” Polished End Auto Punch Set (7 tools). 2.75 

Furnished with a Canvas Roll 




BUFFUM CHISEL SET 


PUNCH & CHISEL SET 200 -C 

Mo. 2080 


Mo. 286-0 

OIL FINISH BODY, POLISHED ENDS 



AUTO PUNCH SET-313 

No. SIS 


AJAX AUTO TOOL KIT 

in a Canvas Roll, Consisting of 

1/12 doz. No. 1018 Hammer, No. 2324 Wrench, No. 2015 Driver 
1/12 doz. Eng. Wrenches Ea. No. 2250-51-52, No. 1902 Cotter 

Pin Tool .. 

1/12 doz. No. 2377 Plier, No. 572 Hand Punch, No. 24 Cold Chisel 

Write for Discount and Sample Tool Sets 

PROMPT Sill I'M ENTS l*R< >M I SKI > 


LIST 

PRICE 

$450 



C. W. GAUSE CO., Western Sales Agents 
693 Mission Street, San Francisco, Cal. 
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T HE car-owner who 
fully understands the 

inconvenience a n d 
possible dangers of leaks 
in the water cooling sys¬ 
tem, always carries a can 
of “X” Liquid. 

A leak in the radiator usual¬ 
ly happens unexpectedly. 
Wherever one happens to be, it 
is best to have on hand the 
only scientific product that 
will make a permanent repair 
in a few minutes. 

While the careful car-owner 
always carries along a can of 
“X” Liquid, the man who is 

still wiser, keeps “X” Liquid 
constantly in the water. 

He then has the satisfaction of 
knowing that a leak can never hap¬ 
pen! The “X” Liquid combines 
with the water, circulates freely, 
and repairs the leaks before they 
give trouble. 

Furthermore, the same “X” 
Liquid that repairs leaks, also 


loosens the Rust and Scale from the 
cooling system walls. And so long 
as “X” is present, no new Rust or 
Scale can form. It works perfectly 
in alcohol or other reliable anti¬ 
freeze. 

* * * 

T HE confidence of over 3,000,000 
car-owners in “X” Liquid has 
been built up by repeated dem¬ 
onstrations of its value in repairing 
old leaks and preventing new ones. 
These car - owners know that 
soldering is risky, uncertain, and 
unscientific — whereas the “X” 
Liquid process is quick, safe, cer¬ 
tain, and economical. 

Whether a cooling system springs 
one leak or one hundred—w T hether 
these leaks are in the radiator, 
pump, waterjacket, gaskets, etc., 
“X” makes a permanent repair 
that stands 2000 pounds pressure. 

Xot alone does “X” save money 
on leaks; but by eliminating and 
preventing Rust and Scale it im¬ 
proves cooling and helps to get 
better engine performance. 

Not a Radiator Cement! 

Don’t confuse “X” Liquid with 
cements, flaxseed meals, or other 
“dopes” in powder or liquid form. 
“X” is a patented scientific proc¬ 


ess. It is used by the U. S. Govern¬ 
ment, Standard Oil Co., American 
Tel. & Tel. Co., and others whose 
standards are equally high. For 
safety’s sake see that the big <4 X” 
is on every can. 


To Dealers! 

It is recognized as good business 
to concentrate your capital and 
your efforts. Sell the one product 
that you are satisfied is best for 
vour customers. 


Over 25,000 dealers sell “X” 
Liquid. Many sell “X” exclusive 
ly. They find that it is not only 
t lie most satisfactory to sell, but 
leaves them a good profit. 

Stock the Special Assortment! 

This assortment is a favorite with 
dealers everywhere. It consists 
twelve 75c cans and six $1.50 cans 

of * ‘ X ” Liquid. One $1.50 size can 
is included—FREE. This assort 
ment costs $12.00. Sells for $19.50. 
Can be turned over many times a 
year. Ask your jobber, or write di- 
rect to us. 


“X” LABORATORIES 

25 West 45th Street, New York City 
Pacific Coast Branch 
450 Rialto Building San Francisco 


£* ^ *** *4 



Liquid 


makes all water cooli 

LEAKPROOF ‘RUSTPROOF * 
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PLUMBING and HEATING 


MADE BY 


Hotel Sherman 
Chicago 


QUESTION—“Lasting Quality? 
ANSWER—Equipped throughout with 




Municipal Building 
New York 


J STANLEY 

1 BALL -BEARING BUTTS 


f01 ©miMY ^ORK 

HEW YO*K NEW BRITAIN, CONN. ch 

























THE farm woman is a keen judge of values. With a hundred other details 
* requiring attention, the chance of “cutting washing time in two” strongly 
appeals to her. She is quick to appreciate the time and labor economy of the 
Dexter Double Tub—a complete washing unit which requires no stationary 
tubs or other special equipment. She has the crop money, too—she is one of 
your finest prospects for this popular, money-making Dexter model. 


The Dexter Double Tub 

has complete washing gearing in both tubs 
—the equivalent of two washers in the 
space of one. But you can sell it for less 
than some single tub models. 

It washes, rinses and wrings by power—all 
at the same time if desired. 

Its sturdy wood tub and steel frame con¬ 
struction make it almost indestructible. 
It embodies only the finest of materials 
and workmanship. 

Equipped for belt or electric power; equally 
practical for farm or city use—for large or 
small families. 


The Dexter Line 

is complete. A large variety of models— 
electric, belt or hand power—enable you to 
meet every washer requirement. You need 
not carry various makes of washers or 
bother yourself with complicated matters 
of ordering, shipping and billing. 

There is a comfortable margin of profit in 
Dexter washers that justifies concentrated 
sales effort—and you turn your money 
more often by having one complete line 
than various single numbers. 

All Dexter washers can be furnished with 
32-volt motor for use with farm lighting 
plants. 


Our sales plan helps you interest your farm prospects in Dexter Washers and 
brings them in to see your demonstration. We have a special series of mailings 
for “The Farm Woman,” “The Practical Housewife Who Does Her Own 
Washing,” “Mothers Who Must Wash Frequently for Little Folks,” and “Men 
Who Weigh Values.” 


Let us tell you how we are handling these special lists to make money for our 
dealers—also outline our attractive exclusive agency proposition. 



(S 


No Lost Motion Here. 

Home laundry work is reduced 
to a science in this efficient 
double washer, and the clothes 
nmve from tub to tub and from 
tub to liasket in 1-2-3-4 order, 
never leaving the sturdy steei 
frame until ready for the line. 


The new Dexter Catalog, fully illustrated and conveniently arranged 
for the use of Dexter dealers, is just off the press. You’ll want it 
for reference, whether you sell Dexter washers at present or not. 
Shall we send you a copy? 

DEXTER 


11 i i m it t t t t 11 11 1 


THE DEXTER COMPANT-Fairfield.lowa. 

Warehouses at Columbus, Albany, Peoria and Nashville. 
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A MANILA ROPE for EVERY PURPOSE 

The Whitlock line of Manila la unique; it offer* to Jobbers and Dealers 
a Rope to meet every competition whether on quality or price—and to 
users a rope suitable for any purpose. 

Our line consists of three grades of Manila Rope, each 100% pure—we 
make no mixed Manila—as follows: 

WHITLOCK ALL MANILA 

This is strictly a quality article guaranteed superior to Govern¬ 
ment Standards in quality of fibre, yardage, strength and tare. It 
represents ‘‘The Utmost in Rope Value,” and is worth all it costs. 

ATLANTIC MANILA 

A high grade rope in every particular, made in the same careful 
manner as our Whitlock brand. It enables a dealer to meet other 
makes of rope offered as first grade but at a cut price, and will 
usually prove equal or better value. 

We guarantee the yardage and breaking strength to equal Govern¬ 
ment Standards. 

MERCHANT MANILA 

Distinctly superior in appearance, strength and wear to the Hard¬ 
ware grade—whether made of New Zealand hemp or a mixture of 
Manila and other fibres—to which dealers have been accustomed. 

100% pure Manila and made according to Whitlock Standards, it 
represents a saving in first cost and in many cases answers the 
purpose of our other grades. 

Whitlock Quality can be bought only with our trademark stenciling and 
guarantee tags, but on the other two grades distributors may use a brand 
of their own choosing. If preferred. 

Each grade Is guaranteed by us to give satisfaction and Is warranted as 
to material and workmanship. 

Either you are satisfied or we are not 

Whitlock Garbage (jompany 

46 South Street, New York 
Chicago Office: 1303 Chamber of Commerce 
Kansas City Branch: 512 Railway Exchange Building 
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DISST0N 

SAWS AND TOOLS 



Every Home Needs Some of These Tools 

The day of useless gifts at Christmas time has passed. Most people choose 
articles of practical value for their presents. 

And what is more valuable than a good saw or tool? With good tools any 
man can do practically all the repair work around his house. 

Most home workers find a lot of fun in doing their own work, too—in saw¬ 
ing a tough, knotty board with a saw so keen and well balanced that it bites its 
way through with little effort. 

Even driving home a screw gives pleasure, providing the screw driver has a 
handle that will not turn on itself or slip—one that fits the palm. 

Disston advertising throughout the country is telling the home owner the 
advantages of owning the best tools. Such papers as The Saturday Evening 
Post, Popular Mechanics and the Farm Journal are reaching hundreds of thou¬ 
sands of homes. Link your arguments with these. The home owner wants the 
best for his home. 

And this is a mighty good time to help him choose wisely—choose things 
that are useful and things that are the best in the line. 

HENRY DISSTON & SONS, Inc. 

General Offices, Philadelphia, U. S. A. 
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Look for the 


on all 
cast iron, 
fittings 




12-inch tapping machine used for tapping 12 to 8 tees 
elbows and angle elbows. 


The man in the photograph is tapping an 8 cast iron 
45 degree angle elbow. 


“G” Fittings must be right! 

Unlike most makers we are big users of our own pipe fittings. 
Fact is, that’s why we started making fittings. We had to have 
fittings for our automatic sprinkler systems and other industrial 
piping equipments—fittings that were 100 per cent right. So we 
got busy making our own. “G” fittings are the result. 

You’ll find no “come backs” on these Grinnell Perfect Fittings. 

Every single “G” fitting is twice inspected—once in the blank— 
once after threading. 

Why not satisfy your customers with fittings made to meet our 
high standards?—Satisfied customers are the foundation of suc¬ 
cessful business. 

In addition to fittings and valves we are prepared to cut and thread 
pipe to sketch. 


GRINNELL 


COMPANY 




453 MISSION STREET, SAN FRANCISCO 
439 EAST 3rd STREET, LOS ANGELES 


Ask the owners of 25 million Grinnell sprinkler fittings 
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Relation of Holes to Modern 
Marvel—The Electric Locomotive 


A glance at the construction of an elec¬ 
tric locomotive—the Z bars and the 
angle irons—the center channels and 
the cross-sills — and the steel plates 
which form its structure—and the gus¬ 
set plates, the knee braces and the rivets 
which strengthen its construction—will 
reveal the myriad accurate holes re¬ 
quired to assemble it. 


And the manufacturers of electric locomotives, 
which must be built staunchly to resist effect¬ 
ively the continuous stresses from coupling, 
use Detroit Twist Drills because these drills 
give more accurate holes with less regrinding 
and with less cost for power 


Specify Detroit Twiet Drill» 
in Your Next Order for Drills 

Detroit Twist Drill Company, Detroit, Mich. 

New York Sales Office: 45 V/arr*n Street 


It is interesting to know that the im¬ 
portance of accurate drill holes is em¬ 
phasized not only in our modern units 
of transportation, but also in almost 
every utility that contributes to any 
great extent to the comforts of our daily 
life. 


DETROIT 

TWIST DRILLS 
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The Millers Falls Meehan 


ics’ Handbook will be sent 


you for ten cents to cover 
postage. 


5 FALLS 
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all tnree are essential parts of a 
satisfactory job. We emphasize 
“Good Tools” because they are 
our share—and yours. When a 
tool-fan comes into your store, 
watch his eye light up when you 
show him your line of Miliers 
Falls Tools. Be he an amateur or 
seasoned workman, he recognizes 
evidences of good workmanship 
in Millers Falls Tools—carefully 
cut gears, well-polished wood and 
metal, the right balance of the 
whole tool. 

Our series of advertisements 
in The Saturday Evening Post— 
two of them are reproduced here 
■—are bringing home to craftsmen 
the human things about their 
drills and braces; their respon¬ 
siveness; the way they help to 
:gratify the instinctive desire to 
jmake things. 

Emotion—the human interest 
in anything—is the real stimulus 
to action. It is stimulating Mil¬ 
lers Falls sales — your sales, if 
you stock and display Millers 
Falls Tools. 

“How to Sell Tools” is inter¬ 
esting reading. Ask us for a copy. 

MILLERS FALLS COMPANY 

MILLEES FALLS, MASSACHUSETTS 


Maker* of Miller • Fall» aruf k Univenal Hack Saw Bladet 
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r I 'HIS stocky little Model 
97 Wrench isn’t much 
longer than the width of your 
hand but it opens to a nut 
nearly half its own size and 
does the job every time. 
Billings & Spencer quality, 
of course. 

“BELT A ON BCB M 

ZL 

THE BILLINGS & SPENCER CO. 

HARTFORD, CONN. 
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Nu Jamb Spring Hinges 

Bring you more sales and greater profits. Contractors and architects 
write them in their specifications. They save both time and money 

Write your jobber or aek us about the line 

Lawson Manufacturing Company 


Eastern Representative 
JOHN H. GRAHAM St CO. 

113 Chambers St. 95 Reads St 
New York City 


230 West Superior Street. 
Chicago, Illinois 


Pacific Coast Representative 
C. N. St F. W. JONAS 
Los Angeles San Francisco 
Seattle 


» dm « 

MANVFACTVRING CO. 
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This card ( 12x15 inches) in 
colors—blue and black—is ' 
equipped with easel and is 
suitable for either counter or 
window display. If used on 
your counter, it will take up 
but little room and will put 
across an important message 
to your trade. These cards , in 
any quantity , will be fur -] 
nished McKinney dealers f 
upon request. 





For Your Counter 


This display card on your counter 
or in your window marks your store 
as McKinney Headquarters. It tells 
your customers you carry the Mc¬ 
Kinney lines. A nation-wide ad¬ 
vertising campaign is increasing 
hinge interest and McKinney 
Hinge Sales. 


Display this colored card! Let every¬ 
one who enters your establishment ; 
know you sell standard products. 
Get real value from McKinney ad¬ 
vertising. Make it pay you! This 
attractive card will be forwarded 
upon request—in any quantity you 
desire. 


McKINNEY MANUFACTURING CO., Pituburgh 


Export Representation 


WESTERN OFFICE, State-Lake Bldg., Chicago 


Also manufacturers of 
McKinney garage and 
farm building door- 
hardware t furniture 
hardware and McKin¬ 
ney One-Man Trucks. 


McKINNEY 

Hindes and Butts 

niniti-7 
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%r Christmas Hospitality, Mirro 


Full worthy the steaming, fragrant beverage 
proffered the honored Christmas guest is this Mirro 
Aluminum Coffee Pot. It is bright and shining as 
a frosty Christmas mom. Coffee poured from 
its silvery depths takes on added temptingness. 

Being of the Mirro family, it is durable, too, of 
course. All Mirro Aluminum is sturdily con¬ 
structed. It will wear a lifetime. 

And the Mirro features of convenience are 
unique. You do not find them in ordinary alumi¬ 
num ware. Note, for instance, the features of 
this Mirro Aluminum Coffee Pot: 

(l) The 8ure-grip, ebonized, detachable handle 
which insures comfortable handling and easy 
pouring. * (2) Handle sockets are welded on, 
as are also the £pout (3), and the combination 
hinge and cover tipper * (4). 


^(5) The rivetless, no-bum, ebonized knob. 
This, with the other star features 2, 4 and 9, 
belongs exclusively to Mirro. 

(6) Flame guard protects handle when the pot 
is on the stove. (7) The famous Mirro finish. 
(8) The rich Colonial design. *(9) The well- 
known Mirro trade-mark, stamped into the bot¬ 
tom of every Mirro utensil, and your guarantee 
of excellence throughout. 

Remember, this trade-mark is a symbol of 
master-craftsmanship acquired through nearly 
thirty years’ experience in the making of better 
aluminum ware. 

Look for Mirro Aluminum everywhere at the 
leading stores. 


Send for miniature catalog. 

Aluminum Goods Manufacturing Company, General Offices: Manitowoc, Wis., U. S. A, 

Makers of Everything in Al uminum 


miRRO 


t 


ALUMINUM 

Reflects 

Good Housekeeping 


advertisement repro<hiced above wiU appear in the Christmas issues of the Ladies' Home m Journal, Woman's Home Companion, Good 

9 * *' '* ~ * ‘ ** " ‘ zinc*. Theyi 


fousekeepin 


and McCall's Magazine—full page size in each. More than five and a half million women readthese magazine*, 
the puree strings, an d do the buying, for as many families. Naturally, they will be influenced in their purchases by Mirro advertising 















Sell This Wrench to Mechanics 


Recommending the Proper Wrench for certain work is as important as 
selling the Right Key with a lock—neither will answer unless they fit. 

It is therefore advisable to suggest that for difficult work in damp places, 
or where the tool will be exposed to heat, water or insects—a COES STEEL- 
HANDLE’ ’ WRENCH will best answer all the requirements. 

Remind mechanics that the COES “STEEL-HANDLE” Wrench is the sim¬ 
plest and strongest All-Steel Screw Wrench ever constructed. 

This entire wrench is made with six solid whole parts only, as shown below. 

These parts are put together in a manner which insures such rigidity and 

security that giving way or coming apart 
under severest working pressure is practi¬ 
cally impossible. 



6 Solid Whole 
Parts Only 

STCCL SHELL HANDLE. 
INTERNALLY SUPPORTED 


COES WRENCH COMPANY 

Established 1841 

WORCESTER, MASSACHUSETTS 

AGENTS 

J. O. McCarty A Co. Pacific Coast Agents John H. Graham A Oo., 

29 Murray St, New York John H. Graham A Co. 113 Chambers St, New York 

268 Market St, San Francisco 


Digitized by v^ooQle 









HARDWARE WORLD 


15 



The Atkins 
Organization 

E. C. Atkins located his 
saw factory in Indianapolis 
in the late fifties. 

He surrounded himself 
with men who proved to be 
real experts in saw manu¬ 
facturing. 

Many employes have been 
with the firm for nearly a 
half century. 

The combined period of 
service of the men in this 
picture is 134 years. 

They are without a peer in 
their work of making 

“A Perfect Saw 
for Every Purpose” 


E*t 1857 "The Silver Steel Saw People 

Home Office and Factory, Indianapolis, Ind. 
Canadian Factory, Hamilton. Ontario 
Machine Knife Factory, Lancaster. N. Y. 
Branches carrying complete stocks /m 
in the following cities: /■ 

Atlanta New Orleans Chicago 

Memphis New York Portland, Ore. ** 
Minneapolis San Francisco Seattle 
Paris. France Sydney, N. S. W 
x Vancouver. B.C. JLM 


TOO 15 
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OR many years Bassick Casters have 
filled every caster need, from the tiny 
cabinet caster to the 8-inch truck 
caster that permits the easy moving 
of huge loads from place to place in 
the factory or warehouse. 

In many ways, in many industries, 
they have helped to cut costs in han¬ 
dling goods. 

There is a large demand for the well 
known Steel Gem Line, also for the 
Gem and new steel Harvard truck 
casters. 

Are you in a position to meet your 
customers’ wants for this line? 


Write for deacr'ptive circular 
No. 200 W 


iw/SS, 




The Bassick Company 

Which U a consolidation of— 

Untoonal Outer A Foundry Work s 
Tho M. B. Schonch Company 
Thm Bums A Baotlck Company 

General Offices 

BRIDGEPORT -. CONN. 
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AMERICANS WIN 

OLYMPIC VICTORIES 


WITH 


TRADE MARK 


Metallic Cartridges 


HE American Rifle Team, shooting 
4, j with Remington Palma 180 grain 
.30 caliber Springfield cartridges 
and United States Army service rifles, 
won the big military team match at 300 
and 600 meters distance, scoring 573 out 
of a possible 600 points. There were 14 
competing teams. 

The Ajnerican Rifle Team was first in 
the free rifle team match with any rifle 
and any ammunition with a score of 4873, 
out of 6000, shooting Remington .30 caliber 
cartridges. 

The American Rifle Team was first in 
the 300 meter match with a score of 289 
out of 300, using Remington .30 caliber 
cartridges. 

Commander C. T. Osbilra, United States 
Navy, won the individual 300 meters off¬ 
hand rifle event with a score of 56 out of 
60, shooting Remington .30 caliber cart¬ 
ridges. 

The American Pistol Team, shooting 
Remington .22 caliber Long Rifle Lesmok 
cartridges, won the 50 meter pistol team 
match with a score of 2374 out of 3000. 


Karl T. Frederick, of New York City, 
was the winner of the individual pistol 
match with a score of 496 out of 600, 
shooting Remington .22 caliber cartridges. 
Senhor Da Costa, of Brazil, was second, 
489, and Alfred P. Lane, of New York City, 
third, 482, both using Remington .22 cali¬ 
ber cartridges. 

The American Revolver Team, shooting 
Remington .38 caliber S. & W. Special 
cartridges, won the 30 meter military re¬ 
volver team match, scoring 1309 out of 
1500. 

Guilherme Paraeuse, of Brazil, won the 
individual 30 meter military revolver 
match, scoring 274 out of 300, with Rem¬ 
ington .38 caliber cartridges. Raymond C. 
Bracken, of Columbus, Ohio, was second, 
272, and Karl T. Frederick, of New York 
City, third, 266, both using Remington .38 
caliber cartridges. 

Both the Brazilian and French Pistol 
and Revolver Teams used Remington am¬ 
munition. 


^EMINGTO^ 

UJMC I 


Reming ton .30 caliber Springfield ammunition was selected in 
the official Government test at Sea Girt in May for use by the 
American Rifle Team at Antwerp. 


TOIINGTOT 

roMcj 
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BARCALO 


DROP FORGED 


PLIERS 


BULLDOG GRIP 








SIZES- S/2-8-10' 


BARCALC MANUFACTURING CO. 

BUFFALO.N.Y. U.S.A. 
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You can measure ’most anything with 
Starrett Tools—except the satisfaction they 
give the men who buy them. 

That’s what counts in a sale-r-satisfaction. It brings buyers 
back to your store again and again, and changes “drop-ins” to 
steady customers. 

For forty years, Starrett Tools have been giving a full 
measure of satisfaction. Machinists, toolmakers—every man 
who uses precision tools knows Starrett Tools and Starrett 
Hack Saws. 

They never get a chance to forget them, for Starrett national 
advertising is a constant reminder. That’s why there is a steadily 
increasing demand for Starrett Tools and Hack Saws. The busi¬ 
ness of Starrett dealers is always growing, because the Starrett 
service brings buyers right to their stores. 

THE L. S. STARRETT COMPANY 

The World'% Greatest Toolmakers 
Manufacturers of Hack Saws Unexcelled 

ATHOL, MASS. 
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The Complete Chain Line 

Weldless, Electric Welded, Fire Welded 
All Sizes, All Styles, All Finishes 

American Chain Company, Inc. 

BRIDGEPORT, CONN., U. S. A. 

Ia Canada: Dominion Chain Co., Ltd., Niagara Falla, Ont. 

General Sales Office, New York City 

District Sales Offices: Chicago, Pittsburgh, Boston, Philadelphia. Portland, Ore., San Francisco 
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GO ODELL? 
PRATT 


•1500 GOOD TOOLS 
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Breast Drills 


THE BIG, COMPLETE UNE 


28 Styles 


Two Important Facts 

They have the Quality the user 
demands and yield the profit the 
seller expects. 

A Profitable Plan 

A good variety of one make re¬ 
duces your selling expense and 
increases your profits. 


We manufacture a great variety 
of tools for the 

toolmaker, motorist and carpenter 


Goodell-Pratt Company 


Greenfield, Mass., U. S. A. 
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Putting High Powered Publicity 
Behind a Big Selling Opportunity 

F ROM the Atlantic to the Pacific, thousands of Mueller merchants 
in practically every state in the union are profiting, and profiting 
big, by an unparalleled selling opportunity. 

High fuel costs and fuel scarcity have awakened people everywhere to a 
keen realization of the necessity of efficient heating systems. 

And because the Mueller, the “Big 3,” Pipeless Furnace, has t t 

proved its heating efficiency and big fuel saving under every 

test, it is the logical choice of thousands of home owners who 

are replacing antiquated, fuel-wasting stove heaters with I'j J.v 

this modern heating system. g JR WJ/m tr v wKttif 

Three big, exclusive construction features, the “Big 3,” have litBHf 

definitely established Mueller superiority — have made it ? > 

famous throughout the country. j 1 y 

Mueller advertising in big attention-compelling advertise- 
ments, is driving home these three vitally important features j 
and giving the Mueller a supremacy which means greater |W/ 

sales and more profits to every merchant who handles the B||i I 

MUELLER” Sfl . 

The “Big 3" 

PIPELESS FURNACE ' 

Write for Learn how the big Mueller advertising is being run regular- 
Dpfni /c ly in a list of powerful, influential farm papers and how this 
UVUlllh . • • advertising is being supplemented by valuable selling helps 
for the merchants’ direct use. See for yourself what we are doing to make 
the Mueller known to every home owner in your community. Cash in on this 
big opportunity. Write us—before you close your store tonight. 

L. J. MUELLER FURNACE CO. 

Makers of Heating Systems of All Types Since 1867 

233 Reed Street, Milwaukee, Wis. 

DISTRIBUTORS 

Tbs Salt Lake Hardware Company, Salt Lake Rickards A Conover Hardware Co., Kansas City, 
City, Utah, and Pocatello, Idaho. Missouri, and Oklahoma, Okla. 

Holbrook, MerrlU a Stetson, San Francisco and Lee-Colt-Andreeeen Hdwe. Co., Omaha, Nebraska, 

Los Angeles, California. and Denver, Colo. 

The Jackson Hardware Co., Aberdeen, So. Dakota. 

Stocks also carried at Brooklyn, Buffalo and Syracuse, N. Y.; Pittsburg, Scranton, Lancaster and Phila¬ 
delphia, Pa.; Atlantic City, N. J.; Baltimore, Md.; Toledo, Ohio; Nashville, Tenn.; Detroit, Mich.; Minne¬ 
apolis and St. Paul, Minn.; Chicago, Ill.; St. Louis, Mo.;. Omaha, Neb.; Portland, Ore.; Wenatchee, 

Spokane, Seattle, Wash. 
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Here are some of the immense presses, in fact they are the largest ever made 
for this class of work. They stamp out the sheet steel parts for Nesco Perfect 
Oil Cook Stoves. 



Further back are more larger presses and many smaller ones, also pipe cutting and 
forming machines and various electric welding machines. Many machines were specially 
designed and built up for 


<$» NESCO PERFECTS 


Oil Cook Stoves 

just to make as near perfect as possible the particular part of the work assigned to them. 

In a small space is a battery of eight presses with conveyors and chutes to carry parts 
from one press to another. Here are made the wonderful burner bowls. They are 
seamless of course. Precision is an essential; for example, the feed hole is placed within 
a small fraction of an inch, a final extra operation on the top makes the surface smooth 
and even all round so that the chimneys will properly seat. In fact, every operation has 
been studied out to a nicety and is kept exactly right. 

That means a finished product that goes out to you and from you to a customer without 
any come back kicks. 

Start now to place your order for your 1921 requirements. Today is none too early. 

Ask your jobber for full particulars about Nesco Perfect Oil Cook Stoves. 
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That’s a File! 


The involuntary, enthusiastic verdict, of every man 
who is experienced in filing —“That’s a File,” when 
he tries a NICHOLSON FILE. The more he expects 
of a file, the more he values its fast, smooth 
cutting from the first stroke. 

NICHOLSON FILES 

are made in the world’s largest file factory. Inven¬ 
tive genius, exact science and perpetual, peivading 
care contribute to the production of ready-sharp, 
100% UNIFORM files of 6,000 kinds-a NICHOL¬ 
SON FILE for every purpose. 
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With the advent of Fall, people begin on those little odd 
jobs around the house preparatory to making themselves 
comfortable and secure for the winter. 

This is the time to let your customers know that you carry 
Sargent Cylinder Day and Night Latches. 

It is surprising, when j r ou think of it, how a small article 
like a latch, when properly merchandised, will boost 
turnover. 

Think of all the doors in your neighborhood which have 
insecure fastenings—not only those on dwellings, but 
store doors and apartment doors. Every one is a sale if 
you go after it. 

For safety, security and strength, Sargent Cylinder Day 
and Night Latches have no equal. They have many special 
features, chief of which is the PUSH BUTTON STOP, 
found only in Sargent Day and Night Latches. They are 
simple, convenient and safe, and there is no possibility of 
their getting out of order by forcibly closing the door. 

Make Sargent Day and Night Latches your standby. 
Keep them before your customers, and before your sales¬ 
men as well. 

SARGENT & COMPANY 

Hardware Manufacturers 
New Haven, Conn. 

New York Chicago 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PRODUCTS COMPANY 
SELLING AGENTS 

San Francisco Los Angeles Portland Seattle 

Awarded the Grand Prize at the Panama-Pacific Exposition 
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“Yes—it’s Tape-Marked Columbian 
Pure Manila Rope” 

“See this Tape with the red, white and blue colors bearing the name 
and trade mark of the Columbian Rope Company, which I have pulled out of 
this strand and untwisted. This Tape-Marker is imbedded in that strand for 
the entire length of the rope and is an absolute guarantee that the Columbian 
Rope Company stands behind its Tape-Marked. Rope as regards durability, 
strength, quality of fibre and workmanship. 

It's easy to sell this superior rope when the broad guarantee of the 
manufacturer is backed up by this red, white 

and blue marker and signature in every foot 3 =*^ 

of it. Each customer benefits by that guar- 

antee whether he buys ten feet or ten coils of ' 1 \ 

this Columbian Cordage.” 


COLUMBIAN ROPE COMPANY 

V AUBURN, N. Y. 


The Cordage City 


Brioches: 


New York 
Baltimore 


Chicago 

Houston 


Boston 
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Montgomery Hotel, San Joae, Cal. Built in 1911. Main cornice and all other 
sheet metal work of Toncan Metal ie in excellent condition today. William Binder 
and Ernest N. Curtis, Architects, Z. O. Field, General Contractor, Rulofson Metal 
Window Works, Sheet Metal Contractors 

“It Has Given Satisfaction” 

Hundreds of letters in our files tell the same story—Toncan in 
splendid condition after years of service. 

Here is what William Binder and Ernest N. Curtis of San Jose 
have to say of Toncan. 

“Considerable 'Toncan* Metal was used in the construction of the Twohy 
Bldg., and the Montgomery Hotel. To date it has given satisfaction, as have a 
number of other and earlier installations.’* 

Truly “Users Know” that “Toncan Metal Lasts”—“Costs less 
per year of service,” “Gives real satisfaction.” Ask nearest dis¬ 
tributor for further information. 

The Stark Rolling Mill Co., Canton, Ohio 

COAST DISTRIBUTORS 

THE FAXLINa-McCALMAN 00. THE BERGER UFO. OO. OF OAL. 

Portland, Ore. San Francisco, Los Angeles 

HOLBROOK, MERRILL & STETSON 
San Francisco. Los Angeles 


V 



Digitized by L^ooQle 




HARDWARE WORLD 


29 



MAKE YOUR SALE A SUCCESS 

Handle 

American Maid Aluminum Ware 

The Popular Price Line 




m 


A 

Quick 

Profit 

Maker 


“American Maid 1 


For years we have had one main ideal in the manufacture of aluminum cooking utensils 
—“to produce and sell at a moderate cost a line to meet all demands, coupled with entire 
satisfaction.” We have attained this in the production of the 

American Maid Line 

Mr. Dealer: You will find every housewife an enthusiastic buyer for 

American Maid Ware 

—she cannot resist the popular prices; your sales will prove a success and your profits 
astonishing. 

Ask Your Jobber for American Maid Aluminum Ware 
Manufacturers 

ILLINOIS PURE ALUMINUM CO. 

LEMONT, ILLINOIS, U. S. A. 
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IHarvester 

Hay Tools 


Insure Your Next Year’s 
Hay Tool Business Now 


HUNT, HELM, FERRIS & COMPANY 

Harvard, Ill. Complete Barn Outfitters Albany, N. Y* 


The STAR Line 


Stalls, Stanchions 
and Pena 
Litter Carriers 
Water Bowls 
Feed Trucks 
“Harvester” Hay TooU 
Door Hangers 
Garage Equipment 
Coaster Wagons 
Tank Heaters 
and Other Farm 
Specialties i 


Here’s business that’s bound to be good 
every year. Come what may, the farm¬ 
er raises a crop of hay and hay always 
means a demand for good hay tools. 


business this line insures for them year 
after year. 


“Harvester” Hay Tool business al¬ 
ways means a ready sale, a satisfied 
customer, and a fair profit. Through 
years of experience, thousands of farm¬ 
ers know that buying “Harvester” Hay 
Tools is a sound investment in depend¬ 
able service. And through a similar 
period of time thousands of dealers 
have learned the certainty of profitable 


"Something to Sell 
the Year Around M 


Right now is none too early to insure 
this 1921 business for your store. 


Harvester Hay Tools are a part of the 
STAR line which gives you “something 
to sell the whole year around.” Write 
and let us give you an opportunity to 
see this line. 


Ask for STAR catalog and Barn Book. 
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^JiQolQ, Slip or Slide 

Every mother, maid, wife or professional laundress knows what that means. 
The Rid-Jid is built not merely to sell but to last for a lifetime. Made of clear, 
grained, genuine Oregon airplane spruce. Its patented three-legged support 
insures greatest rigidity and prevents jiggling and creeping while circular gar¬ 
ments slip over its open end without lifting the board. 

The Only Nationally Advertised Ironing Table 

Watch for our big, powerful Rid-Jid advertisements, starting in THE SATURDAY 
EVENING POST, September 25 th, and in November GOOD HOUSEKEEPING 
MAGAZINE, and appearing each month thereafter. 

Don’t be caught unprepared to supply the first customers this advertising will send into 
your store. Mail your order to your jobber TODAY! 

RID-JID PRODUCTS CORPORATION, WAUKEGAN, ILLINOIS 

Western Factory: PORTLAND, OREGON 


2 % Inches Thick 
When Folded 
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INCREASED PROFITS FOR 
WIDEAWAKE HARDWARE DEALERS 

IiOXMUNG HARNESS SNAPS 


[ PATENTED1 



IP 



f 




One of t 

THE SPRINGi 


the many 

IS LOCKED IN 


Even if the tongue should become spread, the spring 
cannot fall out . It is fastened securely at the bottom and 
held in position at the top. Extra thickness of metal at 
points exposed to wear gives "LOXPRING" Snaps extra 
life. 

A good way to speed up your turnover is to sell your 
customers what they want. After they have used 
"LOXPR1NG” Snaps they will never accept any other . 

There Is a “LOXPRING” Snap for 
Every Desirable Purpose 

NORTH & JUDD MANUFACTURING CO. 

NEW BRITAIN, CONNECTICUT 


WHOLESALE ONLY 


BRANCH 
SALES OFFICES 


nil 


NEW YORK. 

127 DUANE STREET 

CHICAGO. 

326 W. MADISON ST. 


i® 

El 1111111 ^ 




BRANCH 
SALES OFFICES 


ST. LOUIS. 

608 VICTORIA BLDG. 

SAN FRANCISCO. jfK 
POSTAL TEL. BLDG,^^^ 
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Permanence 


Conviction of the unimpaired usefulness of WEST 
BEND Aluminum has deepened, and broadened, and 
spread, and grown steadily stronger. 

The history of permanence which is warm in the hearts 
of users of WEST BEND products constantly reflects 
the quality of the aluminum ware of their choice 


The fact that every utensil bearing the WEST BEND 
Hall-mark is actually PURE aluminum is one signifi¬ 
cant reason for the popularity of our products. 

And that each piece is stamped from a single sheet'of 
metal, without seam or joint — made extra heavy 
where the wear is hardest—and with cool handles, are 
striking features that recall WEST BEND superiority. 

Our original Sun-Ray Finish facilitates cleaning, and 
^ lends the brilliant lustre of sterling silver. 

The teakettle illustrated may be filled thru the spout. 

West Bend Aluminum Co., West Bend, Wis. 
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RUBBER chair 


Furnitm 


The New Boston Rubber Chaff Tip 


SprinGriP 

TRADB KABE 


PATBIfTBD 


SBND FOB OATAZiOO 


Assortment Box 


Rubber Chair 
Tips for 
Furniture 


THE ELASTIC TIP CO. 

370 Atlantic Avenue 
BOSTON • MASS. 


THE RUBBER TIP AND ITS PARTS 


BEARS WASHES 


BRASS HAH 
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This Attractive Counter Display 

now furnished with 

DOMES of SILENCE 

E ACH set of four is separately boxed. One-quarter gross sets to the display. 

i DOMES of SILENCE when attached to furniture legs, save floors, rugs and 
furniture. They are made of case hardened steel and wear indefinitely. The counter 
display in your store will reap the benefits of extensive national advertising. 

Order From Your Jobber Today 

Special assortment “ F-2 " consisting of one-quarter gross 
sets each of the following fast selling sizes: 

Henry W. Peabodj & Co. 17 State Street, New York City 

Domes of Silence Division 

Digitized by Google 









Here are the jobbers who already have the NEW Domes of Silence display package in stock 


Lon AngrleN, Cal. 

California Hdwc. Co. 

Union Ildwe. & Metal Co. 

Henry I*. Hoffman Whol. Ildwe. Co. 
No Sweat or Mar Mtg. vo. 

Harper & Reynolds 
Southwest Ildwe. Co. 

San Franclnco, Cal. 

Dohrman Commercial Co. 

Dunham, Carrigan & llayden Co. 
Sloss & Brittain 
Hulse Bradford Co. 

Baker, Hamilton & Pacific Co. 

I). N. & K. Walter & Co. 

The Ileyman Weil Co. 
Sacramento, Cal. 

The Schaw-Batcher Co. 

Oakland. Cal. 

Maxwell Ildwe. Co. 

C. L. Grccno Co. 

A. Schlueter & Co. 

San Diego, Cal. 

W hitney & Co. 

Denver, Colorado 
Geo. Triteh Ildwe. Co. 

Win. Volker & Co. 

Bridgeport, Conn. 

The Bassick Co. 

Hartford, Conn. 

Clapp & Treat, Inc. 

The Tracy, Robinson & Williams Co. 
L. S. Knock & Co. 

New Haven, Conn. 

The John E. Bassett & Co. 

Bronson & Townsena Co. 

Cairo, III. 

\V r oodward Hdwc. Co. 

Chicngo, lllinoiM 

Hibbard, Spencer, Bartlett & Co. 

Carson, I’irie, Scott & Co. 

Lusskv, White & Coolidge, Inc. 
Marshall Field Co. 

S. A. Maxwell & Co. 

E. Silverman Sons 
Butler Bros. 

Rehm Ildwe. Co. 

Decatur, Ill. 

Morehouse & W ells Co. 
Evansville, Indiana 
Clifford Hdwc. Co. 

Indlanapollsi, Ind. 

Van Camp Ildwe. & Iron Co. 

Den Moinen, Iowa 
Brown-Camp Hdwc. Co. 

L. II. Kurtz & Co. 

Fort Dodge. Iowa 
Prusia Hardware Co. 

Ottumwa, Iowa 
Haw Hardware Co. 

Sioux City, Iowa 
Dymond-Simmons Hdwe. Co. 

Knapp & Spencer Co. 

Atchlnon, Hannan 

Blish, Mize & Silliman Hdwe. Co. 

The Klostermcier Bros. 

Sallna, KannaN 
Lee Hdwe. Co. 

I.ouinvllle. Ky. 

Belknap Hdwe. & Mfg. Co. 

Otis Hidden & Co. 

New Or learn*. La. 

United Hdwe. Co. 

A. Baldwin & Co., Ltd. 

Lewlaton, Maine 
Hall & Knight Hdwe. Co. 
Portlnnd, .Me. 

The Emery W r aterhouse Co. 

Talbot. Brooks &• Ayer 
Edwards & Walker Co. 

Baltimore, Md. 

Eastern Hdwe. & Supply Co. 

Meyer & Thalmcier 
American Wholesale Corp. 

BoMton, Mann. 

W. T. flight & Co. 

Burditt & Williams Co. 

Chandler & Fanjuhar Co. 

Decatur & Hopkins Co. 

Atlantic Coast Hdwe. Co. 

I. B. Hunter Co. 

Bigelow & Dowse Co. 

Cambridge, Mann. 

J. L. Hammett Co. 

Fitchburg, Monk. 

Fitchburg Hdwe. Co. 

I'lttMfield. Monn. 

Pierson Hdwe. Co. 

Springfield. Mam*. 

Carlisle Hdwe. Co. 


Detroit, Mich. 

Buhl Sons Co. 

Standart Bros. Co., Ltd. 

Saginaw. Mich. 

Morley Bros. 

Grand Rapldft, Mich. 

Foster, Stevens & Co. 

Michigan Hdwe. Co. 

Minneapolin, Minn. 

Butler Bros. 

Tannev. Semple, Hill & Co. 

Hall Hdwe. Co. 

Duluth, Minn. 
Kellv-How-Thomson Co. 
Marshall-Wells Co. 

St. Paul, Minn. 

Adam Decker Hdwe. Co. 

Farwell, Ozum, Kirk & Co. 
Hackett Gates-Hurty Co. 

G. Sommers & Co. 

KanMaft City, Mo. 

Townlev Metal & Hdwe. Co. 

S. A. Maxwell & Co. 

Bunting Hdwe. Co. 

Richards & Conover Hdwe. Co. 
Abernathy Furniture Co. 

Wm. Volker & Co. 

St. JoMeph, Mo. 

Wyeth Hdwe. & Mfg. Co. 

St. LouIm, Mo. 

Butler Bros. 

Blackwell Wielandv Book & 
Stationery Co. 

Ely & Walker Drv Goods Co. 
Southern Ildwe. & Sujrplv LV. 
Rubelman-I.ucas Hdwe. Co. 
Simmons Hdwe. Co. 

Gellcr, Ward & Hasncr Hdwe. Co. 
Shajdeigh Hdwe. Co. 

Witte Ildwe. Co. 

Lincoln, Nebraska 
Pieper Bros. 

Omaha, Neb. 

Wright & Wilhelmy Co. 

Keene, N. H. 

Spencer Hdwe. Co. 

Newark, X. J. 

Banister & Polard Co. 

John Giesingcr & Co. 

Roy &. Conover 
New York City 
Masback Hdwe. Co. 

Butler Bros. 

C. H. & E. S. Goldberg 
Hammacher, Schlemmer & Co. 

R. K. Carter Co. 

Clias. Cordts & Co., Inc. 

Hdwe. House of America 
E. Ullman & Sons, Inc. 

Mathews, Richardson & Co. 

W. L. Blum berg & Co. 

R. Christensen 

Benz. Intermann & Granett, Inc. 
Wm. Goldenblum & Co. 

Gould Mersereau Co. 

Chas. Kurzon & Co. 

Neal & Brinker Co. 

Sickels-Loder Co. 

Chas. H. Pratt 
Chas. J. Smith & Co. 

C. A. Baynon 
Benjamin Gillespie Co. 

Neuss Hcsslein & Co., Inc. 
Underhill, Clinch & Co. 
Binghamton, X. Y. 

Crocker & Odgen Co. 

Babcock, Hinds & Underwood 
Buffalo, X. Y. 

H. D. Tavlor Co. 

Weed & Co. 

Buffalo Wholesale Hdwe. Co. 
Beals, McCarthy & Rogers 

Elmira, N. Y. 

Barker, Rose & Clinton Co. 
Ithaca, X. Y. 

Treman. King & Co. 

Kingston, X. Y. 

L. S. Winne & Co. 

Plattnburgh, X. Y. 

M. P. Myers & Co., Inc, 
Rochester, X, Y. 

Mathews & Boucher 
Schenectady, X. Y. 

Clark, Witbcck Co. 

Syrncune, X. Y. 

Burhans & Black, Inc. 

Troy, X. Y. 

T. M. Warren & Cc. 
t tlca, X. Y. 

Roberts Hdwe. Co. 


NVatertown, X. Y. 

W. W. Conde Hdwe. Co. 

Canton, Ohio 
Canton Hdw-c. Co. 

Chllllcothe. Ohio 
Spetnagel Ildwe. Co. 

Cincinnati, Ohio 

Tbe Kruse & Bahlmann Hdwe. Co. 

The Kruse Ildwe. Co. 

Cleveland, Ohio 
The W. Bingham Co. 

The Luetkeinever Co. 

The Wm. Edwards Co. 

The Geo. Worthington Co. 
Columbun, Ohio 
Smith Bros. Hdwe. Co. 

Columbus Uphol. Supply Co. 

Toledo, Ohio 

The Bostwdek Braum Co. 

Marietta, Ohio 
The Union Hdwe. Co. 

Portland, Oregon 
Marshall Wells Co. 

The Honeyman Hdw-e. Co. 

F\ S. Harmon & Co. 

Allentown, Pa. 

C. Y. Schelly & Bro. 

Erie, Pa. 

Palace Ildwe. Co. 

Huntingdon, Pa. 

C. H. Miller Hdwe. Co. 
Lancawter, Pa. 

Herr & Co. 

Reilly Bros. & Raub 
Philadelphia, Pa. 

Dunn & Eldridge Co. 

Supplee, Biddle Hdwc. Co. 

W. H. & G. W. Allen 
J. Jacob Shannon & Co. 
Pittnhurgh, Pa. 

James C. Lindsay Hdwe. Co. 

Fort Pitt Ildwe. Co. 

Logan Gregg Hdwe. Co. 

The Htikill Hunter Co. 

S. A. Maxwell & Co. 

Steiner & Voegtly Hdwe. Co. 
Joseph Wood well Hdwe. Co. 

J. A. Williams & Co. 

Reading, Pa. 

Bard Hdwc. Co. 

Stichtcr Hdwe. Co. 

Scranton, Pa. 

Weeks Hdwe. Co. 

Providence, R. I. 

Belcher & I^oomis Hdwe. Co. 
Dalian, Texan 
Butler Bros. 

Huey & Philip Hdwe. Co. 

Laredo, Texan 
A. Deutz & Bro. 

El Pano, Texan 

Krakaucr. Zork, Moyes, Sues, Inc. 
San Antonio, Texan 
Geo. Potchernick 
Heusinger Hdwe. Co. 

Salt Lake City, Utah 
Strevell Paterson Hdwe. Co. 

The Salt Lake Hardware Co. 

Zion Co-operative Mercantile Inst. 
Richmond, Yn. 

Virginia Carolina Hdwe. Co. 
Tacoma, Wanh. 

F. S. Harmon & Co. 
Bellingham, Wanh. 

Morse Hdw’c. Co. 

Seattle, Wanh. 

Spelger & Hurlburt, Inc. 

Schram & Ware, Inc. 

F. S. Harmon & Co. 

Seattle Ildwe. Co. 

Rhodes Bros. Co. 

YVhiton Hdwe. Co. 

Spokane, Wnnh. 

F. S. Harmon & Co. 

Jensen-King Byrd Co. 

Holter Ildwe. Co. 

Everett, Wnnh. 

Pacific Ildwe. Co., Inc. 
WaNhlngton, D. C. 

Barber & Ross 
Parkernburg, Went Va. 

W. H. Smith Ildwe. Co. 
Milwaukee, Win. 

Wm. Frankfurth Hdwe. Co. 

John Pritzlaff Hdwc. Co. 

Green Bny, Win. 

Morley, Murphy Hdwe. Co. 
LaCronne, Win. 

V. Tausche Hdwe. Co. 


Henry W. Peabody & Co. Dome I ^^ n€€ 17 State St, New York City 
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(!) It prints the merchant’s name. 

(D It prints the price of each article.- 

(D It adds the items. 

0 It prints the total of all items. - 

(D It retains added and printed records. 

Copy of receipt 
printed for each 
customer 

It also does other important things for merchants, 
clerks, and customers. 

M/e make cash registers for every line of business 

NATIONAL 

CASH REGISTER CO. 

DAYTON, OHIO 


J. SMITH 
COMPANY 
XO MAW ST. 

007 

0.32 

a48 

ai9 

TOTAL 

$01.06 
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fered. Especially is this true in the case of 
standard, well-known goods that have been 
acknowledged leaders for a generation or 
more. 

A reputation for giving the customer exactly 
what he asks for is one of the biggest busi¬ 
ness-building assets you can have. 


People are getting more particular every day. 
If they find you can’t supply just what they 
call for, they resent having a substitute of- 
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wouldrit take anything hut 

Star Haci^ Saw Blades " 


And the better known the standard merchan¬ 
dise you carry and the higher its quality, the 
stronger that appeal will be. 

Few items in your whole stock are better 
known than Star Hack Saws, which have 
been the standard since 1883. In city or 
country, large store or small, these famous 
saws in the green box are often the only 
brand carried, so much higher are they in 
quality and so much more readily do they 
sell than any others made. 

Now Star Hack Saws are sold by the factory 
that has made them since the beginning. And 
it goes without saying that the factory that 


makes an article is in the best position to tell 
you how it is made, how it should be used and 
how to sell it. 

Our Sales Promotion Department is at your 
service to help you push Star Hack Saws 
with factories or individuals in every way 
possible. 

And our national advertising on Star Hack 
Saws, which has made them known to users 
everywhere, will be continued in a bigger 
way than ever the coming year. 

In ordering through jobbers be sure you get 
4 4 Star. ’ 9 Inquiries or direct orders should be 
sent to this office. 
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This Jams the Door Snug to 
the Door Jambs 


IT’S THE BALDWIN REFRIGERATOR LOCK 
“BALDWIN” PATENT AND DESIGN 


It’s the best Refrigerator Fastener made—squeezes the door 
tight to the refrigerator, and in combination with the rubber inser¬ 
tion which we put around “Baldwin doors,” makes an absolutely 
tight joint. 

Photograph shows the plain polished Nickel style, used on our 
“Snow White” Opalite Glass and “Sanitas” Porcelain lined and 
some other styles. 

Made in Roman Gold 
finish, ornamental design 
for the more moderate 
priced goods. 

This Lock is different 
and better than other mak¬ 
ers use. It’s a practical 
feature of excellent merit 
and helps save the ice. 


Jam Your Order 
in Now 



Baldwin Refrigerator Company 

Burlington, Vermont 

Stock curled by Heyman-Well Oo. San Francisco, California 
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VERY day is Gift Day in your store when you 
sell PYREX. 

Display PYREX—in sets and single pieces — and 
you’ll be surprised what a year-round trade you’ll 
attract. 

Leading manufacturers of metal mountings have 
adopted PYREX for their standard insets. 

There’s a big demand for PYREX—plain or en¬ 
graved. Place your order early to insure delivery. 

PYREX 

Transparent Oven Dishes 

Sell Themselves 

PYREX is nationally advertised. 

PYREX is guaranteed. 

Jobbers handling housewares have complete stocks 
of PYREX. 

Genuine PYREX is guaranteed by the name stamped 
in every piece. 

A booklet “How to Sell More” will be posted to 
buyers and salespeople, free on request. 

Pyrex Sales Division 

CORNING GLASS WORKS 

World’s Largest Makers of Technical Glass 
5 56 Tioga Avenue, Coming, N. T. 
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6 simple suggestions that many dealers] 
are using to increase Christmas sales 


Modern Christmas shopping season a tremendous 
sales opportunity for dealers. A plan that works 


T HE reason that the great American 
Christmas shopping season comes 
and goes before many dealers realize 
it, is because they do not look ahead far 
enough, plan the whole thing out — 
and then carry out their plan. 

The Christmas season is by far the biggest 
retail event of the year. In many lines 25% 
of the entire year’s business is done in these 
six weeks. 

The big department stores know how to 
prepare for Christmas. They get themselves 
organized especially for it, down to the last 
cash-girl. Entire new departments are opened 
up, a whole army of extra people is trained, 
and windows are made especially interesting— 
everything from top to bottom is rearranged 
and reorganized—to make the most of the 
Christmas opportunity. 

Every merchant, large or small, can apply 
the same principles to his own Christmas 
selling. 

Here are six proven suggestions that can be 
put into effect right now: 

One —Go over your stock and select those 
items that have the greatest gift-value. 


Concentrate on them. 
Announce your store 
in local newspapers, 
by mail and with store 
signs, as “The Gift 
Shop—something for 
everybody.” 

Two — Make your 
Christmas windows 
the talk of the town. 
Do them so well that 
the newspapers will 
speak about them. 
Make shoppers stop 


A utoStrop Razors soli themselves 
when the salesman knows how to 
demonstrate them. Show the 
customer how the blade opens for 
cleaning like the leaf of a book- 
how the same lever that releases 
the blade also adjusts it for close, 
medium or light shaving 


and look—it’s the fir 


step toward getting them into your store. 

Three — Women are the biggest Christma 
buyers. See that your whole store particularly! 
appeals to them. 

Four —Christmas is the season for 
demonstrations. There are more people in your 
store to demonstrate to. 

Five — Mail circular letters 
circulars to a selected list of 
prospects—especially women. 

Six —Don’t forget the value of Christmas 
decoration. Use holly, Christmas bells, trimmed 
Christmas trees. value 

in a Christmas atmosphere. 


or printed 
customers and 
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How to make the AutoStrop Razor a real 
j part of your Christmas sales plan 

] There is not an item in your entire 
| store with greater gift possibilities than the 
1 AutoStrop Razor. Now is the time to push the 
. De Luxe gift sets as Christmas presents. No 
matter what Christmas shoppers come into your 
< store for, demonstrate the AutoStrop Razor— 
; to men, to women, to boys. 

i The selling power of a real demonstration 

Show the customer how the AutoStrop Razor 
* strops itself, how it is adjusted instantly for a 
light, medium or close shave, how easy it is to 
; insert a new blade when a new blade is desired. 

It was demonstrations like this that enabled a 
| dealer out in Iowa to take in $6,000 in less than 
| two years selling AutoStrop Razors. 

I A dealer in New Jersey has made his store 
! known for miles as “Razor Headquarters / 9 He 
offers an AutoStrop Razor free to anyone who 
can make the simple stropping mechanism cut 
or injure the strop while restoring the edge. 


A dealer in Pennsylvania speeds up sales not only by 
demonstrating but by displaying together those articles 
that are used together. In his show windows he displays 
AutoStrop Razors, shaving brushes, soap, mugs, blades, 
even talcum and shaving lotions. 

These are practical business-building ideas that have 
proved their worth with other dealers. They will help 
a lot toward making your store stand out in the ■ 
community—toward giving it a personality that will j 
attract customers and hold them. 

Write for our merchandising plan and other dealer j 
helps. We can help you to duplicate the successes yon j 
have just read about. 

AUTOSTROP SAFETY RAZOR COMPANY j 
New York Toronto London Paris i. 



Om •/ the best methods of selling the AutoStrop Rater it to 
gat the customer himself to strop the razor om its own specially 
prepared strop. Let the cmstotmersUp the strop through the razor 
head—let him give the razor a few strobes on the strop—in 
short, let him see for himself how easy it is to have a mow” 
haem edge for every shave. 


/lutcrStrop Razor 


prepared strop. Let the cmstotmersUp the strop through the razor 
head—let him give the razor a few strobes om the strop—im 
short, let him see for himself how easy it is to have a mew” 
haem edge for every shave. 


—sharp 


ens 


Om razors, strops, blades, etc., 
hereafter manufactured by us see 
shall apply the trade mark* Valet” 
Im addition to the trade mark 
”AutoStrop” as am additional 
indication that they are the genuine 
products of the AutoStrop Safety 
Manor Co., New York 
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F aultless Caster Company 


PACIFIC COAST REPRESENTATIVES 

OEAS. A. DOWD SALES COMPANY, 320 Market St., Saa Frandaoo, Calif. 


Evansville 



Indiana 


Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
years of consistent effort to produce the 
leading line of these goods. 


Comparative tests in actual service will 
substantiate the reputation tor quality 
they have rightfully earned. 


Send for Catalog “G” 



Full Size Plate 2-8 

“Move the FAULTLESS Way ” 
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i847 ROGERS BROS. 

SILVERWARE fs^sesms^^a 


The desire to possess the silver plated flatware she has 
seen advertised is the soil in which to plant the silver 
tree. 

The first sale of flatware is the planting. 

The successive anniversaries when your customer’s de¬ 
sire for silverware is remembered by her friends are the 
periodical gatherings of the fruit. 

How often do you plant a silver tree? 

INTERNATIONAL SILVER CO. 

Meriden, Conn. 

Pacific Coast Warerooms, 150 Post Street, San Francisco, Cal. 


Heraldic’ 

Pattern 


Cultivating the Silver Tree 
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New Britain, Conn, 


LANDERS, FRARY & CLARK 

_ UNIVERSAL Household Labor-Savers 


UNIVERSAL 

EUttTK Toaanr 
No E*<* 


universal^ 

EUcirtc PwtoUtoc 
No. E«)7 


UNIVERSAL 


UNIVERSAL 
Electric Ch.6n« D 


UNIVERSAL 
EUctrtc Iron 
No E*» 


UNIVERSAL 
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Ohe Trade Mark ^noiVn in Every Home 7 ” 

Home Needs 


Out With the Old 
Stock 

In With the New 

I T ISN’T NECESSARY to put dynamite under 
“Universal” Goods to move them. They never 
become members of the Old Settlers Fraternity. 
They are quick to move when their price is in sight. 
You know that. But sometimes “Universal” Home 
Needs that should be working in homes are loafing 
on store shelves. This is largely because they are 
not displayed. Often they are hidden by goods that 
are less attractive, less in demand and on which there 
is less profit. 

If you have any “Universal” stock that seems to 
have forgotten its way out of your store, tidy it up 
and let it be seen by the holiday shoppers. You cannot go wrong by sowing or selling 
anything with the “Universal” Trade-mark. Move every “Universal article out of 
your store—-that’8 the best way to make room for more. 

“Universalize the Home.” That’s the big idea promoted in “Universal” advertising. 
It is helping dealers to put “Universal” goods into every home, everywhere. 


Order From Your Jobber 
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The Ingenius Yankee Still Works 


His Newest Is 

Saturn Stationary 
Can Opener 

• 

DISCARD THE TNT; LAY AWAY THE 
HATCHET; NEVER MIND A HELPER. Just 
set a can under the knife and turn it around as 
you work the pump handle, and there it is, all 
done. Opens any ordinary size can; smallest or 
largest; square or round. A child can operate; 
no more bloody fingers and no more strong lan¬ 
guage. Just look at it and judge for yourself 
whether every home, restaurant, hotel, club, camp, 
etc., will buy it on sight. Nothing has been 
longer demanded. 

Shipments October 25th. 



OPENS CANS OF ANY SIZE OR SHAPE 



Ladd All-Steel Beaters 


3 Sizes—For All 
Requirements 

Candidly, we don’t know 
of a single dealer who ever 
sold these Beaters during 
their 8 years of life who 
does not declare them the 
MOST PERFECT EVER 
PRODUCED. They are 
made for SUPERIOR trade; 
MUST BE SUPERIOR 
GOODS, thus we are obliged 
to make them of ALL- 
STEEL. First COPPER- 
PLATED, then NICKEL- 
PLATED; a fine attractive 
finish every woman ap¬ 
proves, and buying, finds 
construction and operation 
a revelation to her in re¬ 
sults produced. 

NOT IN 10c STOKES. 

JOBBERS the world over 
and US. 



LADD 

Mixer-Churns 



UNITED ROYALTIES CORPORATION 

1133 BROADWAY, NEW YORK 
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Iivcubaitor 

That’s Why It's Easy To Sell 

Queen Incubator Co., tmcolrv,Nebr. 
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|| Which Way Do You Handle Nails? 

^ JW ANY a Hardware man has his hands all pendently of the others and revolves upon ball 

IV'I “Scratched up” getting nails out of a bearings. The slightest touch will turn any 
teg—others have grown tired chasing section, even when loaded to full capacity, 
to a bin and using a nail claw—wasting their This strong all steel fixture holds from 15 
own time and keeping customers waiting. to 25 kegs of nails (according to size), and oc- 

The quickest and easiest way to sell nails is cupies only 4 feet diameter floor space, 
with a scoop and an “ECLIPSE” Sectional Each compartment holds better than a keg 
Revolving Ball Bearing Nail Bin which is of nails, and saves both time and nails in wait- 

Used. by More Than 9,000 Stores ing on customers. 

The “ECLIPSE” is built with individual The “ECLIPSE” is also a fixture that you 
revolving sections. Each section works inde- will be proud to have in your store. 

Western Branch Offices, LE ROY SMITH, 112 Market Street, San Francisco, Cal. 

Shipments made direct to you upon receipt of order from your Wholesalers and full and complete 

description sent upon appUcation. 


WELLSTON MEG. 

WELLSIfON. OHIO. 
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New Style “ACME” Fry Pans 


ONE PIECE 
COLD HANDLE 

* 8 ? 

THEY BUILD 
UP YOUR 
TRADE AND 
SATISFY Y OUR 
CUSTOMERS 

1? 

INSIST ON THE 
“GENUINE” 
ACME 

% 

SOLD BY ALL 
FIRST - CLASS 
JOBBERS 
THROUGHOUT 
THE WEST 


Pacific Coast 
Representatives 

Wm. P. Horn Co. 

Rialto Bldg. 
San Francisco 

Portland 
Los Angeles 
Seattle 



NEW YORK STAMPING COMPANY 

Brooklyn, New York 
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Quick Sales—Small Investment 

Be ready for two of the best sales propositions for every hardware dealer right now. 
National advertising will create increased demand for Domestic Electric Irons—Christ¬ 
mas business is profitable. Clark Heaters are good cold weather sellers. You’ll do the 
business if you have the stock. 


DOMESTIC ELECTRIC IRON 



The electric iron that keeps in serviceable 
condition is what every dealer wants. The 
Domestic meets every requirement. Well con¬ 
structed of the finest material—it is made for 
work. 

Add to your reputation for handling quality 
products by recommending the Domestic to your 
trade. The Domestic soon sells itself—it has the 
name of delivering long, efficient service. 

Build holiday trade with the Domestic in 
Christmas gift box—no extra charge. 

Send for display cards, folders and electros— 
all furnished free. 

Order from your jobber, or from us. In cases 
of six—two cases make shipping weight. 



CLARK DOUBLE PURPOSE HEATER 



In the Car to Keep Passengers Warm 


Double Use Means More Sales 

The efficient, economical Clark Heater is weU 
known for its comfort in cold weather driving. 
The autoist will find additional service in the 
elimination of cold weather starting troubles. 
Take heater from car and place under the hood on 
opposite side of engine from carburetor, when 
car is standing in garage or street. No waste of 
oil or gas in “warming up.” 

Increase your sales on heaters this season by 
telling your customers about this additional use. 
Order now from your jobber and be ready for the 
first cold days. 

Under tlie Hood to Keep Engine Warm 



\ 

{ 

i 

t 

I 

) 

] 

I 

i 


i 


i 


i 


CHICAGO FLEXIBLE SHAFT COMPANY 

5604 Roosevelt Road, Chicago j 

i 
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Announcement 

W E take pleasure in announcing that The HOFFMAN 
HARDWARE CO., Los Angeles, California, will distribute 
MONARCH REFRIGERATORS in Southern California and 
Arizona, effective at once. 

We wish to thank the dealers who have handled our Refrigerators 
in the past and solicit for The Hoffman Hardware Co. their future 
orders. 

The Hoffman Hardware Company is prepared to fill orders for 
Monarch Refrigerators at the present time. It will be our aim 
in the future as in the past to see that dealers are provided with 
Monarch Refrigerators from the large stocks in Los Angeles and 
San Francisco. 

The Monarch Refrigerator Works, Burlington, Vt 

THE HOFFMAN HARDWARE CO. SLOSS & BRITTAIN 

Los Angeles San Francisco 
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There is a Giant Service Man near you 
who will gladly help solve your customers’ 
blasting problem*. 


If need be, he will, without charge or ob¬ 
ligation, go right to the field of operation. 


Backed by Giant Service facilities you will 
be in an excellent position to go after 
more business. 


Let us help you build up a profitable busi¬ 
ness selling Giant Explosives. Tou need 
not carry them in stock—our nearest mag¬ 
azine will fill your orders promptly. All 
yon do is to take the orders, send them to 
us, and bank your profits. Write us today 
and we will explain our special dealers’ 
proposition. 

The Giant Powder Co., Con. 

San Francisco 

’’Everything for Blasting” 

Branch Offices: Butte. Denver, Los Angeles, 
Portland, Salt Lake City, Seattle, Spokane 
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SHOTGUN POWDERS 


over 


T HE majority of the sporting publications—the handbooks of most 
shooters—are carrying the above advertisements. Hunters are being 
educated to the fact that Du Pont Standard Loads meet every requirement. 


Stock Du Pont Standard Loads 


and make a three-time turn-over of stock next year instead of the single one usually 
resulting when stocking hundreds of different “pet” loads. 


E. I. du Pont de Nemours 8C Co., Inc. 
Sales Dept .: Rifle and Shotgun Powders Division 
WILMINGTON, DELAWARE 



DUPONT 

SMOKELESS 

Drams 

BALLISTITE 

SMOKELESS 

Grains 

DUPONT 

BLACK 

Drams 

OUNCES 

Shot 

SIZES 

Shot 

Large Ducks. 

3. 3 X or 3 

24,26 or 28 

3*6 

1*6 or lV4 

4, 5,6 or 7 

Small and Medium Ducks 

3, 3 V 4 or 3^2 

24, 26 or 28 

3Va 

156 or 1*4 

5, 6,7 or 8 

Grouse, Partridge, 

Prairie Chicken . . . 

3 or 3 x A 

24 or 26 

3*4 

156 

6, 7 or 754 

Pheasants . 

3 

24 

3*4 

1 % 

5,6, 7 or 7% 

Geeee. 

3^ 

28 

354 


4,3,2, 1 or BB 

Wild Turkey. 

3% 

28 

3*4 

I78 

4, 3,2 or 1 

Squirrel, Rabbits . . . . 

3 

24 

3*4 

1 % 

6 or 7 

Doves, Pigeons. 

3 or 3*4 

24 or 26 

3*4 

1 % 

6, 7 or 8 

Quail. 

3 or 3*4 

24 or 26 

3U 

1 or 1*6 

75s, 8 or 9 

Snipe, Woodcock .... 

2 S 4 or 3 

22 or 24 

3 

1 or 1*6 

8, 9 or 10 

Shore Birds. 

2 3 4 or 3 

22 or 24 

3 

1 or 1*6 

8,9 or 10 

Sora Rail. 

2 3 4 or 3 

22 or 24 

3 

1 or 1*6 

8. 9 or 10 

Trap Loads . 

3 or 3 % 

24 or 25 


. 156 or 1*4 

754 or 8 
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HIM 

There Is a Genco 
Razor for Every 
Kind of Beard 
and Skin 


VLVEN have learned from experience that the same kind of razor 4 or razor blade 
will not shave every beard and leave the face cool and comfortable. 

They know that a man with rugged skin requires an entirely different 
razor from the man with tender skin. 

There used to be a lot of guesswork in razor buying and selling. Securing 
the proper razor was considered more or less a matter of luck. Customers were 
often dissatisfied when the razor they bought would not shave them with 
comfort. They blamed the dealer. 

Now razor buying and selling has changed. Dealers carry the GENCO 
LINE and are in a position to sell more than razors. They can assure each ! 

customer that he is to secure satisfactory shaving service. 

i 

And the Dealer is backed by the Maker’s Guarantee: 

“Genco Razors Must Make Good or We Will” 

Handsome Genco Display Cabinets are supplied with assortments ! 

of Genco Bazors in which are included a wide variety of styles t 

and sizes —“a razor for every kind of beard and skin” j 

A brief but thorough clerks’ selling chart is packed with each \ 

cabinet to assist the clerk in selling each customer a the razor that j 

will shave him” 

Order a Genco Assortment today. 

If your Jobber cannot supply you, write us. 

GENEVA CUTLERY CORPORATION 

157 GATES AVE., GENEVA N. 7. 

San Francisco: 693 Mission Street 



Digitized by v joogle 


54 


HARDWARE WORLD 


■iKcA -BYE NURSERY SPECIALTIES. 

( | 

Ir./l.Ii 1 \ \ 


THE NOVELTY and the 
A practical necessity of 
the Rock-a-Bye items has 
created a demand every¬ 
where. It exists in YOUR 
territory — a demand ready 
to be filled. 

MOTHERS KNOW about 
this interesting line, through 
reading our advertising and 
seeing Rock-a-Bye specialties 
in use. 

WE WANT DEALERS to 
handle the business which 
is coming to us direct. Ask 
your jobber or write us for 
literature and terms. 


r ^b A 



pock-A-By^ flocfo%4 " j 


Perfection Mfg. Co., 

Dept. W Leffing well Are. and 

Montgomery Street, 

. LOUIS. MO. 



ftocK'A-By e 



SWING BED 
NO.19 


SPECIAL 


ROCKER*v V 
N0.24 


,/L/ N °' s T* 

f't l ' Rock-. 



JUMPER 

N0.I7 


:■ i n WALKER 

RocKA ny e J* NO.18 


The Ontario Knife Company, Frankiinviiie, N. Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If yon are a wholesale dealer and have not our catalog and prices, you should write for them at onee. 



j *&V’" ’ -'iSS;-- 




BUTCHER 

SKINNING 

STICKING 

BONING 

SHEATH 

SLICING 

CORN 

SHOE 


KNIVES 


KI TC HBM 

CANNING 

FI8H 

VEGETA BLE 

PUTTY 

BEET 

CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD CLEAVERS, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles 



We manufacture the largest variety and the largest quantity of kitchen knives made l*y 

any one house in the world. 
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MASCO-CLOTH 

The Ideal Household Polishing, 

Dusting, and Cleaning Cloth 

Made of selected cotton yarn of soft but dur¬ 
able texture, strongly stitched on the edges. 

USEFUL IN EVERY ROOM IN THE HOUSE 

la the J^ivlng-Room: as a dustless cloth (used In the Kitchen: as a hand-towel or dish-towel, 
with oil) for dusting and polishing furniture. 

In the Dining-room: as a polishing cloth for the 1x1 1116 Bathroom: as a cleaning cloth for the 
silver and metalware. enamel and porcelain. 

Also Dnro-Oloth—a strongly 
woven cotton cleaning cloth 
for machine wipers and 
household use. 

Other Masco Products 

Machined Cotton Waste 
Masco Motor Waste 
Household and Marine Mops 
Dish and Toilet Mops 
Caulking Cotton 
Cotton Wicking 
Bleached and Prepared 
Cotton 

Massasoit Maiifacturlig Co. 

FAI.L BIVUR, MASS. 


Lalance & Grosjean Mfg. Go. 


Manufacturers of the Celebrated Lines of 

Agate (Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 

New York Chicago Boston San Francisco 
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WHITE Hygrades 

For decorative lighting, clusters or theatre lights, 
the soft glow of the opalescent glass of the WHITE 
Hygrade gives an effect not possible with clear globes. 

The perfect finish of the tipless bulb and the 
china white of the glass give it an equally attractive 
appearance either lighted or unlighted. 

The WHITE Hygrade is just one item of the eomplete 
Hygrade line—B lamps, 0 lamps, round lamps, street railway 
lamps, sign lamps, country home lighting lamps and blue day¬ 
light lamps. 

Like most good merchandise all Hygrade lamps are sold 
sensibly, without hampering restrictions or agency agreements. 

Hygrade Lamp Co 



General Office 
and Factory 


Salem Mass 




No. 208. 
Self • feed 
and Double 
Compound 
Lever Teed 


I J [il l ■ •] [i] , acfH Ji 



No. 401. Rivet Forge 


Electric Black¬ 
smith Blower. 



8crew Plates in Foot Styles, Cutting up to iy 2 " 
CHAMPION TOOLS, Built for Service 
CABBIED IN STOCK AND DISTRIBUTED 
BY ALL THE LEADING JOBBERS 
Write for Our 350 Page Catalog 

CHAMPION BLOWER A FORCE CO. 

Lancaster, Pa, U. S. A. 


aV' 


No. 90. Self- 
Feed Post 
Drill. 
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The Need for Home Protection Never So Great 

T'HIS man has disturbed a burglar at work, but will he be 
* able to protect himself should the intruder attack him? 

The country is going through a period of un¬ 
rest. It is every man’s duty to maintain law 
and order, and his home places the first claim 
upon him. 

With the newspapers telling so much about 
burglaries, a suggestion from you that a Colt 
Automatic Pistol or Colt Revolver is essential 
burglary insurance would make sales easy for 
3 ou among householders who care. 

COLT’S PATENT FIRE ARMS MFO. CO. 

HARTFORD, CONK., U. 8. A. 

Manufacturers of 

Colt's Revolver* Colt's Automatic Pistols 

Colt's (Browning) Automatic Machine Ouns 
Colt'a (Browning) Automatic Machine Rifles 
B. BEKEART COMPANY. Pacific Coast Representative, San Francisco 


lUuetrated 
printed matter 
mailed 

free on reqaeet 


Qlt’s 

^ FIRE ARMS 


SIMON DS 


HACK 

SAWS 


You may search the world over, 

but you will finally agree 

that Simonds Hack Saw 

Blades and Frames 

are the best 

that can be 

bought. 


Simonds Hard 
Edge blades are 
°rld over,celebrated for their 
a S ree stamina and cutting 

v power, and while they bend 

they are non-breaking. Our 
dealers’ proposition is backed by 
Simonds guarantee of quality. 

SIMONDS MANUFACTURING CO. 

1 * The Saw Makers ’ ’ 

San Francisco, Cal. Portland, Ore. Seattle, Wash. Vancouver, B. O. 


Write today for 
catalog and prices 


SIMONDS q R 
HARD EDGE ^ D 

«V - I-.-* 
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“Twin” Display Free with Bissell Sweepers 


WHEN LEAVES 
m COLOP GLOW 
ITS INDOORS 
WE MUST GO 

"Lrf u« supply MIW 
of your fall iwmnU 
for Nome Comfort v | 
C ami-iiirncr and 
riroriltneo** 


fur*S Ohr 


CAns/maj 
design oane/s 
fur/tunec/ 
for 60//1 

.(Vaner 


^ CArv/mas 


ISujfccsiionsI 


I Bissell s MAKES I 
EVERYDAY SWEEPING I 
EASY-IT SAVES TIME I 

saves ms sms noons I 

“Put your 

I Swrrpinjf Reliance I 
on a Bissell f 
Appliance" 


/interchangeable for Fall and Holiday Use—4h feet high by 6 feet long 


Don’t Delay 
Fall and Holiday 
Orders Longer 
—Freights 
Are Slow and 
Sweepers Staple 
—Always a 
Popular Gift 


BISSELL CARPET SWEEPER CO. 

Oldest and Largest Sweeper Makar* 
GRAND RAPIDS, MIOH. 

New York (25 Warren Street) 
Niagara Falls, Ontario (Factory) 


WHITE MOU NTAIN REFRIGERATORS 

“The Chest With the Chill in It” 

The name “WHITE MOUNTAIN’' for over 
forty years has been the symbol of refrigerator 
Quality, because we have spared neither Effort, 
Labor, nor Money to make the “WHITE! 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow-White 
Solid Stone, Indestructible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities . 

found in all “WHITE MOUN- 
TAIN” Refrigerators yon should 
send for our finely illustrated 
catalogues and booklets. W > \ _? 

Maine Manufacturing Company - Nashua, N. H., U. S. A 


BRANCH OFFICES: 

New York City Bouton, Me—. Atlanta, Ga. Dallas, Texas San Francisco. OaL Denver, Colo. Melbourne, Ana. 

PACIFIC COAST DISTRIBUTORS 

San Frandaoo.Dunham, Oarrlgan A Hayden Co. Los Angeles.California Hardware Co. 

Sacramento .Muler-Enwright Oo. Seattle.Schwabaeher Hardware Co. 

Portland.Honajman Hardware Co. 


Melbourne, Ana. 


Seattle.Schwab tuber Hardware Oo. 
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TUNG-SOL 


What are the Advantages? 


Lamp sellers by the score are 
coming under the Tung-Sol banner 
every day. One reason is that 
they make more money selling 
Tung-Sol than other brands and 
are permitted to sell without ham¬ 
pering restrictions, filing of re¬ 
ports, etc. 

Tung-8ol jobbers are every¬ 
where. There*s one near you who 
is prepared to fill your lamp or¬ 
ders quickly and for any quantity. 

There is a Tung-8ol lamp for 
every standard ubo. Find out 
how you can increase your lamp 
profits—today! Write to 


Tho P anama Lamp A Commercial Co, 

695 Mission St., San Francisco 


The Ironer Thar Saves Health 
Strength and Charm 

T HE Swnpt.1, anil to Wondrrful automatic M kmd 
control, pcrtmu a comfottablr unmg powtron—addm, 

•till further to the w* With wfckli ironing can be done on 


Distributors for Pacific States 
or the following jobbers: 


INPLEX 

sCTHnnrn 


Nalhan-Dohrminn Co. 

All Their Branches 

Thomson-Dlggs Company 
Sacramento, Calif. 

Honeyman Hdwe. Co. 
Portland, Ore. 

Whiton Hardware Co. 
Seattle, Wash. 

W. Murray lighting Co. 
Spokane, Wash. 

Beno Electrical Works 
Bono, Her. 


San Diego, Canf. 

California Hardware Oo. 
Lot Angeles, Calif. 

Ohion Hardware A Motel Oo. 
Lot Angeles, Calif. 

Standard Woodenware Oo. 
Lot Angeles, Oalif. 

San Joaquin Grocery Oo. 
Freeno, Calif. 

Mangrum A Otter 
San Frandaoo, Oalif. 


Distributors for Western States 

Capital Electric Company 


The fall Page advertisement here reproduced 
will appear in October Ladies' Home Journal 

O UR policy of active co-operation with Sim¬ 
plex Ironfer dealers in promoting the sale of 
these reliable, pioneer ironers, is extremely 
liberal. We use care and discrimination in the 
selection of dealers and then back them “to the 
limit” in realizing real profits. 

The gigantic Simplex National Advertising Campaign, 
never ceasing, is establishing consumer preference for the 
Simplex that prompts easily-made sales to satisfied cus¬ 
tomers. 4 

Write for particulars. Our plan of Dealer’s Oo-op- 
eration builds business for the entire Household Appli¬ 
ance Department. 

THE AMERICAN IRONING MACHINE COMPANY 

431 Sutter St., San Francisco, CaL 
Home Office: 168 No. Michigan Ave., Chicago 


THE Bes t 
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The Tire With the Really Scientific Tread 



For years motorists have 
been seeking a tire which 
would really give greater 
mileage. Gates Super Tread 
Tires are constructed on en¬ 
tirely new scientific princi¬ 
ples. The tread is so broad 
that the proper road contact 
is gained with less bending 
of the sidewalls, and the road 
wear is distributed over a 
greater surface. This means 
longer wear for the tire. It 
is easy to demonstrate to 
motorists why the Super 
Tread Tires will give longer 
service. 


TREAD 

TIRES 


CORD “o' FABRIC 


The Tritch Hardware Co. 

DENVER 

FRANK A. BABB, Pratdaat O. 8. BABB, Vice PxMfaLsnt 


Gates Tubes Are Built for Greater Service 

Motorists are demanding greater ser¬ 
vice from tubes—the kind of service 
that Gates Tested Tubes give. These 
tubes are guaranteed 800 % stretch, 
which means greater toughness and 
longer wear. The Red Tested Tubes 
are cured with antimony, which in¬ 
sures against deterioration and 
bloom. Their thick, even walls and 
reinforced valve base insure longer 
life and freedom from blowouts. 
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The BEE-VAC 

Electric Vacuum Cleaner 
Retails at $42 

and shows a fine profit for the dealer. 

There is no better cleaner made at 
any price. 

GREATER SUCTION THAN 
OTHERS 

GEAR DRIVEN BRUSH 
REVERSE REVOLVING 

Perfect balance of machine and won¬ 
derfully light weight. Makes it easiest 
of all to handle. 

Drop us a line about it and get more 
detailed information. 

TL<J.(jvte & Co. 

PACIFIC COAST 
FACTORY REPRESENTATIVES 

150 Post SI. Seyn Frepicisco 

Cali f'ofin la. 


Hie cleaner that 
sells itself 
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Stove and Cordwood Is High' 

Coal Is Scarce 

Good Time to Sell Wood-Sawing Outfits 


Challenge Wood Sawing Outfit 

The best tilting table frame ever put on the market. 

Its biggest feature—the fly wheel is below the mandrel on a separate 
shaft, which permits of cordwood or poles being cut any desired length. 

Weight, 400 lbs.; pulley, 6x6; speed, 1500 R. P. M. 

Have in stock—Steel Frame Sliding Table and Wood Frame Tilting 
Table Outfits and Portable Sawing Rigs mounted on Steel Trucks, operated 
by Gasoline or Kerosene Engines. 

ALSO PERFECTION PORTABLE DRAG SAWS WITH 4 H. P. 
GASOLINE ENGINE. 

Complete Stock of Crosscut Saw Blades in Stock 

WHITE FOB FU RT H ER INFORMATION AND PRICES 

Baker, Hamilton & Pacific Company 

SAN FRANCISCO, CAL. 
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Tool Cabinets and Kits 

Suitable for Holiday Trade 



See Our General Catalog No. 66, Pages 116 to 122 


Dunham, Carrigan & Hayden Go. 

San Francisco, California, U. S. A. 
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STANLEY 
MITRE BOXES 


STRONG 

DURABLE 

ACCURATE 


A Specially Made Back 
Saw with Each Box 


May we send you 
some special circu¬ 
lars containing com¬ 
plete description? 


The Stan ley Rule & Level Plant. 

The Stanley Works 

New Britain. Conn. U.S.A. 


Every mechanic that 
visits your store will 
be interested in this 
up-to-date mitre box. 
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Nos. 60, bo and 66 Machinist* a Cass 

PILLIOD 

Tool Cases 

THE 

BUILT FOB SERVICE 


LINE 

Tool Cases for every pur¬ 
pose, sturdy, light weight, 
beautifully finished quality 
eases for Machinists, Car¬ 
penters, Auto Owners, Au¬ 
to - Repairmen, Plumbers, 
Household Tools and Fish¬ 
ing Tackle. “The line that 
sells and satisfies.” 

The Pilliod Lumber Co. 

SWANTON, OHIO 

Western Be p ree em tatAve 
8PRAXB 8ALB8 OO. 

882 Higgins Bldg., Los Angeles, California 

585 Market Street, San Francisco. California 
882 Bail wav Exchange, Portland, Oregon 
228 Kerns Bldg, Salt Lake City 


FACTS 

Worth 

Remembering 






No. 7 Carpenter Case 


In ordering 
Window or Fly 
Screen Cloth from 
your J obber don’t 
forget these vital 
facts: 

The amount of 
service and satis¬ 
faction your cus¬ 
tomers get out of 
Screen doth de¬ 
pends almost en¬ 
tirely upon the 
materials used 
and the methods 
employed in the 
making. The la¬ 
bel which identi¬ 
fies every roll of 
the “Perfect” 
Screen Cloth is 
your guarantee of 
the best materi¬ 
als, accurate 
mesh, the proper 
width and a full 
100 lineal feet to 
every roll. 

That *8 why dealers buy all of 
our wire products, Screen doth, 
Hardware doth, Poultry Net¬ 
ting, Fly Traps, etc. 

Please Order Through Your 
Regular Jobber 

Manufactured by 

The LUDLOW SAYLOR 
WIRE CO. 

ST. LOUIS, MO. 


'ig 








66 


HARDWARE WORLD 



PHOENIX 


HORSE AND MULE SHOES 
and BULL DOG TOE CALKS 


BEST IN THE WORLD 

Pheenlx Shees are Kept In Stock by tho Following Houses 


Boise, Idaho.Northrop Hardware Co. 

Butte, Montana.Montana Hardware Oo. 

Fresno, California. Tni and Iron Oo. 

Hamilton, Montana... .The Valley Mercantile Oo. 
Los Angeles, Calif.— 

W. T. McFle Supply Company 
Percival Iron Company 
Waterhouse & Lester Company 

Ogden, Utah.Geo. A. Lowe Company 

Portland, Oregon— 

Northwestern Hardware A Steel Co. 

J. E. Haseltlne Company 


Pocatello, Idaho. .Salt Lake Hardware Company 

Sacramento, Calif.Schaw-Batcher Company 

San Francisco, Calif.— 

Baker, Hamilton A Pacific Company 
Scovel Iron Store Company 
Spotswood-Helfer Company 
Taylor-Spotswood Hardware Company 
Waterhouse A Lester Company 
Salt Lake City, Utah... .Salt Lake Hardware Co. 

Seattle, Washington.Gray Brothers 

Spokane, Washington. .Holley-Mason Hdwe. Co. 
Tacoma, Washington.West Coast Wagon Co. 


MANUFACTURED B7 


PHOENIX HORSE SHOE CO. 

Largest Horse Shoe Manufacturers in the World 

BOLLING MILLS AND FACTORIES JOLIET, ILL., POUGHKEEPSIE, NEW YOBK 


DISTRICT OFFICES 
New York, Chicago, Philadelphia, 
Cleveland, Kansas City, Lynch¬ 
burg, Pittsburgh, New Orleans, 
Salt Lake City, San Francisco, 
San Antonio. 


EXPORT AGENTS 
Consolidated Steel Corporation 
New York City 


General Offices 
YOUNGSTOWN, OHIO 


MANUFACTURERS OF W 

Plates BlueAnnealed 1 Sheets 

I >it'T02"THICK I V /*;V , (l* To JVTmk. I |l«.8C I 

PICKLED STOCK 

^ Thick and Lighter 


PRODUCTS 
Washed Metal 
Basic and Besse¬ 
mer Pig Iron 
Low Phosphorus 
Pig Iron 

Forging and Re- 
Rolllng Billets 
Slabs, Sheet and 
Tin Bar 

Blue Annealed, 
Black and Gal¬ 
vanized Sheets 
Formed Roofing 
and Siding 
Single and Double 
Pickled Sheets 
Furniture, Auto¬ 
mobile and Deep 
Drawing Stock, 
Etc. 
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“THE RECOGNIZED LEADER” 



WEATHER PROOfE D g ■! 




ELECTRO-ZINCKED AFTER WEAVING 


GALVANOED has won the pre-eminent favor of the trade because it is the most depend¬ 
able zincked screen cloth made. You can confidently recommend GALVANOID to your 
best trade 

ORDER NOW AND TAKE SHIPMENT EARLY 

If your Jobber cannot furnish, advise us and we will see that you are supplied. 

WE ALSO MANUFACTURE 
BRONZE, COPPER, PAINTED AND GALVANIZED 

AMERICAN WIRE FABRICS CO. 

208 So. La Salle Street, Chicago, Illinois 

FACTORIES: 

Chicago, Illinois Mt. Wolf, Pa. 

REPRESENTATIVES: 


EWING-LEWIS CO., 8an Francisco and Los Angeles, CaL 


D. L. HERMAN, Seattle, Wash. 


Ttai Is i Difference in Washers 


[ 



Jut u la any other commodity. Our Wuhcn in 
made of the Boot Material and with the utmost ears. 
That'a why the largest users of Washers prefer thou 
of oer make. 

We aleo make 

NduUe Washers sed Cast hoe Washers 
Wraeght aed Steel Plate Washers 

ef all descriptions. Round and Square, Plain or 
Galvanised. 

taaealed Rivet Bars Fetar Plates 

OLinni _ ■ ||- ■ - J —-A- 

Wmmmk mm WWmmmm rWH 

PROMPT SHIPMENTS 

Wrought Washer Mffg. Co. 

Mllwaaktft WIs. 

Co eat Representatives, 

HUOHSON h MERTON, Inc. 

Baa Francisco, OaL; Loa Angeles, Oal.; Portland, On.; 
Seattle, Wash.; Denver, Colo. 



" Evory blow of 
tho hsmmor 
rofmoo tho stool ** 


No. 30 Cold Chisel 
Assortment 


Sell more cold chisels 

Your mechanic customers will auickly discover the 
superior quality and design of these Mayhew cold 
chisels when you piece them on your counter. The 
assortment consists of 24 chisels, including Regular. 
Cepe, Round Nose, and Diamond Point taoer, and 
all sizes from K inch to % inch, shipped in our 
combination dieplayand packing case. Their qual¬ 
ity is guaranteed. They have the patented oasy-to- 
hold Mayhew hand gripe. .... _ . . 

Evenr Mayhew tool sold sella others. Stock the 
entire line. 

At your jobber’s—or 

MAYHEW STEEL PRODUCTS, INC 
291 Broadway, New York 

506 Mission Street, San Francisco 

MAYHEW - TOOLS 

ARE RIGHT 
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Dependable Tools 

Dealers! You will find the Buf¬ 
falo Tools a profitable addition to 
your line. 

Buffalo Blacksmith Tools are de¬ 
pendable, accurate and serviceable— 
they represent the product of over 
forty years of experience. 



Our advertising department is at your service. We will be glad to furnish cuts or 
advertising literature and to help you at all times with your catalog or advertising copy. 

Write Dept. 37 for more information. 

/4| BUFFALO FORGE COMPANY 

MB Buffalo, N. 7. 




AMERICAN SEAL 

PAINTS and CEMENTS 

“MAKE GOOD” 

WITH YOU AND YOUR CUSTOMERS 
STAND FOR 

QUALITY and DURABILITY 


Berger’s Hooks and 
Pipe Fasteners 



WRITE US FOR DEALER'S PROPOSITION 
MANUFACTURED BY 

The Wm. Connors Paint Mfg. Co. 

1852 TROT, N. Y. 1020 
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“Pittsburgh Perfect” 

Electrically Welded 

Poultry and Garden Fencing 

A popular fencing among poultry 
raisers. Neat appearance and light 
weight are combined with strength 
and durability. No top rails or bottom 
boards are necessary. 

This fencing will win friends 
among your customers, and develop 
profitable sales for you. Made in several 
styles from our own Open Hearth Steel, and every 

rod guaranteed. 

Write for Catalog 


SPACING BETWEEN 



mini 

»nii 

HUlliiiiii 


ijjjgjjji 

III 




Pittsburgh Steel Company 

GENERAL OFFICES: PITTSBURGH, PA. 

Pacific Coast Office 

S59-363 Monadnock Bldg., San Francisco, CaL 
Distributors of 1 ‘Pittsburgh Perfect” and “Columbia” 

Wire Fencing: ; 


Dunham, Carrlgan A Hayden Co. 

San Francisco, Cal. 
Northern California and Nevada 


Whlton Hardware Company 
Seattle, Waih. 
Washington and Oregon 



HAY-BUDDEN 


Solid 

Forgod 





MANUFACTURING CO. 

^OOKLYN.H*- 
u. s A 



Entire top being in one piece of high-grade forged 

steel, makes a loose face impossible. 

For over a quarter of a century, the name 
of “Hay-Budden” in connection with 
anvils has stood for perfection. The first 
Wrought Anvil Makers in America. An¬ 
vils made from the best American wrought 
iron and steel and sold by all the leading 
hardware jobbers. 

WESTERN SALES REPRESENTATIVES 
Omer Cox, Postal Telegraph Bldg., San Francisco, OaL 
Sands A Cox. San Fernando Building, Los Angeles, CaL 
Strimple A Cox, L. C. Smith Building, Seattle, Wash. 
Strimple A Cox, Corbett Building, Portland, Oregon 
Jones A Cox, Newhonse Building, Salt Lake City, Utah 
Turnbull A Cox, Inter State Trust Building, Denver, Ool. 


SAGER CHEMICAL 
PROCESS AXES 

AND 

BULL DOG 
LOGGING TOOLS 

Recognized all over the 
United States «s the 
BEST money and skill 
can produce 

WRITE FOR CATALOGUE 


HI CHE ST HONORS 
AWARDED 

BY 


[ tmuraua | 

x . y 1 


C * ^ y 'O ' 

• v "7 

uhmjai THi I 



WARREN AXE 5TOOL CO. WARREN. PA. U.S.A. 
DAILY CAPACITY 5500 AXE5 AND LOGGING TOOL* 
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THE JAMES 

SEYMOUR 

BITS 

AUGURS 


SWAN COMPANY 



CONNECTICUT 

CHISELS 
DRAW KNIVES 




NAIL SETS 
GIMLETS 


1 







GOUGES 

SCREW DRIVERS 


New York Office: 100 Lafayette Street 

WE WBBE AWARDED THE MEDAL OF HONOE OH MECHANICS’ TOOLS AT THE PANAMA- 

PACIFIC EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento California 


PORTER’S 

New Easy Bolt Clippers 



Are you handling the 


10-in. andl4-in.O.K. Cutters? 

If not, my Pacific Coast representatives 
will tell you why you should. 

Address 

Omer Oox Jones & Oox, 

Postal Telegraph Bldg., Newhouse Bldg., 

San Francisco, Cal. Salt Lake City, Utah 

Sands & Cox, Taylor, Youngs & Cox, 
San Fernando Bldg., 209 Ideal Building, 
Lot Angeles, Cal. Denver, Colorado 

Btrlmple & Cox, Strlmple & Cox, 

L. C. Smith Bldg., Corbett Bldg., 

Seattle, Wash. Portland, Ore. 


H. K. PORTER 

Bolt Clipper Specialist 

6 ASHLAND STREET, EVERETT, MASS. 



LANE’S 

Steel 

Wagon 

Jack 

P 

NO CAST METAL 
NO WOOD 


Strong -- Light --Compact 


SUBSTANTIAL PROFIT TO 
THE DEALER 

Have You Catalog and Latest Prices? 


LANE BROS. CO. 

RIVER STREET • POUGHKEEPSIE, N. Y- 
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“Sterling” 


STERLING 


TUNGSTEN STEEL 


Flexible 


HACK SAW BLADES 


Many years of personal caretaking attention to manufacturing details have produced 
in STERLING Blades a cutting tool of unquestionable merit. 

We claim Endurance—Dependability—Fast cutting — Long Life — Satisfaction to 
Dealers and Consumers. 

Users declare that our slogan—“They don’t Scratch, They Cut”— tells the story. 
SOLD THROUGH JOBBERS ONLY 

CORRESPONDENCE RESPECTFULLY SOLICITED 

DIAMOND SAW & STAMPING WORKS, BUFFALO, NEW YORK 

CALDWELL SALES COMPANY, 320 Market St, San Francisco, Cal. 

Exclusive Pacific States Representatives 


SHELBY BR HARDWARE 


WE ALSO MAKE 




Floor H i n g e s, 
Spring Butts, Door 
Checks, Push and 
Pull Plates, Door 
Holders, Push 
Bars, Foot and 
Chain Bolts, Door 
Bolts, Cupboard 
Turns, Cupboard 
Catches, Card 
Holders, Toilet 
Paper Holders, 
Garage Door Hold- 
ers, Chest Han- 
dies, Casement 
Adjustable Window Adjust* 
Screen Door er8 a nd Fasteners, 
Sash Locks, Sash 
Lifts, Mortise Locks and Latches, Basement Win¬ 
dow Sets, Wire, Coat and Hat Hooks, Ceiling 
Hooks, Hall Hooks, Screen Window Hangers, 
Door Braces, large line of Screen Door Hinges 
and a number of items not mentioned. Ask for 
catalog today. 

The SHELBY SPRING HINGE CO. 

SHELBY, OHIO, TJ. 3. A. 

COAST REPRESENTATIVES 

POND HARDWARE CO., D. L. HERMAN, 
Los Angeles, Cat Seattle, Waah. 



The Oily Screw 
Holes li the WortO 

The “Hole” 
Problem 


9 The advantages of 

Screw Holes are: they 

I can be used without 

damage to receiving 
' J ) material; they enable 

J you to Standardize to 
r w o o d o r machine 

— j screws in all mate¬ 

rials; they are made 
of brass and will not 
rust under atmospher¬ 
ic or moisture condi¬ 
tions; special tools are not needed for using them 
in any material; they can be used in any place a 
screw can be used; no special screws are needed— 
these Screw Holes fit any wood screw or machine 
screw now in stock; they make the neatest possi¬ 
ble job in any material; they are endorsed by all 
dealers in screws, and by all users of screws; in 
spite of the high cost of brass, Screw Holes are 
yet cheap; they make everlasting holes in any 
material, and anyone who can drive a nail can 
use them. 

You must stock Screw Holes, for your trade 
demands them. 

THE STINE SCREW HOLES CO., Waterbary, Com., 0. S. k. 
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“YANKEE 

QUICK RETURN 

In 3 Sizes 


With spring in the handle to 
drive bit back quickly. 
Holds it extended for 
overhead work. 


No. 130—For all general work. 
Very popular. 

^ No. 131—Heavy pattern, for general house 

carpentry and heavy screw driving. 
Becoming very popular. 

No. 136—Small size, for smaller screws, electrical work, 
and wherever a large number of small screws are fre¬ 
quently driven. Your Jobber will supply you. 

NORTH BROS. MFG. CO. 

Philadelphia, Pa. 



Hindi* Detached. Out ehowt Right Hand Oaaement Adjuster 


Superior 

Casement Adjuster 

For windows that open out 
Operates without disturbing the screen 

Superior Casement Adjuster is tha bmI 

convenient to operate because all that is re¬ 
quired to unlock and move the window is te 
simply move the handle; when yon let go tha 
handle the window ia looked automatically. 

Superior Casement Adjuster is the street* 
est because it locks on the rod fast en ed te 
the window and thus combines the strength 

of the two rods. 

Superior Casement Adjuster holds the win¬ 
dow firmly at any angle end dose not allow 

| the window to rattle. 

SUPBRIOR SPRING HINGB CO 

136 W. Lake Street, Chicago 


WagneR Door Hangers and Tracks / .... 


Quality hangers and tracks designed to overcome all the troubles and 
draw-backs of cheaply built hangers and tracks that are made merely to sell 
at a price. Wagner Hangers have roller-bearing wheels, tandem trolley with 
bumper on end to protect wheels, a very simple and practical cam vertical 
adjustment and other features that put them out of the ordinary class. Tracks 
nre self-cleaning, bird-proof and much heavier than ordinary tracks. They 
please customers and build trade. Write for catalog showing entire line. 


Roller Bearing* 


Complete stock earned at Tigard, Oregon, Branch 


WAGNER MFG. CO., Dept. T, Cedar Falla, Iowa. 
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ONLY 


DOUBLE ACTING 
SPRING BUTT HINGES 


1 


Vaughan’s Vanadium Nail Hammers 


have the weight 
supporting 
bearings cor¬ 
rectly located to 
liberate the 
action of the 
springs, redu¬ 
cing breakage 
and Increasing 
spring power, 
preventing une- 
q u a 1 wear of 
the barrels, and 
giving practi¬ 
cally unlimited 
durability. 

Bommer Floor Surface Spring Hing e 

Has Belease and Holdback Features, BaU 
Bearing and Alignment Device 

The most durable hinge of its type; holds the 
door open when swung to 90 degrees. The spring- 
action can be entirely released so door will swing 

I free, without spring-action, by Inserting a 
wire nail (when the door is open) into a 
hole provided in the side plates. The 

spring - ac- 

■ M m ■ - — ———> tfon can be 

restored b y 
withdrawing 
the nail. 

Ho. 18 Type 

SOMMER SPAIN HIME COMPANY, Mfrs. • Brooklyn, I.Y. 





VrK/N — ACCURACY 


Instantly Associated 
In the minds of those who measure 
everywhere 

™ wyo S™o» Sb c an TM C/UFK/f/ ffuLenO- *“2 

TAPES and RULES 


SAGINAW 

MICHIGAN 


THE BRIDGEPORT HARDWARE MFG. CORP., Bridgeport, Conn. 


No. 120 

SEMINOLE 

OP ENER 

PRICE 

$1.50 

Ghro. Wt. 

160 lbs. 




FOR 

CARTONS 

AND 

OASES 

FOR 

STORE, SHOP 
AND 

HOUSE USE 


Drop Forged from High Carbon SteeL Properly Tempered Blades 

0. W. GAUSE CO., Agts., San Francisco, Cal. J. C. McCARTY & CO., Agts., New York City 
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YOUR TRADE WANTS 


The Highest Grade Coil A 
File Made 



IT’S A TOOL 


Will Please Your Customers 


Needs Only to be 
Displayed to Make 
Sale 

REMEDY Your IGNITION TROUBLES with 

DELTA COIL FILE 


l Ronedy your Ignition Troubles with a “Della” Coil File ^ 

K\ CLEANS ALL CONTACT POINTS - SPARK PLUGS — COILS — MAGNETOS I ‘ 
SHOULD BE m THE TOOL KIT ON EVETYY AUTOMOBILE OIL MOTOR BOAT 1 


I ■ ■ I 

II 


Cleans All Contact Points, Spark 
Plugs, Coils, Magnetos 

Should be in theTool 
Kit on Every Auto¬ 
mobile or Motor Boat 

High Grade Files for Every Purpose 


,A, DELTA FILE WORKS 

JKBL PHILADELPHIA, PA., U. S. A. 



This 

Slaymaker 

Padlock 

has a wider distribution 
than all other adjustable 
shackle padlocks com¬ 
bined. Over 100 Western 
jobbers of hardware, au¬ 
tomobile accessories, bi¬ 
cycles, etc., sell it. 


DEALERS 

ASK YOUR JOBBERS 


IWM JOBBERS—WRITE 

SLAYMAKER LOCK CO. - LANCASTER, PA. 

—OR— 

A. C. RIDDELL. Western Sales Manager, 

624 Higgins Building, Los Angeles, Calif. 


The “PONY” 

Is the very best Hand Machine that money 
can buy, for setting Tubular or 
Bifurcated Rivets 




IT’S GUARANTEED 
SOLD BY JOBBERS EVERYWHERE 

Made by 

F. H. SMITH MFG. CO. 

CHICAGO, U. S. A. 
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McCaffrey 
file co. 

Philadelphia 


'Highest Award (Modal of 
Honor) for FILES and 
RASPS, Panama-Pacific 
International Exposition, 
San Francisco.” 


wood Screws 


MACHINE SCREWS STOVE SOLT» 

SET SCREWS CAR SCREWS 

RIVETS SURRS BOLTS NUTS 


REED & PRINCE MFGLCO 

WORCESTER, MASS. 


MAYDOLE HAMMERS 


THE WORLD’S STANDARD 


Highest Quality Steel Handled Hammers 
Guaranteed First-Class in Every Respect 


The David Maydole Hammer Co. 

NORWICH, N. T., U. & A. 
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Thompson “Junior” 
Revolving Sprinkler 


The “Dollar-Seller” 

The embodiment of simplicity has been the 
watch-word in the construction of this 
Sprinkler. For service and durability we 
recommend its use. 

We solicit your inquiries on the problems 
of sprinkling. 


Thompson Manufacturing Company 

East Eighth and Santa Fe Ave. 

LOS ANGELES 


“EASY EMPIYIN6" 

Grass Catchers 

“Favorably known the 
world over” now made 
with 

Re - Inforced 
Non* Sfipping 
Bo 


Durable 

Many exclusive 
patented f e a 
turee and strong 
selling points 
expi ained in 
Catalog No. 20. 

Write for it 

SOME OF OUR PAOIFIO COAST JOBBER8 

California Hdwe. Co. Baker, Hamilton A Pacific 

Union Hardware A Metal Oo. 

O# Honeyman Hdwe. Oo. 

Hoffman Hdwe. Oo. Jensen, King, Bird A Oo. 

Harper A Reynolds Oo. The Schaw-Batcher Oo. 

Fai)mg*McOalman Oo. Schwabacher Hdwe. Oo. 

Marahall-Wella Hdwe. Oo. Seattle Hardware Oo. 
Holley-Maaon Hdwe. Oo. The Thom«on-Digg* Oo. 


nouoy*awuH uuw®. w. • 

Dnnham, Oarrigan A Hayden Oo. 

THE SPECIALTY MFC. C(L St Paul, Miim^U.S.A. 


YOU ABE BIGHT Dff 
RECOMMENDING 

“WORLD’S BEST*' 

IN NAME AND FACT 


World’s Best 


Tubular Track 

Bam , Factory 
and 

Warehouse 
Door Hanger 


EXCLUSIVE FEATURES 
Frame is beet grade malleable iron. 

Wheel underneath track prevent! derailment. 

Wide bearing of the wheel distributee weight and 
makes it the Easiet Running Hanger on the market. 

Packed one pair in box complete with bolta; one- 
half dozen paira in a case. 

Track has Slidable Bracket, which has made the 
World's Beat Hangers so popular with the building 
trade. 

If. your jobber can't supply you we will. 

THE TOPPING MFG. CO. 

For 18 Years Safety Door Hanger Co. 
ASHLAND, OHIO, U. S. A. 


Other 

MYERS 

Products 


HAND 

PUMPS 


HAY 

TOOLS 


DOOR 

HANGERS 


MYERS POWER PUMPS 


A standardized, simplified and de¬ 
pendable line of Power Pumps for 
general pumping service. These pumps 
are built in number of styles with a 
wide range of sizes and capacities, 
are designed for operation by a gas en 
gine, electric motor or other power, 
and are adapted for shallow or deep 
well installation, or for the pumping of 
water from streams, ponds, lakes and 
similar sources. 


They meet most any 
pumping requirement on 
an economical and satis¬ 
factory basis. Catalog 
No. PP20 shows the 
complete line—a postal , , 
card brings a copy to /2ty. 
you by return mail. 1 ' 
Write us or ask your 
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NORCR OSS garden 

CULTIVAT0RS 



Growing in Demand 
Every Day 

Sell one to a customer—and 
you get his next door neigh¬ 
bor. 

Comes in (3) sizes, 5- 
PRONG, 3-PRONG and MID 
GET, suited to both Men and 
Women. 

The “NORCROSS” is Dis¬ 
tinctively a “Quality” Line. 

Handsome in appearance 
and built to pive long Service 
and Satisfaction. 

You’ll enjoy selling them 
because of their wonderful 
efficiency—and because you 
can confidently recommend 
them. 

than 300 Jobbers carry the 
NORCROSS’ Line 


Manufactured by 

C. S. N0RCR0SS & SONS 

Bushnell, Ill. 
Distributed by 
LEADING HARDWARE 
JOBBERS 

EVERYWHERE 



Thousands of workers demand 
STAB HEEL PLATES on their 
shoes. Are you helping them by 
keeping up your stock f 

It’s a good plan to suggest them 
for work shoes and for boys’ shoes. 
It’s a good way to win friends. 

Order from your jobber and 
insist upon STAR HEEL PLATES. 

If he can’t supply them write 

STAR HEEL PLATE CO. 

S57-391 WILSON AVE., NEWARK, N. J. 


Bigger Profits 

IN 

Garden Tools 

can be made by stocking 
the Gilson Guaranteed 
Line and setting Gilson selling helps at work for 
you. 

Gilson Garden Tools 

meet every garden requirement, are moderately 
priced and sell readily wherever shown. 

The Gilson WOeder (illustrated in detail above) 
makes short work of weeding and loosening the 
soil. Double edged blade cuts both 
ways and saves lost motion. To use 
as a rake, simply turn upside down. 
A fast seller that saves its cost many 
times in one season. 

Write for descriptive Utera 
tore of complete Gilson line, 
including Scratch Weeder, 
Dandelion Digger and Lawn 
Edge Trimmer 

J.E. GILSON CO. 

Port Washington, Wis. 





SAMSON SPOT SASH CORD 



Extra quality, guaranteed free from all imperfections. 
Can be distinguished at a glance by the Oolored Spots. 
Specified by architects and builders everywhere. 

We manufacture braided cord in all tixea and color*, for 
all purposes. Carried by all jobber*. 

Sash Cord Shade Cord 

Clothes Lines Masons’ Lines 

Solid Braided Rope Chalk Lines 


Send for catalogue and samples 

SAMSON CORDAGE WORKS Boston. Mass* 

JOHN T. BOWNTREE. INC., Rep. 

San Francisco. Los Angeles. " “* 

Denver. Salt Lake Ottj 



The Only Wrought Iron Anvil Manufac¬ 
tured in the United States 


The body is made of wrought iron, the face of 
highest grade crucible cast steel. 

The COLUMBUS ANVIL & FORGING 00. 

Columbus, Ohio 
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THE BRAINERD LINE Sells to Every 

MOAT nnirPT/RTTR T.rWTi! f>P PARINTCT 


MOST COMPLETE LINE OF CABINET 
HARDWARE ON THE MARKET 

BB __ LET US 
— B5k HAVE 

■1 B^b TOUR 
■ 1 I B ORDERS 


D9 


#4 


No. 090 No. 098 No. 1170 

THE BRAINERD MFG. CO., East Rochester, N.Y., U.S.A 


Belt User 




■M 


Your market 

. ^ for Blue Ribbon 

(*\V ><> Belt Dressing is lim- 

^ ited only by the number 

\\\\ . of belt ueera in your ricin* 

W\\ ity * The quality of the Dreaainf 

\\\lx^ is hiah enough to auit the moat dis- 

criminating purchaser. Aak yonr whole* 
saler for it or write for pricea and aamples. 

THE JOBBER’S MFG. CO. 


“Forstner” Brace and Machine Bits 

For Fine Carpenter, Cabinet and Pattern Work 

SPECIALLY ADAPTED FOB HABDWOOD WORKING 

e . The Foster Labor Saving Auger Bit, unlike other bits, is guided 

by its Circular Rim instead of its center; consequently it wifi bore 


by its Circular Rim instead of its center; consequently it will bore 
any arc of a circle and can be guided in any direction regardless of 
grain or knots, leaving a true polished surface. It is preferable and 
more expeditious than chiBel, gouge, scroll-saw, or lathe tool com¬ 
bined, for core-boxes, fine and delicate patterns, veneers, screen 
work, scalloping, fancy scroll twist columns, newels, ribbon mould¬ 
ing and mortising, etc. 

Manufactured by THE PROGRESSIVE MFG. GO., Dept “A," Torrington, Conn. 

Enquire of Yonr Hardware Jobbers, or Wklte Us Direct Supplied in Sets Write for Catalogue 




BOLLER’S CRANK MOP WRINGERS 

Can Ba Uaad Everywhere 

Large Openings, Long Leverages and Cranks to 
turn out the Mops. No pulling or tearing the 
Mops to pieces. For QUALITY MOP WRINGERS, 
where one sale means repeat orders, stock our line. 

PETER BOLLER MACHINE WORKS, 
122-124 N. Curtis St., Chicago, Illinois 
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MR. DEALER 

Have you placed your Sprayer order for 
1921? We want your business, and your 
trade wants our Sprayers. 

There is no other line of Sprayers so simply 
made or that gives better satisfaction to 
Dealer or user than 

THE UTILITY LINE 



No. 40 Portable Outfit 

Write for 
Catalog and Prices 

ALBERT LEA SPRAYER CO. 

ALBERT LEA, MINN. 


K@es Metal Corners 

are made to fit and protect all types of siding. They 
save hours of expensive labor and produce a better job. 
Heavy gauge galvanized iron assures durability. Chem¬ 
ically treated surface holds paint or stain as readily as 
wooa. Pierced to take nails. Are practically invisible 
if painted with building—add class if painted as trim. 
No ornaments to catch dust or moisture. Accurately 
shaped to fit the siding and make a neat 
and absolutely water-proof job. Can’t 


m 

possibly spread or open, 
builder and the owner. 


For Drop 


and 


Lap Siding 


You can sell these satis¬ 


fying specialties to every 

jSjtff 

builder and home owner 


no matter what type of 


siding they use. 



Applied on 
Drop Siding 


Write Dept 50 today tor 
prtcaM and datatU 


Used on 
Lap Siding 


F.D.Kees Mfe.Co.Beatrice.Nebr. 


LAWN MOWERS 


T HE price of “Penn¬ 
sylvania” Quality 
Lawn Mowers is 
based on the cost of mate¬ 
rials, bought and paid for 
during the last four 
months, and what we will 
pay for further supplies 
on these unfilled con¬ 
tracts, plus the cost of 
labor. 

As we can look for no re¬ 
duction in the cost of 
making our product 
w'ithin the next six 
months, and as we have 
on our order books a 
larger quantity of un¬ 
filled orders than we 
were able to turn out 
in the past twelve 
months, we have no hesi¬ 
tation in guaranteeing 
that there will be no low¬ 
er prices of “Pennsylva¬ 
nia” Quality Mowers be¬ 
fore July 1,1921. 




LADELPHIA 
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Elgin Oil Heaters 


FULL STOCK 
READY 
FOR 

IMMEDIATE 

DELIVERY 


W SEND US YOUR 

ASK TOUB JOBBER RUSH ORDER 

ALL STANDARD FINISHES 
USE STANDARD WICKS 

Write for Catalogue and Prices 

ELGIN STOVE & OVEN CO. 

ELGIN, ILL. 

BEH k 00., 106 Franklin Street. New Tork City 
Warehouses: New Tork, Philadelphia, Boston, Syracuse 



Makes Stoves Look Like New 

KILLS RUST; PREVENTS RUST- 
ING; CLEANS AND POLISHES. 
Write for Wholesale Prices 
SUPERIOR LABORATORIES 
General Offices. Dept. 26 
Grand Rapids, Mich. 
GENERAL SALES CORPORATION 
Pacific Coast Representatives 
718 Mission St., 737 Terminal St., 
San Francisco Los Angeles 
Seattle, Wash. 


Kleen-a-Pipe in Two Minutes *fSfJHCff£5T£Jt 


Will Clean Out 
That 
Stoppage 


Demanded by 
every housewife 
because it works 
instantly. N o 
mixing. No de¬ 
lay. Just shake 
the fine powder 
into the drain 
pipe and turn 
on the faucet. 


Removes 
wood, paper, 
cloth, grease, 
etc.,without fear of injury to the plumbing. 

Don’t call the plumber. Keep a handy can 
ready for instant use. Positively prevents stop¬ 
page if used frequently. It cleans, protects and 
disinfects. 

Tour Jobber sells Kleen-a-Plpe. Home 
else cans, $1.00. Packed 2 dosen to the 
case, $14.40. Drop shipments in 5 east 
lots, $13.40 each. Freight prepaid. 

Order a Case Today 

CEDAR-SWEEP COMPANY 

416 Harriet St. San Francisco 



\M3m, 

1 GeneralOII 

UIILIT y(JIL 


Firet ehoici for lubricating, churning, 
folithing, and preventing rutt in the 
home, the ofee, the factory, on the farm. 


It sells because it’s 
needed —repeats because 
it’s better. A good profit 
and a quick turnover. A 
splendid lubricant that 
will not gum. Stock now. 
WINCHESTER REPEATING ARMS CO. 

New Haven, Conn., U. S. A. 
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GIBCULAJEt 

CROSSCUT 

BAND 


OHLEN - BISHOP 

scot W A \A/ V com 

nd JrV YY u but* 


HAND 

CO MPASS 

ButOHEB 


TOOLS AND TROWELS 

—Made by— 

THE OHLEN-BISHOP CO. 

The Master Saw Makers 
Lawrenceburg, lad. Columbus, Ohio, U. 8. A. 

Western Trade Supplied Thru Branches at 
San Francisco, Cal. Portland, Ore. 



Cut Your 

Gauge Glasses 

The Sure and Easy Way 
A slight thumb pressure does the trick—with 
Wilkins Gauge Glass Cutter 

GEO. H. WILKINS COMPANY, 180 N. Market St, Chicago 

8PRAKE SALES CO., INC. 
RepresentatlYes 

822 Higgins Bldg., Los Angeles 
Branches: San Francisco, Portland 


“STAR” Expansion Bolts 

ALL THE NAME IMPLIES 
Also: Sebco Screw Anchors 
Sebco Toggle Bolts 
Sebco Concrete Inserts 
Sebco 8tar Drills 
Sebco Cold Chisels 
Sebco Cable Clamps 

STAR EXPANSION BOLT CO. 

Trade “SEBCO" Marti 

STOCKS AT 

147 Cedar Street 120 West Lake Street 

New York Chieago 


" THE 
“CANNON 
OILER” 


FORCES 
THE OIL 
ANYWHERE 


Genaine 
Cannon Ramp 

Oilers 

Force the oil 
anywhere r e- 
gardless of po¬ 
sition of can. 

1 pt., 1% pt, 

1 qt 

Write for 
catalog. 

CANNON 
OILER CO. 

Helthsburg, DL 




GOOD SERVICE 

will be given your customers when you recom¬ 
mend ana sell to them 

DIXON’S 

Ticonderoga Flake Graphite 

It has many valuable applications as a lubricant 
for cylinders, valves ana bearings, either alone 
or mixed with oil and grease. 

It is indispensable to engineers and mechanics 
for coating gaskets and packing, for pipe-fittings 
and the like. \ 

Dixon 9 s Ticonderoga is the original flake graphite 
and is generally conceded the best by users in 
all classes of industries. 

Write for Booklet No. 230-C and Price* 

JOSEPH DIXON CRUCIBLE COMPANY 
ww Jersey City, Her Jersey va/ 
2222 Established 1827 2222 


“Standard of the World” 


NEEDLES 


of all kinds and sizes for all purposes 
and needs. 


SACK 

BAG 


SAIL 

BALING 


Packing Mattress Upholstery 
For 

Grain, Flour, Sugar, Cereals, 
Minerals, Cotton, Burlap, etc. 

EVERY NEEDLE WARRANTED 

BARR BROS. COMPANY 

Needles and Cutlery 
Since 1873 

Sales Division 

HUGHSON & MERTON, Inc. 

No. 9 Main St., Baa Francisco 
215 Fourth Am, N. T. 

1449 So. Michigan Blvd., Chicago 
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IUICK 


N ew haven 

SLUMBER H 
STOPPER 

ONE DAY ALARM 

With Radium Dial and Hands 

The radium material used on the dial and 
hands is of the highest quality and is 
guaranteed to last several years. 

Height....6% Inches 
Dial..3% Inches 

Bowed Glass. 

Case is seamless 
brass, and with all 
outside fittings is 
highly polished and 
nickel plated. 

3% inch bell metal 
gong on back. 

Has silent switeh 
on top for use when 
alarm is not wanted. 

A RELIABLE ALARM CLOCK 

MORGAN & ALLEN GO. 

150 Post Street, San Francisco, California 


The 

Schaw-Batcher Co. 


SACRAMENTO, CAL 


WHOLESALE 

HARDWARE 

Hpe and Fittings Sargent & Co. 
Canton Steel Bidders' Hardware 
Humuutkm MR and Mining 
Sporting Goods Supples 
Bbcksmitii Supples 


Cupola Burner OH Store 


Short Chimney Oil 


WRITE FOR CATALOG NO. 128 


We now have a Large Stock and Assortment 

of Oil Stoves 

SEND YOUR ORDERS TO 

QUICK MEAL STOVE CO., DIV. 

OF AMERICAN 0TOVB COMPANY 

0. H. 8GHIE0K 

We also carry a large Pacific oout Acit W ® •!*» ««nr ® 

Mae of 715 Indiana St., naur 19 th ML. Iti* 

GAS RANGES Bin Francisco, Cal. OOAIa RANGE8 


We also carry a large 
line of 

COAL RANGES 
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Another Big Help for 
Duplex Dealers 

A new dealer’s help that really helps. The 
Duplex Dealer’s Bulletin—a publication devoted 
entirely to dealers’ problems, will be sent you 
shortly. 

Just a few tips on what you are going to get— 
a good sales letter each month to be sent out to 
your prospects—suggestions for your store ad¬ 
vertising—window displays—in fact, every sort 
of help we can give you to increase not only the 
sales of Duplex Fireless Stoves but of all your 
lines of merchandise. 

Duplex national advertising is opening the way 
to increased sales. The Bulletin will show you 
how to close them. 

If you are not a Duplex Dealer—write today for 
our new dealer’s proposition, and tell us to put 
you on the mailing list for the Bulletin. 

DURHAM MFG. CO. 

MUNOIE, IND. 

NEW YORK OFFICE: 108 CHAMBERS STREET 

LOS ANGELES OFFICE: 3718*6 W. PICO STREET 


MAGNETIC CLOTH 

CLEANS USB MAGIC 

sad it the mott ready teller of any domestic device 



No up-to-date kitchen it complete without one; no more 
worry over Dirty Pant; jatt a rub or two with Mag¬ 
netic Cloth and the pan it clean and tweet and sparkles 
like new. The Magnetic Cloth is made of a special 
crinkled spun wire fabric and gives excellent service. 


Retails for 
10 Cents 


Send ut yonr 
Jobber’s name 
if he can't 
supply you. 


Manufactured by 

JOHN W. QOTTSCHALK MFG. CO. 

Lehigh Ave. tad Matcher St. Philadelphia, Pa. 
McDonald a linforth. 

Pacific Coast Reps., 789 Call Bldg., San Francisco 


HERCULES COLD SODER 

THE METAL MENDER 



?5 C 

10 ** * ’*&>; 











Ml 1 rd *7gj 111 
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A MARVELOUS |WORLD’S RECORD 



Cartridges 


the first is shot possible 

For the first time in the history of the United States Revolver Association 
a 15 shot possible has been made. This World’s Record was made by T. K. Lee 
in Match 32 of the recent U. S. R. A. Indoor Team Matches. 

But this is only one of the records that he established in this series of 
matches; he also made record average for 33 matches—143—636—25 possible 
scores of 50^—next highest competitor making only 6. Ran 24 consecutive 10’s. 

Mr. Lee used Peters .44 S. & W. Special Mid-Range Wad Cutter Cartridges. 

None of these records have ever been equalled by any other ammunition, 
and all are records by a wide margin. 

THE (g) BRAND FOR BETTER SHOOTING 

The Peters Cartridge Company - - Cincinnati, Ohio 

BRANCHES: NEW YORK—SAN FRANCISCO 

PACIFIC COAST BRANCH—685-87 HOWARD STREET, SAN FRANCISCO 

MARSHALL-WELLS COMPANY, Portland-Spokane-Duluth-Winnipeg-Edmonton 
HIBBARD, SPENCER, BARTLETT A CO., Chicago, Ill. SLOSS £ BRITTAIN, Inc., San Franoisoo 




Favorite Stoves and Ranges 

BEST IN THE WORLD 


BUILT IN THE MOST COMPLETE AND 
SCIENTIFICALLY CONSTRUCTED 
FOUNDRY IN THE WORLD 


A big line to choose from, 
consisting of pearl gray 
and royal bine porcelain. 
Gas, coal and gas combi¬ 
nations. 


Also regular line of Gas Ranges, with Porcelain Lined 
Ovens; full line of Coal and Wood Ranges in all finishes. 

This line should appeal to live dealers who are looking for 
a line that is right up-to-the-minute in modern construc¬ 
tion and finish. 

EXCLUSIVE AGENTS 

MANGRUM & OTTER, Inc. 

827-831 Mission St, San Francisco 
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THERE ARE MANY REASONS 

For the Continued and Increased Growth off Our Trade 


If yoa are dm if 
oar easterners yoa 


BVBRYTHINO IN HARDWARE, IRON, PIPB AND HOUSE¬ 
HOLD UTENSILS, SPORTING GOODS AND CUTLBRY 


THE THOMSON-DIGGS COMPANY, SACRAMENTO, CAL. 


If yoo are oot eoe 
we mat the o p par 
tatty aff showiag 
yoa why It «■ be 
to yoar Merest to 
toad as year orders 


Hardware Specialists 

IN ALL THAT THE TERM 
IMPLIES 


We solicit your patronage and assure you of 
two things which will assist you in developing your 
business—SERVICE, Equal to the Best, and DE¬ 
PENDABLE QUALITY MERCHANDISE 

EVERYTHING IN HARDWARE 


Salt Lake City, 
Utah 


The |\all Lake 
h' cHardware Go. 


Pocatello, 

Idaho 
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Strevell-Paterson Hardware 
Company 


SALT LAKE CITY 


Wholesale Hardware 


Tools 


Automobile Accessories 
House Furnishings 
Sporting Goods 
Cutlery 

WE SELL TO DEALERS ONLY 



HONEYMAN 
Hardware Company 

Park and Oils an Sts. Fourth and Alder St*. 

PORTLAND, OREGON 

GOLDSMITH 

Football, Basket Ball and A thletic 
Supplies 

Sweaters and Jerseys 

GUNS AND AMMUNITION 

HEATING STOVES 

GAS AND STEEL RANGES 

ANDIRONS, FIRE SETS 

FIRE SCREENS AND SPARK 
GUARDS 


A. M. HOLTER 

Hardware Company 


Helena, Montana 


HOLTER 

Hardware Company 


Spokane, Wash. 


Established 1867 


WHOLESALE 


WHOLESALE 

Shelf and Heavy Hardware 
Blacksmith Supplies 
Sporting Goods 


High Grade Auto 
Accessories 


Acme Paints 
Monarch Ranges 
Schuttler Wagons 
Mill, Mining and 
Logging Supplies 


Sargent Hardware 
Peninsular 
Stoves 
and Ranges 
Diamond Tires 


Automobile Accessories 


Prompt — Courteous Service 
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Front Door Handles 

Casement 

Fasteners 


BUY IN THE 
WEST 


PROMPT 

SHIPMENTS 


We take care 
of the special 
requirements of 
our customers. 


i 


No. 0636 


Candalabra and 
Edison Base Carbons 

We carry the largest Pacific Coast stock 
All styles and voltages 


Guaranteed 
Satisfaction 
and Service 


A 

Fast Selling 
Quality 
Line 



Immediate 
Shipment 
and Lowest 
Prices 


Liberal 
Profits to 
Jobber and 
Dealer 


WESTERN BRASS MFG. CO. 

217-210 Tehama BL, San Francisco, GaL 


WESTERN AGENCIES CO. 

286 Minna Street, San Francisco 

Los Angeles: 125 E. 0th St. 
Seattle: 023 Pine St. 


SOL-t' 


7 ' 


'i&nae/L' 

Gtrodiiet# 


—Western Made for Western Trade 

—We have been manufacturing Quality Roofing for 32 years. 

—We make a grade and weight for every purpose. 

—We believe that it is to YOUR advantage to sell Pioneer Roofing. 
—Pioneer Roofing is a business builder. 

Samples and Prices on Request 


PIONEER PAPER CO 


LOS ANGELES 
CALIFORNIA 
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Voss 9-o’Clock Electric Washer 

BUILT FOR BUSINESS 

The illustration shows the VACUUM DASHER, 
which performs the operation of washing the clothes 
white without abrasion or tearing of garments, however 
delicate. 

We manufacture the dolly and disc type, as also the 
vacuum in both electric and power; also hand; and can 
furnish you stock from Portland or Seattle warehouses. 

Forty-three years of experience in building washers 
insures satisfaction to your customers. 

Write for Agency in Your Town 


R. M. BURTON SALES AGENCY 

Northwest Distributors, Alaska Building, Seattle, U. & A. 


HEADQUARTERS 

for Flexible Arm Portables. These lamps, dis¬ 
tinctive in design, add character and comfort to 
any room or office. 

Beautiful design 
—finished in Verdi 
Green and Statu¬ 
ary or Pompeiian 
Bronze. 

Just the right 
lights for Home, 
Office, Hospital, 
Student Booms, 
Hotel Desks, Li¬ 
brary, etc. 

Immediate ship¬ 
ments and lowest 
prices. 

Big year around 
sellers, giving both 
jobber and dealer 
liberal profits. 

WESTERN AGENCIES CO. 

285 Minna Street, San Francisco 

Los Angeles: 125 E. 9th St. 

Seattle: 923 Pine St. 


With the- 

Predsloi Kt i Machiot 

Anyone can cnt a perfect 
duplicate of any Tale 
type key in lees than 
one minute. Machine ia 
automatic. No experi¬ 
ence or skill necessary. 
Write for descriptive 
booklet today. 

PUCIUOfl MACHINE 4 TOIL CO., Sales Office MO HaaNtes Avseee, Allcetsvs, Pa. 




ATLAS 

10 Cent 
Fly Swatter 

This swatter has an 
extra long handle — 10 
inches. It is very neatly 
and securely bound with 
soft green felt—cannot 
mar the finest furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made it 
extra strong and flexible 
— will outlast any now 
on the market 

Our 6 cent swatter is 
the best every sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
Insertion of your ad. if 
you desire. 

Now is the time to 
place stock orders. We’ll 
gladly quote prices and 
terms. 

Adas Mfg. Co. 

NSW BA TEN, CONN. 


HUGHS OH A MERTON 

Pacific Coast Agents 
San Francisco, Los Angeles 



SAND’S PLUMBS AND LEVELS 


i your confidence because they 
wanted throughout the building trades and rep: 


Deserve 

_ through _ 

the easiest selling level stock on the market. 

TOUR JOBBER CABBIES THEM 

J. SAND A SONS - Detroit, Mlchl 
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1880 


FORTY YEARS 

EXCLUSIVE AGENTS TO THE WESTERN TRADE 


1920 


ARROW 


BRAND 


CUTLERY 


ADOLPH BLAICH, Inc. 

Wholesale Only 


693 Mission Street, San Francisco, Cal. 

Samples and Prices on Request 



ity two pounds. 
Finished in fold bronze or oxidised copper. 

Order this TRINER scale now. It's a quick seller, 
with a good profit. 

TRINER SCALE & MFC. CO. 

West Twenty-First Street CHICAGO, ILLINOIS 

W. P. HORN * CO. 

Pacific Ooast Representatives 
Rialto Building San Francisco, Oal. 



LMi 


Los Angeles 


Portland, Ore. 


Seattle, Wash. 


$2,250 In One Year 

That’s what a 
Philadelphia Hard¬ 
ware Store made 
sharpening safety 
razor blades with 
one of our sharp¬ 
ening machines. 

That is on an aver¬ 
age of $40.30 every 
week. If you had a 

Hatfield 
Complete 
Shaipening 
Machine 

in your store that was pulling in dull razor blade 
business like that for you—you ’d -etmsider it a 
mighty profitable investment, wouldn’t you! 

Remember the Hatfield sharpens all makes of 
safety razor blades. 

Investigate! We’ll mail full particulars if you’ll 
write us. 

HYFIELD MFG. COMPANY 

21 WALKER ST. NEW YORK CITY 




COAL WILL BE SCARCE THIS WINTER 

Write Us for Prices and Discounts on 

GLEEWOOD GAS HEATERS 

You can sell our 3, 4 and 6 BURNER 
HEATERS profitably 

In our FLOOR FURNACE you will find 
a Friend-maker 


Stocks Complete 


FOSS & JONES, Manufacturers 


Quick Deliveries 

PASADENA, CALIFORNIA 
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YOUR CUSTOMERS WANT THE BOOMER 

IF YOU ONLY SHOW IT TO THEM 

BOOMER CANNON 

Adapted for every use. Suitable for Factories, Store or School Rooms. It is the strongest and most 
durable Cannon Stove made. Constructed so that a sheet iron drum may be attached, and thus increase 

the heating capacity. 

Made in six sizes— 1 2 3 4 5 6 

Diameter of Fire Pots 13%" 16" 18" 20" 22" 24%" 

Weights 182 240 300 385 525 575 

OUR LOW PRICES WILL SURPRISE YOU—Write for them. 

TH EH ESS-SNYDER CO., Manufacturers MASSILLON, OHIO 

Trade Mark “Boomer” Registered—No. 68228 


POCKET KNIVES 
BUTCHER KNIVES 
PARING KNIVES 
RAZORS 
RAZOR STROPS 



SHEARS 
SCISSORS 
MANICURE GOODS 
FLASHLIGHTS 
FISHING TACKLE 


California Stock Pattern 

We specialize in Stock and Ranch Knives for the Western trade. 

WESTERN STATES CUTLERY & MFG. 00. 

Write for Samples and Prices Mfgn. of Cutlery and Cutlery Product* BOULDER, COLO. 


GENUINE 

Hildebrandt Spinners 

~ nmT ^ Fish Catchers for 20 years. 

Tour customers want the genuine. A size, shapo or 
finish for any game fish. Send for catalog. 

THE JOHN J. HHaDEBRANDT 00„ 
Logsnsport, Indiana. 




OOTS AND CAMP FURNITURE, MOPS 
Tents, Awnings, Covers, Legging, Carpenters’ 
Aprons 

4 Factories. Write for Prices. Prompt Shipments. 

TUCKER DUCK £ RUBBER COMPANY - Ft Smith, Art. 


EYELET TOOL CO. 

Manufacturers of Punches and 8«ta 
(hand drive and foot power) for 
Leather, Cloth and Metal. Paseh 
Tubes, Punches and Dies. All kinds 
and sizes made to order. Write jobber 
Booklets free. Established 1858. 

40 Lincoln Stront 


“ANSON I A” NAIL CLIP 


M&de by the mak¬ 
ers of the “Gem M 
Nail Clipper 
Twelve in a box or 
12 on a display 
card. 

Write 

H. C. COOK CO. 



ANSONIA, CONNECTICUT 


SAFETY 

Fire 

Preventing 


INTERLOCKING STOVE AND FURNACE 



PIPES 

Home 

Protecting 


Ambrose P. McOuirk's Patent 

Our Asbestos-Covered Interlocking Furnace Pipes, Interlocking Stove Pipes, Interlocking Asbestos-COverod Flue Thimble. 
Interlined Interlocking Ring Flue Caps and Interlocking Elbows are not luxuries nor needless accessories. They are very 
necessary where stoves and furnaces are need. By fastening and cementing the Fine Thimble in the Fine Hole, and putting 
in and turning the pipe joint and locking it firmly therein, it can't pull out or be pushed in too far. Each successive pipe link is 
looked to the receding one, until the whole pipe is firmly locked together, and to the Stove Collar, so that tha pips can't 
fall down. When the pipe is taken down put in the Flue Cap and lock it, making the fine hole fire safe. 

Every home and factory owner is morally liable for impending fires on his property, and as fast as flames rsap losses 
will our dealers reap profits on onr Fire Safe, Rust Proof, Interlocking Pipes, Flue Thimbles, Caps and Elbows. 

_ _ Send for Pries List and Descriptive Statement. 

SAFETY INTERLOCKING STOVE PIPE CO., MT. PLEASANT, IOWA 
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Hidden Hardware Won’t Sell Itself 


#®£*§5h 



:\<'n 


«•**. ■o* 1H F 


.•'•"'IT: ‘(iffHI-l; 

1 ill till 
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Don’t keep your hardware out of eight, in odd 
shapes and sizes of boxes. Get it out where 
people can see it. If you do this you will sell 
more, because your customers will then be re¬ 
minded of their needs. 

Put “Duluth” Hardware fixtures to work for 
yon, and they will pay for themselves in extra 
sales made. 

DULUTH SHOW CASE GO. 

DULUTH, MINNESOTA 


Distributors 

M. Seller 
ft Oo., 

Portland, Or. 
Seattle, Wn 
Spokane, Wn. 

The Colorado 
Utah Hdw. 
Oo. 

Grand Junc¬ 
tion, Oolo. 

American 
Hdw. ft Sup¬ 
ply Oo., 
Pittsburgh, 
Pa. 

Eph Felg 
Grand Central 
Palace 
New York 
City, N. Y. 

Prescott ft Co. 
Boston, Mass. 

H. E. Hessler 
Oo. 

Syracuse, N.Y. 

J. F. Bappel 
Company 
Manitowoc, 
Wis. 



ttOQRAY;n6§r 

TIMES! CHANGE 

PRICES CHANGE 

But YOST QUALITY remains 
constant and Guarantees Service, 
YOST GEARLESS MOTOR 
WASHERS mean more than 
“Just Washers.” There is 
Quality and Service in every 
YOST WASHER. Dealers in¬ 
crease their turn-over by selling 
more YOST WASHERS. What- 
every their price, it is always 
low in comparison. 

The Yost Gearless Motor Company 

Springfield, Ohio 


is” »rs VOrK ar\<J Ne/cr •.•mtc 


La n d i 

This t aJ 'Sh-J 

S oy '. s mJ$r 

'I rfl(It* ^ 

<*Mo*AwmI Coaster 

Advertising has started these olnbs all 
orer the country. You deserve your 
■hare of these multiplied sales. 

Boy trade is profitable for your kind 
of store. Tie up with our plan, and 
you*11 be well introduced. 

—Christmas is coming. See your 
jobber for merchandise and write na for 
details of selling plan. 

< 7^ e <Au\oW We\C oas\eT Co.Anc.. 

THe Buffalo Sled Company 

Dept. A, N. Tonawanda, N. Y. 

Factories: N. Tonawanda, N. Y. In Canada, Preston, Ont. 
New York Office: 108 Chambers St. 

Seattle Office: 214 Maritime Bldg. 

Kansas City Office: 1007 Coca Oola Bldg. 
Export Office: 365 West 23rd St., New York, N. Y. 


y 





' :,K ^ 





RUTENBER ELEC¬ 
TRIC TABLE 
STOVE 


la one of the Job¬ 
ber’s or Dealer's 
quick, sure seller*. 

Square eooking sur¬ 
face, seven by seven 
inches. 

Furnished complete 
with all the neces¬ 
sary cooking utensils. 
Full nickel finished. 


We manufacture a 
full line of Household 
Appliances. 

Write for our com¬ 
plete Catalog and 
Trade Discounts. 

RUTENBER 
ELECTRIC CO., 

’ Marion, Ind., U. S. A. 
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IT'S “SOME GUN” 

OUT SELLS 
OUT SHOOTS 
OUTLASTS 

All Other* 

Stock this National Adver¬ 
tised Gun today. Sales com¬ 
pelling placard on request. 

WRITE 

BENJAMIN MR RIFLE MFC. CO. 

611 N. Broadway 

ST. LOUIS MISSOURI 


“THE BENJAMIN” ^ 

A REAL AIR RIFLE 

This is the air rifle which is so much in demand by boys 
and men. It has the power, accuracy and reliability which 
makes an air rifle popular for target practice and small 
game hunting. 

SALES PROFIT8 SATISFACTION 

Order a sample fan today and give it a “tryout.** Its shooting qualities will 
surprise yon. If not satisfactory In every way return at onr expense. 

Pacifie Coast Representatives: McDonald A Linforth, Call Bldg., San Francisco 


What’s In a Name 


Enough—plenty — 
SUCCESS in the 
RIGHT ONE proper¬ 
ly applied. It*s half 
the game, naturally, 
you don’t get a good 
one with poor mer¬ 
chandise, unprinci¬ 
pled methods nor dis¬ 
regard for rendering 
distinctive and valu¬ 
able service. Estab¬ 
lish a meritorious 
name, it compares 
with a solidly laid 
rail system that has 
demonstrated * ’deliv¬ 
ered* * ability, pre¬ 
ciseness and certain¬ 
ty, when the charges 
are fair the public 
usee the road over 
and over again, even 
if the ears are 
changed in oolor, the 
conductor's uniform 
from blue to gray or 
electricity replacing 
steam. 



Evidence galore. 
Brunswick B a 1 k e 
(Pool Table Mfgrs.) 
undeniable success 
producing talking ma¬ 
chines and automo¬ 
bile tires. Do you 
think the name 
helped any f 

Heins put over 57 
and more varieties. 
We contend first one 
was hardest, name 
helped others along 
materially. 

Chandler Motor 
Oar Company Identi¬ 
fied with Cleveland 
Motor Car Company. 
Chandler a success, 
Cleveland unknown, 
BUT, public had suf¬ 
ficient confidence in 
oonneotion that 25,- 
OOOCleveland oars sold 
before one was shown. 

Think of It. Stand¬ 
ard Oil put over mild 
laxative (Nujol),real- 
ly there is a contrast 
Good Moznlnp between Kerosene 

<» • “• Store (Perfection) 

talking about) » n d body lubricant. 


“WHERE DO I COME INf*' asks the above member of the 
Gem Brush family. HERE AND NOW. 

“On and above the fact that GEM BRUSHES possess one 
hundred cents of utility for every dollar expended, pay legiti¬ 
mate wholesome profits to everyone handling them and guaran¬ 
teed throughout, comes the burning truth that the name G-E-M, 
connected with shaving things particularly, spells SU CCES S 
from every stand-point necessary and essential. GEM BRUSHES 
represent new car developed with all knowledge possessed up to 
1920 an d no w placed on that solid Gem System, which is BUY¬ 
ING POWER, they will ride forth with confidence of our trade 
to reach all points which is ULTIMATE CONSUMER via sta¬ 
tions called DEALERS, through the transfer points called 
J0BBBR8. Ring the bell and go ahead, you have the goods. 

We all went to the top with Gem Razors and Blades because 
they are chocked full of quality, usefulness and results, they 
survived and succeeded because GEM exceeded everything in its 
class, stepped into another one of its own , ver y true, that is 
going to continue, also prevail in GEM BRUSHES. 

Their name is 50 per cent at least of their selling power. 
If we put lake water in bottle labeled Gem Hair Remover, large 
quantities would be sold, but, eventually get knocked off the 
market; nevertheless, we'd sell a lot ox it. GEM BRUSHES 
not only will sell on account of name, but, be backed up in use 
with real quality and service. 

GEM BRUSHES will be advertised in magazines and 
through other channels all year around. 

Don’t lose sight of the fac t that GEM BRUSHES are in a 
class alone, GeM BRUSHES are manufactured to sell no 
cheaper than good brushes can be produced. 

GEM BRUSHES is all knowledge of Brush Manufacturing 
experts thrown together, divided with essential factors and the 
results GEM BRTJ8HES. 

(Signed) THE GEM SAFETY RAZOR CORPORATION. 

Order From Your Jobber Now 


SCHATT & MORGAN CUTLERY COMPANY 

TITUSVILLE, PA. 

of S & M Brand Pocket Knives 



Highest Quality Made—For Sale by Jobbers 
Western Sales Reureeentatlve 
W. H. WILBURN 

602 Williams Building, San Francisco 


O. LINDEMANN & CO. 

35 and 37 Wooster St, New York Establish*! 1863 



n 

Sai l I 




mo* JAPANNED. BRASS 4 
TINNED WIRE 


Bird Cages and Cage Sundries 


A. L. Conger Co., 703 Market Street, San Francisco, OaL 
Representative for California 
T. D. McLean, L. 0. Smith Building, Seattle. Wot, 
Representative for Washington. Oregon, Idaho, 
Utah, Montana and British Columbia. 
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“ATLAS” 

Shears and Scissors 

SHOULD BE IN THE STOCK OF 
EVERT JOBBER IN AMERICA 

The wonderful Atlas Brands are the best values 
in popular priced cutlery. Years of experience, 
with improved machinery and methods, now 
enable us to offer the wholesale trade a wonder¬ 
fully complete and up-to-date line of Shears and 
Scissors in all styles and sizes. 

Our Counter Display Carded Assortments 
sell Scissors for dealers very quickly. 



Send for New 19 Catalog 
We are prepared to make prompt shipments. 

THE ATLAS SHEAR COMPANY 

250 North Ay., Bridgeport, Conn. 

Represented by 
JOHN T. ROWNTRBE, Inc. 

Sen Francisco, Los Angeles, Seattle, Salt Lake City and 
Denver 


HOPPE'S 

NITRO POWDER 
SOLVENT No. 9 


For Cleaning High 
Power Rifles, Shot Guns 
and Fire Arms of all 
kinds. It will remove 
and prevent Rust in any 
climate. It will neutral¬ 
ize acid residue of 
smokeless powder and 
prevent corroding. 
Used by Army and 
Navy riflemen. Sold by 
Hardware and Sporting 
Goods Dealers. 


FRANK A HOPPE 




FOSTER BROS. 
CUTLERY 

is unrivaled for general 
trade purposes. 

Guaranteed to meet the 
most severe requirements 
—every blade is properly 

( ground, tempered, 
balanced and 
sharpened, ready 
for use. 

Foster Bros. Line 
includes every 
type of butcher 
knives, cleavers, 
carvers, splitters, 
etc. Noted for 
quality and ser¬ 
viceability. The 
product of half a 
a century’s experi¬ 
ence in making de¬ 
pendable cutlery. 

Sell Foster Bros. Cutlery. 
Your customers will be 
fully satisfied — and you 
make a generous margin of 
profit. 

Your jobber can tell you 
about Foster Bros. 

Cutlery 


2314 No. 8th St. 


Philadelphia, Pa. 


JOHN crtA'f'iLi 

New York 


.ON 6 SON 
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Holiday Winners 

The Christmas Season of 1920 should mark 
the highest point yet reached in sales of 

“HFCTAV” Electrical 
DliO lUT Appliances 

Immediate deliveries if you place your requirements 
now on table stoves, toasters, luminous heaters, etc. 

One of the fastest selling and lowest priced lines on the 
market, giving both jobber and dealer a liberal profit. 




All appliances guaranteed one year. 


SALES AGENT 


Western Agencies Co. 

285 Minna St., San Francisco 
125 E. 9th St., Lob Angeles 923 Pine St., Seattle 



^CME 
jiee: 



RITTER 


DON’T FORGET 

Acme Freezers 


SELL WELL IN 
OCTOBER 

MADE BY 

RITTER CAN & 

SPECIALTY CO. 

Philadelphia, Pa. 

Factory Selling Agents 
BEH & CO. 

106 Franklin St., New York 


CHILD’S MODEL B 

OABBON TETRA CHLORIDE 

Fire Extinguisher 

1 Qt. Capacity 

APPROVED BY UNDERWRITERS 

Very effective on electrical and gasoUnt 
fires. Especially suitable for antomobiloa, 

A LINE WORTH HANDLING 

For Particulars Write to 

0. J. CHILDS CO. 

FIRE APPARATUS UTICA, K. T. 


DI*MEL-INE 


PAINTS ♦ STAI 


The complete, compact, distinctive line in handy house¬ 
hold cans—full-size, full-measure. RETAILS 25 CENTS 
—no larger sizes. Big Value for user; Big Profit for 
Ton. A popular seller with Hardware trade. Assort¬ 
ments contain all 20 colors; display matter included. 

Dealer's Assortment (90 Dos.).$54.00 

Jobber's Assortment (12 Dos.). 21.00 

Open Stock, all colors, per gross.21.00 

2% Freight allowance, F.OJ, N. Y., 2% Oaah. 

Writ* for Color Card, Circular and BooUat 


160-179 Second Are., BROOKLYN— NEW TORS 
Townley Metal A Hdwe. Oo„ Kansas City, Mo. 
Pacifie Wooden Ware A Paper Oo n Oakland, GaL 




GBNUINB 

HUNTER’S SIFTER 

Standard of the World 
Since 1880 


Sectional View Order from your Jobber. 
Showing Construction 

Combines strength, beauty, usefulness and dura¬ 
bility. Cleanliness always possible. Made In one 
piece of extra heavy tin plate, nickel trimmings. 
Handle swedged to body. No soldered Joints to 
come loose. Easy to remove all parts for cleansing. 


THE FRED J. MEYERS MFG. OO. 
r Street Hamilton, Ohio 


Digitized by 


Google 

























HARDWARE WORLD 


97 


Union —Farm —Tools 

Forks—Hoes—Bakes 

Whenever you see a farm tool bearing the Union Label, 
you can rest assured it is the tool in which to place your 
confidence. 

“Farm King” — “Continental” — “Columbus” — all 
three labels represent the best produced in farm and 
garden tools. 

Ask your Jobber to show you Union Tools, and note 
their perfection in material, workmanship and atten¬ 
tion to detail. 


The Union Fork & Hoe Co . 9 Columbus, Ohio 


FACTORIES 


COLUMBUS, OHIO 


FRANKFORT, NEW YORK 


STEARNS I TOOLS ■*&>■ 


STEEL BAR 

Carpenter’s Clamp 

The Standard Clamp 

Has proven to be the strongest 
Clamp owing to “T” shape bar 
rolled from a special quality of 
steel with notches on the lower 
side, giving great holding power. 
Steel screw with a deep-cut square 
thread. All fixtures are malleable. 

Special attention is called to the 
reinforced head. 


Stylo No. 1—3-16x1 V 2 In. bar .—% in. screw 
$4x194 in. bar., 3 / 4 in. screw, for extra heavy work. 

Write for Catalog and Price 

E. C. Stearns & Co. 

155 Oneida St., Syracuse, N. T. 


They Satisfy the Mood 
Particular Mechanic 


I Cold Chisels 
Cape Chisels 
Dia. Pt Chisels 
Ed. Nose Chisels 

|# Y CAN*SUPPLY R 

Center Punches you 

Our n~w catalog Tli# Cincinnati 

^ 0 7h 8 . H a p C0 n n,? e , te bT Tool.Co. 

of these ana a nun* £ - ,,, 

dred other “QUAL- W ' —i Montgomery Rd. 

ITY TOOLS.” CINCINNATI. OHIO 

A. C. RIDDELL, Pacific Coast Representative 
Higgins Bldg., Los Angeles, Cal. Marvin Bldg., San Francisco, Cal. 
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DIETZ 

LANTERNS 
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R.E. DIETZ COMPANY 

NEW YORK 

Largest Makers of Lanterns in the World, Founded 1840 

Your Jobber Stocks DIETZ Lanterns 
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BUR - NORS 

Winter Is Nearly Here 

Shortage of coal will mean—burn 
more wood — and 

USE MORE HATCHETS 

Window displays and other sales 
helps will move our hatchets 
quickly—but we are behind on 
deliveries—you should place or¬ 
ders NOW. 



Two of Oar Beet Seller* 


The BUR-NOR Hatchet is the BEST 
general household hatchet made. The 
handle will NOT BREAK NOR COME 
OFF. 

Write for Catalog 


Burgess-Norton Mfg. Co. 

Geneva, Illinois 

1603 L. 0. Smith Bldg., Seattle’ 1 ™ 1 
851 Pacific Bldg., San Francisco 



SAMMJE 



SHOW 

SAVAGE 

NOW 


The Christmas Buyer is 
looking for advertising—he 
wants to be sold. 

A strong window display 
at this season will convince 
him that a Savage Automatic 
makes a first rate gift. 

We have anticipated this 
in our general advertising, as 
above reproduced, and right 
now a Savage window dis¬ 
play in your store will show 
the many readers of this Ad 
where to go. 

Follow this up, and get 
your Christmas business. 

Show SAVAGE Now 

Savage Arms Corporation 
utioa, N. Y. 

Sharon, Fa. Chicopee Falla, Mam. 

Executive and Export Office 
50 Church St., 2T. Y. 

Owners mud Opermten •/ tkt 

J. Stevens Arms Company 
Chicopee Falls, Mass. 
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Marshall - Newell Supply Co. 


Door 

Closers 


SAN FRANCISCO 


Chain- 

Blocks 


f A*» 


Hi 


Padlocks 


Builders 9 Hardware 




Make It Warm for 
Your Competitors 

SELL THE 

Spark Combination 

Coal and Wood Heater 

FOR WOOD OR COAL 

Fitted with Cast Linings, Duplex Grates 
and Ash Pan. 

Made in two sizes—to take 18-inch and 
21-inch wood. 

Send for latest Catalog showing 
one hundred styles and sixes 

MANUFACTURED BY 

HAMMER-BRAY COMPANY 

Son Francisco, California 
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GENUINE 

‘ PHILADELPHIA’ 

n HHI RE is a big difference between selling the GENUINE 
"PHILADELPHIA " Lawn Mower and a machine said to be 
“Just-as-good,” because the "PHILADELPHIA " has a record of 
over Fifty-One years of satisfactory service, making it by far the easiest 
to sell. 


Renowned for their long life, satisfaction, durability—made of the very 
finest raw materials, guaranteed against defects, and equipped with 
Vanadium Crucible Steel blades, the hardest and toughest steel known. 


This is why more people have bought and are today buying, using and 
recommending the Genuine "PHILADELPHIA "Lawn Mower than 
any other make of Lawn Mower. 



Style! “Graham” and “A”—All Steel 
Vanadium Crucible Steel Blades. 
Practically Indestructible 


Largest 
Makers of 
High-Grade 

Lawn 

Mowers 

In the World 



Style “E”—Pour Blades 
Removable Box Caps 


The Philadelphia Lawn Mower Co. 

31st and Chestnut Streets, Philadelphia, Pa. 


To supply the constantly increasing demand we are making the Genu¬ 
ine "PHILADELPHIA ” Lawn Mowers in 18 styles of Hand, 3 
styles of Horse and 2 styles of Motor—all Highest Grade. 

A Mower for every purpose. Are you ready to supply them? 

Send for Catalog and Discounts NOW 


GENUINE 

‘PHILADELPHIA 


ff 
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Add This Salesman 

Good as Pexto Pruning Shears are they sell better 
for the way they challenge every customer’s pocket- 
book when displayed on the silent salesman opposite. 

The Shears themselves are beautifully finished 
and skillfully designed. But the way Pexto Quality 
wears after years of hard use is the point that 
sticks in the minds of folks who choose them. 
Further, the hooks and blades are curved to insure 
easiest action; and the bevel of the blades makes 
them cut easily. Many types have adjusting nuts 
and regulating ratchets to insure constantly close 
and firm adjustment. All are guaranteed. 

Pexto Pruning Shears Display Boards, beautifully 
lithographed, stand or hang, size 19 x 27 inches, 
and accommodate thirteen of the twenty-fo^r Pexto 
styles. The shears for display boards come two dozen 
to a carton, and each number is in separate box 
within the carton. 

A Practical Pruning Guide 

The Little Pruning Book by F F. Rockwell, a 
widely known writer with practical pruning experi¬ 
ence, tells how, when and where to prune for the 
most vigorous and healthy growth. The published 
re-sale price of this 48-page book is 50 cents a copy. 

THE PECK, STOW & WILCOX COMPANY 

Mfrs. Mechanics' Hand Tools, Tinsmiths' 
and Sheet Metal Workers' Tools and Ma¬ 
chines, Builders' and General Hardware 

Southington, Conn. Cleveland, Ohio 

Addreis corrospondeuct to 2002 Wtit Third Strut. Clevtland, Ohio 


100C£ American for 100 Years. 


Founded 1819 


Digitized by v joogle 








HARDWARE WORLD 


103 



What’s Missing 
On This Hack Saw Frame? 


There's one thing missing on this LOW-PRICED Hack Saw Frame—and 
it’s the one thing that is missing even on HIGH PRICED Frames of this type. 

It's the wing nut that's missing. Yon, as a dealer, know that the saw on 
a cheap frame is adjusted by a wing nut. Only in the high-priced frames 
of this type is the saw tightened by turning the handle—with one exception, 
the Pilot Brand. 

PILOT HACK SAW FRAMES ARE THE ONLY POPULAR-PRICED 
FRA MES ON THE MARKET WITH THE HANDLE ADJUSTMENT 
FEATURE! 

As a dealer you have only to ask any mechanic who comes into your store 
which he prefers, a hack saw frame whose blade is adjusted by a turn of the 
handle or by a wing nut, both frames selling at about the same price. You 
will then know why it is so easy to sell Pilot Handle Adjustment Hack Saw 
Frames in competition with the old type with the wing nut adjustment. 

Ask your Jobber for prices—or, better still, send your Jobber an order 
today. 


CONSOLIDATED TOOL 


261 Broadway 
New York, U. S. A. 



WORKS, Inc. 


Pacific Coast Representatives 

McDonald A Linforth 

737 Call Building 
San Francisco, Calif. 
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Iron Horse Metalware 

”/fi Strong at the Same Impliet " 

Includes also 

Oil Cans 
Ash Cans 
Wash Tubs 
Water Pa.ls 
Wash Boilers 
Rubbish Cans 
Garbage Cans 
Corrugated Baskets 
Etc. 


Maker for Boi'h ^oll^ 
and The Customer 


I T SAVES COAL, TIME & LABOR, 
as well as the user’s clothes and temper. 
The extra heavy, reinforced and dust proof 

Iron Horse Ash Sifter 

With coal prices still climbing skyward and a 
serious question yet as to whether or not we are all 
going to be supplied, means there is going to be a big¬ 
ger demand than ever this fall for well built equip¬ 
ment of this kind. Why not put in a stock of them 
V now and capitalize the demand already created for this 

money saving piece of home equipment. 

By the way, how is your stock of Ash and Garbage 
Cans? It is an excellent plan to order early. 


ffeocfiestzQr Can Co. 


109 HAGUE ST. 


ROCHESTER, NY. 
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Has sprung to the front as the 
washing machine success of 
the year. 


Dealers find it an easy seller 
because of these advantages: 


Washes fast, easy, sure, because of com¬ 
bined “human hand” and vacuum action. 


All metal cabinet, white enameled with 
grey trim, completely encloses all mech¬ 
anism. 


Swinging wringer—12 inch roller—locks 
in all positions. 


Double walls keep water hot, like a Ther¬ 
mos bottle. 


Unit power construction insures perfect 
alignment of driving mechanism. In¬ 
stantly accessible. 


Special Cooperative localised advertising plan 
open to active dealers, who write at once 

Wash Kosh Mfg. Co. JS1 

7 RIVER ST. OSHKOSH, WIS. fif 


WESTERN DISTRIBUTORS 


Morey Mercantile Co., Denver, Oolo. Seattle Hdwe. Co., Seattle, Wash. 
Holley Mason Httwe. Co., Holbrook, Merrill & Stetson, 

8pokane, Wash. San Francisco, Cal.; Los Angeles, Cal. 


WOMEN’S HANDS 

Women’s hands—soft and gentle—wash dainty lingerie and crepe 
waists by sloshing them up and down in warm snds. 

Women’s hands—strong and capable—wash heavy woolen blankets 
by forcing them up and down in hot suds. 

Just as gentle—just as capable—is the action of the wonderful 
big square vacuum cup of the Wash Kosh—for it drives the dirt 
out by natural pressure and vacuum. 


MACHINE 


ELECTRIC 

WASHING 
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The live hardware 
dealer says: 


“ % ths Hose is Better Than 
Vi inch Hose— 


Bull Dog, Good Luck 
and Mi'o Brands of 
hose are made by 

BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 


“Can you think off hand of any pur¬ 
pose for which % hose is better than 
%ths hose? 

“It is harder to handle because it 
weighs more. 

“It costs more since more material 
goes into it. 

“It delivers practically the same 
amount of water as %ths hose, be¬ 
cause the faucet is only y 2 inch dia. 

“In my experience I have never found 
a need for hose that couldn’t be 
filled by %ths.” 
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What About Those Five Minutes? 


N OT minute-men. 

But last min ute chaps. 

Who use their “Big Ben” only to make sleep seem sweeter. 


Eoll out of the wrong side of the bed, give the cold bath the absent treat¬ 
ment, substitute a gulp of coffee for a nourishing breakfast and instead of an 
invigorating morning walk, rim after the trolley car with half their clothes 
struggling to get aboard their bodies. 

See them rushing around the corner panting for breath and at the same time 
panting for an alibi that will get by the boss. Even attempting to give the time 
clock mental treatment so that it will register five minutes earlier than its face 
announces. 


“Oh, why be fussy about a few minutes in the morning? I do my work 
whether I come in early or late. What could I do in five minutes in the morning 
anyway?” 

Well, if Napoleon could have had five minutes at Waterloo probably he would 
have conquered Europe. Many a business deal has fallen through just because 
of five minutes. There aren’t such an awful lot of five minute periods in a whole 
day. 

But really, it’s the principle of the thing that’s most important. I’ve seen 
more splendid fellows on the way to be executives turn and go the other way 
because of their lack of punctuality than I could count on more fingers and toes 
than nature gave me. 

If you want to make a practice of always arriving at the store exactly five 
minutes late and can get away with it—stick to it and be punctual in your un¬ 
punctuality. 

But since the man for whom you work has set a certain time for your arrival 
and since you by accepting a job on those terms have virtually made a contract 
to be there at that time—stick to that. 

Dame Opportunity is said to knock but once at any man’s door. A good 
deal of her knocking, I’ve found, is done during the hours we’re supposed to be 
in a place—and are not. 

Some day something is going to happen in that first five minutes that could 
Change your whole career for the better. 


« 
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UNDERSTANDING THE WOMAN BUYER 

The distinctive difference in the appeal to 
men and to women is expressed accurately in 
the following sale of two hats: 

Seen in a millinery establishment: A woman 
was undecided which one of three hats before 
her she would select. The saleswoman tact¬ 
fully said, 4 'Madame, this one is especially be¬ 
coming to you and as it is an exclusive model 
you will not find a duplicate of it in the city.” 
She hesitated not a moment—the hat was hers. 

Seen and heard in a men's furnishing store: 
A large man, apparently of means, was deciding 
which one of the many of the present season's 
styles looked the least freakish on him. The 
salesman tactfully suggested that one particular 
style would be adopted and worn by the most 
men in the city. The man gratefully accepted 
this hat. 

Mr. Hardware Dealer, do you recognize this 
vast difference that exists and use it when de¬ 
termining the kind of publicity needed? 

Women can be divided into two groups— 
bargain hunters and women who desire nothing 
but the best. 

Women's second nature is to shop around. 
She may definitely have made up her mind what 
she wants and where she is going to purchase 
it. But that place is usually the last on her 
list. She customarily makes an exhaustive in¬ 
vestigation of what the market offers in the 
way of competition, so she can sigh and say: 

“Oh, well, there really isn't another thing 
in the town I would have.” 

There are not a hundred women today who 
go direct to the store and lay down their money 
on the counter in exchange for a desired prod¬ 
uct. This is not so much because of the instinct 
of bargain hunting as the satisfaction and con¬ 
fidence in knowing there is nothing better to be 
found. 

The human element is necessary, for without 
it you do not gain the attention of the women. 
So it is with everything in her life. In politics 
she cares little or nothing about the platform of 
the nominee, but if one man promises better 
schools for Johnny or Mary, shows he has an 
understanding and a heart for orphans or any 
other worthy cause, do you think she would 
stop to think whether he were Democratic, Re¬ 
publican or Socialist? No—she is voting for 
the man. 

So it is in selling campaigns—she is inter¬ 
ested in advantages that better home and family 
conditions. You can count upon her attention 
when you advocate— 

Service 

Beauty 

Comfort 

Efficiency in Home 

Better Management 

and short-cuts to housekeeping. Forget the 
dollar mark and the women will not forget you. 


, SELLING A RANGE ON THE MAIL ORDER 
PLAN 

Editor Hardware World : 

One day last week I tried to sell one of my 
customers a range on the mail order plan. I 
showed him a perfectly good photo and a full 
description of it. I gave him the names of 
several who had tried the range and were well 
pleased with it, and in addition to all this, told 
him that I would give him my personal guar¬ 
antee that it would be satisfactory, and if not, 
he would be under no obligation whatever to 
take it. 

He seemed very much pleased with the de¬ 
scription and the price and was ready to close 
the deal, when I suggested that he pay me for 
the range, and I would order it at once. To my 
utter astonishment, he became very indignant 
at me suggesting such a thing, and very bluntly 
said, “What do you take me for; do you think 
that I would be fool enough to pay for an article 
before I get it?” 

He then asked me if I didn't think he was 
good for his obligations and remarked that he 
had traded with me for ten years and had owed 
me as much as two hundred dollars at a time, 
and had always paid me. He said I had ques¬ 
tioned his honor. All this time I was trying to 
explain that I was selling him the range at a 
very small profit, much smaller than I could if 
I carried it in stock. He didn't seem to hear a 
word I said. Finally he walked out of my 
store, saying that he was done with me forever, 
and that I would never get another dollar of 
his trade. 

I lost his friendship of many years' standing 
and his trade, because I wanted him to deal 
with me, his friend, the same as he had been 
dealing with the mail order houses. But he 
wouldn't do it, he wouldn't trust me as he 
would them, and they rank strangers. I found 
out later that he ordered a range from a mail 
order house, sent them a money order for the 
full amount, and is now waiting their pleasure 
to send him the range when they get ready, or 
write him that they are temporarily out of that 
particular kind, and suggest he select another, 
and at the same time using his money until the 
transaction is closed. 

Why is it some people have more confidence 
in strangers than they have in their friends 
and their neighbors, who have always accommo¬ 
dated them every opportunity? 

Yours truly, 

HAMP WILLIAMS. 


A tactful clerk, who takes a real interest in 
folk, and who splices folk and goods together \ 
as a sailor would splice a rope, shows to the best* 
advantage against a “good” hardware back-* 
ground. It needs a warm, sunny personality to* 
move cold goods. 
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How Salesmanship Is “Born” 

H OW often you hear the remark made about some go-getting chap that he is 
a “bom salesman.” It generally means that the fellow seems automatically 
to have the knack of disposing of his goods to other people, in exchange for 
their money, and has distinguished himself along that line to such an extent that 
good old time humanity immediately jumps at the idea that such ability must 
be “bora” in him. 

Simply another evidence of the prevailing belief in that infamous old time 
law of limitation that has done so much to retard the development of efficiency 
in the human race. If the “other fellow” who witnessed the success and effi¬ 
ciency of this “bora salesman,” would grasp the true thought and idea that should 
come from such an example it would be an inspiration to him to do likewise, in¬ 
stead of furnishing him with a depressing thought—that he could not emulate the 
example because the other fellow got his from Providence. 

Because the fact of the matter is that nine hundred and ninety-nine times out 
of every thousand, that “born salesman” is personally responsible and deserves 
personal credit for what he is and for what he can do. It isn’t heredity that helps 
him to “bring home the bacon”—it’s determination; it isn’t luck—it’s pluck; it 
isn’t magnetism, or hypnotism, or mesmerism, or any other “ism” that helps 
him to deliver the goods; it’s a good old contagious enthusiasm and pep and 
punch and optimism and common sense. And that bundle of assets has this 
“bora” stuff backed off the boards, and don’t you doubt it for a minute. 

And there is nothing on earth that makes a thinking man so all-fired mad as 
to see some fine example of what brains and courage and enthusiasm and punch 
will do for a man, and then have the short-visioned folks look at him in wonder, 
and declare that he was “bora that way.” 

The man who is successful in disposing of the commodities he has for sale in 
an unusually effective way, is a salesman; and so is the preacher who puts his 
line across with his congregation; and the lady who succeeds in convincing her 
social whirl of her particular high qualifications. 

Every human being has something to sell, whether it is man or woman, boy or 
girl, child or grown up. As we make our way through life we are constantly 
engaged in the game of “selling something” to the rest of the world, and there¬ 
fore the fundamentals of salesmanship are in reality of interest to all of us. We 
are all trying to “sell ourselves” to those with whom we come in contact, in the 
best possible way. We want the “other fellow” to appreciate our best points, 
to grasp the best possible opinion of us. 

Therefore, it is worth while for all humans to understand that salesmanship 
of the more successful order, is seldom the result of a kindly heritage. Sales¬ 
manship may be “bora,” but it is born of honesty, dependability, ambition, 
vision, courage, enthusiasm, energy, punch, and sticktoitiveness. 

And all of us, who have the desire, can fall heir to that splendid heritage. 


Die when I may, I want it said of me by 
tJaose who knew me best, that I always plucked 
a thistle and planted a flower when I thought 
sl flower would grow. 

—Abraham Lincoln. 


Organization is the art of getting men to 
respond like thoroughbreds. When you cluck 
to a thoroughbred he gives you all the speed 
and strength of heart and sinew he has in him. 
When you cluck to a jackass he kicks. 
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Blisters and Callouses 


Troubles Are the Blisters of Life, Callouses 
Another Name for Bipe Experience 


(By Harry G. Nye) 


If there is one thing 
more than another for 
which a man ought to thank 
the Lord, it is that once he 
had the opportunity to be a 
boy, and an American boy 
at that. A man may envy a 
king upon a throne, or a 
millionaire with his money, 
or some other more or less 
lucky or successful bird. 

But a boy has no reason 
to envy anybody. Except for parental au¬ 
thority, which doesn't seem to bother an Ameri¬ 
can boy very much, he is a king himself; and 
a boy can have a lot of fun on very little money, 
so the millionaire has little on him. 

When a man grows up, and achieves what 
his neighbors call success, he has a sneaking 
idea, which in time becomes a fixed conviction, 
that the only time he was ever a real success 
was when he was a kid. Those were the days! 
Those were the days when he had the nerve to 
stand up and fight for his rights and to avenge 
his wrongs. Those were the days when nothing 
looked too large to attempt. And those were 
the days when the world seemed made for us, 
and not we for the world. 

And a fellow has to be considerable of a 
fellow to be a success as a boy. We yaps who 
groan about the competition of business have a 
snap compared with holding your own with the 
neighborhood gang. If a boy is a baby they 
will run over him, and if he is a bully, they will 
hate him. But if he is normal, never seeking 
or evading a scrap, ready to do his share, and 
to take it, he will be a prominent and respected 
citizen of Boyville, will get his share of amuse¬ 
ments and marbles, and will lead a generally 
satisfactory life. 

Remember Boyhood Lessons 
Recalling and realizing these simple princi¬ 
ples of boyhood success, I wonder why they 
couldn’t be applied to the conduct of man life? 
There is many a moral lesson concealed in what 
fond parents may consider a most immoral 
scrap, and much philosophy in a stubbed toe. 
A boy learns to take bumps and bruises as a 
necessary part of boytime adventure; but many 
a man gets his bumps and bruises in business 
and thinks he is especially accursed. 

If I learned anything in connection with the 
blessed privilege of being a boy, it had to do 
with blisters. I was always having blisters. It 



seemed that I paid for every joy with a blister 
somewhere. If I chopped down the saplings to 
make a shanty, there were blisters on my hands. 

If I slid down a cellar door, more blisters. And 
every new pair of shoes was paid for with 
blistered heels. I found that if you wanted to 
have fun, you had to go ahead and not mind 
the blisters. 

But I made another great discovery; that 
you seldom have many blisters in the same 
place. For, if you blister a spot often enough 
and painfully enough, in time it becomes a 
callous. And you could slide around the world 
on a callous without hurting your hide. I 
came in time to see that, while blisters are the 
necessary and inevitable accompaniment of 
pleasures, they are also the stepping stones to 
callouses and immunity from blisters in the 
future. 

Callouses Honestly Earned 

If a boy received his callouses direct, with¬ 
out the blisters first, he hardly would appre- 1 
ciate them. But, having honorably earned them, 
via the blistered heel and hand, he realizes 
their value and cherishes them accordingly. Did 
you ever see a boy who wasn’t proud of his 
callouses? They are the marks of a long and 
honored line of blisters fairly earned and en¬ 
dured. A baby never has blisters; it takes a 
real boy to have real blisters and to have them 
in such quantity that they ultimately blossom 
into callouses. 

Troubles are the blisters of life, and callouses 
but another name for ripe experience. He who 
is irritated by blisters keeps them irritated and 
never achieves a philosophy that becomes a 
mental callous to protect him from the little 
calamities of the future. 

When a man breaks faith with you the first 
time, you are surprised and pained; but when 
many men have done it, as many men inevitably 
will, you will develop a special callous to keep 
it from hurting, and a special caution to keep 
it from happening. 

It is the muscle that is exercised that grows, 
and the sorer it is at night, the stronger it is 
in the morning. Men do not get bigger by 
luck, but bigger by overcoming hard luck. A 
blister may be a blessing that will save us from 
a wound some other time. 

So be a boy; take the blisters of business as 
a boy takes the bumps of boyhood, firmly be¬ 
lieving that they are hardening you for the 
hurts of life. 


Digitized by 


Google 




Ill 


HARDWARE WORLD 

The Power of Suggestion 


You Can Profit by These Sales Suggestions in 
Either a Small Town or a Large City. Human 
Nature the Same in Every Locality. 


^ “Most of these trade journals make 

r me tired,” exclaimed Joe Carson, as 
he cast aside the magazine he had been 
reading. “They are full of stuff about 
the big stores in large cities, and you 
very seldom read about what happens 
in the small town stores. Why is it, Harry?” 

Harry Wilson, a genial traveling salesman, 
smiled at the question of his friend, the store 
salesman. After lunching together, Joe had 
sought to spend the rest of his hour in reading 
a trade journal; but he gave up in disgust and 
appealed to Wilson. 

Human Nature the Same in Small Towns 

“You’re wrong, Joe,” Wilson was pleased 
to see the interest which his young friend 
showed in such matters. You seem to think 
like many other fellows that what is true in 
some stores is not true in others. But you must 
remember that human nature is pretty much 
alike all over the country, and what appeals to 
people in one locality is just as likely to make a 
hit elsewhere. 

“That is why you often read of the big 
stores. They are up on their toes to keep 
abreast with competition and naturally their 
methods of business prove interesting. The 
small town store can carry out the same plans 
by slight alterations or by twisting them to 
meet local conditions. Hence the results will be 
in proportion to the amount of effort expended 
along these lines. And you obtain these ideas 
by reading about what other stores have done.” 

The conversation was interrupted by the en¬ 
trance of a customer. 

“I want a pocket knife,” said the man, as 
Joe advanced to meet him. 

He looked at several different kinds and 
departed soon after with a two-bladed knife 
of the cheaper variety. 

“How did it happen?” asked Wilson, a mo¬ 
ment later. 

“What, was there something wrong with 
that sale?” Joe became interested. 

“Yes.” replied the traveling man, “you 
didn’t sell that man what he should have bought. 
You let him go with a knife of doubtful quality, 
and in the end it will probably prove dissatis¬ 
factory.” 

“But he wanted it.” persisted Joe. 

“Of course, it is natural for anyone to select 
an article because of its price. But when that 
item fails to give satisfaction the customer 
seldom remembers what he paid; instead he 
blames the store for selling him something 
worthless. 


Don't Try to Force Your ViewB, but Lead 
Your Customer'8 Thoughts 

“That is where the salesman must step in. 
He should see that quality receives recognition 
in every transaction. Yet it must not appear 
that you are trying to thrust a certain thing 
upon the buyer against his wishes. Try to lead 
his thoughts around to the point where he sees 
for himself that what you have suggested is 
best. Never try to force your opinion; it 
immediately causes antagonism. But by using 
suggestion in a tactful way many customers 
will accept your opinion because you let them 
convince themselves. 

“In the deal you just made with this man 
you allowed him to control the transaction 
from the very start. I do not know him, but 
I judged him to be a man of reasonable means.” 

“Yes,” agreed Joe, “Mr. Walton has 
money.” 

“That is but another reason why he should 
have bought a better knife, Joe. A man in his 
position will seldom quibble over a slight differ¬ 
ence in price. Such customers are willing to 
get the most for their money. And you know 
the best is always to be preferred, because 
quality overshadows the price. 

“Now when Mr. Walton asked for a knife 
you allowed him to make his own selection and 
naturally he was actuated by the prices. But 
suppose you had taken one of the highest grade 
knives from the case and showed it to him at 
the same time you lead his thoughts away from 
price. He would have failed to consider a 
cheaper article, at least not immediately, and in 
the meantime you could talk on the superior 
points of the knife you displayed. 

Knife SeUing Suggestions 

“After you explain that the knife you sug¬ 
gest has drop forged blades, pure stag 
handles and brass lining, besides it bears a 
trade-mark of national reputation and is fully 
guaranteed, I’m sure he would never consider 
the price, because you appeal to his sense of 
judgment instead of allowing price to be the 
controlling factor. 

When a person sees why a thing is better, he 
will buy more readily than if he cannot see any 
difference between articles of the same kind. 

“The average man considers a knife as a 
knife and seldom stops to learn if there is a 
difference. But a store salesman should make 
it a point to explain matters for the benefit of 
the buyer. 

Opportune Time to Make Suggestions 

“As it happened the man chose for himself 
and after he made his selection it would have 
been hard to change his desire. So the proper 
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time to use the power of suggestion is before 
the customer has time to exercise his right of 
selection. 

“You see, it is easy enough to sell down the 
scale of quality, and it is hard to go up. But 
if you start with the highest, you run a good 
chance of making a sale; or if you fail to sell 
the. best you can always come down to meet 
the demands of anyone. 

“The idea is to suggest without attemping 
to force a sale, and at the same time let the 
points of superiority predominate in your talk. 
When the buyer sees your point through his 
own eyes, desire on his part will supersede his 
former thoughts of the price. In such a way 
Mr. Walton could have bought a better knife. 
And it would have increased the amount of your 
sale as well as insuring satisfaction for the 
customer. But in the future when the cheap 
knife fails, Mr. Walton will probably remember 
the store and judge all your knives accordingly. 
With this unjust opinion he will go elsewhere 
for his next cutlery purchase. 

“This idea of suggestion can be carried 
further. With the knife you could suggest a 
leather case or a pocket stone. Then the cash 
register would show an amount almost double 
the original purchase.” 

“You’re right, Harry,” confessed Joe. “I’ve 
tried that plan in selling razors, and now I 
hardly ever sell one without including a brush 
or sometimes a shaving stick.” 

“That’s it, Joe. But don’t forget to men¬ 
tion a hone or a razor strop. The man who 
reaches home and finds that a thoughtful clerk 
has filled his wants completely will be more 
than grateful. Such a pleasant situation can 
more readily be accomplished through the 
power of suggestion, don’t you think?” 

. “I sure do,” smiled Joe. 


THE MAN WHO FAILS 

The man who fails is the sort of a chap 
Who is always looking around for a snap ; 
Who neglects his work to regard the clock; 
Who never misses a chance to knock. 

He is grouchy and slow when work begins; 
When it’s time to quit, he jokes and grins. 
He’s always busy as busy can be 
When he thinks the boss is around to see. 

He believes that a “pull” is the only way 
By which he can ever draw bigger pay; 

And he sulks and growls when he sees his plan 
Upset by the “push” of another man. 

He’s on the job when he draws his pay; 
That done, he soldiers his time away; 

While the men who tackle their jobs with vim, 
Keep pushing and climbing ahead of him. 

For the man who fails has himself to blame, 
If he wastes his chances and misses his aim; 
He’d win, if he’d use his hand and wits; 

The man who fails is the man who quits. 


DO THE NEXT THING NEXT 

‘ * Do the next thing next. ’ ’ That little motto 
hangs on the office wall of a prominent business 
man—a man noted for his firm grasp of large 
affairs, and he declares it his charm against 
failure. 

Most of us ordinary mortals are too prone 
to consider how busy we are and to lament. 
“The day is too short to get all my work done.” 
After that remark, we stand around and con¬ 
sider how abused we are as time flies, and tasks 
are still unperformed. 

Of course, under such conditions, one can 
accomplish nothing. But “do the next thing 
next” without waiting to consider the relative 
merits of entering yesterday’s sales slips and 
rearranging the show case. One or the other 
should come first. Decide which and then get 
busy. Use system. 

The next thing next—a simple rule to follow 
and one that works out consistently. Two days 
are never alike. As matters come up for con¬ 
sideration, give it. Clear away one task before 
commencing the next. A customer is looking 
for attention. Wait on him. A salesman wants 
to show his line before traintime. Take a mo¬ 
ment to see him. His train will not wait and 
the little courtesy of prompt action creates 
goodwill that may result in money making 
suggestions later, for traveling men are in 
touch with the pulse of business. 

One thing at a time and that thoroughly 
done is the secret of keeping up-to-date. The 
confusion incident to some stores we have seen 
is due not to lack of equipment but to lack of 
foresight in arranging work and carrying out 
the schedule. Putting too many irons in the 
fire is a common failing. Something is sure 
to scorch and then frantic efforts are necessary 
to retrieve the damage. 

Confusion breeds nervousness, worry and 
aimless bustle. “The more haste the less 
speed” was never truer than now when records 
become more necessary and more complicated 
every day. Details must be attended to. One 
at a time they are not formidable, but piled 
up from day to day, waiting for attention, they 
become like the fabled rock and whirlpool, 
Scylla and Charybdis, luring navigators to de¬ 
struction. The poor merchant is sucked by the 
current of uncompleted tasks into the whirlpool 
of failure. 

There is one remedy for this. “Do the next 
thing next.” Never mind what someone else 
does. Keep the clear brain and steady judg¬ 
ment that only comes through consciousness of 
work well done. 


“A wise old owl sat on an oak, 

The more he saw the less he spoke, 

The less he spoke the more he heard, 

Why can’t we be like that wise old bird?” 
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Increasing Your Trade in Hunters’ Lines 


With the clear, crisp autumn days 
comes the desire to get out with dog 
and gun and tramp across the fields in 
search of game. Whether going out 
for a single day’s sport, or a week’s 
trip into the wilderness, many articles 
of accoutrement will be needed, and it is up to 
the hardware man, in the majority of towns, at 
least, to furnish them. 

A good line of firearms will probably sell 
themselves, but there are a hundred and one 
accessories whose sale can be doubled and treb¬ 
led by calling their convenience to the attention 
of the sportsman. 

Man in Charge Should Really Enow 
The very best way to sell hunting goods is 
to put the sporting line in charge of someone 
who is genuinely interested in sports himself. 
Such a man will naturally have the very best 
equipment, and when showing any novelty to 
a customer will be in a position to say, “I have 
used it myself with good results,” the most 
convincing argument that can be used. 



Carl Klindt, sporting goods merchant, who really knows 

This is the method adopted by the San 
Diego Cycle and Arms Co., whose hunting line 
is in charge of Carl Klindt, an enthusiastic 
sportsman, and the leading spirit in everything 
that pertains to clean sport in San Diego coun¬ 
ty. In the early fall much of his time is spent 
in engineering duck drives in the leadership of 
which he has gained local renown. In talking 
of the sport recently, he said: 

A California Method 

“Duck driving is a sport that had its origin 


in California, and to the best of my knowledge 
is not practiced to any extent elsewhere. Yet 
it is entirely within the law, and its operation 
is simplicity itself. A lake of moderate size, an 
abundance of ducks, and a flotilla of row boats 
manned by a crew of eager hunters is all that 
is required. The boats are drawn up in a line 
that stretches across the pond. In the center of 
the line is the drive boss, whose orders are to 
be obeyed. The boats are slowly rowed across 
the pond and as the line advances the ducks 
take to the air. As they pass overhead the 
bombardment commences. If theru is an abun¬ 
dance of game it is a good plan to have several 
boats behind the line solely to pick up the 
game. After the hunt is completed the birds 
are gathered into one pile, and prorated among 
the hunters.” 

But while enjoying the sport, Mr. Klindt 
does not overlook the practical side—which is 
to sell all the equipment possible. Accordingly 
for several weeks prior to the drive he called 
it to the attention of hunters through the news¬ 
papers and windows. A recent ad, adorned 
with a flock of flying ducks, queried: 


GOING DUCK HUNTING? 

Have you everything you require in the way of 
ammunition, clothing, cooking equipment and acces¬ 
sories? 

Have a look at our fine Hunting Window. 

Undoubtedly you will see therein something you 
have forgotten. 


The window they mentioned fully bore out 
their statement. Boxes of varying heights were 
placed in the background, on the top of which 
were laid khaki suits, jackets, leggins and put¬ 
tees. Back of the boxes were big branches, 
through which could be seen the life-size cut-out 
of a hunting dog. The central portion of the 
floor was surrounded by a wire netting, and 
here, in an improvised pond, were half a dozen 
live ducks. 

The floor at either end was covered with 
shells, cartridges, hunting caps, knives, hatchets, 
flash lights, thermos bottles, and other hunting 
line accessories. On the wall was hung a large 
clock-shaped card, to which, instead of nu¬ 
merals, was appliqued small, gayly colored birds 
and animals, while in the center was lettered: 

“Now is the time to go hunting.” 

Another firm that has given much attention 
to gaining the hunting trade is B. H. Dyas & 
Co., Los Angeles, California. In their large 
basement salesroom they showed a hunter’s 
lodge built of logs, and on entering one came 
into a well equipped rest room, with big fire 
place at one end, skins, antlers and guns upon 
the wall; easy chairs, and a long table. Here 
were copies of the leading sporting and outdoor 
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B. H. Dyas & Co. have a national reputation as one of the most enterprising, progiessive and successful mer¬ 
chants in the United States. If our readers should chance to be at Los Angeles any time, they would find a 
visit to B. H. Dyas & Co. an education in itself. 

They are firm believers in sales windows. They are leaders, not only in sporting goods, but in better mer¬ 
chandising methods. 


magazines, and subscriptions could be obtained 
from the clerk in charge. At one end a door 
opened out upon a long rifle range, which ex¬ 
tended the entire length of the salesroom. A 
rack held a case of guns which one could 
examine at his leisure. 

This lodge was maintained all the year 
around, but during the hunting season it was 
given special prominence. Several weeks pre¬ 
vious to the opening of the hunting campaign 
they secured a large supply of the digest of the 
game laws of the state, printed in pamphlet 
form. They also sent a man to learn the prin¬ 
cipal game covers; to list all the lodges and 
places of entertainment in their vicinity; and 
to ascertain the most expeditious method of 
reaching them and the cost thereof. Not satis¬ 
fied with this, they had consulted hunting 
guides and learned their rates per day; talked 
with the owners of boats, and secured prices for 
rent of same, and, in fact, collected all that 
miscellaneous information so valuable for a 
hunter. During their hunting goods campaign 
all this information was disseminated free from 
a booth by a man who was also an authority 
upon guns, and could talk entertainingly upon 
all topics connected with hunting equipment. 

Lastly, they backed up their campaign with 
a striking hunting window, which had crowds 
in front of it all the time. Against the rear wall 
was hung a buffalo robe, topped with the 
mounted head of a bison, while the skin of a 
grizzly bear covered the floor. On racks were 
hung corduroy hunting coats and red caps, 
while on tjie floor were strewn a number of 
cartridge boxes. Laid on the floor and set in 
racks were a number of different types of 


guns. For several days they conducted a Used • 
Gun Sale, selling at very attractive prices a 
number of guns they had traded in on new 
ones. They also advised that they made a 
specialty of repairing guns, and through cards 
in the window, and ads in the papers, sug¬ 
gested that all hunters bring in their guns to 
be examined ere starting on a hunting trip. 


HELP YOURSELF AND COUNTRY BY A 
CONSTRUCTIVE LIFE 

The greatest builders in the world are those 
who build character. 

Men have built houses, roads and temples 
that lasted for generations and empire builders 
have raised structures that lasted through cen¬ 
turies, bnt the man who builds character fabri¬ 
cates something that lasts through eternity. 

Efficient industry yields two of the best 
results in the world; production and the devel¬ 
opment of character. Wholehearted work 
brings out the best that is in us and drives out 
evil. Production is the only thing that will 
give food and clothing to the people and reduce 
the cost of living. 

Economy is the kind of management that 
takes care of the product and makes the best 
use of it, securing all that money can of comfort, 
education, development, saving and service. 

It is a great thing to be free and the only 
free man is the one who is self-sustaining. Make 
sure of your independence by thrift. Work and 
save. _ 

“No really big boss ever objects to having 
someone do his work for him. The Big Boss 
can always find something bigger to do.” 
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Cutlery Importers Evade The Law 

U. S. Customs Inspectors Permit Unbranded Cutlery Ready Access to American Markets—No 
Real Attempts Made to Enforce Law Requiring Country of Origin to Be Stamped Thereon 

(Note.—The facts below are given us by a representative cutlery manufacturer, whose business it is to get 
first hand information. We have every reason to believe the statement of our informant.) 


MIFF there are not a number of U. S. Customs 

llofficers secretly conniving with importers 
of German cutlery to keep secret the ori¬ 
gin of the many shipments now being dumped 
on the American market, they must be asleep 
or woefully ignorant. In either event condi¬ 
tions are becoming such they should either be 
summarily removed or the law requiring the 
country of origin to be stamped on each article 
of foreign manufacture, no matter where it 
originates, should be taken from the statute 
books.” 

The laws of the United States explicitly 
state that all articles of cutlery imported into 
the United States shall be branded with the 
name of the country where made. 

Quality No Excuse 

In the United States we make cutlery equal 
to any made in the world. Because a piece of 
cutlery is stamped ‘"imported” does not mean 
it is any better than that made in this country. 
In fact, the best cutlers of the United States 
produce cutlery which is superior in quality, 
temper, design, balance, etc., to the imported. 
American made cutlery will run nearer true in 
temper than any foreign made cutlery, because 
of the scientific methods used in this country 
and the elimination of the human element as 
far as possible. 

For some time cutlery has been coming into 
this country from Germany with absolutely no 
brand on. This is a direct defiance and viola¬ 
tion of our laws. 

How do such articles pass our Custom House 
inspectors? The inspectors are supposed to in¬ 
spect everything coming into this country, and 
it looks as if many of our officials are careless 
or permit strong “influences” or appeals to 
swerve them from their duty. 

It is reported that recently the Rteinen Sup¬ 
ply Co. of Los Angeles, received a shipment of 
German made pocket knives, purchased from an 
importer, and the cartons had only a small 
sticker on marked “Germany,” but the knives 
had no brand on at all, let alone the country 
where they were made, as required. 

It is said that Benj. Weilputz, Los Angeles, 
went to Germany last fall and purchased a 
quantity of German made cutlery, and shipped 
it to Los Angeles. When the shipment arrived 
the Custom House held up the shipment, as some 
of the articles were not branded in any way 
According to the deputy collecter, officials in 
Washington made a special order to allow arti¬ 
cles to be marked “Germany” with marking 


ink. How long was it expected for that mark 
to remain? Even now, it is said there are 
many of the articles with the mark nearly ob¬ 
literated. 

By whose authority did Washington issue 
such an order, if the law specifies that such 
articles must be branded into the steel? 

One of the collectors states an order has 
been issued that all cutlery must be branded 
with a steel die and etching will not be allowed 
and the name of the country where made must 
be on, and the city where made will no longei 
be sufficient, such as Sheffield, Solinger, etc., 
which formerly was all that was required. This 
order is in accordance with the law and there¬ 
fore correct. 

The above two transactions are not illustra¬ 
tions of what are exceptions, but are illustra¬ 
tions of what is being done regularly to put 
German made goods on the markets of this 
country. 

The following incident is told by a Custom 
House official. Some time ago a consignment 
of German lead pencils was received at the 
Custom House unbranded. The Custom House 
officials held them up and the consignee begged 
and pleaded to have them released, saying that 
he had them come through unbranded as he 
thought they would sell better without the 
brand “Germany” on each as required by law. 

Unless merchants are sufficiently loyal and 
push U. S. made goods, our workmen will not 
be kept busy, thereby earning money to buy 
necessities as well as the luxuries for their own 
need and comfort. If our workingmen are not 
busy, they will have no money to spend, and if 
there is no money to spend, where will the 
jobbers and retailers sell your goods? In for¬ 
eign countries? No. 

This does not mean that we should not pur¬ 
chase foreign made goods, but unless they are 
willing to comply with our laws, they should be 
forbidden to ship into this country. If import¬ 
ers allow any goods, not branded or complying 
with our laws, to pass the Custom officials, they 
should be barred from importing anything, and 
all articles brought into this country in viola¬ 
tion of our laws should be confiscated. If found 
on the shelves of jobbers or retailers such pos¬ 
sessors will be treated as any other violator of 
law. 

The following happened recently in a west¬ 
ern city. A salesman from a large importing 
house in New York came to see the buyer for a 
jobber, and after talking for a few minutes, 
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asked if they were selling German cutlery. The 
buyer immediately said, in a manner not to be 
misunderstood, that they were not and would 
not. 

In New York the story is told of a well 
known American cutlery factory employing 
American workingmen exclusively being sold a 
few years ago to German interests. In order to 
thoroughly Germanize the working force, and 
not violate our contract labor law, a German 
workman would come to this country, go to that 
factory, present a card, secure employment, re¬ 
placing an American workingman. This kept 
up until the entire force were Germans, not 
intending to become American citizens. 

“I would impress upon every jobber, their 
buyers and salesmen, every retailer, every clerk, 
that unless you sell American made goods, not 
alone cutlery, but all American made goods, 
and push them, our workingmen will not have 
steady employment, and this means no money 
to spend. No money to spend means hard times, 
and hard times mean retrenchment, slow sales 
and low standard of living, and then where will 
the country be?” 

American made goods are equal to anything 
made in the world. 

If you want a thing done, take it to a busy 
man. 

Excuses are the easiest things in the world 
to find, which is probably the reason why they 
are so useless. 

All managers look more or less alike as far 
as their physical appearance is concerned—but, 
Oh, man, what a difference there is in their 
records! 


There is plenty of business all around you. 
It isn’t a bigger store you need in order to do 
more business. What you require is a broader 
vision. If you cannot milk your present terri¬ 
tory dry you won’t be able to do any better in 
a different pasture. 

THE WINNING WAY 

If you put a little lovin’ into all the work you 
do, 

And a little bit of gladness, and a little bit of 
you, 

And a little bit of sweetness, and a little bit of 
song, 

Not a day will seem too toilsome, not a day will 
seem too long; 

And your work will be attractive, and the world 
will stop to look, 

And the world will see a sweetness, like the 
tinklin’ of a brook 

In the finished job; and then the world will 
turn to look at you 

With a world’s appreciation of the thing you’ve 
found to do. 


HAMLET ON PRICES 

To cut or not to cut. That is the question. 
Whether it is not better in the end 
To let the chap who knows not the worth 
Have the business at cut-throat prices, or 
To take up arms against his competition, 

And by opposing cut for cut, end it. 

To cut—and by cutting put the other cutter 
Out of business—’tis a consummation 
Devoutly to be wished. To cut—to slash— 
Perchance myself to get it in the neck— 

Aye—there’s the rub; for when one starts to 
meet 

The other fellow’s prices ’tis like as not 
He’s up against it good and hard, 

To cut and to slash is not to end the confusion 
And the many evils the trade is pestered with: 
Nay, nay, Pauline; ’tis but the forerunner 
Of debt and mortgage such a course portends. 

’Tis well to get the price the goods are worth 
And not be bluffed into selling them for what 
So-and-so will sell his goods for. 

Price cutting doth appear unseemly 
And fit only for the man who knows not 
What his goods are worth, and who ere long, 
By stress of making vain comparison 
’Twixt bank account and liabilities, 

Will make his exit from the business. 


DESERTED VILLAGES IN WAR-TORN 
FRANCE 

One hundred towns in the war area of 
France have been permanently abandoned, and 
no effort will be made to rebuild them. Former 
inhabitants who have come back to their old 
homes have been ordered to find accommoda¬ 
tions elsewhere, as the old sites are too danger¬ 
ous to live on. During the war this ground was 
turned over and over, burying explosives of all 
kinds to unknown depths. The American Red 
Cross is finding homes for the unfortunate 
people and doing everything else possible to 
make them comfortable. 

The French government has purchased the 
land on which many of the villages stood and to 
avoid loss of life will keep possession of it until 
it can be made safe. 


BUYEBS IN INDIA VALUE THE HABDWABE 
WORLD 

We are enclosing renewal order for subscription 
to your most interesting publication, and want you 
to know of our appreciation and the value which 
we place on the Hardware World. 

We are asking our ixew York agents to remit 
our subscription. 

With our good wishes, believe us, 

Yours sincerely, 

S. G. HOOSEIN & CO. 

Bombay and Calcutta, India. 


Digitized by v^ooQle 




HARDW ARE WORLD 


117 


Ten Window Display Suggestions 


H ERE are ten suggestions for hardware win¬ 
dows—help yourself to them. They are 
simple and easily worked out, but unusual 
and interesting enough in their conception to 
attract attention, provoke comment and put in 
the mind of the looker, without his being aware 
of it, the idea of a future purchase. 

These suggestions can be used by the hard¬ 
ware dealer whose store is in a small town and 
whose job it is to fix up his own windows. 
Display of the Oldest Articles in Tour Community 
When a man buys only once in a decade or 
a lifetime, he doesn’t mind it as he does if he 
has to keep repeating. Accordingly, a display 
of the oldest hardware in the households of his 
patrons, whether sold by him originally or not, 
makes a good window. 

Go to a dozen pioneer families in your com¬ 
munity and you will have no difficulty in get¬ 
ting enough ancient wares, still in active use, to 
fill your window. The oldest gun, the oldest 
scissors, the oldest kettle, and so on up to the 
oldest plow with its rusty steel. You might 
even have a picture of the oldest wagon, with 
the comment that you didn’t have room for it 
in the window and that it belongs to Bill Jones, 
who has driven it half a century, more or less, 
and still drives it. 

There should be a historical tag attached to 
each article, with bold lettering, giving the 
name of the owner and the length of service. 
Such a display will prove to be a great inspirer 
of confidence. 

People will come to believe, from these con¬ 
crete proofs, in the longevity of good hardware. 
“I may have to pay quite a bit for a pair of 
scissors for Martha, but if they are good I 
probably won’t ever have to buy any more.” 
Another Attention-Getting Method 
There is another kind of window that gives 
the hardware merchant an opportunity while 
calling attention to his own wares to advertise 
the merchants of his town who are engaged in 
other lines of business. It’s a good thing to do 
occasionally. 

There is a well known and prosperous mer¬ 
chant in a Northwest city who frequently de¬ 
votes his entire newspaper advertisement to a 
whimsical and humorous statement regarding 
some other merchant, sometimes with a post¬ 
script reference to himself and sometimes with¬ 
out any reference whatever beyond giving his 
trademark. An effective window display might 
be made to carry out the same principle. 

Show the knife of Fred Goff of the “Modern 
]\reat Market,” who says it has cut about twenty 
thousand of his luscious steaks since we sold it 
to him. 

Similarly, the scissors of Tom Gray of the 
: *T>ry Goods Emporium” can be featured, with 


a statement of the number of yards of cloth 
they have cut of the cloth he sells so reason¬ 
ably. And so on. 

Make Most of Local Events 
Some week, say, when the Woodmen of the 
World are putting on some special occasion in 
his town, the hardware merchant can place a 
stump in his window with one of his new axes 
sticking in it at the correct angle. This is 
only typical of the way he can use his windows 
to boost worthy organizations. He will not only 
acquire a valuable reputation for having the 
right community attitude, with its consequent 
reaction of increased trade, but he can get fre¬ 
quent motives in this way for effective and 
timely windows. 

Interesting the Women 

Put one of your latest up-to-the-minute 
washing machines in one corner of the window. 
In the other corner put a washtub, a washboard 
and all the other accompaniments of the ancient 
washday. Then letter a conspicuous legend: 
“We sell both—but we recommend this.” 

Ton Can Use This Hope Idea 
For a rope display, put out samples of every 
size cordage you have on hand. Get the cham¬ 
pion knot tier in your community to tie every 
kind of knot in the catalogue. It would prob¬ 
ably be considered sacreligious for your sign 
to say “The Tie That Binds,” but there could 
be no objection to the announcement, “A 
Knotty Problem.” 

Or you might have the different sizes of 
rope suspended from the ceiling, with a huge 
weight attached to the smallest and placards 
attached to the others giving in each instance 
the tensile strength. Or again, you might have 
a little swing, a little flag pole with its rope, 
a little clothesline with its “washout,” a tied 
trunk, etc., indicating in this visual way as 
many uses of rope as possible. 

A Wet and Dry Suggestion 
Place a sign the length of the window with 
the words: “Have a Drink on Us.” Then put 
in a pump, a drinking fountain, fix up a well 
with the old oaken bucket that hung in it, a 
bucket and dipper, a watering trough, a pitcher 
and glasses. Perhaps you can even find an old 
gourd, “which we don’t 8611.” 

Cooperate With Your Local School 
The manual training classes of the high 
school will be glad to use your window at least 
once a year. On each article of furniture lay 
out from your stock, with or without comment, 
the tools required for the manufacture. 

Campfire Display Always Attracts 
When the autumn days come on and the 
nights begin to grow snappy, fix up a window 
suggestive of warmth and cheer. A camp fire 
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by means of wood, red paper and an electric 
bulb, a fireplace with all auxiliary equipment, 
an oil heater, an electric heater and the wood 
stove you want to feature, can be arranged so 
as to give the proper effect. In connection with 
this you can state that “We Furnish Everything 
But the Wood.” 

Everything on Wheels 

You can’t possibly put all your wheeled 
vehicles in your window, but there is room for 
a large assortment of wheels. Display a lawn 
mower wheel, a baby carriage wheel, a bicycle 
wheel, a buggy wheel, a wagon wheel, a rake 
wheel, in short every kind of wheel you’ve got, 
with the statement that “We Have the Rest of 
These in Our Store.” 

A Dirty Display 

Fill your window with several inches of soil. 
Put in a plow with buried share turning a 
furrow, a spade, a pick, a filled wheelbarrow 
with a shovel in it, and everything else with 
which men delve and dig and cultivate. To add 
a feminine appeal include a dust pan, brooms 
and mops. Then say in big letters: “Let Us 
Do the Dirty Work.” 


A BIRD IN THE HAND 

“A bird in the hand is worth two in the bush,” 
We are taught by our dads and the rest of the 
push. 

But here is a motto that’s equally fine: 

“A car on the way is worth two at the mine.” 

But the car on the way may be slow on the 
move; 

The fact may another great principle prove. 
The car may not move half a mile in a day, 

So “A car in the yard is worth two on the way.” 

But even a yard may be down on its luck, 
Have trouble with horses, or wagon, or truck. 
Whatever you need, be it soft coal or hard, 

“A ton in the bin is worth two in the yard.” 


A POLITICAL GLOSSARY 
(By S. G. Blythe) 

Conservative—One who has his. 

Radical—One who hasn’t. 

. Wet—An acknowledged thirst. 

Dry—A camouflaged thirst. 

Ireland—The political porcupine. 

Light wines—Something the wets talk about 
but never drink. 

T. Jefferson—The most copious letter-writer 
in history, bar one. 

W. Wilson—The one. 

Ohio—The mother of Presidents threatened 
with triplets. 

Native Son—An accident superimposed on 
a climate. 

Climate—(1) The last word. (2) The first 
word. (3) Every other word. 


DO NOT DODGE DIFFICULTIES 

A. T. Stewart, the famous dry goods mer¬ 
chant, liked to engage men who had failed in 
business. He reasoned that their difficulties 
had probably taught them much. 

Difficulties test. 

Difficulties develop character. 

Difficulties help to make a man, just as 
blows help to make steel. 

Mothers’ darlings, who are shielded and 
petted and pampered rarely amount to much. 

Examine the careers of the hundred fore¬ 
most business men in America and you will 
find at least ninety per cent of them had to 
battle their way against extraordinaary diffi¬ 
culties. 

A twenty-dollar-a-week clerk can dis¬ 
charge easy, routine duties. 

We ought to pray—at least during the first 
half of our life—not for ease and opulence, but 
for a full measure of obstacles and pitfalls and 
character-testing experiences. 

Coleman du Pont, whose achievements have 
been unusually many-sided, once explained that 
his interest in any enterprise waned immediately 
he had overcome all the dificulties of organiz¬ 
ing it and putting it on a smoothly-working, 
successful footing. When one undertaking 
reached the easy stage, then he turned to some¬ 
thing beset with new and difficult problems. 

Edward L. Doheny, now perhaps the fore¬ 
most oil figure in the world, is similarly con¬ 
stituted. When he had developed a property 
to the money-making stage—when, as he once 
remarked, “There was nothing left to do but 
draw in the profits”—then he sold out and 
started on a new quest, eager to pit himself 
against some new and difficult situation. 

There is more joy in putting forth effort 
than in gloating over easily-won profits. 

Difficulties make men. 

Ease makes mollycoddles. 

It is harder to climb than to stroll along a 
level road or dawdle down hill. 

Difficulties are stepping-stones leading to 
the top. 

Therefore, do not dodge them, do not run 
away from them. — Forbes Magazine. 


The best reward is sense of worthy achieve¬ 
ment. 


Good times for all can only be the product 
of good work by all. 


Too many of us want to go fifty-fifty on 
the Ten Commandments. We start out break¬ 
ing one and salve our conscience with the fact 
there are nine left. In time we believe we are 
not getting what is coming to us, and break a 
few more. We regret breaking even any and 
promise for the remainder of our sojourn on 
earth to keep them in entirety. 
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AMERICAN PLAN OP INDUSTRIAL WORK 
A SUCCESS 

In the spring of the current year it was 
evident that a trial of strength was to be 
brought between the Building Trades Council 
and the business men of industrial communities 
in the state of Utah. Through the Utah Asso¬ 
ciated Industries an excellent coordination of 
effort was put forth and instead of the usual 
desultory attempts on the part of distinct lines 
of business to contend against the well orga¬ 
nized Federation of Labor, the whole business 
fraternity centered their activities in the Utah 
Associated Industries. 

When the demands were made for unusual 
and extravagant concessions by the Building 
Trades Council, the general contractors as a 
body refused to accept the dictatorial leadership 
of the walking delegate. This led to a request 
for a conference, which was granted. A tenta¬ 
tive agreement was drawn up with the under¬ 
standing on the part of representatives of labor 
that they would endeavor to have such an agree¬ 
ment accepted by the craftsmen involved. The 
agreement provided that there should be no 
strike on account of the source of material or 
the way in which it was delivered to the job. 
In other words it was recognition on their part 
that the sympathetic strike should be elim¬ 
inated. 

It proved, however, that the representatives 
of labor at the conference had at no time any 
intention to accept such an agreement, but 
rather to follow their usual characteristic tac¬ 
tics of delay and procrastination in the hope that 
in the meantime the cohesion of the business 
forces would fail. 

After three weeks 1 time in which the Build¬ 
ing Trades Council were allowed to make a de¬ 
cision, the contractors through the Utah Asso¬ 
ciated Industries announced that they would 
proceed with their building on the terms of the 
agreement just as if the union had accepted it. 
Cards announcing this fact were posted on the 
jobs. 

This precipitated the crisis, union men 
walked off and building operations ceased. Im¬ 
mediately thereupon the Associated Industries 
drew together the business men and the an¬ 
nouncement followed that thereafter men would 
be employed in the building trades irrespective 
of their affiliation with the unions. From that 
moment the fight was on. After a short period 
of inactivity, building operations resumed on 
the American plan. The lumber yards and 
mills in cooperation with the contractors shut 
down their plants so that for some weeks no 
building supplies could be purchased. The ef¬ 
fect was instantaneous and served notice to the 
unions that the supply houses were in a position 
to grve practical demonstrations of how business 
men can cooperate. Picketing was indulged in, 
but by the cooperation of business men and the 


necessary pressure exerted upon the contrac¬ 
tors, we continued to maintain the open shop. 

Contractors were agreeably surprised to 
find that the woods were full of excellent non¬ 
union craftsmen, a thing which they had refused 
to believe while union domination existed. It 
was then clearly a trial of strength. Repeated 
at temps were made by labor leaders to have 
the agreement (which they had refused to ac¬ 
cept) ratified or to enter into some kind of ne¬ 
gotiations to save their face. This was repeat¬ 
edly refused by the Associated Industries and 
the unions were told that their men were invited 
to return to work on the same basis as any other 
workmen. 

The struggle may be said to have begun on 
May 1st. On August 9th the Building Trades 
Council voted that the men were permitted to 
come back to work under the American plan 
card, but of course with the distinct understand¬ 
ing that they begin to “bore from within.’’ 
Contractors are retaining their non-union men 
who helped them during the crisis and the 
capitulation of the Building Trades Council is 
looked upon here as one of the biggest achieve¬ 
ments in industry in this section of country. 

A necessary lesson has been taught the 
unions and for the first time in their local his¬ 
tory they have felt the strength of organized 
business. Other employers in the state have 
thrown off the union yoke and there seems to be 
no disposition on the part of any line of busi¬ 
ness to continue to accept the time honored de¬ 
mands of the walking delegates. The spirit 
of industrial heads has changed and the recent 
complete success has added to this spirit. Eter¬ 
nal vigilance is now the price of our continued 
success and our organization is alert to detect 
any defection from our ranks of any disposition 
on the part of contractors or other employers 
to* negotiate individual agreements with the 
union. The American plan is looked upon as an 
established institution in Utah. 


NO CUT IN CUTLERY WAGES 

While a slowing down has been noticed in 
certain branches of the nation’s industrial activ¬ 
ity, the cutlery industry fo^ms a very noticeable 
exception and according to recent New York 
state statistics another five percentum were 
added to the operatives engaged in cutlery 
making. Taking New York state statistics as 
a basis the cutlery industry employs today 187 
men for every 100 employed before the war. 
During the same time the total wage payments 
have been increased at the rate of 358 per 
centum. The large demand for American cut¬ 
lery from domestic and foreign consumers 
continues to affect the employment in that 
industry very favorably. 


There’s more fun in being forbearing than 
overbearing. 
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Saws of Our Indian Ancestors 


(By James A. Barr, of the Sierra Educational News) 



A MONG the original saw makers were the 
Indians of Central California. Away back 
before Columbus ventured across the At¬ 
lantic, they were making saws of real quality! 
Just how the saws were made or how they were 
used or when they were made, no one can tell. 
Only the ancient 
camp sites and the 
mounds and burial 
places are left and 
even these are now 
mostly obliterated 
by the hands of the 
plowman. 

When the writer 
was a boy, some¬ 
thing over 40 years 
ago, he began to 
study the mounds, 
burial places and 
implements of these 
ancient saw makers. 

The Barr collection 
represents the ex¬ 
ploration of more 
than 300 village, 
camp site and burial 
places. In all, the 
collection comprises 
fully 6000 imple¬ 
ments in obsidian, 
stone, bone, shell 
and clay. 

Climate and en¬ 
vironment combined 
to make the Central 
California region an 
ideal home for the 
Indian. The many 
rivers and channels 
were filled with fish 
and mussels. Water 
fowl swarmed i n 
countless thousands. 

Elk, antelope and PREHISTORIC 

deer were plentiful. 

The native Califor¬ 
nia oak furnished a yearly supply of acorns. 

With such a varied and unfailing food sup¬ 
ply, with a mild climate, and protected by 
mountain ranges for the most part from the 
incursions of the tribes to the north, east and 
south, the Indians of the great central Cali¬ 
fornia region developed through generations a 
culture peculiarly their own. 

With a constant food supply and with little 
need for war, they had ample time for the manu¬ 
facture of implements representing the highest 
type of Indian workmanship. Many distinctive 


forms in obsidian, stone, bone, shell and clay 
were developed in this favored region. 

For more than forty years the writer has 
been on a * ‘still hunt” for the pre-historic 
product of the saw makers of Central Califor¬ 
nia. The collection now includes 158 of these 

really wonderful im- 
p 1 e m e n t s. This 
seems to be almost 
a “corner” on the 
product. 

Variety in Design 
These saws vary 
from 9-16-inch to 
4 Yo inches in length. 
A few are without 
serrations. Some are 
serrated on the con¬ 
vex edge; some on 
the concave edge; 
some on both edges. 
Most of them are 
notched as if for a 
handle. 

A few are dou¬ 
ble saws; in two, 
the outer edges 
form a right trian¬ 
gle and the inner 
the segment of a 
circle. Three are of 
soapstone while all 
others are of black 
obsidian. The soap¬ 
stone saws were, of 
course, for purely 
ceremonial purposes. 

One can only 
guess as to the use 
of these rare imple¬ 
ments. All are fra¬ 
gile and could not 
have been used for 
sawing wood. One 
obsidian saws guess is that they 

may have been used 
to skin game or fish. 
Another guess is that they were used to scarify 
the flesh on ceremonial occasions. Owing to 
their extreme rarity it is certain they were not 
in common use. 

Saws Found With Bones 

In most cases the mounds and camp sites 
where these saws were found seem to have been 
used both as village sites and burial places. No 
part of any mound or camp site seemed to have 
been especially set aside as a burial place. 

Most of the saws were found near charred 
human bones. The most notable find was thirty- 


From the James A. Barr Collection 
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one obsidian saws, distributed in the form of a 
semi-circle around what seemed to be the feet 
of what was surely the “ prince 1 ’ of saw makers. 
With these saws were twenty-eight pieces of 
obsidian, evidently a stock of material ready 
for use. 

A Typical Discovery 

To show the painstaking care used by a man 
with a hobby in keeping data, I quote from field 
notes taken twenty years ago in making note 
of one of these saws: 

4 ‘No. 1964. Black obsidian saw. Serrated 
on both edges; 3% inches long. With this 
skeleton were found eight saws. Five were of 
obsidian, all longer than the average. Three of 
the saws were of a new type being made of 
soapstone. The eight saws were found in ashes 
and charred coals just above head of skeleton. 
The saws were in a compact bunch seven inches 
long. Between right arm and body was a small 
pipe. Under the head was a broken arrow 
point. By the right arm were two pestles. 
Wampum on breast and by arms. Skeleton 2 
feet deep. Lying north and south, head to 
north. Island mound. November 6, 1900.’ 1 

In delicacy, in beauty of design and com¬ 
pleteness of finish these obsidian saws repre¬ 
sent the highest type of prehistoric craftsman¬ 
ship. And yet consider with what crude tools 
they were made. Without metals of any kind, 
the saw maker’s only tools were crude bits of 
stone mixed with Indian patience. But their 
product endures and demonstrates a very real, 
even if prehistoric, quality. — Disston Crucible. 

A PRAYER WORTH REMEMBERING 

Teach me that sixty minutes make an hour, 
sixteen ounces a pound, and one hundred cents 
a dollar. Help me to live so that I may lie 
down at night without a gun under my pillow— 
unhaunted by the faces of those whom I have 
wronged. 

Help me to earn my meal ticket on the 
square and in conformance with the Golden 
Rule. 

Deafen me to the jingle of tainted coin— 
to the rustle of unholy skirts. 

May I be blind to the faults of my fellows 
and see my own clearly. Guide me so that I 
may look across the dinner table at my wife 
and have nothing to conceal. 

Keep me young—that I may laugh with the 
children. Make me sympathetic—that I may 
be considerate of the old. 

When comes the day of drawn shades and 
fragrant flowers, of quiet footsteps and hushed 
voices, when the wheels crunch on the gravel 
walk and the neighbors whisper, “How natural 
he looks!”—make the ceremony short and the 
epitaph simple: 

“Here lies a Man!” 


FROM A WINDOW TRIMMER’S NOTEBOOK 

While there are abundant opportunities to 
conceive and create new designs in the arrange¬ 
ment of merchandise, there are certain shapes 
that are peculiarly adapted to show window 
trims. They include the circle, half circle, 
horse shoe and diamond. All such diagrams 
leave a center space, in which the name of the 
brand may be shown, together with whatever 
descriptive phrases the dealer may choose to use. 

The color scheme should always present 
more or less of a contrast to the color of the 
packings, boxes or containers. 

In pinning or nailing boxes containing mer¬ 
chandise the goods are very often damaged by 
careless driving or pinning. The fasteners 
should go through the corners of the boxes in 
such a way that the contents therein are not 
touched. This may seem like an unnecessary 
warning, but, as a matter of fact, dealers often 
do destroy goods in just the way described 
herein. 

Packings, boxes, or merchandise should be 
raised sufficiently high to be on a level with 
the average man’s eye. 

Trims that are placed flat are never very 
effective. The packings can be raised on plat¬ 
forms made from paper boxes, and covered with 
colored material. To get the best results the 
boxes of merchandise should always occupy the 
foreground of the display. If you are display¬ 
ing a variety of goods always place the smaller 
articles in the fore-front of the window. Then 
the name of the brand on the smaller articles 
can be seen at a glance. 

Any Merchant Can Trim His Own Window 

The sloppy-looking window is really an un¬ 
pardonable sight. Displays containing small 
objects are hard to trim right, but any retailer 
with an eye to the appropriate can learn to 
design them right just the same. 

If a dealer can’t afford to engage a profes¬ 
sional window trimmer, he can take time to 
learn enough about the game to trim his own 
window space and not spoil the effect of his 
show windows by having badly arranged trims. 
Nor should a retailer depend entirely on win¬ 
dow displays furnished by the manufacturer in 
his line. To do that is to nullify the powers of 
originality and originality always attracts. 

Some merchants think that some lines of 
goods will sell themselves and there is some¬ 
thing to that, but some lines of goods offer 
such abundant opportunities for working out 
artistic and trade winning designs that the 
prospective display should be studied over 
minutely in order that it may rightfully fulfill 
its function. 


Small rewards come to him who foreshadows 
events. 


Hang on. Nobody ever fails until he loses 
his grip! 
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CONFESSIONS OF A HUSBAND 

j| Well, my wife has landed on me 

BL. again. You know I am one of those 
well-meaning men who thinks the wife 
should know all about the business. I 
tell her just what the income is and just 

^ how I put it over. There isn’t an angle 
of the little old game I don’t confide in her. 

Of course, my main idea is to prepare her in 
case of emergency, such as the sudden snuffing 
out of our noble self. But there are times 
maybe when anxiety runs to boasting. Yester¬ 
day I fear was one of those unfortunate days. 

For a long time the wife has wanted a fire¬ 
less cooker. The things cost a lot of money, you 
know, and being of a conservative disposition 
(as far as the household expenses are concerned, 
at least), I have somewhat strenuously fought 
the idea. A man simply must take a stand 
somewhere, that’s sure. 

Well, last night when I had gotten home and 
finished dinner, there was nothing to it but I 
had to break out and tell the family assembled 
all about the adding machine we had installed 
in the office during the day. 

I explained how easy and certain it made 
figuring of an extensive nature which we had 
to do two or three times a day. I elaborated on 
how little room it took up and that it wasn’t 
wearing out and deteriorating while it was not 
being used. In fact, I made quite an extended 
and convincing argument. 

I knew I was getting by in good style, be¬ 
cause the wife was smiling and encouraging my 
recital just as though she entirely agreed with 
me in the expenditure, which I felt a few 
qualms about, because as a matter of actual 
fact, we did not have a tremendous use for the 
machine. But you know how it is, it’s a nice 
piece of equipment and it gives a certain inde¬ 
finable class to an office, which in itself is a 
factor not to be overlooked. 

“And was it very expensive?” asked the 
wife after I had sort of run out of oratory. 

“Well, you can’t buy such things for any¬ 
where around $25.00,” said I, “they cost real 
money, you know.” 

I can see now she was feinting for the knock¬ 
out, but at that time I was feeling rather chesty 
and kind of patting myself on the back. 

“But,” she continued innocently, “you have 
use for it two or three times a day don’t you?” 

“Well, not exactly,” I admitted, “but it 
comes in pretty handy a good many times.” 

I was getting a bit restless, the thing was 
going over too smoothly and it seemed like there 
ought to be an argument or at least a small 
criticism of my expenditure. 

“Well,” she said decisively, and I began to 
get ready for the blow, “I think it is perfectly 
fine to be able to have such conveniences in 
your office and I think it is good business also.” 

“Now,” she continued, “if you will substi¬ 


tute the word ‘fireless cooker’ for ‘adding ma¬ 
chine’ and repeat the line of reasoning so well 
presented by yourself, inserting a positive 
statement that I have use for it every day of 
the week, including Sundays, and not forgetting 
that a fireless cooker will not take up much 
room and also that it will add considerable 
class to the kitchen, with the added feature that 
it can be purchased for around the miserable 
pittance of $25.00, we will close the incident 
for the night and get ready to go to the show.’* 

Oh boy, what chance have you got when a 
woman won’t listen to reason? And how much 
less is your chance when she does and swings 
it right back onto your unprepared head? 

It’s a good thing these hardware merchants 
do not put any such heartless logic into the 
average woman. It would make ’em rich at our 
expense. 

Supposing I should write a little series of my 
sad experiences and then some above mentioned 
hardware merchants should take a notion to 
print ’em in a little booklet entitled “Confes¬ 
sions of a Husband,” and pass ’em around the 
neighborhood. And supposing some heartless 
wives would let ’em lay around and some poor 
husbands would pick ’em up and read ’em. 

Oh boy, may the Lord deliver us from any 
such catastrophe. 


LITTLE REALIZED PROPERTIES OF 
COTTON 

Who would imagine that cotton could be 
used as the basis of a waterproof compound or 
of a cement? 

There is nothing sticky about a ball of fleecy 
cotton, nor yet about a piece of ordinary cotton 
cloth. Our cotton stockings (applying to men. 
of course—the ladies all wear silk) and our 
cotton underwear do not stick to us, even when 
wet with perspiration. In fact, there is nothing 
sticky about cotton nor cotton goods as most 
of us know them and see them in everyday use. 

And as for waterproofness, who would even 
think of trying to keep rain off anything by 
spreading a cotton handkerchief over it; would 
we go out in the rain in our summer undercloth¬ 
ing, expecting it to keep the rain off us? 

Yet, cotton, dissolved and treated in solvents 
and acids, is the basis of a compound that is as 
waterproof as rubber. It is called pyroxylin 
and, used as a coating on a fabric base, forms 
the thoroughly waterproof surface of the now 
largely used leather substitutes. 

Pyroxylin cements are about the stickiest 
things one can well imagine. In -fact, it is well 
not to get it between two objects it is ever de¬ 
signed to separate again. It is practically im¬ 
possible even to soak them apart, for this pyrox¬ 
ylin product of cotton is impervious to water 
and refuses to soak. 


“A one word success receipt: Stick.” 
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PERPETUAL INVENTORY DEFIES 
BURGLARS AND FIRE 

Burglars entered the store of M. C. Taylor 
at Mound Valley, Kansas, and helped them¬ 
selves to his stock. After a hurried investiga¬ 
tion, Mr. Taylor estimated his loss about $400. 

He called in the insurance adjuster and to¬ 
gether they inventoried the department in 
which the loss had been and checked up against 
the perpetual inventory record. This check, 
to his surprise, showed a loss of $956, and the 
insurance company settled immediately, without 
argument, for that amount. Without his per¬ 
petual inventory, Mr. Taylor says he would 
have been glad to settle for $400, and before the 
check up he would have been lucky to get off 
with that amount. 

Almost since he started in business, Mr. 
Taylor has maintained an unusually complete 
and efficient stock record. When goods are re¬ 
ceived at the store a stock number always is 
assigned to each kind or style of article, this 
number being entered in the top left hand cor¬ 
ner of the stock record and also on the whole¬ 
saler’s invoice opposite the wholesaler’s stock 
number for the same merchandise. This, of 
course, is for reference. 

On the stock record card, the cost, selling 
price and department also are entered in the 
proper columns at the top, and the amount of 
stock received is entered in the left hand col¬ 
umn. At the bottom of the card, space is pro¬ 
vided for an entry showing from whom the 
goods were purchased and the date of purchase 
and re-order, if any. Then the cards are filed 
numerically by stock number, in a steel tray, 
the guide cards numbering “100,” “200.” 
“300,” etc., so that any card may be quickly 
found. 

When a sale is made, triplicate tickets are 
filled out, the clerk entering the stock number 
of the article, the number of articles purchased, 
name of the article and the selling price. The 
triplicate either is handed to the customer in 
person or sent out with the goods. The original 
and the tissue duplicate, which are attached, 
are then sent to the bookkeeper. 

By reference to the stock record cards for 
the goods listed on the ticket, the bookkeeper 
finds the cost price of the goods, which informa¬ 
tion she enters in the left hand column on the 
original sales slip. At the same time she checks 
the selling price to see that no mistake has been 
made by the clerk. The quantity sold is then 
noted on the stock record by the usual tally 
method. 

Sales slips are sorted and audited by depart¬ 
ments and clerks, and then arranged in ledger 
order for posting, which is done each morning 
for the preceding day’s business. The posting 
work usually starts about 10 o’clock in the 
morning and always is finished and proved by 
10:30 or 10:45. A bookkeeping machine saves 
time at this stage. 


Duplicate Sales Slips With Statements 

Statements are always mailed out at the end 
of the month. As this is a country store and 
customers usually pay their bills in person, the 
tissue duplicates of the sales slips on which the 
account is itemized are handed to the customer 
when he calls to settle. Mr. Taylor finds this 
system very satisfactory, although a great many 
merchants mail the tissue duplicates with the 
statements. 

The customer’s ledger control is posted daily 
from the totals of the cash and the charge sales 
obtained when the sales slips are audited before 
the ledgers are posted. This ledger control is 
posted on a regular accounts receivable ledger 
sheet, no special form being needed. 

Profit Analysis for Each Day 

By means of a profit analysis sheet, Mr. 
Taylor is able to determine his exact gross 
profit in each department each day. When the 
daily audit of sales slips is made by depart¬ 
ments, a run also is made of both the cost and 
the selling price of the goods sold, on each sales 
slip. 

Mr. Taylor has found that his system of 
bookkeeping gives him such a complete record 
of his stock and everything else connected with 
his store that he always knows just what he has. 
If he should have a fire or even another bur¬ 
glary, he has the figures right at hand that 
would prove conclusively to the insurance ad¬ 
juster his exact amount of the loss. 


WHAT’S IN A POCKET KNIFE? 

There are many things that go into the 
making of an American pocket knife and not 
all of them are to be had in Uncle Sam’s coun¬ 
try. Ships bring these goods, and their cargoes 
look like a specification of the presents given 
by the Queen of Sheba to King Solomon of 
olden days. 

There is ebony from the East Coast of Afri¬ 
ca and the Island of Madagascar, cocoa wood 
from Cuba and the West Indies, rose wood from 
Central America, pearl mother of the shell of 
pearls taken from the sea by divers in the 
East Indies and Australia. There is the horn 
of the buffalo and the stag and there are those 
two novelties, artificial stag horn, made of the 
bone of cattle and celluloid, not found among 
the presents to King Solomon. All these arti¬ 
cles are used mainly for the making of the 
handle of a modern pocket knife. 

The principal part of a knife of course al¬ 
ways must be the blade. So best steel must be 
bought from the crucible steel manufacturers 
in America or it may also be imported from 
England. The steel for the spring action of 
the knife is of American make. Plating is done 
with the aid of nickel. And to make full the 
measure, there also goes a liberal sprinkling of 
zine. copper and brass. 
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READ THE ADVERTISEMENTS 

Present Day Classics 

English, we are told, bids fair to be the 
universal language. 

English is the means of expression employed 
by the two greatest nations on earth. It is 
the language and instrument of the highest in 
literature. No other tongue can compare with 
it in richness of vocabulary, in the wide variety 
and choice of its words, in descriptive power, 
in graphic figures of speech. 

Into it have been woven hundreds and thou¬ 
sands of colorful phrases and terms from many 
different foreign languages. English is the 
most cosmopolitan tongue in existence, so 
world-wide is the extent to which it has enriched 
itself through the adoption and acquisition of 
alien terms. Why, indeed, should it not be the 
Esperanto of all nations! 

But, lament the Purists, in America we have 
grown grossly careless and slack in our speech. 
They say that we not only mumble and mouth 
our words, but express ourselves with deplor¬ 
able inanity and are hopelessly addicted to 
slang. 

To a certain extent there is much truth in 
their accusation. But there is also reason to 
believe that we are gradually awakening to a 
national appreciation of our linguistic slovenli¬ 
ness. Professional people, writers, men high in 
educational circles have noted a marked im¬ 
provement in the last decade. And credit for 
this is not due entirely to the efforts of the 
reformers, but to the advancement of that 
mightiest of mediums—Advertising—to the per¬ 
fection of an art. 

Advertisement the Most Potent Educator 

Its influences are as wide as they are di¬ 
verse. We are a press reading public and a 
magazine perusing people. And both news¬ 
papers and periodicals are largely comprised of 
advertisements. They are constantly before us. 
They mould our opinions, sway our views, and 
alter our perspectives. And that is their pur¬ 
pose, and their mission. But that is not all. 

Every man and woman today who wishes to 
improve his or her speech, to possess a good, 
strong, workable and effective vocabulary, to 
acquire a fair appreciation of what is good En¬ 
glish, should study the advertisement. 

You will find that the subject has been most 
carefully analyzed and the argument developed 
in orderly sequence. You will noce how care¬ 
fully balanced and chosen are its wording and 
phraseology; the emphasis stressed at certain 
points; the comprehensive and brief, yet force¬ 
ful statements; and the thorough elimination of 
every unnecessary word. 

Studied Use of Valuable Space 

Advertising space costs money. Illustrations 
require space, and reading matter must there¬ 
fore be so condensed that every word and phrase 


and clause and sentence will carry weight. They 
must be clear, terse, direct, to the point, and 
withal simple in construction. There is no 
room for long and involved argument. And that 
is not all. 

In order to attract your eye, the advertise¬ 
ment must not only be striking and arresting, 
but must hold your interest and accentuate its 
appeal by being readable and entertaining and 
graphically pictured as well as instructive and 
of an informative nature. And in so doing, 
must at the same time drive Lome its premises 
with irrefutable logic and fact. A good adver¬ 
tisement is an artistic triumph. 

No Better Text Book 

And so, if you would be convincing in your 
talk, if you would have your speech strong and 
. effective, if you would speak with authority and 
command respect for your opinions, if you 
would be clear and concise and logical in your 
statements—study the advertisement. 

If you desire to develop an interesting, well 
informed personality the opportunity is yours 
if you will but grasp it. History, the sciences, 
literature—have all been ransacked to provide 
parallels that will present forcefully the mes¬ 
sage of the advertisement. Read them; study 
them. They are the Great American Classics. 


THE KNOCKER 

The Devil may take the man who knocks, 

He never was any good, By Jocks; 

He curdles the milk, he sours the cream, 

He throws cold water on all your steam; 

He never does anything else but kick, 

Till he makes the average person sick; 

But ask him what he ever did, 

And he crawls inside and shuts the lid. 

The Devil may take the man who knocks, 

The man who scoffs and the man who mocks. 
He’s the man who never lifted a pound, 

A skulking, vile, pestiferous hound 
Who can only growl and bark and bay, 

And get around in the people’s way, 

When they’re trying to do as best they can, 
Something to benefit fellow man. 

The Devil may take the man who knocks, 

May Charon land him upon the rocks 
In the deepest, sulphurous bowels of Hell, 
Where the Impies sport and the Harpies dwell; 
And let him kick to his soul’s content, 

And there let him knock ’til the air is rent, 

’Till the towering pillars of Hell shall fall 
And the echoes die on its brazen wall. 

Whenever you pray—if pray you do— 

Pray for the honest, the brave, the true, 

Pray for the noble, the good, the just; 

Pray for the righteous—and if you must— 
Pray for the serpent, the wolf and the fox— 
But the Devil may take the man who knocks. 

—W. H. H. MacKellar. 
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FEW BUYERS KNEW THIS, BUT IT IS THE 
LAW AND WOULD HAVE SAVED 
MANY A GOOD ORDER 
(Copyright by Elton J. Buckley) 

I regard the subject which the following let¬ 
ter impels me to discuss, as among the most im¬ 
portant of all the many legal subjects I have 
discussed through these articles. Furthermore, 
I have reason to believe that thousands of good 
buying contracts have been lost because the 
buyers did not know what I am about to tell 
them. 

By request I omit all names: 

Pittsburgh, Pa. 

Last spring we placed an order for 100 cases of 

- with - & Bro. Co., New York City. 

The order was executed on their regular order blank, 
which contained the following wording: “This contract 
is made subject to delays in stoppages caused by strikes, 
accident, delays by railways, crop failures and all other 
causes beyond this company’s control.” 

The goods were for shipment late May or early 
June, and at that time the company wrote us that 
owing to transportation difficulties, labor troubles and 
so on, they were unable to deliver any of our order. 
Another house in which we are interested, in Cincinnati, 
received the same letter, and we apprehend that every 
other buyer who placed an order about the same time 
also received one. The New York house regretted they 
could not fill our order, on the grounds named. Mean¬ 
while the price had advanced about 20 per cent, and 
we wrote remonstrating against the cancelling of the 
order, but they simply wrote back another letter prac¬ 
tically saying the same thing as the firbt. 

Since that date this house has been taking orders for 
the same goods at 25 per cent higher prices, which 
shows that the transportation or labor troubles which 
prevented them from filling our order and others, have 
disappeared. Can we compel them to fill our order 
now! 


The law in such cases as this is very clear 
and very firmly settled, viz: that when a seller 
fails or refuses to deliver because of some ob¬ 
stacle covered by a clause in the contract such 
as is reproduced above, his obligation to deliver 
is not cancelled, but only suspended, and he 
must deliver as soon as he reasonably can after 
the obstacle has disappeared. That has always 
been the law, yet thousands of buyers have 
allowed sellers to cancel orders on them under 
these conditions, with nothing more than un¬ 
availing protest. 

And no doubt many a seller has been hon¬ 
estly under the impression that he had a legal 
right to cancel under such conditions. But he 
hadn’t. Clauses in a selling contract or an 
order blank relieving a seller, relieve him only 
for the time being. If his reason for not deliv¬ 
ering is a strike, then he must go on with the 
contract after the strike is over, even if it lasts 
for six months. If it is freight congestion, he 
must make and deliver the goods within a 
reasonable time after the congestion is removed. 

The following is from a leading case: 

An accident, strike or suspension clause in a con¬ 
tract has the effect of suspending performance only, 
and never justifies the complete cancelling of the con¬ 


tract, unless such strike, accident, etc., makes the con¬ 
tract impossible of ever being performed. 

# # # The case of Fish vs. Hamilton, 112 Fed. 

742, was an action for breach of contract. The contract 
contained a strike provision, and it is insisted that a 
strike terminated the life or the contract. We concur 
in the opinion of the court below that the provision 
affects the terms of delivery only, and that the seller 
was bound to deliver within a reasonable time after 
the termination of the strike. Where the contract 
provides that delivery shall be subject to strike, the 
existence of a strike merely suspends deliveries during 
the strike and does not terminate the contract, and the 
seller is therefore bound to resume deliveries after a 
reasonable time after the strike has ceased. This rule 
is well established. 

All these eases agree that when somebody 
has taken a number of orders which he is pre¬ 
vented from filling by some cause noted in the 
contract, he must, after the cause has disap¬ 
peared, start in on the old orders and fill them 
pro rata before he takes any new business. In 
the case submitted to me, the fact that the seller 
is out for new orders is of course clear proof 
that he is no longer prevented from delivering. 

But in such a case the seller cannot be com¬ 
pelled to deliver; he can only be made to pay 
the defrauded buyer the difference between the 
order price and the market price on the day the 
seller first became able to deliver but did not. 
In the case submitted this would be about 25 
per cent of the order price. 

So that when somebody who has taken your 
order fails to deliver because of some saving 
clause in the contract, such as we have been 
discussing, watch out, and as soon as he comes 
into the market again go after him; any court 
will give you judgment for what you have lost. 


EXPLAIN THIS TO CUTLERY CUSTOMERS 

Wages in the cutlery industry have taken 
another jump, according to the American Cut¬ 
lery Bureau of Information. Workers are to¬ 
day paid the highest since the summer of 1914, 
with a total increase of 176 per cent against pre¬ 
war figures. Cutlery making, notwithstanding 
its many industrial improvements, is still essen¬ 
tially an artisan industry requiring the highly 
skilled operative more than most other in¬ 
dustries. 

The percentage of wage upon the cost of 
production in the cutlery industry in fact is 
unusually high, running in some cases up to 75 
per cent of the total value of the manufactured 
article. Wage advances in the American cut¬ 
lery industry have generally been more pro¬ 
nounced than those in other countries. In 
England the average wage addition in the in¬ 
dustry has been 150 per cent, with larger addi¬ 
tions in the instance of operations where special 
skill is required. 


It’s the way a man sticks to a thing that 
marks him as success or failure. Many a fellow 
has won out at the eleventh hour, just because 
he wouldn’t let go. Don’t be a quitter. 
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THE PROPERLY HUNG DOOR 

Growing Tendency to Use Three Butts to the Door 
Instead of Two 

The efficiency of an extra butt is no longer 
a much mooted question. Throughout the 
country there is a general trend on the part of 
architects and builders to hang a door on three 
butts. In fact, to serve this growing demand 
manufacturers are now packing butts three to 
a box, constituting a set. 

To say that doors are one of the hardest 
working parts of any building, especially public 
buildings such as schools, hospitals, theaters, 
railroad station, is to repeat a fact everyone 
knows. And, after all, it is the butts that make 
or mar the door. On them the stress and strain, 
the wear and tear, is bound to center. 

Even the best butts are tested beyond capac¬ 
ity at times. The weight or load of the door is 
excessive. Green lumber, which often has to be 
used on the door, results in warping. 

Careful analysis of the subject shows that 
there are many logical and practical reasons 
why the use of three butts to a door is true 
economy in the long run. 

It has been demonstrated that the third or 
extra butt will hold the butt edge of the door 
in alignment and, to a great extent, will prevent 
the door from warping. Also, it prevents the 
door from striking or interfering with the door 
stop, if used (or the edge of the rabbet, if the 
door jamb is rabbeted) when the door has a 
tendency to bow or warp toward the door stop 
or the center of the door jamb. 

While it may take more time to put on the 
extra butt and while the cost is slightly in¬ 
creased, the saving of the carpenter’s time and 
expense later on to correct door faults more 
than offsets the initial investment. 

If a door is hung on two butts only, each 
butt carries one-half of the load or weight of 
the door. When a door is hung on three butts, 
each butt carries only about one-third of the 
weight, thereby decreasing the strain and wear. 
More screws are driven into the door jamb and 
the door, thus relieving the strain on screws, 
the wood in the door jamb and in the door, 
which is an important factor. 

When three butts are used the top butt can 
be set nearer the top of the door, thereby less¬ 
ening the leverage of the door pulling away 
from the jamb. The lower butt can be set lower, 
thereby preventing the door hugging the door 
jamb near the bottom of the door. The top of 
the door remains in line with the head jamb, 
and the bottom edge of the door is parallel 
with edges of threshold. 

The binding and sagging of doors are ex¬ 
pensive troubles to correct. And it is to the 
credit of architect and builder that much 
thought is being given to overcoming of such 
annoyances by specifying and using “3 butts 
to a door.” 


SOMETHING FOR YOUR STORE PAPER 

Many of our subscribers issue store papers 
or circulars offering useful suggestions to their 
customers. Accidents from burning happen in 
every community and here is a suggestion it 
is well to pass along: 

First Aid for Boms 

Not a very long time ago a child who was 
scalded met with the misfortune to fall into the 
hands of a number of persons who knew abso¬ 
lutely nothing whatever about such a situation. 
The child fell into a bucket of boiling water 
left where it should not have been left, and was 
scalded from the lower part of the spine to the 
knees. The mother was prostrate and could do 
nothing. The neighbors rushed in to lend a 
helping hand, and the result was the death of 
the child one hour after it had reached the 
hospital. 

The child’s clothes were pulled off without 
special precautions, which resulted in added 
suffering and a quick death. 

In the event of any burn or scald it is most 
essential to keep the skin away from the air. 
because air is an irritant. Give the person in 
that condition a hot bath, at least 100 degrees 
Fahrenheit, and administer such stimulants as 
black coffee. You may also apply a mustard 
plaster over the heart. Send for a physician 
while you administer “first aid.” 

Remove the clothing very gently and cut 
away any article if you find it necessary. If 
the burn is slight and no blisters have formed, 
the part is to be dressed with a saturated solu¬ 
tion of ordinary baking soda or dusted with 
baking soda, flour or starch and the air abso¬ 
lutely excluded. 

You may now pierce the blisters at the edge 
with a clean needle which you have sterilized 
by holding it a moment in the flame. Then 
cover the burned parts with soft linen cloths 
saturated with boric acid lotion or the boric 
acid ointment. Now envelop the whole burned 
or scalded spot in raw cotton, oiled silk or 
paraffin paper and bandage loosely in order to 
exclude the aid still more perfectly. Apply hot 
bottles to portions of the body which have not 
been burned if the prostration continues. The 
treatment required after this should be man¬ 
aged by a physician. 

If the burn was caused by an acid, wash 
away the liquid with water, or, what is still 
better, with a solution of baking soda. The 
latter is an alkali and neutralizes the effect of 
the acid very quickly. 

If the burn was produced, however, by an 
alkali such as lye, treat it quickly with vinegar 
and water. 

—Dr. Leonard Hirschberg, John Hopkins University. 


If you don’t make up your mind to enjoy 
your work you’re a fool. 
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DANGER OF COMPARATIVE PRICE 
ADVERTISING 

The danger arising from the indiscriminate 
use of comparative prices in retail advertising 
is stressed in an interesting and effective man¬ 
ner by a report recently issued by the Better 
Business Bureau of Indianapolis, which is af¬ 
filiated with the National Vigilance Committee 
of the Associated Advertising Clubs of the 
World, says a bulletin from the offices of the 
latter organizaion, in New York. 

Wrong Education for Customers 

Comparative price advertising is again run¬ 
ning riot. Merchants who seldom use compara¬ 
tives have been using them recently. Others 
who habitually use them have been even more 
extravagant in their statements. These range 
from supposed savings of one-half or more in 
clothing advertising to $200 dresses for $75.00; 
$175 tailored suits for $50; $150 coats for $70; 
$22.50 dresses, $9.50; $15 shoes for $4.49, etc. 

We do not hold that the mere use of com¬ 
parative prices is unethical or wrong. We do 
maintain, however, that the use of comparative 
prices and comparative values is subject to 
great abuse and tends to undermine confidence 
in advertising, as it tends to educate the public 
to the belief that a regular price on merchan¬ 
dise carries an exceptionally large profit for 
the merchant, and that it is not prudent to buy 
until goods are advertised at a reduction. It 
tends to educate the public to become bargain- 
hunters. 

The effect upon the buyer is to do exactly 
what the public suspects, place a high mark-up 
on his goods that he may advertise them at a 
reduced price and still make a reasonable profit. 
The shopper learns to look and wait for a re¬ 
duced price before purchasing and even then 
questions whether or not she is getting a real 
bargain. 

The whole tendency of the extreme use of 
comparatives is, we believe, to destroy confi¬ 
dence in advertising and in the merchant’s mak¬ 
ing extravagant use of comparatives, thereby 
making it necessary for such merchant to spend 
ever increasing sums for advertising. In the 
meantime his department heads are tempted to 
make ever increasing claims of reductions to 
stimulate the jaded public appetite for bar¬ 
gains. 

The $200 article advertised on sale at $75 
may have actually sold at the higher price at 
the beginning of the season. The merchant is 
probably taking a considerable loss at the 
lower price, but it is hard to make the public 
believe that he is selling goods at an actual 
loss. We know it is often done and that it is 
good merchandising to close out broken and 
unseasonable lines, but the general public does 
not. The women who paid the higher price 
earlier in the season believe the merchant profi¬ 
teered ; and the merchcant suffers through loss 
of confidence and prestige. 
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SALES WINDOWS COST HIGHEST RENT 

Tour Fault if You Don’t Bring Commensurate Results 

Display windows poorly trimmed or “put 
in” go-as-you-please manner without the proper 
“punch” to them, are like checks without sig¬ 
natures—worthless. 

If you trim your windows “any old way” 
simply because you want something in the space 
or trim them with merchandise that you have 
found slow sellers and unattractive—is penny 
wise and pound foolish. 

You would not do this in your newspaper 
advertising—no, indeed, you watch that very 
closely because it is costing you money. 

Unattractive Windows Drive Away Business 

It is a proven fact that you will lose more 
business by unattractive windows, both present 
and future, than in any other way. 

The prudent hardware merchant knows 
what his windows are worth to him, he trims 
them to the best of his ability and in exchange 
for these attractive window displays his busi¬ 
ness shows added energy. 

Don’t let your competitor grow fat in purse 
while your cash register is idle. Get your share 
of the business in your town—have the edge on 
all rival merchants by having window displays 
that are bound to appeal. 

Windows Should Stop “Passers-by” 

The wide-awake merchant whose display 
windows fairly reaches out and stops pedes¬ 
trians is the merchant who gets the business. 

The trade of your town doesn’t complain 
about the unattractive appearance of a window 
—it quietly passes on to a place where an at¬ 
tractive display stops them. 

A customer is not always made by an at¬ 
tractive display—but if he is induced to enter 
your store and your merchandise is good, your 
service satisfactory and prices fair, this window 
display has performed its duty true to form. 

This is the experience of successful mer¬ 
chants who know. 


The more I see of rich men and the closer 
my insight into the workings of their minds and 
hearts, the more strongly convinced do I become 
that great wealth is no passport to happiness 
nor proof of true success.—B. C. Forbes. 


Sooner or later the profiteers and labor 
slackers will get their just reward. 


NATURAL MODESTY 

“All right back there?” called the conduc¬ 
tor from the front of the car. 

“Hold on,” cried a feminine voice. “Wait 
until I get my clothes on.” 

The entire carful turned and craned their 
necks expectantly. A girl got on with a basket 
of laundry. ' 
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STILL PUTTING IT OVER ON THE BUYER 

(Copyright by Elton J. Buckley) 

Additional cases have come to me which 
justify the assertion that there is a rather wide¬ 
spread effort being made, in all lines of business 
where future orders are taken, to put things 
over on the buyer. By no means all sellers of 
future orders are implicated in this. No doubt 
the majority are honest enough to fill their 
future orders, no matter how much more they 
could get for the goods on spot, but enough 
sellers are doing it to warrant me in again 
issuing a warning to buyers. The scheme takes 
the form of excuses of one kind or another, to 
postpone filling or avoid filling altogether, 
future orders for goods which can be sold for 
more money on today’s market. 

One case comes to me from a Wisconsin 
retailer who placed a future order for oil stoves. 
Here is his letter: 

We bought a quantity of oil stoves from the “- 99 

Vapor Stove Co., half to be sent at once and the balance 
June 1, 1920. By buying ten stoves we got 30 and 5 off 
list, while if we had only bought five we could have 
merely gotten 30 per cent. 

We are inclosing copy of order as given us by their 
agent, also correspondence we have had later. We claim 
that they accepted the full order at prices named in 
order because they sent the first part of it at 30 and 5, 
and that we can therefore hold them to their contract. 
Are we right and how should we proceed further in 
the matter! 

We have sold nearly all of the stoves on their first 
shipment and have more promised at the old price to 
our customers out of the lot we expect to get June 1st, 
which would put us in bad to ask customers the big 
advance. 

We did not at any time get any notice of price • 
reservation clause they claim in their letter of 
February 13th. 

You will notice the copy of June 1st order reads 
Not subject to cancellation . 99 

They sent first shipment on and we paid them and 
they did not mention anything about the future order. 

S. BROS. 

In this case the order for ten stoves was 
placed December 20, 1919, five for shipment 
February 1st and the balance June 1, 1920. 

The June order is marked “Not subject to 
cancellation,” which, of course, applies to the 
seller just as to the buyer. 

The first half of the order was shipped 
February 1st at the contract price, but around 
February 14th the seller sent the buyer a letter 
in which he said: “For the first time in twenty- 
five years it becomes necessary for us to take 
advantage of the price reservation clause in our 
booked orders.” There was some talk about 
advanced prices for materials, and this: “All 
orders in our files calling for shipment March 
1st or earlier will be filled at the old prices. 
You have an order in our files for shipment 
later than March 1st. • • • The prompt 

return of the inclosed card will mean that your 
order will be given shipping preference and we 
shall endeavor to protect you against further 
price advances in so far as it is possible to do 
so. * * * For our own protection we must 

say that prices are subject to change without 
notice.” 


Accompanying this was a printed card read¬ 
ing in part, “All orders for future delivery are 
subject to prices in effect at the time of ship¬ 
ment.” Also a postal card to be mailed back 
to the seller containing these words: “We 
(meaning the buyer) understand that your new 
list prices effective February 14th are to apply 
on these orders.” The prices of February 14th 
were about 10 per cent higher than the con¬ 
tract price. 

There was nothing on the order blanks in 
this case giving the seller any right to change 
the price, or to make the price conform with 
the market price on the day of shipment. No¬ 
where in the transaction was there any “price 
reservation” or any qualification whatever of 
the order. The seller is therefore making a 
deliberate effort to put something over on the 
buyer. In an attempt to justify himself, he 
writes the buyer several letters, but none of 
them even touches the point. All merely dis¬ 
cuss the advance in materials, but make no 
argument whatever why the contract should 
not be carried out. 

In this case, as in most of them, the buyer’s 
course is clear. He should notify the seller at 
once that he refuses to pay any advance, that 
he demands delivery, and that if he doesn’t get 
it at the proper time he will buy similar mer¬ 
chandise in the open market and sue for the 
difference in price. If the seller is properly 
advised he will deliver. 

The other case comes to me also from the 
far West, and is from a furniture dealer, who 
writes as follows: 

Have just enjoyed reading your article and am 
today sending the clipping of it to the Acme Furniture 
Co., whose letter I am inclosing to you. We have not 
confirmed the new price on the buffet in question. 
Would rather go without it than jay the price. No 
doubt the delay in filling the order waB caused by the 
filling of other orders for same goods at an advanced 
price. 

When prices begin to decline, as they will do some 
day, am thinking the letailer will have a chance to 
“get even” by cancelling orders, but will factories 
stand for it, we wonder! 

GRAPP FURNITURE AND U. CO. 

The letter inclosed indicated that the Acme 
Furniture Co. accepted an order for a buffet 
at $31.75, but did not deliver. Finally, when 
pressed to, it wrote as follows: 

The prevailing prices on pieces which we now have 
in stock, ready for shipment in a few days, are as 
follows: 

No. 675 G. O. Wax Buffet—$66 

We are being pressed very hard for shipments and 
our stock of the above pieces is very limited. Will 
therefore ask that we be favored with your confirma¬ 
tion of the above price by return mail. 

In this case the price now asked is more than 
double the order price. Well, my advice to this 
correspondent is the same as to the other—if 
he has a clear contract for the delivery of this 
buffet at $31.75 he can demand delivery of it 
at that price, and if he doesn’t get it, he can go 
out and buy a similar one and collect the dif¬ 
ference from the Acme Furniture Co. 
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WHEN YOU WRITE A BUSINESS LETTER 

First, have clearly in your mind the exact 
message which you wish to deliver through your 
letter. 

Second, avoid being ambiguous or hazy in 
your statements. Keep in mind the thought that 
you positively must make what you are saying 
crystal clear to the person whom you are ad¬ 
dressing. 

Third, avoid long letters. They give the 
business man a chill just to look at them. 

Fourth, avoid big words or unfamiliar words 
or terms. 

Fifth, cultivate the art of saying much in a 
few sentences. 

Sixth, use one idea only to a paragraph, 
and make the paragraphing short. 

Seventh, all paragraphing ideas should be 
contributory to the main letter idea—a mere 
development of the main message. 

Eighth, talk straight to the person to whom 
you are writing, just as though you w r ere ad¬ 
dressing him. 

Ninth, come to the point of your letter at 
once in the very opening. Don’t waste the time 
of the other person or your own. 

Tenth, make the tone of your letter friendly, 
without being fresh or forward. Hold fast, to 
give the message which you set out to deliver, 
so that your reader’s attention will not wander. 

Eleventh, never misrepresent or mislead in 
any way. 

Twelfth, if you would sell goods or service 
through the good offices of your letter, show 
“just where” and “how,” the other party will 
be benefited. It is his own interest he is look¬ 
ing for, not for yours. 

Thirteenth, draw a mental picture through 
the magic of words, of just what you want your 
prospect to do, and make strong, cheerful sug¬ 
gestion that he do it. 

Fourteenth, be brief, tactful, and when you 
have come to the end, stop. 


The man who can’t make his mind up is not 
likely to make much else. 


In the end we usually get just about what 
we deserve. Sometimes we get it where we 
deserve it—in the neck. 


THE FINGER TEST 

An Irishwoman of County Clare was blessed 
with twins, two dear little boys, so exactly alike 
that visitors could not tell the difference be¬ 
tween them. But the mother knew—ah! those 
mothers, what a lot they know! 

“One of them,” she said, “has a little way 
of his own of biting, so when I want to be sure 
which is which I put my finger in Mike’s mouth, 
and if he bites I know he’s Patrick. I can al¬ 
ways tell.” 


“RE-BUILD YOUR FACE” 

The fellow who sits around all day, and 
wonders why business don’t come his way, is al¬ 
ways the bird that crabs the most, and wears a 
face like a belated ghost. If it don’t rain enough 
he throws up his hands and lets his business 
blow with the sands. If it rains too much he says 
he’s done and tells all the drummers, “Why, 
business—there’s none.” When winter comes 
and the snow starts to fly, you’d think this bird 
about to die, for he tells his friends that it 
came too soon, and swept off his business like 
a new broom. All season long he sits ’round the 
stove, cussing conditions and planning to rove. 
Then along comes spring weather and a lot of 
good days, but to him there’s no business, be¬ 
cause he always, looks at the past and just 
knows this good weather ain’t goin’ to last. 
Are you like the bird who never sees light and 
thinks that hard luck is his day and night? 
Why cuss the weather and luck and such, when 
it’s so much nicer to throw in the clutch and 
pull up the hill with a smile on your face, 
knowing that you are setting a pace, for the 
down trodden fellow who worries and frets 
because the Almighty always sets a time for 
each rain, each wind and each snow, regardless 
of business, for we all know, there’s a reason 
for droughts and too much rain. Why not set 
the sails for the strain? If this world don’t 
suit, there’s surely another world made for such 
crabs as our sullen brother. Up on your toes, 
hold your head high; don’t meet your trade 
with a pitiful sigh. Business is run on the 
American Plan, it’s there for you, so get all 
you can. Don’t cry about failures, no money, 
and such, just plant a big smile where it shows 
all the time, and you and your business will 
sure head the line. 

—H. G. Gill, with Coleman Lamp Co., Dallas. 


MEN AND DOGS 
A friend may smile and bid you hail, 
Yet wish you with the devil ; 

But when a good dog wags its tail, 
You know he’s on the level. 


SCHWAB ON GREATNESS 

“When I hear myself being praised, I tell 
this story to bring me to a realization of what 
every true man ought to feel,” says Charles M. 
Schwab. 

“I was going home from the mills at Home¬ 
stead about thirty years ago. I was manager 
there, and a manager in a steel town is a pretty 
big fellow. Being young, I was puffed up. I 
was seated in my buggy with my negro servant, 
Bob, preparing to go home, when a working¬ 
man’s wife and little girl came by. 

“ ‘Look, dear,’ I heard the woman say to the 
child. ‘That is Mr. Schwab.’ 

“The child looked quickly and asked: 

“ ‘Which one?’” 
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A NEW WORD AND A NEW IDEA 
ADDED TO BUSINESS 

(By Bruce Barton) 

A great word has been added to the vocabu¬ 
lary of business in recent years. It is being 
overworked, as all new words are. We shall 
doubtless become very tired of it, as we have 
become tired of “psychology,” “efficiency,” 
“merchandising” and other overworked words. 
But the idea that the word represents has come 
to stay. 

The word itself is Service. 

I was in the office of the general manager of 
a great corporation recently. The business he 
manages has departments in almost every large 
city. It is a business that has unquestionably 
been of enormous benefit to the people of Amer¬ 
ica, and has — incidentally — made millions for 
its founder. 

The general manager read me a letter from 
the “Old Man.” I obtained permission to copy 
four paragraphs. 

A Millionaire's Creed 

Here they are. What do you think of them 
as the confession of faith of a millionaire ? 

“I can honestly say that I have never 
worked at the business for profit as the main 
motive. 

“My profits have been incidental, though 
absolutely necessary. 

“I have always conducted my business 
solely for the purpose of what I considered 
‘public service.’ 

“Had I conducted my business for the pur¬ 
pose of making profit, I might have made as 
much money as I have made, although I doubt 
it. I am sure that I would not have made any 
more. I am pretty sure that I would not have 
made a quarter as much.” 

A Hotel Man's Basic Boles 

I know a man who has grown rich by build¬ 
ing and operating great hotels. 

I slept in one of his hotels the other night, 
and in the morning I dropped into my pocket a 
copy of his book of instructions to his em¬ 
ployes. Here are some quotations from that 
book: 

“ A hotel has just one thing to sell. 

“That one thing is service. 

“The hotel that sells poor service is a poor 
hotel. 

“The hotel that sells good service is a good 
hotel. 

“It is the object of this hotel to sell its 
guests the very best service in the world. 

“The service of a hotel is not a thing sup¬ 
plied by any single individual. It is not special 
attention to any one guest. 

“Hotel service means the limit of courteous, 
efficient attention from each particular em¬ 
ploye to each particular guest. 

“This is the kind of service the guest pays 
for when he pays his bill—whether it is for $2 


or $20 a day. It is the kind of service he is 
entitled to, and he need not and should not 
pay any more.” 

Dreams of Service Which Have Oome True 

It is interesting to note how, in the course 
of time, the practical men of the world finally 
come around to the point of view of the world’s 
dreamers. 

Napoleon, the practical man, refused to see 
the dreamer Fulton, with his absurd claim that 
he could make a boat run against tide and wind. 

But today all practical men pay tacit tribute 
to that dreamer. 

For two thousand years practical men have 
looked with a sort of tolerance on the teachings 
of a certain Carpenter of Nazareth. What He 
said was very good, of course, but utterly im¬ 
practical. 

Yet the service idea, which is the big new 
idea in modern business, was first discovered by 
that Carpenter: 

“Whosoever will be great among you, let 
him be your minister; and whosoever will be 
chief among you, let him be your servant.” 

It is the one solid, practical rule for building 
a business or a business career. 

If you want to know how far you will go in 
business, take account of stock; find out how 
much service you are equipped to perform. 

If you want to figure what you are likely to 
get, first figure what you have to give. 


TAXES OF THE TIMES 

An American moving picture company of¬ 
fered George Bernard Shaw one million dollars 
for the right to produce his plays on the movie 
screen. 

It seemed like a handsome offer. After 
thinking it over Mr. Shaw refused it. Asked 
why, he said, “I can’t afford it” This was 
thought to be one of his subtle jokes. But Shaw 
explained that he was perfectly serious. “I 
can’t afford it,” he repeated. “I should be 
$17,000 out of pocket.” 

He found that the U. S. Federal income tax 
on that million dollars, plus the State of New 
York’s income tax on the same sum, plus the 
British income tax, would amount to about 
$1,017,000, leaving the author literally $17,000 
“out of pocket” besides having parted with his 
plays for nothing. 


MISPLACED THE “T” 

“We wish to apologize to Mrs. Claire 
Mead,” writes an editor. “In our paper last 
week we gave an account of Mrs. Mead’s tea at 
her house, and, of course, as French is quite the 
thing nowadays, we spoke of it as a ‘fete.’ Un¬ 
fortunately, the compositor, whose knowledge 
of French is both general and specific, set and 
printed the line as “Mrs. Claire Mead’s Big 
Feet.” 
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Toys in Hardware Stores 


Makes Opportunities for New Trade Every Day 
in the Tear 


M ANY a child has thought of Santa Claus as the 
embodiment of all that is good, true and beauti¬ 
ful—Santa Claus is not only the patron saint of 
children, but many a full grown man, in his private 
life, his personal affairs, he too can embody the gener¬ 
ous, hearty, jovial, free and loving spirit of Santa 
Claus, the idol of the Christmas season. 

As the prevailing patron saint of Christmas and 
that of the gifts that come at this time, Santa Claus 
represents the spirit of the season. To the children, 
however, Santa Claus is the donor of toys. 

K. M. Hayden, western representative of the H. C. 
White Co., is the distributor of the Kiddie Kars 
throughout the West, although Mr. Hayden’s dealings 
are with hardware jobbers and with toy jobbers, rail¬ 
road companies in securing shipments, yet neverthe¬ 
less his spirit has not yet been dampened by too many 
recurrences of the Christmas season. Toys should be 
distributed by one that enters into the spirit of the 
gpods and the spirit of the season. 

This year thousands of Kiddie Kars will be shipped 
west, to gladden many a child’s heart, and Mr. Hayden 
may feel with pride that he has been instrumental in 
distributing them, although he cannot deliver them 
in the midst of tinkling bells and falling snowflakes. 

Mr. Hayden was formerly a New Englander, having 
founded his business career in Boston, in the stationery 
business. For many years he was connected with the 
harness hardware trade as a manufacturers’ representa¬ 
tive, this affording him a larger field to work in. 

At the present time he is interested in Kiddie Kars, 
although he handles a side line of collapsible tools, 
which ne sells to the trade and to manufacturers. 

Toys for the Christman Season 

This is the time when foresighted, progressive mer¬ 
chants in the hardware line are featuring especially 
their toy stock. This article by Mr. Hayden, repre¬ 
sentative for the H. C. White Company, suggested the 
advisability of the possibilities of carrying toys in 
their stock, not only at Christmas time, but all the 
year around. 

However, for the merchant that has not tried toys 
before, Christmas is the time to introduce them. For 
the sales are not only in toys, but in other lines to 
customers who come in for toys. 

Every month we hear of new merchants who have 
taken up the sale of toys, and they rejoice in their 
decision. We cannot emphasize the possibilities in this 
line too strongly and we can recommend Mr. Hayden’s 
articles to every merchant for careful reading and 
studying. 

How many hardware merchants are satisfied with 
the amount of business they are doingt Not many. 
A satisfied dealer is not progressive, but the spirit of 
progress and enterprise creates a hunger after more 
business, resulting in expansion and improvement and 
naturally adding new lines of such goods that fit well 
among the already established building material and 
household goods. 

Take for example the old fashioned drug store, of 
which we find one here and there, carrying simply 
drugs and medicines, with a little soap, cough drops, 
combs and brushes, doing a business that scarcely allows 
the owner enough profit to pay his expenses and the 
barest kind of a living, and compare such places with 
the progressive drug store of today, some of the more 
enterprising approaching the proportions of a depart¬ 
ment store. 

Toys are ignored by many hardware merchants, 
more through ignorance of the great demand and vol¬ 


ume of business to be done, but those who have given 
the subject the thought necessary to grasp the situation, 
and have acted wisely in selecting enough merchandise 
in toys and wheel goods to give the matter a proper 
showing, have been more than surprised at the possi¬ 
bilities. 

There are the various lines of steel and wooden con¬ 
struction materials for boys, produced by many fac¬ 
tories and shipped out to the jobbers in carload quan¬ 
tities. These are wonderful toys for fascinating, amus¬ 
ing and developing the boys’ minds, teaching them to 
create a thousand and one things useful and instructive. 
Blocks and games that teach the letters, geography, 
travel and mathematics. 

Wheel goods in wagons, coasters, Kiddie Kars and 
skooters are found in infinite variety for all ages, and 
the volume of business that is done in these things 
on wheels is simply astonishing. Why, in one little 
three-wheel affair for kiddies there are many large 
department stores in the United States that purchase 
them in carloads. 

Why should the hardware dealer overlook such oppor¬ 
tunities to enlarge his business and add to his bank 
account f With a good display of these staple play¬ 
things, he will find new faces coming into the. store 
every day, who otherwise pass by year in and year out 
without ever darkening the doors. Every family in the 
community is a purchaser of these items, and don’t 
forget that they buy other articles as well once they 
find the way across the threshold. There is a good 
volume of trade in toys all the year round, but as 
every hardware merchant knows, the month of Decem¬ 
ber is a dull month in his staple lines, and here is the 
opportunity to make a fine and profitable cleanup in 
that month. 

I know of one hardware store in Seattle that started 
this proposition of carrying toys years ago, and their 
business in playthings runs far above the $100,000 mark 
per year, all because they were not satisfied with con¬ 
fining themselves to a few limited lines, but were 
hungry for more and went right after it. 


After an extensive eastern trip, on which he visited 
all the eastern cities in Canada and the United States, 
W. N. Luby, prominent hardware man of Wapato, 
Washington, reports that he finds merchants every¬ 
where optimistic, looking for an active business year. 


The United Implement & Hardware Company has 
been incorporated at Dinuba, California, with a capital 
stock of $50,000. The incorporators are W. F. Day, 
D. C. Amsden and J. R. Clotfelter. 


The Wendt-Dehler Hardware Co., Spencer, South 
Dakota, is erecting a new building to hold its con¬ 
stantly growing stock. 

When a customer seems extra grouchy, even 
up the party by being extra kindly yourself. 
Patience and good nature is a tremendous asset 
in salesmanship. 

The true measure of a man’s success is the 
service which he renders, not the pay he exacts 
for it. The true measure of a man’s ability is 
the power to help others and contribute to their 
advancement. 

—President Hadley of Yale University. 
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OSGOOD MURDOCK WEDDED 

It is not often given to us to write of the happy 
culmination of a romance in connection with a member 
of the Hardware World staff. 

While it is a violition of an unwritten, yet never¬ 
theless a well understood, rule of journalism, which in 
this present day of personal exploitation is manifested 
more often in the breach, than in the observance of it. 
yet we shall for this once trespass upon the policy of 
our editors, and in view of the occasion introduce to 
our thousands of readers Osgood Murdock, one of our 
valued associates and co-workers. 

The wedding of Mr. Murdock and Miss Doris Mc- 
Loughlin occurred the fore part of October. Since Mr. 
Murdock is at present on nis honeymoon, we do not 
have the opportunity of obtaining a snapshot of him 
or furnishing our readers with a photograph other than 
that taken when he was lieutenant in the artillery 
during the war. 

It needs no stretch of the imagination, judging by 
this photo, taken while under stern military duties, to 
reveal the fact that even then his countenance would 
indicate such an object was in contemplation. In fact 
the romance dates back to school and college days, when 
they were in attendance at the same institution of 
learning. 

Completing his university course he volunteered 
for service and upon his discharge became identified 
with the Hardware World as associate editor, in 
which capacity he has been for almost two years. 

We have always counted ourselves fortunate to 
have as associates men and women of splendid ideals 
and character who believe in the sanctity of the home. 
In recent years we have seen both by precept and exam¬ 
ple, among public men, a spirit that apparently gives 
too little consideration for affection or true regard for 
the wedded life, and it must depend upon the youth of 
America who have had the proper environment and 
home training to uphold those fine ideals and standards, 
without which any people will become decadent. 

The home has well been said to be the safeguard 
and bulwark of America, and associated with the 
Hardware World are those that truly typify what 
America is and must remain. 

That Mr. and Mrs. Murdock will* establish such a 
home, that it will become the expression of that ideal 
that represents the finest and truest of American life, 
is taken for granted by everyone who knows them. 

We know our large family of readers will unite in 
every good wish for this happy and deserving young 
couple. 


BEWARE OP INDOLENCE 

Just as 4 4 familiarity breeds con tempt 11 so 
does success tend to breed indolence. Business 
which has been painfully built up to a position 
of importance will not necessarily continue to 
be successful, particularly at this time in the 
world's affairs, when conditions are changing 
from day to day. 

Currents and cross currents are affecting 
trade. What we build today may be out of 
date tomorrow. It behooves the merchant there¬ 
fore to look to his business just as closely as 
ever, for although the physical war has ended, 
the commercial war has begun and the battle¬ 
field of trade requires just as much presence of 
mind and resource as did that in Prance. 

Those who realize this fact and make them¬ 
selves valuable additions to the force will profit 
by their foresightedness. It takes mental ef¬ 
fort to understand the trend of affairs and far¬ 
sightedness to keep in the van, but that mer¬ 
chant is indeed fortunate who numbers on his 
staff dependable, steady workers who do not 
consider it too much of an imposition to ask 
them to use their heads as well as their hands. 

Because business has come to the store un¬ 
solicited when conditions were different and 
in fact has been turned away because of lack 
of stock, does not mean that the entire force 
can now sit down and fold their hands, waiting 
for trade which must come back. 

While the war forced some to the wall, it 
led others to success with very little effort on 
their own part and it is these in particular who 
are liable to have the idea that success is their 
natural birthright and they need not make any 
effort to hold it. 

Get rid of that idea. The most prominent 
men of the day are constantly striving to retain 
what they have gained and to progress a little 
further. One must either go forward or back. 
There is no standing still and the indolent 
44 drone'' is superfluous. 


Enthusiasm overcomes despondency and 
generates hope, self-confidence and courage. 
Enthusiasm stirs up your liver and puts it to 
work, thereby helping it carry on its vital func¬ 
tion of cleansing your blood. 


It’s all right to aspire to control others, but 
have you begun with Number One? 


The most valuable 4 ‘system'' is a good 
nervous system. 


PROOF OP IT 

He—“I don't think I'd like to marry any 
girl unless I knew she was self-sacrificing." 

She—“But wouldn't marrying you prove 
that she was?" 
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Make Him 
Your 

Ad Man 



Here’s your opportunity to put the livest retail 

advertising manager in America at work in the interests of your 
store. His year’s advertising campaign is already mitten, his plans are fully made, 
he’s ready to get on the job any time ! 


Who is he? Frank 

Farrington —retailer, adver- 
tising expert, convincing writer of 
sales copy. He’s condensed his 
whole campaign complete in a series 
of 50 remarkable letters that are all 
ready for you to use. Every one 
of them is full of human interest 
and live, interesting sales points 
about the leading lines you carry. 

Frank Farrington’s 

service and advice as you get 


it in this set of letters is easily 
worth $500 to any live retail store. 
We have conservatively put the 
price at $100.00—$2.00 a letter— 
but these letters are not Jar sale . 

The complete set with 
a preface of sales hints, contest 
ideas, and suggestions on compiling 
and keeping mailing lists was written 
by Farrington at our request to 
make direct mail advertising easier 
and more valuable for the Multi- 


graph user. The letters are given 
FREE with each Multigraph retail 
equipment. 

If you want to get rid 
of “shelf loafers”—if you 
want your stock to turn over at 
dizzy speeds—if you want to see 
your store grow to the size it ought 
to be— you'll want details about the 
MuUigraph and the 50 Farrington 
letters. The coupon will bring them 
in a hurry—if you mail it that way. 


THE AMERICAN MULTIGRAPH SALES CO., 
1013 East 40th Street, Corner Kelley Avenue 
Cleveland, Ohio 



Multigraph Senior {SS??SflR 

Farrington letters, f or printing labels, f oldere, booklets, 
stationery, and the like, and for imprinting manu¬ 
facturers'literature. An efficient, compact, reliable 
duplicating device. It does form typewriting and 
office printing and produces high quality work, ad¬ 
equate for the average business. 

Flexo-Typesetter SfitSTaS 

printers' ink. Any bright employee can learn to use 
it, and with a little practice can do the job of type¬ 
setting swiftly and surprisingly well. The device is 
light, compact and strong. It not only simplifies the 
setting of the type, but provides for keeping the type 
in such a way that it is always ready when wanted. 


The American Multigraph Sales Co., 

1013 East 40th Street, Cleveland, Ohio. 


Gentlemen: 

Please tell me how I can build busi¬ 
ness with the 50 Farrington letters and 
the Multigraph. 

Name..... 


Street 

Town. 


State.- 

Hdwe. Wld.— Not. 
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Let Your Goods Do Some of the Selling 


A man was buying a flashlamp in 
an electric shop. Behind the counter 
the salesman found out which kind the 
customer wanted, and as he turned to 
wrap it up he carelessly dropped a small 
round object on the plate-glass counter 
top. The customer picked it up curiously. 

4 'What's this for?” he wanted to know. 

"Oh, that?” said the clerk. "Why, that's 
a radium thingumbob to show you where your 
pull-chain is at night. You just hang it on the 
chain and the radium glows in the dark.” 

"Guess I need one of those,” concluded the 
customer. And the little ball had sold itself. 

1 ‘Let the Customer Handle th~ Goods’ ’ 

"Let the customer handle the goods,” seems 
to be the motto that works wear and tear on the 
cash register bell. When a man picks up an 
object his ability to think of it as a some-time 
possession of his own becomes keen. He has, 
whether he knows it or not, a partly formed 
mental picture of himself owning the thing he 
is handling. That's why goods will help sell 
themselves. 

When asked for his secret, a very successful 
automobile salesman showed his belief in the 
same principle. 

"I get a customer out on a nice road and 
then let him slide in behind the wheel,” he 
explained. "Then he has the goods in his 
hand and I can get him thinking how it will 
feel to own it.” 

So leave a few articles out on your counter 
and give them a chance to do a little selling on 
their own hook. The seconds a customer waits 
for the salesman to come to him can be made 
valuable. 

In towns where there is an interurban trolley 
line it is a good scheme to frame the time-table 
and hang it up in the central part of the shop, 
a few self-sellers may be grouped around it, so 
that our friend the customer cannot miss them. 

Another scheme along this line is a Women's 
Club bulletin board, on which all the women's 
activities for the city are listed a week in ad¬ 
vance. And of course the board is hung over 
a table of the very latest and most attractive 
of domestic electrical friends. 

Women like to find out how things work. 
It has been considered funny to throw oral and 
literary rocks at their lack of mechanical knowl¬ 
edge for so long, that they react surprisingly 
to the opposite attitude. Assume that they do 
know about the usual electrical things for the 
home. 

And then when you get an electric iron with 
a kippy little grip-switch that snaps the juice 
on and off in a newer and easier way, put a 
sample of it out on your self-sale table. 


Put a sign over it like this«c 
JUST TRY IT! 

This is the new grip-switch iron you’ve heard 
about. Just try it for yourself and see how natural 
it feels. 

There's a dealer in Ohio who keeps a "Try- 
It” table with a new appliance to try each 
week; and there is usually an interested group 
of try-ers around! People have formed the 
habit of stopping in to see what is new in that 
store each week. The manager ties it in with 
his newspaper advertising so that it is subtly 
insinuated that one really can't be considered 
up-to-date if one doesn't drop in the Electric 
Shop at least once a week to see what's new 
in the line of appliance kinks. 

AN UNPLEASANT STATE OP AFFAIRS 

Unpleasant my lot and heart-breaking my lot; 

I’m under a terrible strain; 

For the weather is cold when I think 'twill be 
hot, 

And it's dry when I think it will rain. 

When I think it will rain, it is horribly dry: 

Now where is the mental defect 
Which makes me like that? I would like to 
know why 

Things never do what I expect! 

How often I notice with envious eyes 
The sudden ascent of a stock, 

And, thinking it's sure to continue to rise, 

Invest with all speed in a block; 

Whereat the said stock tumbles down with a 
crash, 

My hopes and my profits are wrecked, 

And I am divested of most of my cash— 

Things never do what I expect! 

When, once in a while, a stock that I own 
Reluctantly starts to ascend, 

I constantly fear lest it drop like a stone 
And give me no profits to spend; 

And so I sell out when it's up three or four, 

But ere I have time to collect, 

I see it go leaping up twenty points more! 

Things never do what I expect! 

You'd think, when my judgment advises a ! 
move, 

That I'd move in the opposite way? 

I've tried it, my friends; but such facts only 
prove 

That I always move wrong, as I say. 

I'm not even right when I think that I'm 
wrong; 

All thoughts I am moved to reject; 

For though I may figure for ever so long, 

Things never do what I expect! 

—Kenneth Roberts in Judge. 
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” 4 , 000,000 ^ 

Additional Sales Makers 
Working for YOU! 

TTNHESE two full 


advertisements, appearing in the Saturday 
I Evening Post of November 6th and December 4th, bring the total 
number of selling impressions on the Benjamin No. 92 Two-Way 
Plug up to One Hundred and Forty One Millions for 1920 alone. 
Think of it! 

These two full pages in the Post and the four color page in Butterick 
Fashion Quarterly will register in two months 5,000,000 selling messages 
additional to the 136,000,000 originally planned for this year, about 
which you have already been told. 

These messages go everywhere . Dealers everywhere are cashing in on 
these sales makers. This is the kind of selling co-operation that dealers 
appreciate. Dealers are giving co-operation which tve appreciate. The 
Benjamin No. 92 Two-Way Plug is going stronger every day. It is |a 
source of profit you cannot afford to overlook. 

Get ready! Display the Benjamin Two-Way Plug prominently. We tell 
them why “Every Wired Home Needs Three or More.** You sell them 
three for $3.50 in the handy three-in-one carton, or 51.25 each. Your 
efforts are worth while, and the Benjamin No. 92, the Original Two- 
Way Plug, brings consumer satisfaction. Order your supply from your 
jobber now—today! 

Write the Advertising Department , 806 JV . Washington BlvdChicago 

BENJAMIN ELECTRIC MFG. CO. 

Factories: Chicago and Desplaines, Ill. 

Sales and Distribution Offices s 

New York Chicago San Francisco Toronto, Canada London, England 


The following are divisions of Beniamin products on which we will he glad to send Information t 
Industrial Lighting Division. Electrical Division (including Benjamin Two-Way Plug). 
Pressed Steel Products Division. Enameled Products Division, fttarrett Panel Board Division 


Makers of Things More Useful 
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WOMEN FRIENDS THROUGH ELECTRICAL 
GOODS 

If you want to befriend the women of your 
community, show her how she can save time, 
save labor, and make her home more comforta¬ 
ble and convenient with electrical appliances. 

Show her that it is not necessary to spend 
three hours a day washing dishes when she 
has an electric dish washing machine. Show 
her that she can finish her Monday's washing 
by 9 o’clock with an electric washer. Empha¬ 
size the beautiful effects, the soft light and the 
clean, sanitary fixtures which modern electric 
lighting provides. 

Percolators and toasters cannot be neglected, 
for they embellish and make easy the breakfast, 
luncheon and tea. An electrical chafing dish 
comes at the other end of the day, and is con¬ 
venient for the after-the-theatre or evening 
social supper. 

Of course the electric iron goes without say¬ 
ing, for nearly every home has this convenience. 
Other home appliances that have found favor 
and a ready market with hardware and electri¬ 
cal dealers are electric power sewing machines, 
electric vibrators and even electric phono¬ 
graphs. 

We realize that even though electrical con¬ 
tracting and the installing of electrical wiring 
is strictly a man’s profession, the buying of 
the appliances is the part of the woman. It 
is to the women buyers that the successful 
merchant must make his appeal in selling elec¬ 
trical appliances. 

THE SHIRKER 

He toils with one eye on the clock 
And notes the minutes swiftly fleeting, 

And so he always leads the flock 
That throngs the door at quitting. 

He hates the starting whistle’s chime 
That sounds of work and calls him to it, 
And never labors over time 
Unless he knows he’s paid to do it 

Square dealing as a working plan 
Is so old-fashioned he would spurn it: 

His motto reads, “Get all you can 
But give the least you must to earn it.” 

If he should chance to find a leak 
With profits daily wasting thru it, 

He probably would scorn to speak 
Because he isn’t paid to do it. 

He loafs along from day to day, 

Contented with his low position, 

Since drawing his meager pay 
Is quite the height of his ambition. 

The thing that might be called his brain 
Has gone to seed, if he but knew it, 

For he avoids all mental strain 
Because he isn’t paid to do it. 


ELECTRIC GOODS FIT IN HARDWARE 
STOCK 

(By G. E. Garland, Townley Metal & Hardware Co., 
Kansas City) 

One of the principal reasons why hardware 
stores should carry electrical appliances and 
squipment, in my mind, is the fact that the hard¬ 
ware line is more or less a mechanical propo¬ 
sition and for merchandise of this kind the 
people rather look to the hardware merchant 
as the source of supply for merchandise of this 
kind. 

Electrical household specialties, fans and 
small motors, and various items that go to the 
farm that are electrically driven, are being 
taken on by the wholesale hardware jobbers 
and sold to the retail hardware dealers for dis¬ 
tribution in their community. We find that we 
are gradually adding item by item until no 
doubt will have an electrical department, and 
this in a short time. 

The hardware jobbers’ methods of distribu¬ 
tion affords opportunity to hardware dealers 
and general store dealers to push whatever they 
want in the various lines the hardware jobber 1 
handles. It is not hard to make up a shipment, 
as if each line were a specialty in itself. A great 
many items that are now carried by the retail 
dealer throughout the country would not be 
bought if they were only presented to him occa¬ 
sionally. We see it as one of the coming lines 
in the hardware jobbers’ stock. 


“CUSTOMER FIRST” 

A very successful small-town store has the 
following rule in successful operation: 

“Customer First.” No matter what a clerk 
may be doing, other than waiting upon another 
customer, he must drop whatever else he is 
doing and wait upon the customer. 

You might say that all stores have that 
unwritten rule—but do theyf Or is it carried 
outf 

It’s needless to add that customers like that 
“Customer First” service. 


COURAGE 

Courage! What if the snows are deep, 

And what if the hills are long and steep, 

And the days are short and the nights are long, 
And the good are weak and the bad are strong. 
Courage! The snow is a field of play, 

And the longest hill has a well-worn way. 
There are songs that shorten the longest night, 
There’s a day when wrong shall be ruled by 
right. 

So courage! Courage! ’Tis never so far 
From a plodded path to a shining star. 


Enthusiasm is the spark which touches off 
that dormant power which is housed in your 
brain and puts it into action. 
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More Heat ? Yes! 
More Sales? Sure! 


SIMPLEX SUNBOWL 
ELECTRIC RADIATOR 



Hottest of Them All 

Put one on the counter in your store. Point it towards 
the door and turn on the current. The Sunbowl will 

do the rest. 

Get Your Stock In Early 

Simplex Electric Heating Company 

Cambridge 39, Mass. 


HOLBROOK, MERRILL ft STETSON 

675 North Spring St^ Lot Angeles 
6th and Bluxom* Sts., San Francisco 
Distributors for California, Arisons and Nerada 


M. SELLER & CO. 

Portland, Seattle and Spokane 
Distributors for Oregon and Washington 
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IF YOU ARE A PARTNER, OR CONTEM¬ 
PLATE BECOMING ONE, 

READ THIS 

(Copyright by Elton J. Buckley) 

One of the most curious, and in a sense 
intricate, things known to the law is the relation 
of partnership. Partnership law holds all sorts 
of traps and pitfalls for the unwary, and a very 
large percentage of those who enter into it ap¬ 
pear to be “unwary.’* 

In a former article I have pointed out the 
fact that one of the traps in partnership was 
that the relation of partner, and liability as a 
partner, can be created by actions alone and 
really against the will and intent of the party 
whom the law later says must he held re¬ 
sponsible. 

A case has just been decided which shows 
that the converse of that is also true, and that 
a man who allows another to hold himself out 
as his partner may actually have to give up an 
interest in the firm to that other just because 
he allowed the claim of partnership to be made. 

The case referred .to arose in Pennsylvania 
and is typical of many others which have arisen 
all over the county. Levi M. Paul and George 
Heebner were partners in a retail mercantile 
business under the firm name of Heebner & 
Paul. Paul withdrew, took his capital out, and 
started in business for himself under his own 
name. Later there was some reason to believe 
that he might have to stand good for some of 
the debts of Heebner & Paul, and he conceived 
what he doubtless believed was a very clever 
idea. He organized a “partnership 7 ' with him¬ 
self, his son Howard and his daughter Sarah, 
filing the usual certificate giving himself one- 
fifth interest and Howard and Sarah two-fifths 
each. The fact was, as developed later, that the 
whole thing was a fake, that Levi was and con¬ 
tinued to be the sole owner of the business, and 
that the children were simply put in ‘ 1 to make it 
hard,” so to speak. In fact, it was admitted 
when the thing got into court, that the only 
reason for organizing the partnership at all was 
M for the purpose of protecting the property of 
Levi M. Paul from possible liability for the 
debts of Heebner & Paul.” 

; The “ partners 1 ' had a falling out, and 
Howard, in spite of all the above, demanded his 
interest in the firm, and asked for an account¬ 
ing and dissolution of the partnership. His 
father and sister came forward and defended 
on the ground that Howard had no interest 
in the firm, and that the whole thing was done 
for the purpose I have described above. The 
court turned the thing inside out and found as 
a fact that 

a partnership was not intended in good faith to be 
formed between the parties, and that plaintiff 
(Howard) was aware he was without actual interest in 
the business or its assets, and at no time asserted an 
interest until August, 1917, following a dispute which 
arose between him and his father. 


But in spite of all that, the court said, “you 
must give him his two-fifths, because you joined 
with him in a conspiracy to defraud the cred¬ 
itors of Heebner & Paul, and the law will not 
help you out of the entanglement which you 
created in the course of that fraudulent pur¬ 
pose. 1 J 

I quote the following from the decision: 

A voluntary conveyance made or contract entered 
into for the purpose of defrauding creditors, though 
void as to them, is binding upon the parties. This rme 
is based upon the theory tnat, the contract being for an 
illegal purpose, the law wiU leave the parties where it 
finds them, and as between themselves they will not 
be permitted to set up their fraudulent act to avoid 
their obligations under its terms. In applying this 
rule, the test is, whether the plaintiff required the aid 
of an illegal transaction to establish his case, and if 
he cannot prove his case without showing he has 
broken the law or participated in a fraudulent transac¬ 
tion, the court will not assist him. The rule applied in 
this case operates to prevent defendants from setting 
up as a derense the fact that the stipulation was filed 
or record for an illegal purpose. 

So Howard got nearly half of his father's 
business, and doubtless had to be bought off by 
the father, or continued to be a sharp thorn in 
his flesh. Readers hereof will be quick to note 
that Howard, an admitted conspirator for a 
fraudulent purpose, got the big end of the stick. 
In other words, while the others were penalized 
for their share in the fraud, he was rewarded. 
It seems that way, but not by any design of the 
laws, which pays no attention to parties, but to 
principles. The first party who comes into 
court and asks help that he may extricate him¬ 
self from the muss his fraud has gotten him 
into, is always the one who loses, because the 
court will have nothing to do with it. Naturally 
the other man benefits by that attitude, because 
it leaves him with his ill-gotten gains in his 
hand. 

The case emphasizes again the extreme care 
with which business men should go into partner¬ 
ship, or into any relation which could be con¬ 
strued into partnership, with all of its attendant 
risks and liabilities. 


OLD STYLE PEP 

In Montana a railway bridge had been de¬ 
stroyed by fire, and it was necessary to replace 
it. The bridge engineer and his staff were or¬ 
dered in haste to the place. Two days later 
came the superintendent of the division. Alight¬ 
ing from his private car, he encountered the old 
master bridgebuilder. 

“Bill," said the superintendent—and the 
words quivered with energy—“I want this job 
rushed. Every hour's delay costs the company 
money. Have you got the engineer's plans for 
the new bridge?" 

“I don't know," said the bridge builder, 
“whether the engineer has the picture drawed 
yet or not, but the bridge is up and the trains 
is passin' over it." 
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60% to 80% Profit For 
the Dealer Who Handles 
This Perfect, Easy 
Working, Non - Sticky 
Wall Paper Cleaner. 


The Largest Seller 
on the 

World's Market 
Today 


Put Up in 14-os. Cans, 
Packed 3 Dozen Cans to 
Fiber Case. Also Packed 
in 20-oz. Cans and 10-lb. 
Pails. 


Can Be Ordered in 
Various 

Quantities to Suit 
Tour Needs 


The Fastest Selling Specialty for the Paint Dealer 

EACH CAN OF ABSOEENE THAT LEAVES TOUR STORE 
WILL MAKE THE BUYER HAPPY—AND HE’LL PURCHASE MORE 

The dealer who handles ABSORENE has the support of an intensive na¬ 
tional advertising campaign to the consumer, educational in scope and 
continuous thruout 1920 and 1921. 

Our practical “dealer helps”—tie sterling quality of the product—the 
convenient size of the package—the liberal profit, make ABSORENE the 
ideal seller for the paint man. 

LITHOGRAPHED SHOW CARDS PACKED IN EVERY CASE 

Write your Jobber or direct to us for our liberal dealer proposition 

* HRH, THE TWIN SISTER TO ABSORENE 

SPECIAL OFFER ON ONE GROSS TRIAL ORDER 

Order ONE GROSS of HRH from us direct. The price will be $12.00 
east of Rocky Mountains and west of New England states—we will 
allow the freight. Pacific and Atlantic Coast states will require a 
price of $14.00 to cover freight. With this first gross only, we will give 
288 FREE SAMPLE PACKAGES of HRH. 

200 four page FOLDERS to advertise HRH. 

Several Lithographed SHOW CARDS. 

THREE FIBRE BANNERS, size 12 by 40 inches. 

HRH retails at 15 cents per package and you get twice as many sample 
purchase of full sized packages—The samples always sell the goods. 

Good for balance of year 1920 only. Only ONE GROSS to a customer—One time only on this deal—Our 
profit is too limited to sell this trial lot through the jobber. Tou can’t make a mistake on this deal— 
You could use a gross of HRH in your own home and store within a year, for general house work— 
As a CLEANSEB and Clothes Whitener, etc. 



packages as your 


THE ABSORENE MFG. CO, 


St. Louis. U. S. A. 
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THE DIFFERENCE BETWEEN A SALES- 
MAN AND A WRAPPER BOY 

A man presents himself in front of the 
counter in a paint store. 

“Gimme thirteen gallons of light yellow 
paint and four gallons of white paint.” 

“Righto,” says the wrapper boy as he 
hands out the goods and names the price. 

But a salesman—what does he do? 

“I judge from the colors, you’re going to 
paint the house,” he observes. “Good idea; 
can’t afford to have any wood or metal work 
on buildings going to decay nowadays; costs 
too much to replace them, eh ? But haven’t you 
some gutters on that house that would be saved 
from rust by a coat of special rust inhibitive 
paint?” 

“By Gosh,” replies the customer, “I for¬ 
got that. Glad you mentioned it. Gimme 
enough of that for about sixty feet of eaves 
troughs.” 

“Any fence around your house, friend?” 
inquires the salesman. The wrapper boy does¬ 
n’t know where there is any such thing as a 
fence. 

“Yes—why?” 

“Well, you know,” volunteers the salesman, 
“that house isn’t going to look as well as it 
should with a shabby old fence around it. You 
wouldn’t put a nice new picture in an old 
battered, dingy frame, would you? Besides, 
fences and gate posts decay, too, if not pro¬ 
tected by paint.” 

“Guess that’s right, too,” agrees the cus¬ 
tomer. “I have about two hundred feet of 
fence. What color d’yu think would look good 
with that yellow house with white trim, and 
how much will it take?” 

The salesman figures it up, suggests the 
color and sells the goods. The wrapper boy 
would have saved himself all this trouble and 
had time for another cigarette out in front. 

“Got enough for your out-buildings?” asks 
the salesman, “or haven’t you any?” 

“Um, yes I have a detached summer kitchen 
and woodshed,” says the customer, “but I 
wasn’t calculating on spending any money on 
that.” 

“Looks pretty good as she is, eh?” remarks 
the salesman. 

“No, don’t look any too good, but, er—say, 
I guess what you said about that shabby fence 
and the old picture frame goes for that shack, 
too. It’s one story, 1 in roof, about 12x16. 
Might as well do this job right. Gimme enough 
more yellow and white paint for the walls and 
some red for the roof.” 

The salesman adds the cans to the pile. 
He has sold the man thirty per cent more goods 
than he expected to buy. A wrapper boy would 
have spent the time joshing the bookkeeper 
girl so that she couldn’t work either. 


There’s many a wrapper boy posing as a 
salesman and drawing a salesman’s pay in 
half the paint stores of the country. They are 
an expensive luxury for the boss to maintain. 


SHINGLE STAIN OR A NEW ROOF? 

If an intelligent visitor from Mars were 
deposited on earth today, he would probably 
look at our shingled-roof, frame buildings and 
ruminate in a puzzled sort of way: 

44 1 don’t understand. There must have been 
a time, a very few years back when shingles 
didn’t cost much of anything; when carpenters 
didn’t charge much of anything for putting 
them on, for I see the side walls of most wooden 
buildings are carefully protected from decay by 
paint; whereas the roofs—most exposed to the 
rain and sun, of any part of the building, are 
left bare and unprotected.” 

A man bora and raised on earth isn’t sur¬ 
prised at this. He is used to seeing it that 
way, but if the Martian should ask him: 4 ‘Why 
is it with carpenters getting $1.00 an hour and 
shingles costing as much proportionately as 
siding, you let your shingles decay for want of 
paint or stain protection; while seemingly so 
careful of your side walls?” he wouldn’t know 
what to answer. 

There isn’t any intelligent answer. It’s just 
that builders and owners of buildings haven’t 
thought about it. Any of them would freely 
admit that wood is wood and needs protection 
from the elements just as much, or more, on top 
of a house as on the side of it. 

• You have a great opportunity in your paint 
and stain department to show your customers 
and your community that a “coat in time saves 
nine,” and that it is cheaper to repaint the 
shingles than to renew them. 


IS YOUR CANCELLED CHECK A RECEIPT? 


There is a common expression, “I do not 
care for a receipt, my check is all that is nec¬ 
essary.” Do not place too much faith in the 
time-honored phrase, for a higher court has 
recently handed down a decision which is 
summed up in the last paragraph of their report 
as follows: “Unless the checks show on their 
face for what purpose they were given, it is the 
court’8 opinion that the burden continues upon 
the party pleading payment to show that the 
checks were given in payment of the account.” 

There are many instances on record where 
merchants have been losers on account of their 
inability to prove just what transaction or 
what amount was to be covered by the issuing 
of a particular check. The best plan is to de¬ 
mand a receipt for every payment made on 
account whether paid by check or not, and if 
you do not consider that necessary, at least 
write plainly on the face of the check just what 
it is intended for. 
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PJTO 


'°^on furnish Cotnpm 


WASHABLE 

GELOID FINISH 


Works like cream under the brush—dries overnight 
with a satin-like lustre that delights the eye. 

HERE’S YOUR CHANCE — MR. DEALER 

Kyanize Celoid Finish is the latest profit-making 
addition to the Kyanize line of Varnishes and Enam¬ 
els. It is backed by the full advertising force of 
our proposition. Wintnrop Wise, the twenty-four-hour- 
a-day salesman and other bang-up sales helps are fur¬ 
nished FREE. Only one Agent to a locality can 
obtain the Kyanize Agency. It's a money-maker 
and if there’s no Kyanize store in your neighborhood 
—vou’ll do well to write us for particulars NOW— 
today. 

BOSTON VARNISH COMPANY, Everett Station 49, Boston, Mess.. U. S. A. 

Chicago San Francisco 

Office and Warehouse Office and Warehouse 

619 W. Roosevelt Road 269 Eighth Street 

WESTERN WHOLESALE DISTRIBUTORS 
Bogardus, Wlckens, Limited 
Vancouver, B. C. 

Campbell Hdwe. Co. Seattle, Wash. 

Timms, Cress & Co., Inc, 

Portland, Ore. £ 

Sunset Paint Company £ 

X Los Angeles, Cal., and £ 

X El Paso. Tex. £ 

Ogden Paint, Oil & Glass £ 

Company Ogden, Utah £ 
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All These Helps 
Are Free 

s to your Mailing List, Letters to 

iters, Display Stand, Framed Sign, show- 
actual colors on wood. 
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COURTESY BUILDS PROFITS 

How often do we hear people complain that 
certain business men act as though it were a 
favor to the customer to allow that customer to 
spend money with him. This complaint is al¬ 
most always due to the lack of courtesy. 
People resent this atmosphere, and the business 
suffers. 

Courtesy costs nothing, but it builds profits. 
Little acts of accommodation and thoughtful¬ 
ness for the customer make him feel at ease, 
and make it easy for him to spend his money. 

Courtesy does not mean humility. It does 
mean treating the customers as one would treat 
friends. It means treating them as one would 
like to be treated if he were spending his own 
money rather than taking money from others. 

Good Gfcetr Means Good Business 

“A smile is worth a million dollars, and 
it doesn’t cost a cent.” Many a man who counts 
his fortune today by the millions would never 
have accumulated more than a few thousands of 
dollars at the most if he had not learned to be 
cheerful. Smiles and good cheer have attracted 
people to him, and money and profits have 
come to him much as a magnet attracts iron 
filings. 

No one likes to spend money in a dark and 
dismal atmosphere. Instead, people are likely 
to cling to their money. A bright and cheery 
atmosphere loosens the pursestrings, and the 
stream of gold flows freely. Words of cheer 
cost nothing. It is just as easy to say them 
as words without cheer, but words of cheer 
make an immense difference in the annual 
profits. 

It is a fact that those public utility com¬ 
panies that have paid the most attention to 
courtesy and words of cheer are the most pros¬ 
perous today. Who can say how much the 
slogan, “The voice with the smile wins,” that 
the telephone companies have adopted, has had 
to do with the present prosperity of the tele¬ 
phone company. The transportation companies 
that we find bankrupt are not the ones which 
have become famous for the courtesy and 
cheeriness of their employes and officials. What 
better proof than this could we find that good 
cheer and courtesy pay? 


Anything is a luxury until it is used for a 
time, and then it becomes a necessity. 


Sunday School Teacher—“What do you un¬ 
derstand by suffering for righteousness sake?” 

Little Girl—“Please, miss, it means having 
to come to Sunday School.” 


TWO ONE-LEGGED MEN 

(Copyright by Napoleon Hill) 

In the town of Wichita Falls, Texas, I saw a 
one-legged man sitting on the side-walk begging 
for alms. 

A few questions brought out the fact that 
he had a fair education. He said he was beg¬ 
ging because no one would give him work. 
“The world is against me and I have lost con¬ 
fidence in myself,” he said. 

Ah, there was the rub! 

“I have lost confidence in myself.” 

Across the hall from my office is another 
one-legged man. I have known him for several 
years and I know that his schooling was slight 
He has less training than the one-legged beggar. 

But, he is earning a thousand dollars a 
month. As sales managed of a manufacturing 
concern he is directing the efforts of fifty men. 

The beggar displayed the stump of his ampu¬ 
tated leg as evidence that he needed alms. The 
other one-legged man covered up the stump of 
his lost leg so it would not attract attention. 

The differnce between the two men exists 
merely in viewpoint. One believes in himself 
and the other does not! The one who believes 
in himself could give up the other leg and both 
of his arms and still earn a thousand dollars a 
month. He could even give up both eyes, to 
boot, and still earn the money. 

The world never defeats you until you defeat 
yourself. Milo C. Jones, of “Little Pig Sau¬ 
sage” fame, became a wealthy man out of the 
sausage business after paralysis had stricken 
him down and taken away the use of nearly 
every muscle in his body. He couldn’t turn 
over in bed without aid. 

As long as you have faith in yourself and 
that wonderful mind of yours continues to 
function properly, you cannot be defeated in 
any legitimate undertaking. This statement is 
made without qualifications, because it is true. 


A PERSEVERING SON-IN-LAW 

A New Yorker visiting a New England 
village one day observed from the windows of 
his hotel an unusual commotion in the street. 

“May I ask what is going on?” asked the 
new Yorker of the owner. 

“We’re celebrating the birthday of the 
oldest inhabitant, sir,” said the Boniface. 
“She’s an even hundred today.” 

“And tell me, who is that sad-faced little 
man walking by the old lady’s side?” 

“That, sir, is her son-in-law. He’s been 
keeping up her life insurance for the last thirty 
years.” 


The conveniences we know today were 
luxuries yesterday, and they are necessities 
upon which our daily existence very largely 
depends. 


Cynics notwithstanding, there is more fun in 
“doing unto others” than in doing others. 


Notice that “ideas” starts with I. 
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T a m m s RELIABLE FIVE Products 

Silver Bond Silica 25% added to Pure White Lead and Pure Linseed Oil increases the 
life of the paint and prevents chalking, peeling and blistering. 

35% Silver Bond Silica and 65% Pure White Lead thinned with Flatting Oil produces a 
beautiful soft tone, sanitary Flat Wall finish. Will stand severest washing test. 

SILVER BOND SILICA is as smooth and fine as white lead—and mixes easily on account 
of its extreme fineness. 

Prices F. O. B. Tamms, HI. 

6 Barrels—l%c per lb. 1 barrel—2*4 c per lb. New paper lintd barrels extra, $1.25 each. 

350 pounds to the barrel. 

Very Important —Write today for ** Silica Catechism , 99 it contains valuable formulas for 
mixing your own better paint at lower cost. 

Golden Yellow Ochre insures superior results because of its strong and clear tinting 
qualities. It is the Peer of all American Ochre and is very finely ground to a smooth, 
even texture. 

Prices F. O. B. Tamms, HL 

6 Barrels—2%c per lb. I barrel—3c per lb. New paper lined barrels extra, $1.25 each. 

300 pounds to the barrel 

Natural Gray Ochre is a natural, not a compounded color, producing beautiful gray 
tints of any shade desired. Very finely ground and strong in tinting qualities. 

Prices F. O. B. Tamms, HL 

6 barrels—l%c per lb. 1 barrel—2 ^jc per lb. New paper lined barrels extra, $1.25 each. 

350 pounds to the Darrel. 

Daili8h Gilders Whiting is superior to the English Cliff stone Whiting for Kalsomine, 
Fresco and Putty, because it is finer, whiter and more carefully prepared in grinding. 

Prices F. O. B. Tamms, HI. 

6 barrels—l%c per lb. 1 barrel—2*4c per lb. New paper lined barrels extra, $1.25 each. 

350 pounds to the barrel. 

Oran Venetian Red a very strong, clear Red Color that gives your tints a special 
individual tone. Very durable. 

Prices F. O. B. Tamms, HI. 

6 barrels—4*40 per lb. 1 barrel—5c per lb. New paper lined barrels, $1.25 each. 

400 pounds to the barrel. 

Send us your next order—Buy direct 
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TAMMS SILICA CO. 

Stock Exchange Bldg. 
CHICAGO, ILL. 

MINES AND MILLS 
TAMMS, ILL. 
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Getting Action With Auto Accessories 


A GROWING army of hardware dealers 
find the phenomenal increase in the de¬ 
mand for auto accessories justifies them 
in going after this business with all possible 
vigor. Many dealers are agreeably surprised to 
find how easily they can sell auto accessories. 

They agree that one of the essentials in sell¬ 
ing auto accessories is to keep the interests of 
motorists in mind. They also find it necessary 
to give advice regarding the necessity of at¬ 
taching new parts or special equipment which 
will increase the motorist’s safety and pleasure. 

The dealer in auto accessories spends his 
time to good advantage. He advises car owners 
to overhaul and repair their cars, and suggests 
supplies they will need. 

This list includes wrenches, wheel pullers, 
vulcanizers, valve grinding compounds, valve 
grinders, asbestos packing, ball bearings, bear¬ 
ing scrapers, belting and couplings, brake band 
lining and rivets, cap screws, transmission lin¬ 
ings, taper pins, tire repairs, storage batteries, 
spring spreaders, spring oilers, rust removers, 
carbon scrapers, clutch compound, cotter pins, 
copper gaskets, etc., etc. 

He makes frequent sales by showing car 
owners how they can make good use of acces¬ 
sories. 

Take Tour “Cue” From Tour Customer 

“I don’t like to do any work on my car, be¬ 
cause there are so many bolts to take out, and 
some of them are hard to get at,” explains a 
customer. 

Taking his cue from the customer’s state¬ 
ment, the dealer shows his line of socket wrench 
sets, ratchet wrenches and angle wrenches. He 
explains that an up-to-date ratchet wrench set 
contains a special oval socket for main bearing 
bolts, a special pressed steel spark plug socket 
and ten pressed steel stockets. He shows that 
a set of socket wrenches will enable the car 
owner to quickly tighten nuts which are hard 
to reach. 

“My car wastes gasoline, and oil keeps com¬ 
ing up into the combustion chamber,” complains 
a motorist. “Do you keep anything which will 
remedy the trouble?” 

“I do,” replies the dealer. He knows that 
worn or defective piston rings waste gas and 
oil, besides causing loss of compression. He 
equips the motorist with new rings. Better 
still, his service department puts in the new 
rings. 

“My car rattles terribly,” states a Ford 
owner. “Is there any way to stop the racket?” 
Belief to the Victim of Battles 
From his stock of anti-rattling devices the 
dealer selects the necessary equipment, among 
which we find a spindle joint anti-rattler, spin¬ 
dle adjuster, clevis silencer and brake rod anti¬ 


rattler. He adds a crank holder to the assort¬ 
ment, and tells the customer that most of the 
noise will be eliminated when the attachments 
are put in place. 

In the meantime another Ford owner drives 
up. His car misses and knocks, and moves with 
difficulty. “I’m having an awful time with 
my spark plugs,” explains the driver. “The 
porcelains keep cracking. What do you suppose 
is the matter?” 

“You need a set of high grade plugs,” smiles 
the dealer. “Try a set of these plugs, which 
have heavy mica insulation. Lots of my cus¬ 
tomers are using them, and I haven't heard any 
complaint.” 

Another Ford owner appears. “I don’t like 
to drive my car,” he explains. “When I come 
to a hill I take my hand off the steering wheel 
in order to pull the gas lever down quickly. 
Then if the road is rutty, sandy or muddy, I 
lose control of the car. I’m a new driver, and 
not a good one. Have you anything here which 
would make my car more convenient to drive?” 

Foot Accelerator Makes Driving Easier 

Replies the dealer: “A foot accelerator 
permits manipulating the throttle with your 
foot, and eliminates the necessity of moving the 
throttle on the steering column continually to 
vary the speed. Here is the best foot accelerator 
made; you will find it all complete, ready to 
install.” 

“How can I grease my car without getting 
all dirty?” asks a customer. 

“You need a good grease gun,” replies the 
dealer. “Here is a grease gun which works 
quickly and does away with soiled hands or 
clothing. It loads and ejects in half a minute. 
It has sufficient pressure to force old grease 
and corrosion out of bearings. 1 can recom¬ 
mend it as one of the most satisfactory grease 
guns on the market. You will find that regular 
use of a grease gun gives you a better lubri¬ 
cated and smoother operating car.” 

“I’m having a lot of ignition trouble,” 
states another Ford owner. “My spark plugs 
are all right, but the old flivver keeps missing. 
What do you suppose is wrong?” 

New Life for the Fords 

“Probably need a new timer,” replies the 
dealer. “A worn or defective timer is certain 
to cause trouble. Here is a timer made with as 
much care as a fine watch. It will deliver a 
hot spark to each cylinder, insure even firing 
and eliminate missing of one or more cylinders. 
You had better put in new wiring while you are 
changing timers. It pays to rewire a Ford from 
time to time, to avoid the possibility of short 
circuits, This wiring outfit consists of first 
quality wire, both primary and secondary, cut 
to correct lengths.” 
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When Tommy 
Milton drove his 
Duesenberg 156 
miles an hour he 
relied on AC 
Plugs 


What does the wise accessory dealer do in times 
like these ? He stocks quick-turn-over merchan¬ 
dise, the kind his customers want. 

He reduces his inventory by concentrating on 
oods that are sure to sell and that will return. 
is money with a good profit. 

Foremost among such merchandise are AC Spark 
Plugs, the only spark plugs with a real record. 
Year after year they have been used lw the lead¬ 
ing manufacturers for standard equipment. 

Year after year they have been the choice of the 
leading racing men. 



When the Essex 
cut 12 hours off 
the transconti¬ 
nental record, AC 
Plugs were used 


f. _1_ 

National advertising has scattered this story broad¬ 
cast among the car owners of America. Conse-s. 
quently they are the spark plugs which are easiest ' 



to sell. 


When Roland 
Rohlfs flew the 
“Texas Wild 
Cat 99 223 miles 
an hour he used 

Rid your shelves of off-brand plugs that will not 
move. Stock AC’s which turn over quickly and 
serve your customers best. 

Write today for complete dealer information. 

When Gar Wood 
won the Harms- 
worth Trophy 
with Miss Amer¬ 
ica he used AC 
Plugs 

AC Plugs 

Champion Ignition Company, FLINT, dftCtchigan 

1 

\ \ 



These Manufacturers Factory Equip Their Products With AC Spark Plugs 


PASSENGER 
CARS _ 


CO 

»rlcan Beauty 

erson 

ersoa 
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b 

lley 

rftc 

ill ac 


idler 

rrotet 

eland 


m onwealth 
ksl* 

B rot barn 


- I">ort (Can.) 
ton Sis 

old 


loblle 


rortby 
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s Powar-Plus 



(Canada) 


Mataor 

Mltcball 

MoUer 

Monroe 

Nash 

National 

Nelson 

Oakland 

Oldsmoblle 

Packard 

Paige 

Pan 

Paterson 

Pierce-Arrow 

Pilot 

Pitcher 

Premier 

Reo 

Re Vere 
Roamer 
RkV Knight 
Saxon 

Sc rlpps-Booth 
Shaw 12 
Shaw Taxicab 
Sheridan 
Singer 

Standard Bight 

Stearns-Knight 

Stevens-Duryea 

Stewart 

Tarklngton 

Texan 

Vogue 

Westcott 

COMMERCIAL 

CARS 

Ace 

Acme 

Ahrens Pox Fire Trucks 

Atnerican-LaFrance 

Apex 

Atco 

Available 

Avery 

Boll 


Betx 

Bollstrom 

Bradley 

Bridgeport 

Brlntoa 

Brockway 

Buffalo 

Chicago 

Collier 

Comet 

Dart 

DeAanee 

Dependable 

Diamond T 

Diehl 

Dodge Brother* 

Duty 

Blmlra 

Fargo 

Federal 

Frontmoblle 

Fulton 

F-W-D 

Gary 

Golden West 
Gramm-Bernstein 
G A J (Canada) 

G. M. C. 

Hahn 

Hall 

Harvey 

Hendrickson 

Hewltt-Ludlow 

Highway-Knight 

Hurlburt 

Huron 

H. R. L. 
Independent 
Italia 

J A J 

Kalamasoo 
Kara van 
Kearns 
Kay stone 
Kissel 
Kleiber 


Koehler 


Low-Bed 

Marcar 

Malbohm 

Master 

Maxim 

Menominee 

Moreland 

Napoleon 

Nash 

Nelson-LeMoon 

Netco 

Noble 

Of den 

Old Reliable 

Oldsmoblle 

Oneida 

Oshkosh 

O. K. 

Packard 

Parker 

Patriot 

Pierce-Arrow 

Pittsburgher 

Ranger 

Reo 

Reynolds 

Rlker 

Robinson Fire App. 

Rock Falls 

Rowe 

St. Cloud 

Sandow 

Sanford 

Schwarts 

Shaw 

Signal 

Stanwood 

Sterling 

Stewart 

Stoughton 

Sullivan 

Texan 

TlfBn 

Titan 

Tower 


United 

Universal 

Ursus 

Walter 

Ward-LaFrance 

Watson 

White 

White Hickory 
Wichita 
Wilson 
Wolverine 

MOTORCYCLES 

Brlggs-Stratton 
Motor Wheel 
Excelsior 
Henderson 

Johnson Motor Wheel 

TRACTORS 

Advance-Rumely 
A A T 

Bates Steel Mule 
Beeman Garden 
Boring 
Buffalo 

Bullock Creeping-Grip 

Case 

Clark 

Comet 

Dart 

Do-lt-Al! 

Flour City 
Holt 


Knox 


Lauson 
Linn Rond 
Minneapolis 
New Britain 
Oldsmar Garden 
O. K. 

Pioneer 


Samson 

Sawv*r-Massey (Can.) 
Spry Wheel 
Stockton 
Tioga 

Topp-Stewart 
Turner-Simplicity 
Ursus 
Wetmore 

FVnTKES 

Associated 
Beaver 

Bessemer Gaao-Kero 
lluda 
Capital 
Continental 
Curtiss 
Doman 
Duesenberg 
Eclipse 

Fairmont Railway 
Falls 
Frisble 
Galloway 
Gray 

G. B. S. 

Hal I-Scott 
Herschell-Splllman 
J. V. B. Marine 
Knox 

Lathrop Marine 
Milwaukee Gasolene 
Locomotives 
Minneapolis 
Red Wing Thorobred 
Roberts 
Rutenber 
Scripps 
Speedway 
Straubel 
Union Marine 

D i 

H. J. Walker 


.oog 


Weber 

Weidely Bulldog 
Wisconsin 
Woolery 
W. S. M. 

FARM LIGHTIN4 
PLANTS 

Automatic 

Dayton life 

Defco-Llght 

Dynelectric 

Blectrion 

Fairbanks 

Genco Light 

Globe Light A Powtf 

Lalley-Llght 

Lucollte 

Meyerllte 

Nan-KI-Vel 

Northllte 

Owens Light A Powe 

Perfection 

Powerllte 

Roco 

United 

Wesco _ 

MISCELLA- 

NEOUS 

Austin Mfg. Co. 
Domestic Engine A 
Pump Co. 

Ingersoll-Rand Air 
Compressors 
Koehring Road Paves 
Maytag Washing 
Machines 

Mudge Railway Cars 
Perfect Power Sprayes 
Sullivan Portable Ala 
Compressors _ 
Vaughan Drag 
Wade Drag i 
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The customer paused before he started out 
with his purchases. “Old man Henton burned 
out some bearings the other day,” he grinned. 
“The old Lizzie got too hot. Say, is there any 
way to tell when you have given a Ford all the 
heat it should be expected to stand?” 

“A motometer will keep you informed re¬ 
garding the condition of your motor,” said the 
dealer. “I advise you to equip your Ford with 
this device.” 

The dealer was resting for a moment, when 
he heard some interesting conversation on the 
street. “Old lady Jones got tipped out of her 
buggy and all her eggs are smashed,” said 
someone. “Bill Parks drove up behind her and 
she dicing hear him coming in time to pull out 
of the way. Says she didn't hear anything 
until he smashed into her.” 

Sell Them Real Horns 

Later on in the day Bill Parks entered the 
dealer's store in company with some friends. 
“I am tired of the little buzzer on my car,” he 
explained. “Have you a horn here which will 
make a loud noise?” 

“Several of them,” smiled the dealer. “It 
is a good plan to have both a hand horn and an 
electric horn on a car. I know you will agree 
with me that a reliable warning signal is nec¬ 
essary to avoid accidents. The car owner can¬ 
not afford to take chances which may result in 
damage to his car, and danger to human life. 
A short circuit or a dead battery may put an 
electric horn out of commission. A dependable 
hand horn is then a necessity. Here is a horn 
which can be heard on a crowded street, and 
for long distances on country roads; it is a 
warning signal investment you will be proud 
of.” 

“I want a warning signal which is different 
from the ordinary horn,” explains a customer. 

“Here is a compression signal whistle which 
might suit you,” replies the dealer. “Its clear, 
intermittent signal is not objectionable. It is 
easily attached, and requires no attention save 
an occasional oiling. Or you may prefer an 
exhaust horn. Here is a high class exhaust 
horn; pressure on the pedal causes it to give 
forth a far-reaching warning signal. Then I 
have a motor chimes, which is preferred by some 
car owners. Its musical notes blend harmoni¬ 
ously, while the tone can be varied according to 
the volume required. Please note that its im¬ 
proved construction prevents clogging.” 

Encourage Customers to Do Their Own Repairing 

A customer enters the store in search of a 
new inner tube. Having made his purchase, he 
takes time to express his opinion of local tire 
repair shops. “They charge too high,” he ex¬ 
plained. “I have lots of punctures; but it don't 
pay me to keep old tires repaired.” 

“Have you tried repairing your own tires?” 
inquired the dealer. 

“No. Don't think I could learn how.” 


“Yes, you could. There isn't much to learn 
when you have the right equipment. Here is a 
handy little vulcanizer which attaches a per¬ 
manent patch in five minutes. You will find it 
surprisingly easy to repair an inner tube with 
this outfit. It can be used anywhere at any 
time with perfect safety.” 

“Are there any additional tire aids I could 
purchase which would assist me in getting more 
mileage from my tires?” asked the customer. 

“There are several articles,” replied the 
dealer. “You require a box of tire powder, 
which keeps inner tubes from sticking to cas¬ 
ings. Here is a preparation designed for use 
on casings. It prevents oxidation and sun 
cracks, thus adding life to the tire. Here is 
a tread filler which I recommend for mending 
small cuts and digouts in casings; it keeps 
dampness from the fabric and prevents sand 
blisters. Are you making regular use of a tire 
gauge? I thought not. Better include one in 
this assortment; for running your tires under 
inflated is one of the quickest methods of ruin¬ 
ing them, and you cannot make certain of the 
right pressure by guessing.” 

One Need Leads to the Next 

“I'm not much stuck on pumping air into 
tires,” said the customer. “That is why I run 
them under-inflated when I am away from a 
free air station.” 

“Then you need a motor driven tire pump,” 
explained the dealer. “Here is a pump which 
drives direct from the front end of the motor 
crank shaft. The outfit is compact, light and 
clean. I thought it would appeal to you.'' 

Jim Briggs, the auctioneer, entered the 
store. “I have a long drive to make tomorrow 
over bad roads. Hope I don't get stuck like 
I did the last time,” he remarked. 

“It's advisable to be prepared at any rate,” 
suggested the dealer. “No driver can tell when 
a shovel may be needed; it is a good practice to 
carry one in your car. Here is a modern auto 
spade, equipped with a detachable handle. It 
is practically non-breakable. 

“As you have been stalled in mud holes you 
will appreciate this new towing chain. It is 
light in weight and unkinkable. You will find 
it a handy article to add to your equipment. 

“I know you do considerable night driving; 
this is why I want to show you a new spot light. 
It throws the light just where you need it, and 
is the latest addition to motoring convenience. 
It permits you to inspect side roads before turn¬ 
ing the car; it is the ideal spot light for high 
speed at night.” 

Every Motorist Has His Weakness 

Having supplied the owner of a hard riding 
car with shock absorbers, the dealer took time 
to arrange his stock of radiator cement, clean¬ 
ing preparations and auto polish. He finished 
the task in time to wait on a man who was in¬ 
specting the tires and tubes on display. 
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Two Minute Chats 
With Converse Dealers— 

No. 1—“How Do Converse Tires Sell? 99 

We put the question up to Prank 
McAllister—one of the biggest, most 
progressive, tire dealers in New York 
City. His success is easily traced to two 
things—never failing quality merchan¬ 
dise and high ideals as to what consti¬ 
tutes dealer service. Naturally enough 
he's a Converse Dealer. 

“Just two kinds of Converse sales," 
he answered. “The first Converse sale 
—made on Converse appearance — the 
9-time8-out-of-10 repeat sales—made on 
Converse performance." 

Here's pretty good backing for our 
claim that Converse Tires sell them¬ 
selves. Why not get in line! You'll 
find the Converse Company a thorough- 
ly-comf ortable - house - to - do - business- 
with—that Converse Tires are right 
tires—that you can definitely insure 
profits by tying up with Converse. 
Send for the story of our dealer policy— 

“Dividends for Dealers 99 

A Story With a Wallop 

Converse rubber Shoe Company 

MALDEN, MASS. 

1 300 Amsterdam Ave., New York 
618 W. Jackson Bird., Chicago 
801 Boylston St., Boston 
’ExcfatJoe Distributor • ; 

Nash Hardware Oo., Fort Failing. McCalman Co., 


Nash Hardware Oo., Fort 
Worth. Tex., and Wichi¬ 
ta Falls, Tex. 

MeOowin-Lyons Hardware 
A Sap. do.. Mobile, Ala. 

Slow A Brittain, 77 Beale 
St., San Francisco, Cal. 

Stauffer, Eshleman A Oo., 
New Orleans, La. 


a••••Mg. iuweiuiau w. f 

Portland, Ore. 

Stowe-Shaw Robber Co., 
1319 S. Figueroa St., 
Los Angeles, Cal. 

Charles A. Shaeffer, 7 
West 19th Street, Kan- 
sss City, Mo. 



More Miles — 

Less Skid 
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“Need a new tire?” asked the dealer. 

“Yes; but how do I know your tires and 
tubes are high grade?” replied the customer. 

“I carry a line of tires and tubes put out by 
one of the biggest tire manufacturers in the 
country,” explained the dealer. “The manu¬ 
facturer^ guarantee means just what it says. 
If you buy tires or tubes from me, I will see 
that you get the service you have a right to 
expect. I carry new, fresh stock. My prices 
are reasonable. Why shouldn't I supply you 
with tires?” 

“I’ll take a couple of those non-skids,” said 
the customer. 


HERE’S A TIRE SAVING HINT 

Did you ever notice a ragged hole about the 
size of a silver dollar in the rear tire of a car? 
This little ragged hole is the result of carelessly 
turning corners. Many motorists swerve 
swiftly around a corner without slackening 
speed. They fail to allow sufficient leeway 
between the car and the curb in order to clear 
the rear wheel. When too sharp a corner is 
made, the rear wheel will often glaze the edge 
of the curb or climb up on it. This peels off 
some of the side-wall rubber. 

Though little thought of, this injury is often 
the first cause of a later side-wall blowout. The 
facts of the case are that the fabric side-wall, 
having lost its rubber protection against the 
elements, quickly deteriorates. If taken in time, 
the repair of such an injury is very simple. The 
motorist may make a temporary repair by clean¬ 
ing with gasoline, and then covering with a 
plastic, self-vulcanizing gum. When an oppor¬ 
tunity arises, the casing should be taken to a 
tire surgeon for permanent repair. 


PRACTICAL EQUIPMENT FOR EMER¬ 
GENCY GASOLINE, OIL AND WATER 

Many a vacation-seeking motorist has had oppor¬ 
tunity to thank the inventors of the Service Unit. It 
has long been customary, among those whose foresight 
prompts them to prepare against the annoyance and 
delay of being stalled along the road, to carry with 
them spare tires, tubes, and extra parts of many de¬ 
scriptions. 

Until comparatively recently, however, dealers have 
been unable to furnish adequate provision for the most 
probable source of touring trouble—running out of 
gasoline, oil or water. 

The Boyle Manufacturing Company of Los Angeles 
have effectually provided against any such emergency. 
The Service Unit, manufactured by them, has made it 
possible for every motorist to carry ample emergency 
supplies with greatest convenience. Attractively fin¬ 
ished containers, of varying capacity, clamp securely 
and snugly to the running-board. Filling caps and 
handles are located in the top and steel channel bar 
fits over them, preventing rattles, protecting the caps, 
and eliminating all possibility of loss while traveling. 
The entire equipment presents a pleasing outfit and is 
at all times out of the way. 

The fact that it so well fills a long-felt need has 
gained it an instant popularity among motorists and 
the ready sale, which dealers experience, has proved 
gratifying throughout the country. 


IMPORTANT DECISION IN RECOVERING 
LOSS FROM RAILROADS FOR LOST 
OR DAMAGED GOODS 

(Copyright by Elton J. Buckley) 

I hLve just received the report of a decision 
of the United States Supreme Court in a case 
involving the amount which a shipper or 
receiver of freight can collect from a railroad 
when the goods are lost or damaged. The case 
is important because it overturns a decision of 
the Interstate Commerce Commission, which 
worked so that in many cases the shipper could 
not collect his full loss. 

The provision in the bill of lading which was 
under consideration here was that 
“the amount of anv loss or damage for which any 
carrier is liable shall be computed on the basis of the 
value of the property at the place and time of ship¬ 
ment under this bill of lading, including freight charges, 
if paid . ft 

The point was this: Take a case where the 
market on a certain article at the time it was 
shipped was a dollar. By the time it reached its 
destination, the market had advanced to $1.25. 
In spite of that the owner, if the goods were 
destroyed, could only collect from the railroad 
on the basis of a dollar, although his actual loss 
was on the basis of $1.25. Of course the pro¬ 
vision helped the shipper when the market de¬ 
clined, but the road must have had reason to 
believe that advance happened oftener than 
decline, or it would not have put the clause in. 

In the case decided by the Supreme Court 
the owner of some grain shipped it from one 
state to another, under a bill of lading con¬ 
taining the above language. (Virtually all bills 
of lading contain it now.) When the grain was 
shipped it was worth $1,200.48, when it arrived 
it was worth $1,422.11. In some way it was 
lost, and the railroad paid the owner $1,200.48 
and claimed that was all it had to pay. The 
owner, in spite of the clause in the bill of lading, 
appealed to the lower United States court on 
the ground that from every standpoint of 
equity, a railroad should pay the full value of 
the goods it lost. The Interstate Commerce 
Commission had decided the very question 
before in favor of the road, but despite this the 
lower court gave the shipper a verdict and when 
the case was carried to the Supreme Court, that 
body affirmed, thus settling the question 
forever. 

The heart of the decision is that under a 
recent act a railroad is liable for the full value 
of goods it loses and that it cannot limit its 
liability by any such provision as the one I have 
quoted. The following is from the decision: 

The Cummins Amendment to the Interstate Com¬ 
merce Act of March 4, 1915, provides that the carriers 
affected by the act shall issue a bill of lading and 
shall be liable to the lawful holder of it “for any 
loss, damage or injury to such property * * * and 

no contract, receipt, rule, regulation or other limitation 
of any character whatsoever, shall exempt such com¬ 
mon carrier * * * from the liability hereby 
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Harvey Springs 
are Boltless 


T HE ordinary spring, weakened by a bole in its 
center, punched cold to accommodate a bolt, is 
like an arch with a weak keystone. The vital 
spot lacks strength. 

The Harvey Spring is boltless and has no weak 
spots. It is as strong at the center as at any other 
Doint. Instead of a bolt hole at the center each leaf 
las an indention on one side and a bead on the other, 
::orged hot in one operation. The bead of one leaf 
fits into the indention of the next leaf and the whole 
spring is held together bv a strong clamp. No metal 
is removed and the steel fibres are unbroken. 

This feature, with that of the patented Harvey 
process of heat treating and tempering, gives the 
Harvey unexcelled strength and resilience. It adds 
safety and comfort to the motor car and lengthens 
the life of the driving mechanism. 

The Harvey Spring is practically unbreakable, 
even under unreasonable strains. Once sold it stays 
sold. 

Our broad, unconditional guarantee protects both 
the dealer and the purchaser. 

Harvey Spring & Forging Co. 

118 B Seventeenth Street Racine, Wis. 
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imposedand further, that the carrier ** shall be 
liable * * * f or the full actual loss, damage or 

injury * * * notwithstanding any limitation of 

liability or limitation of the amount of recovery, or 
representation or agreement as to value in any such 
receipt or bill of lading, or in any contract, rule, regu¬ 
lation or in any tariff filed with the Interstate Com¬ 
merce Commission; and any such limitation, without 
respect to the manner or form in which it is sought te 
be made, is hereby declared to be unlawful and void . 1 ’ 
Before the passage of this amendment the Interstate 
Commerce Commission had upheld the clause in the bill 
of lading as in no way limiting the carriers 1 liability 
to less than the value of the goods, but merely offering 
the most convenient way of finding the value. In a 
subsequent report upon the amendment it considered 
that the clause was still valid, and not forbidden by 
the law. 

We appreciate the convenience of the stipulation in 
the bill of lading and the arguments urged in its favor. 
We understand that it does not necessarily prevent a 
recovery of the full actual loss, and that if the price 
of wheat had gone down, the carrier might have had 
to pay more under this contract than by the common- 
law rule. But the question is how the contract operates 
upon this case. In this case it does prevent a recovery 
of the full actual loss, if it is enforced. It seems to 
us, therefore, that the decision below was right, and in 
our opinion, the conclusion is required by the statute. 

The many subterfuges used by the railroads 
in order to avoid having to make fair settle¬ 
ments with owners of goods lost or damaged 
en route, have now been pretty effectually 
smoked out by one court decision after another. 
There is very little in the bill of lading today 
which hurts a shipper or receiver, if he will 
read it and act upon it. 


W. & B. DRILL AND REAMER CATALOG 

In accordance with the recent reorganization of 
Whitman & Barnes Mfg. Co., the new catalog No. 92, 
which has just been issued by the company, is confined 
to twist drills and reamers. However, the limitation in 
the line allows for an elaboration and fullness of detail 
in describing the twist drills and reamers which has 
not been possible hitherto. 

Screw and drop forge wrenches, which have previous¬ 
ly been included in the Whitman & Barnes catalog, will 
now be marketed by the J. H. Williams Co. in accord¬ 
ance with the reorganization of the companies. 


HAMMERED PISTON RINGS FOR HAWAII 

An order from Honolulu for 15,000 piston rings has 
just been announced by the export department of the 
American Hammered Piston Ring Co., Baltimore, Mary¬ 
land. This firm has noted the steadily increasing 
demand in Hawaii for high grade American made auto¬ 
motive parts. Not even in the tropic breezes of the 
land of the ukelele, it seems, will motor cars run with¬ 
out piston rings. 

Factory expansion in the American Hammered Pis¬ 
ton Ring Company's Baltimore plant during the past 
year has made possible the present output of 50,000 
rings per day. This increased production was needed 
to enable the company to take care of its big demand 
in the United States. 

Regular shipments of American Hammered Rings 
are now going to foreign markets, which have been 
more or less neglected by American manufacturers 
during the past few years. 


The Eymann-Suderman Hardware Company of Reed- 
ley and Parlier, California, has opened a large store at 
Fresno. California, where they will specialize on farm 
implements. 


WHY RIGHT TIRES WEAR FIRST 

The fact that tires on the right-hand side of 
a car wear out faster in proportion to those on 
the left-hand side, often puzzles motorists. The 
popular supposition, that this wear is caused by 
turning many corners to the right, is incorrect. 
The fact is that the increased wear is actually 
caused by the pitch of the road, which throws 
more of the car on the right side than on the 
left. 

The round of the road from curb to curb 
is far more important in determining the se¬ 
quence in which tires normally wear out—right 
rear, left rear, right front, left front—than is 
gutter wear and abrasions from grinding off 
and on pavements. 

The slope of the road causes the right rear 
tire to carry more weight than the left rear 
tire. Thus the right rear wears the faster of 
the two. The right front also will wear more 
rapidly than the left front, for the same reason. 

However, as the left rear wheel receives a 
driving pull while the right front does not, it 
will wear the faster of the two. Under average 
conditions the right rear tire wears out first and 
the left front last. 

To secure uniform wear from a set of tires, 
change them around, about once a month. Par¬ 
ticularly is it important to reverse the rear 
tires. After the rear tires are worn down, re¬ 
verse them with the front. 


CLOVER COMPOUND FOR PISTON RINGS 

Compression leaks and the use of Clover grinding 
and lapping compound, in connection with piston rings, 
is fully set forth in Bulletin No. 80 of the Clover 
Manufacturing Company. Norwalk, Connecticut. Just 
off the press and in the hands of the trade. The 
bulletin thoroughly analyzes and describes the con¬ 
struction and operation of piston rings and how it is 
that Clover compound supplies just that finishing 
touch and last turning that makes a perfect fit between 
the ring and cylinder wall. 

The trade of course has known Clover Compound 
for some time as a magic aid in valve grinding, lawn 
mower sharpening; in fact a surfacing and grinding 
preparation for any knife edge machine tool. 

The western branch of the Clover Manufacturing 
Co., at 559 Howard St.. San Francisco, will be glad to 
send the new bulletin to any merchant who has not a 
copy. _ 

MARQUETTE FACTORY EXPANSION 

So great has been the demand of the trade for the 
automotive specialties of the Marquette Mfg. Co. of 
St. Paul, Minn., that the new company has found it 
necessary to build and equip a new factory at Minne 
sota Transfer, where the plant is located. For the last 
three months the construction and installation has 
been going steadily on. and October secs the new 
plant in full operation. The latest improved machinery 
has been installed, so that with quantity production the 
company can keep up with the demands of the jobbers 
and dealers. 

The officers of the company report that Marquette 
luggage carriers and tire tools, and the Little Giant 
rim tools are being sold and supplied to nearly 80 
per cent of the largest hardware jobbers in the United 
States. 

Sales offices of the Marauette Mfg. Co. are located 
at 681 Endicott Bldg., St. Paul, Minn. 


Digitized by 


Google 



HARDWARE WORLD 


Standard Fourlires 

"Chief of the Tire Tttbe“ 


The Arrow Makers 



The arrow makers had to be skilled craftsmen. The very existence of the tribe 
depended upon their arrows being well pointed, properly feathered and nicely 

K se qualities the arrows would not go 

1 1 

\ are carefully built of the jh 
r experienced craftsmen, to jj i 

ry Standard Four tire will r i 
e mark of the most discrim- 
st's expectations. j| ; 

>ur tire dealers have their ‘ 

built on a firm foundation. j 

:clusive territory still open. 1 v\ j 
:er write or wire today. j N) I 

Company 

Dept. T Keokuk, Iowa / I 

(/) 

Branches at rj / \ 

Indianapolis, Ind. [j ,. i 

245 N. Penn St. Ij \ j 

Los Angeles, Cal. j !V \ j 

Atlanta, Ga. 11 * » 

2 Courtland St. W |j l j 

Denver, Col. ii (\> 

1700 15th St. IHf 


152 


HARDWARE WORLD 


BUILT UP BUSINESS BY SPECIALIZING 

I was mightily interested in reading the ac¬ 
count of the business experience of a young 
fellow in a town in Pennsylvania—in a small 
city of twenty or thirty thousand people. 

He was a clerk—a hardware clerk—but he 
had a few ideas and energy enough to put them 
through. He wasn’t satisfied with his job; he 
was discontented with his pay, and the future 
looked drab and gray, like a foggy morning in 
autumn. 

He studied a long time to get his ideas in 
concrete form, for he knew he ought to do 
something, but it surprised him to learn how 
difficult it was to find out just the right thing 
to do. He struck upon it at last, however, and 
then he got bilsy putting it into effect. 

What he did was to persuade the boss of the 
hardware store to invest five hundred dollars 
in automobile accessories and give him charge 
of the “department.” 

The boss was slow about making the invest¬ 
ment, and it took a lot of talking to bring him 
around, but the young fellow had perseverance 
in his make-up, and he stuck at it until he had 
the department. 

He took a personal pride in this and backed 
it up with all his skill and energy. And he 
made a success of it. 

In due time he concluded to open a store of 
his own. This he did in the most modest man¬ 
ner, for his capital was exceedingly limited. 
It was an auto supply store, but a different kind 
from the usual. 

It was a specialty store. 

He resolved to specialize and only handle 
one style of a kind, instead of several styles. 
This allowed him to carry a much larger general 
line, and he was therefore able to cover the 
trade pretty well. 

He gave very careful study to each item he 
carried. For instance, he made a study of lubri¬ 
cating oil. There are scores on the market— 
some way up in price, some very cheap, but 
poor, some medium price, but inferior quality, 
and one, two, or three that are bang-up in 
every way. He selected one of these bang-up 
oils and carried it exclusively. 

He had the house send a salesman who gave 
him all the history of that oil—its points of 
merit, and just how and why it was superior 
to others. And he went over it until he had it 
pat in his head and could rattle it off to buyers. 

Then he united with the house in pushing 
the oil, and had them assist him all they could 
with their advertising, which he cheerfully dis¬ 
tributed to the best advantage. 

As he had done on oil so he did all through 
his line—handling one style of each kind, which 
was carefully selected after the utmost care, 
and working with the manufacturers in selling 
it. 


His business began at once to grow—grew 
amazingly, grew faster than he could keep up 
to it with extra space. Today he is a leader of 
his city in his line. 

All because of an idea. 


CREATIVE MERCHANDISING; 

Creative merchandising presents wonderful 
attractions. It is an uncharted jungle in which 
there are general rules known to successful 
merchandising, but no fixed routes; because 
when you go out into the world to create a 
demand for your goods you deal with the vary¬ 
ing minds of the human race whose natures 
and characters are not to be charted scientifi¬ 
cally. You must impress that great force that 
we call public opinion with the value and at¬ 
tractiveness of what you have to sell in direct 
competition with other keen minds, offering 
other things for sale, who are trying to attract 
the public cash their way. 


MOTORISTS CRY “HI! HI” IN JAPAN 

Motorists thinking of visiting Japan are ad¬ 
vised to read and consider seriously the fol¬ 
lowing English-Japanese rules, of the road that 
govern motor drivers in that country: 

At the rise of the hand of a policeman stop 
rapidly. Do not pass him by or otherwise, dis¬ 
respect him. 

When a passenger of the foot hove in sight, 
tootle the horn trumpet to him melodiously at 
first. If he still obstacles your passage, tootle 
him with vigor and express by word of mouth 
the warning “Hi! Hi!” 

Beware of the wandering horse that he shall 
not take fright as you pass him. Do not ex¬ 
plode the exhaust box at him. Go soothingly by. 

Give big space to the festive dog that make 
sport in the roadway. Avoid entanglement of 
dog with your wheel spokes. 

Go soothingly on the grease mud, as there 
lurk the skid demon. Press the brake of the 
foot as you roll round the corners and save the 
collapse and tie up. 


THREE KINDS OF SALES MANAGERS 

There are three kinds of local sales managers 
—the self-starter, the hand-cranker and the 
trailer. Figure out your own classification. 

“No man’s land must be a bare sort of a 
place now.” 

“That’s hardly possible. I’ve heard it's 
covered with duds.” 


** Inspiration starts things; intelligence 
guides things; industry does things.” 


When you think you have put one over on 
the other fellow, remember the shark which 
swallowed the swordfish and thought he had 
completed the job. 
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The will “to stay till the finish” is 
built into every strand of Viking 
Brake Lining for Fords. Viking lasts. 

By expert weaving of high class, long 
fibre yam on heavy looms, Viking 
has been given the strength essential 
to long life. Viking endures' long 
after ordinary linings have outlived 
their usefulness. 


VOGT MANUFACTURING CORPORATION 

ROCHESTER , N . Y. 
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RECOLLECTION OF THOUGHTS AND MEM¬ 
ORIES A PRICELESS POSSESSION 

In making announcement in a recent issue of the 
retirement of Andrew Carrigan from the well known 
jobbing house of Dunham, Carrigan & Hayden Company, 
we unintentionally omitted a letter received from Mr. 
Carrigan, who has always been a prominent factor in 
the western trade, not only in connection with the 
institution which has so long borne his name, but who 
will likewise be long remembered by reason of his 
interest in retail hardware associations. 

His letter is self-explanatory: 

Dear Mr. Shearman: 

Replying to your very courteous letter covering 
my resignation as vice president and general manager 
of Dunham, Carrigan & Hayden Company, beg to 
reply as follows: 

My length of service with this corporation lacked 
about one month of thirty-four years, during the major 
portion of which time I had been in practical manage¬ 
ment. During 1918 I spent a great part of the year 
in the East and principally in Washington, D. C., en¬ 
deavoring to aid tne emergency war work by impressing 
upon those in charge of atfairs the necessity of main¬ 
taining larger stock of miscellaneous hardware, tools 
and steel supplies on the Pacific Coast lor the benefit 
of the ship builders and other coast manufacturers 
engaged in emergency war work, owing to the great 
distance of Pacific coast points from their source of 
supply. 

The work of 1918 with the continuance of my man¬ 
agerial duties commenced to tell, and I felt a strain 
or which I desired to be relieved. My resignation as 
vice president and general manager of Dunham, Carri¬ 
gan & Hayden Company was presented and accepted on 
July 12, and having been relieved of active service I 
am now negotiating with one of the remaining interests 
for the purchase of my own and the majority of the 
other Carrigan holdings in this company at a price 
and under conditions satisfactory to myself. 

While my resignation severs me from physical contact 
with the affairs of Dunham, Carrigan & Hayden Com¬ 
pany, it can never sever me from the recollection of the 
thoughts and activities of half a lifetime and the 
memory of many friendships made in the hardware 
fraternity during all these years will remain with me 
to the end of my days. I shall watch with personal 
pride and gratification the continued prosperity and 
success of my old company, for the reason that such 
achievements will be the result of the splendid organiza¬ 
tion in the building of which I was somewhat instru¬ 
mental. 

With kind regards, I am. 

Yours sincerely, 

ANDREW CARRIGAN. 


ENLARGED QUARTERS FOR ATKINS 
SAWS 

The plant of E. C. Atkins & Co., manufacturers of 
Silver Steel Saws, Saw Tools and Machine Knives, has 
become so crowded that buildings are being enlarged 
and erected continually. 

No sooner was an additional story completed to 
the handle factory, than a four story addition to the 
power plant and a three story building was started. 
The Company needed more floor space to take care of 
the expansion of the different departments and the two 
new buildings will give additional floor space of about 
60,100 square feet. 

The first floor of the power plant building is to be 
used as an engine room, from which they will generate 
their own electricity. The other three floors will be 
used for factory purpose, one for the cross-cut getting- 
out department and the other two floors for hand saw 
packing. In the three story building the basement will 
be used as a grindstone cellar, one floor for cylinder 
saws and the other floors for narrow band saws. 


BUY CLOSELY, BUT NOT TOO SHORT 

Editor Hardwake World: 

We have been advising our trade for some time 
past to buy conservatively, to push their slow moving 
lines, and pay close attention to the collection of 
accounts. 

Of course, you understand that the joober does not 
like to fill very small orders of the retail merchant, such 
as many of them are inclined to send in, as it is 
merely giving retail service at wholesale prices, and 
often actually costs the jobber money out of the 
pocket to fill such orders. 

On the other hand, we find that the retail merchant 
who is inclined to overbuy, frequently desires to re¬ 
lieve his overload by shipping back to the jobber any 
items upon which he is overstocked. This also is 
extremely expensive to the jobber, as it is the handling 
of merchandise twice to make one profit. Besides, it 
is rarely, if ever, in first class condition when returned 
and re-stocked. 

There is no doubt in our minds that if the jobbers 
could educate the retail merchants not . to send in 
trifling orders and on the other hand not to so overbuy 
as to find it expedient to return merchandise, that 
the jobbers would be able to do business on a closer 
margin of profit and the dealers would receive the 
benefit, but so long as a few of them continue to use 
poor judgment in matters of this sort, naturally the 
other dealers who are more discreet have to suffer the 
consequences. 

Yours very truly, 

KIMBALL-UPSON COMPANY, 
Sacramento M. N. Kimball, Pres. 


ADVANTAGE OF DEALER’S STORE 
PAPERS 

Sappers, Inc., who, as their letterhead indicates, are 
dealers in hardware, furniture, farm tools and imple¬ 
ments, plumbing, electrical supplies, automobile repairs 
and accessories—which is typical of a large number of 
hardware stores throughout the great West handling 
these various lines, tell us that their house organ, 

1 ‘Sapper’s Ink,” brought them many direct results, 
and they know it is paying them, and its accumulative 
value will be greater as time goes on. 

Mr. Otto G. Sapper, president of the company, was 
recently on a trip to Erie, Pa. He had his entire 
mailing list sent to him, and each party who was on 
his mailing list in his store in Oregon received a postal 
card of some Erie scene, with Mr. Sapper’s name at¬ 
tached to each card. 

He has found that the receipt of these cards by his 
customers was very pleasing to them to know that they 
were remembered, they having stopped him and thanked 
him for remembering them when he was jo far away. 

It is this personal touch, this evidence of one’s 
thought and interest in another’s welfare, and in their 
pleasure, that does so much to make for tne success of 
a retail merchant. 

Mr. Sapper advises us that he has always been a 
most interested and close reader of the Hardwake 
World, and that he makes a point of going through 
the advertisements first, then the reading matter, so 
he does not miss a thing from cover to cover. 


VALUABLE FOB MERCHANTS AND SALESMEN 

We are enclosing renewal of our subscription for 
the next three years. Your paper is well worth the 
money. You have many gooa articles that are valu¬ 
able to every hardware merchant and salesman. 
With our best wishes, believe us, 

Sincerely, 

Powhattan, Kan. POWHATTAN HD WE. CO. 
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INCREASE SALES 


BOYCO PRODUCTS 


In every part of the country, the extreme service¬ 
ability and usefulness of Boyco Service Units and 
Boyco Luggage Carryalls are being readily recog¬ 
nized. 


They are practical in design, durable, and in every 
instance easily attached and easily adjusted for use. 
Compact and neat in appearance, they make an 
instant appeal to the customer. They represent a 
reliable year ’round turn-over; added profits; and 
increased sales. 


Send today for the Boyco 
Canteen and Carrier Booklet, 
which contains fall informa¬ 
tion as to sizes, weights, and 
other particulars of interest 
to every dealer. 


Boyle Manufacturing Company 

5100 Santa Fe Avenue 
Los Angeles, California 


Ask your Jobber for Boyco Products. If he cannot supply you, mall us your order with bis name and address. 

Service will be rendered. 
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SATISFIED WITH ELECTION RESULTS 

Before this issue is in the hands of all our 
readers the national election will have been 
held and the result known, yet writing three 
weeks before this election is held, we confident¬ 
ly say we are satisfied with the results of it. 

We have no better or other means of infor¬ 
mation as to who will be elected than any of 
our readers. The exigency of printing and pub¬ 
lishing a magazine of the size and quantity of 
the Hardware World makes it necessary to 
send our forms to print some time in advance of 
our issue of the first of the month. 

Majority Should Buie 

We do not claim to possess the gift of pro¬ 
phecy, but in saying we are satisfied with the 
results of the election we do so because we be¬ 
lieve in the right of the majority to rule. 

We believe in the well known proverb “in a 
multitude of counsel there is wisdom,’’ and we 
believe in the principles upon which our con¬ 
stitution was established. 

We believe that the republic of the United 
States is the best form of government that has 
ever yet been devised. 

We believe that the will and intelligence of 
the majority are to be considered, and that no 
one man or a dozen men are capable of unsel¬ 
fishly formulating and directing a policy for 
one hundred and five million people. 

Ours is a representative government, where 
we choose representatives to make our laws. 
Surely Congress with its 500 members is not 
too small a body to direct and formulate the 
policies that make for the welfare of the whole 
nation. Hence, it is not so much a question as 
to who will be elected, as that the majority 
should rule. 

We hope that whichever party is successful 
the majority for the successful candidate will 
be so large that there will be no mistaking the 
will of the people and that when this is known 
everyone should loyally cooperate to correct the 
errors and abuses that have gotten into our 
government by reason of the exigency of the 
war. or other causes. • 

The new president, be it Cox or Harding, 
will need the active sympathy and support of 
every true American. 

It is natural that we should progress in 
legislation and in movements designed to bene¬ 
fit every condition of citizenship. We should 
eliminate all group or class influence where it 
is designed to benefit the few at the expense of 
many, and should go loyally about our own 
work and business, carefully considering the 
welfare of others as well as ourselves. 

Need the Best Independent Thought 

The partisanship of one party who vote their 
ticket straight regardless of who is nominated, 
or what it stands for, is probably counterbal¬ 
anced by the partisans of the opposing party, 
who do likewise. It thus remains for the inde¬ 


pendent and intelligent voters to inform them¬ 
selves on all questions before the country, and 
not be misled by partisan pleas, either to con¬ 
tinue in office or to elect to office, those whose 
standards of life and morals wild not bear the 
closest scrutiny. 

We need to keep our house in order and thus 
we can best serve the world at large. 

We need to set an example to the rest of the 
world and cannot hope to reform and change 
old world habits and conditions of thought, 
which are the growth of centuries, of an envir¬ 
onment of which we know little, and could 
scarcely influence to any appreciable extent. 

All progress will come slowly and one of 
the surest and best methods is by example. 

TERES CONTINUALLY ROLL UP HILL 

A curious thing about tires is that they 
continually roll uphill. This is due to what 
is scientifically termed “traction wave,” but 
what is popularly called “bulge.” Both terms 
mean the expansion of that portion of the 
elastic carcass of the tire, which by weight and 
forward pull, is forced just ahead of road 
contact. 

In motion, the tire is continually attempting 
to run over this traction wave, which, just 
ahead, always eludes it. Incidentally under¬ 
inflation increases the wave. 

On a plain tread, the wave runs round and 
round and round the tire. But a tread design 
with a backbone ribbed or cogged, has been 
found effective in dividing and in throwing it 
off each side. Some treads are corrugated; 
some smooth, some indented, but a purpose of 
all of them is to provide maximum traction to 
overcome this wave. 

The tread must provide also for minimum 
road resistance, for minimum injury to the car¬ 
cass underneath, and for maximum road wear. 
Like the soles of shoes, a tread must absorb 
direct wear. Different kinds of service have 
their individual effects. Scuffing, skidding, 
spinning, tearing effects of rough roads—all 
these have a tendency to promote rapid wear. 

When a tread is torn or badly worn, it 
should be taken to a competent tire surgeon. He 
will tell whether it is worth a repair. 


PRESENT ATTITUDE OF TODAY 

“I’ll give you five dollars a day, spot-cash,” 
said the farmer to the tramp who had stopped 
to beg a meal, “if you’ll help me dig potatoes. 
We’ll begin right now,” he pointed at the big 
field, “because I’m afraid the frost will get 
them.” 

“No,” yawned the tramp. “You better dig 
’em. You planted ’em and you know just 
where they are.” 


“To fare well yourself, help along the wel¬ 
fare of others.” 
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Join the 19m Procession 
of Diamond Dealers 
Results -Large Sales- 
Satisfied Customers 


Diamond 

TIRES 
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WELLS & WADE OF WENATCHEE 

Have put another 44 W" into their wonderful western combination and that is Windows. In speaking of 
this enterprising institution it is almost necessary to use 44 Superlatives ’ 1 to do justice to these progressive mer¬ 
chants who are not surpassed in putting into daily practice up-to-date business methods. 

Their window displays are not only notable in the Yakima Valley, but throughout the Northwest. Here is 
a window that our representative photographed, featuring tools on the left and household goods at the right 
of the entrance. Although the perspective is a little misleading, the impression is very genuine. A sharp 
painted background emphasizes the exhibition in the window, a few articles being shown to illustrate each 
picture. 

The brick and tile set off the window display to a great advantage. 


BUT JOE WELSH PROVED HIS WORTH 
EVER SINCE 

Editor Hardware World: 

Here is a story for your next issue: 

A hardware man puts a sign in his window: 

‘‘Boy Wanted" 

In drops a newsboy with a bundle of papers on his 
arm. Pointing to the sign: 

44 Say, are you the man that wants a boyt" 

44 Yes, I'm the man who wants a boy, who wants 
to learn the hardware business." 

44 How much do you payt" 

44 I will pay you $3.00 each week to start on." 

44 Three dollars a week—Gee! I can make three 
times as much selling papers!" 

4 4 Well boy, let me tell you. When I was a boy I 
worked in a hardware store two years for nothing." 

44 Gee! Maybe that’s all you was wortn." 

PASADENA HARDWARE 00. 


M. W. Tilden has just completed a new building for 
his stock at Arlington, California. The new structure 
is of hollow tile and in style with the neighborhood, 
and is one of the finest in Arlington. 


A. M. Merrifield, factory representative of the 
American Hammered Piston Ring Company for the 
states of Colorado, Utah and Wyoming, has been trans¬ 
ferred to take charge of special sales work in the 
central and eastern states, with headquarters at Balti¬ 
more. 


A. B. Way, until recently secretary and general 
manager of The Bridgeport Chain Company, has become 
affiliated with The Chain Products Company of Cleve¬ 
land. Ohio, in the capacity of district sales manager 
for New England, witn headquarters at the company’s 
New York office, 150-152 Chambers St. 


HARDWARE DEALERS IN JAPAN 
ORGANIZE 

One of the Hardware World subscribers in Tokyo 
advises us that there has been fsunded in Tokyo the 
Tokyo Hardware Dealers Corporation, containing more 
than 800 members, this membership comprising 200 
wholesalers and 600 retailers, being classified according 
to the various departments and products which they 
handle as follows: Bronze and Copper Article Dept.; 
Cast Iron Article Dept.; Cutlery Dept.; Hollowed Ware 
Dept.; Building Material Dept.; Aluminum Ware Dept.; 
Tin Plate Goods Dept.; Wire, Netting Dept.; Wasted 
Iron Dept. 

The office of this corporation situates 10 Kodemma- 
Kamicho, Nihombashiku, Tokyo. Some of the leading 
members, merchants and importers of this corporation 
are as follows: 8. Okubo, Cutlery, 14 Mikuracho, Kan- 
da, Tokyo; S. Yuasa, Cutlery, 10 Tori-aburacho, Ndhom- 
bashiku, Tokyo; G. Matsubara, Cutlery, No. 1, 1 chome, 
Mukoyanagiwara, Asakusa, Tokyo; I. Eato, Cutlery, 
No. 2, 2 chome, Muromachi, Nihombashi, Tokyo; T. Ito, 
Cutlery, No. 24, 3 chome, Honkokucho, Nihombashi, 
Tokyo; S. Kawaguchi. Cutlery, 38 Motoiwaicho. Kanda, 
Tokyo; C. Eawai, Cutlery, 5. Namikicho. Asakusa, 
Tokyo; H. Sano; Wood Screw, 14 Teppocho, Nihom¬ 
bashi, Tokyo; S. Okaya ft Co., Building, 7 Toriabura- 
cho, Nihombashi, Tokyo; Tsunekawa ft Co. Building, 
Teppocho, Nihombashi, Tokyo; B. Yoneyama, Building, 
3 O-demma-shiocho, Nihombashi, Tokyo; Asahi Co., 
Building, Kaiicbo, Kanda, Tokyo; R. Hori, Building, 
Kembocho, Sniba, Tokyo; Abehico Shoten, Aluminum, 
Hollowed Ware, Asakusabashi, Tokyo; Morioka Genza- 
buro, Aluminum, Hollowed Ware, No. 28, 1 chome, Hon- 
zairookucho, Nihombashi, Tokyo; Hayashi ft Co., Tools 
and building, 13 Kodemma-kamicho, Nihombashi, Tokyo. 


The Exeter Mercantile Co., Exeter. California, is 
planning to add a complete line of implements to their 
line of hardware and housefurnisbings. 
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YOUR JOBBER CAN FURNISH YOU WITH 

BEAR BRAND CANTEENS 

Make a friend and booster out of every customer. When you sell BEAR 
BRAND Canteens you have sold the best the market affords. 



“O” Combination 


THE BEAR BRAND RUNNING BOARD OUTFITS 

The carrier for these outfits holds the canteens firmly and does not allow 
them to rattle. Our carriers are made of all steel. Four combinations of 
sizes in each of these numbers. 




Number 221, First Aid 



Blanket covered, polished zinc, cork lined, 
mouth piece. No metal loops to bend or break. 


Bear Brand 

Lincoln Auto Canteen Holder 
These flat-bottom water canteens are fur¬ 
nished in all popular sizes, with or without spouts 
and faucets. 


If your jobber cannot supply you, send in your order to us direct and we 
will place it through any jobber you designate. 

WOOL WINE METAL PRODUCTS COMPANY 

Los Angeles, California 

BALES OFFICES 

OMEB COX, Postal Tel. Bldg., San Francisco JONES & COX, Newbouse Bldg., 8alt Lake City 

8TBIMPLE ft COX, L. C. Smith Bldg., Seattle TAYLOR, YOUNGS ft COX, 209 Ideal Bldg., 

STRIMPLE ft COX, Corbett Bldg., Portland, Ore. Denver. 

8AND8 ft COX, San Fernanda Bldg., Los Angeles, El Paso, Arizona and New Mexico. 
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SUGGESTIONS TO REMEMBER 

A surprising fact in tire conservation is that 
it is better to run over a rock in the roadway 
than to hit it a sharp glancing blow. Of course, 
such obstacles should be avoided if possible, 
but when the dilemma of a choice is forced upon 
the motorist, this decision is best. 

To hit a rock head-on may cause a severe 
jolt, and furthermore is likely to stone bruise 
the tire, but it causes less damage in the end 
to the tire properly inflated than a sharp blow 
against the side wall and rim. As explained by 
tire experts, the reason for this is that the tread 
of a tire is the part best able to absorb shock 
incident to normal operating conditions. 

Side walls, however, are not intended to be 
shock absorbers but to give the carcass of the 
tire strength and shape. Rubber on the side 
wall is laid on to protect the tire fabric from the 
destructive action of the elements. 

The tread of a tire is thick and resilient and 
made to withstand the abrasive action of the 
road. A layer of cords, heavily imbedded in 
cushion rubber, is specially designed to neu¬ 
tralize and distribute blows. 

With tires constructed in this way, the mo¬ 
torist has little choice if unable to avoid an 
obstruction, than to take the blow on the tread 
rather than on the side wall. Careful driving 
should rarely make such a decision necessary. 


Don't wait for inspiration. Inspiration will 
come with the act of working and the busier 
you are the greater will be your inspiration. 


YOUR FAILURE DEPENDS ON YOUR 

CLOSE ACQUAINTANCE WITH HIM 

I am more powerful than the combined ar¬ 
mies of the world. 

I have destroyed more men than all the wars 
of the world. 

I am more deadly than bullets, and I have 
wrecked more homes than the deadliest of siege 
guns. 

I steal, in the United States alone, over 
$300,000,000 each year. 

I spare no one, and I find my victims among 
the rich and poor alike; the young and old; the 
strong and weak; widows and orphans know 
me. 

I loom up to such proportions that I cast 
my shadow over the field of labor from the 
turning of the grindstone to the moving of 
every railroad train. 

I massacre thousands upon thousands of 
wage earners in a year. 

I lurk in unseen places, and do most of my 
work silently. You are warned against me. 
but you heed not. 

I am relentless. I am everywhere; in the 
home, on the streets, in the factory, at the rail¬ 
road crossings, and on the sea. 

I bring sickness, degradation, death, and yet 
few seek to avoid me. 

I destroy, crush, maim, take all, and give 
nothing. 

I am your worst enemy. 

I am Carelessness! 


A well-filled head leads to a well-filled job. 


BELCHER & LOOMIS HD WE. CO. 



A verv attractive display 

of Dixon’s automobile lubri 
cants was recently staged b} 
the Belcher & Loomis Hard 
ware Co., Providence, R. I. 
a leading accessory house ol 
old New England. That the 
exhibit had unusual merit 
may be inferred by reference 
to the illustration. The win¬ 
dow was dressed by H. C. 

Crabt. 

Considerable skill is re 
quired to show a prosaic prod 
net like grease without the 
aid of extra “ scenery,'* such 
as used by tire companies 
But this window proves wha' 
can be done with simplr 
equipment and a few cans. 

The walls of the windov 
were tinted light gray and 
the floor was covered witl 
mottled light blue paper, thus 
furnishing depth to the dis 
play. The brilliant red cans _ . . , . . .. 

in which Dixon ’s lubricants are packed were set off to good advantage by draping rich green plush over the 

stands and by red plush in the foreground. . . , ... ..... 

Of cource, the aluminum-finished gear case furnished the necessary action and was the center of the exhibit. 
The color scheme and grouping of the objects were so effective people simply could not pass the window without 
stopping. Much favorable comment was heard—and what is more important from a business standpoint, many 
new customers were created for Dixon’s lubricants. 
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The Pettiest Guaranteed Hon¬ 
eycomb Radiator it designed to 
meet all requirements for Ford 
cart. Itt unique core construc¬ 
tion. which gives it to much 
cooling surface, alto Permits of 
a flexibility that will with¬ 
stand freesing 


THE CORCORAN MFG. CO. 

Dept. 14, Norwood, Cincinnati 


Retail Price, $25.00 


Ask Your Jobbet, or Write Direct 


I N the dead of winter you can greatly increase your 
profits and strengthen the goodwill of your cus¬ 
tomers by selling “PEERLESS PRODUCTS FOR 
FORD CARS.” 


Winter or summer, the reliable Peerless Radiator for 
Ford cars offers unsurpassed sales opportunities. The 
ever-increasing replacement of radiators makes ours an 
unusually good proposition for DEALERS. 


The demand for PEERLESS HONEYCOMB RADIA¬ 
TORS is not seasonal. When other lines of your busi¬ 
ness become dull and inactive, you can rely on the 
PEERLESS for strong, steady sales. 
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A distributor may not have been appointed in your community and we may need each other 

THE EMPIRE RUBBER & TIRE COMPANY, Trenton, N. J. 
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HOW YOUR ADVERTISING WILL REACT 
AGAINST YOU 

The test of your advertising is the results 
it produces; not in the number of persons it 
brings to your establishment, but in the number 
of sales it is instrumental in effecting. 

The more accurate your advertising, the 
better your chance of drawing interested cus¬ 
tomers to your place of business. The less ac¬ 
curately you describe the goods on hand, the 
poorer your chances are of attracting the cus¬ 
tomers you require. 

Advertising can disappoint about as much 
by what it fails to say as by direct misrepre¬ 
sentation. And once the customer is misled in 
this manner confidence in further advertising is 
seriously undermined. 

If the retailer has a special sale on anything 
in his particular line and sets forth that fact 
in print in an alluring manner, he will find 
ready response from people who are in need or 
at least interested in these very items. 

Don’t Pay to Mislead 

But if Mrs. Jones reads an advertisement 
concerning a wonderful sale of clothes wringers, 
bread mixers, and other things of which she is 
in need, and puts herself out to arrange her 
work or social affairs so as to come to the store 
and make purchases for herself, only to find 
the assortment offered consists of various things 
she has no use for and not in direct line with the 
advertisement, she will be indignant. She will 
feel that the advertisement has misled and de¬ 
ceived her and caused her to waste time and 
effort. 

It is a far better policy to make each adver¬ 
tisement accurately descriptive of what is of¬ 
fered for sale. By so doing you have a strong 
chance of winning customers who want those 
very articles and you run no risk of prejudicing 
those who will not be interested when they come 
face to face with these goods. 

An Example In Selling Tires 

A case of this kind recently came to notice. 
A dealer found himself with a lot of odd-sized 
tires of different qualities on hand. Some were 
perfects and some were seconds. He decided to 
get rid of them and earn something of a reputa¬ 
tion for himself as a man who would give rock- 
bottom prices as a matter of principle to his cus¬ 
tomers. Whether he was striving for a reputa¬ 
tion that would do him any good is another 
matter, which we will not discuss at this time. 
He prepared a display ad which was extremely 
indefinite, but which spoke of certain well- 
known tires as being priced in a most attractive 
manner. 

One man who lived forty miles away hap¬ 
pened to see the advertisement, and putthimself 
out greatly, thinking to be able to get six or 
eight tires at a distinct saving of money. He 
made the trip in pouring rain, only to find 


there was not a tire in the lot that he could or 
would use. 

He was highly indignant, and told the dealer 
what he thought of his advertising methods, 
and that he would never put any stock in 
another of that firm’s ads. 

At the close of the sale only about thirty per 
cent of the goods had been disposed of, and the 
advertising had been expensive. 

A controversy arose between the dealer and 
his partner. The partner insisted on running a 
second sale and in stating in the advertisement 
exactly what was on hand to be sold. This was 
done in a painstaking and honest manner and 
all the goods so offered were sold out before 
the week was half gone, for the simple reason 
that people who wanted tires of the sizes and 
kind specified came to the sale, knowing what 
they would find. 

Either Increases or Diminishes Tour Good Will 

Every time a person comes into your place 
of business and fails to find that the goods you 
have advertised are what he has been led to 
expect, you have decreased the good will of the 
business, and good will is a big asset. Some¬ 
times it is not wise on the part of those with 
goods to sell to praise them too highly for fear 
of arousing doubts or suspicions, nor should 
those goods be damned with faint praise. A 
sensible middle course is what is demanded. 
State the facts, and if possible give proof of 
these facts. Advertising of this kind is con¬ 
vincing, and even if the customer who reads it 
is not in need of the articles described, he will 
gain confidence to the extent that when he has 
needs which you can fill he will come to you as 
a matter of course. This is the real secret of 
the tremendous business built up by many of the 
country’s biggest retailers. 

The customer who comes to your establish¬ 
ment and finds that the goods are all and more 
than you claimed for them will prove one of 
your best advertising mediums. 


ECONOMY RUNS 

“I went twenty miles on a gallon yester¬ 
day.” 

“That’s nothing. I went two months on a 
quart.” 


The K. M. Cope Co. of RedlandR, California, has just 
purchased the stock of the Redlands Hardware & Stove 
Company. 


The Kline Hardware Company at Turlock, Califor¬ 
nia,. are enlarging their store on South Center St. So 
great has been the hardware business that the plumbing 
line is being discontinued so as to make room for a 
larger hardware stock. 


X L. Jordan is the new proprietor of the Allen & 
Dealy Hardware Store at Santa Fe, New Mexico. Al¬ 
though a young man. he has been graciously received 
bv the community, and is making plans to expand the 
business. 
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NEW SOUTHERN CALIFORNIA JOBBERS 
CLIFTON AND CROW OF WACO 

Texas is not only the largest state in area 
but at its present rate of growth bids fair to 
rank among the first in its manufactured prod¬ 
ucts at no distant day. 

The cotton producing center in the United 
States is moving west gradually, and although 
we have not the statistics at hand, we believe 
that the center is now in Texas. 



A. T. CLIFTON 

President of the Clifton Mf<r. Oo., who is doing his full share 
to pnt Texas on the map in a manufacturing way. 


Within the last few years the automobile 
accessory industries have opened up a new field 
for their products, and they are now large pro¬ 
ducers of auto fabric equipment of all kinds, 
including seat covers, tops, top recovers, tire 
covers, combination tents, etc. 

Its representatives are located in such cen¬ 
ters as Chicago, St. Louis, Denver, Phoenix 
and San Francisco. The factory at Waco 
employs 250 people during the height of the 



L. M. CROW 

Secretary of the Clifton. Mfg. Co., who is making the products 
and the name known throughout the fur Weat. 


At any rate the Clifton Mfg. Co. has taken 
advantage of the superior advantages of Waco 
for its production of natural cotton and also 
for an abundant and sufficient labor available 
there to locate what is probably the largest fac¬ 
tory for canvas goods in the United States. 

It was our privilege to meet President A. T. 
Clifton recently and we cannot refrain from 
passing on a word to our readers. Accompany¬ 
ing him was Secretary L. M. Crow and here he 
is also, but by no means an old Crow. He is a 
typical Texan and the thoroughbred secretary 
for the Clifton Mfg. Co. 

Mr. Cilfton organized the company some 
twenty years ago, and its growth and develop¬ 
ment is a tribute to the president and its found¬ 
ers in their activities and foresight. Mr. 
Clifton’s father, W. R. Clifton, a banker and 
stockman in Texas, is vice president, and has 
aided in its finances, but has never been active 
in its management. 

Being in the midst of the cotton producing 
region, naturally the company’s factory was 
ideally equipped to manufacture canvas and 
fabric goods. 


season. J. C. Austin is general manager of the 
company. 

Their products have earned a splendid repu¬ 
tation wherever known and they plan to make 
them more generally known. 


Lowman & Son, Wallula, Wash., have just moved 
into their new concrete building and have increased 
their stock considerably to take care of their growing 
business. _ 


Murray Hardware Co., Bichland, Wash., successor 
to Fred Bier, report business is good. They recently 
added tires and auto supplies to their stock. 


VALUED BT SPANISH BUYERS 

We consider the Hardware World as a most 
excellent hardware friend, from which we can obtain 
a vast amount ot useful information, hence we are 
instructing our American representative to send you 
remittance to cover renewal of subscription. 

We represent in Spain a number of American 
manufacturers, and to any hardware manufacturer 
who desires to introduce his lines in Spain we will 
be pieced to give all the information and coopera¬ 
tion they may desire. 

ALBERTO ESCUBOS & CO., 
Officinas Jose A. Clave, 25 Bajos, Barcelona, Spain 
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FOR 48 YEARS 

Our CONFIDENCE in western merchants has 
meant GROWTH for us both. 

We want your GOOD WILL so that we can return 
it in kind for our mutual BENEFIT. 

WE DO NOT SELL CATALOG HOUSES 


EMPOE- SHUGART- HILL COMPANY 

WHOLESALE HARDWARE 
COUNCIL BLUFFS IOWA 


There are Many Reasons 

FOB THE CONTINUED AND 
INCREASED GROWTH OF 
OUR TRADE 


If you are one of our customers you 
know them. 

If you are not one, we want the oppor¬ 
tunity of showing you why it will be to 
your interest to send us your orders. 



NASH HARDWARE CO. 

(WHOLESALE ONLY) 

SHELF AND HEAVY HARDWARE 


FORT WORTH 
WICHITA FALLS 


At Your Service Since 1872 


NO BOLT-NO HOLE-NO HUMP - NO JOLT 


Satisfaction Guaranteed 

Y OU would suppose that a concern which won its reputation 
on the quality of its products would be content to rest 
upon its laurels. Not so the makers of 

“HEXALL” Socket Wrenches 

Trademark Reg. U. S. Pat. Off. 

“Keep Faith”—they say, “with the tens of thousands who 
rely upon tho unfailing dependability of the best socket 
wrenches In the world. Make Assurance of Quality Doubly 
Sure .' 9 

Therefore, every “HEXALL’’ that goes to the shipping 
room carries this guarantee:— 

“Break Any Sedgley Wrench and We 
Repair It — No Charge* 

—a policy that Guarantees Satisfaction and makes the sale 
of a “HEXALL” the quickest and easiest sale you can 
make.. 1 * HEXALL f 9 is there in every sense of the word—you 
know it—and if, for any reason, it doesn't * 1 make good , 91 the 
guarantee will. 

There are 7 Sets—a “HEXALL 9 ' for every need 

H © r e >■ ®oit practical, reliable, small revolver on the market 
—, BABY. It measures but 4 inches overall; weighs only 6 os.. 
and shoots 6 .22 caliber, short, rimfire cartridges. DISPLAY IT I 

R. F. SEDGLEY, Inc. SsL 1897 

2311-13-15 North 16th St., Phila., Pa. 

Pacific Coast Representatives: McDonald A Linforth, San Fr ancisco 



Patented May 1, 1917 

'HEXALL” Ratchet Socket Wrench No. 2 
11 pieces 



Patented Dec. 81, 1918 

"HEXALL” Socket Wrench No. 0 





Digitized by 


Googl( 



































166 


HARDWARE WORLD 



MOST EFFECTIVE DISPLAY FOR 1847 ROGERS BROS. SILVER 

The attractiveness and possibilities for display of the International Silver Company’s 1847 Bogers Bros. 
Silverware somewhat detracts from the credit due a merchant who makes an attractive display of this line. The 
Maison Blanche Co. of New Orleans had a most wonderful window display, and it is good enough to bear repro¬ 
duction. So we are glad to pass it along to our readers, so they, too, may find it suggestive and inspiring. 

The window can certainly be used by merchants throughout the country as a model. 

The window-trimmer made liberal use of various display helps which the company distributes to the trade, 
including trade mark signs, reproductions of advertisements, pictures, window cards, display racks, etc. The 
ware itself, however, is the main feature, and is by no means subordinate to the printed matter which was used 
merely to set it off. 

The makers of 1847 Bogers Bros, ware were pioneers in the field of dealer cooperation in supplying trade 
and display helps. They believe in working with the retailer. 

The International Silver Co. has a very active sales promotion department which works hand-in-hand with its 
advertising force to be of real service to the retailer. 

The Maison Blanche are one of the largest retailers in the South, and are large factor in distributing house¬ 
hold goods, hardware, accessories, etc. 


TO PARAPHRASE LINCOLN’S FAMOUS I 

LINES I 

You can sell all of your stock below cost < 
part of the time; you can sell part of your [ 
stock below cost all the time; but you can’t | 
sell all of your stock below cost all the time! 

HARDWARE MAN A GOOD CONTRIBUTOR 
* ‘Did you ever contribute to The Atlantic 
Monthly ?” asked the sweet young girl of a 
Chicago dealer. 

“Not monthly—daily,” replied the dealer. 
“Daily?” echoed the girl in surprise. 

“Yes,” said the dealer sadly, “last summer, 
when I crossed to Europe.” 


When you trip, try to fall forward and get 
up nearer your goal. 


GET MANY HELPFUL BUSINESS IDEAS 

We are enclosing renewal of our subscription to 
the Hardware World, and want to tell you that we 
get many ideas and business-getting suggestions out 
of its pages each month. So be suie and keep it 
coming, as per our check enclosed. 

Montrose, Mo. WELLING BBOS. HDWE. CO. 
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POUR FRIENDS 

For greater gifts I would not pray, 

Nor ask the gods to send my way, 

If I could have four friends a day. 

A friend of better days than this, 

Of brighter sun and golden bliss 
Before the times had gone amiss. 

A friend of worse days, dark and drear, 
Who shared the hours of storm and fear, 
Before the skies began to clear. 

A friend new made who shall afford 
Adventures of the unexplored, 

A friend with happy future stored. 

An old friend who has stood the test, 

Has known the worst and known the best, 
Alike in both forever blessed. 
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HARTFORD 

TIRE/ 


I N this day and age,thought¬ 
ful people seldom make 
purchases with their eyes 
closed. 

Car owners particularly are 
concerned about economy in 
operation, and when a car 
owner buys an automobile 
tire, he has a right to expect 
as square a deal as on any 
other article—and he is in¬ 
sistent on getting it. 

This is probably why the 
shrewd automobile acces¬ 


sories dealer i s going t o 

greater extremes in behalf of 

% 

reliable tires every year. 

Giving the public the benefit 
of long years of Hartford 
Tire building experience is 
one way of dealing in service 
and satisfaction—that satis¬ 
faction that comes from the 
unswerving policy that every 
HARTFORD TIRE, no mat¬ 
ter what the size, must be as 
good as can be built. 


Hartford Rubber 
Works Company 

1790 Broadway 
New York 
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GOOD ADVICE PROM ARKANSAS 

Our readers no doubt have heard and read 
with interest of the “Arkansas Traveler, ,, but 
here is the “Arkansas Fisherman,” not one, 
but a goodly group. This picture was taken on 
the John S. Williamson plantation on the banks 
of Maddox Bay in eastern Arkansas, the great¬ 
est bass and perch fishing section in the 
country. 

We are indebted to our good friend Hamp 
Williams for the group. Hamp Williams is in 
the center of the group; here is his account ot 
the fishing in that region, with a good word of 
advice to the merchants that do not know the 
pleasures and profit of the recreation of the rod 
and reel. 

“To catch these fish, you must use energy, 
alertness and great care. Even after they have 
been caught, it requires good judgment to land 
them, but this is the kind of sport and recrea¬ 
tion business men need. You do not catch any 
of these fish with set hooks. They are very 
much like many people. It takes an attractive 
bait, well displayed and moving to catch their 
eyes. 

“The first day we caught seventy-five 
pounds of bass and perch, no bass weighing 
more than three pounds. The last day we 
caught more than 150 pounds, the largest 
weighing five pounds. The longer we fished, 
the more successful we were—just the same as 
men grow in business. 

“Every day each man learns more and more 
how to fish and how to land them. A good mer¬ 
chant makes a good fisherman for game fish. 
We have too many merchants, however, fishing 
with set lines. Get a rod, a reel and a few 
flies and hike away to some good fishing place 
and give your clerks and family a rest and 
yourself and look into another world.” 


Some officials seem to have the sleeping 
sickness when it comes to giving the public in¬ 
formation as to the real cost of the war—in¬ 
cluding the waste and graft. 


FOUR NEW GOODELL-PRATT TOOLS 


Goodell-Pratt Co., the Greenfield toolsmiths, whose 
boast used to be “1500 good tools, 1 ’ but whose products 
now far exceed that number, announce four new tools 
especially designed for the automotive and technical 
workman. 


Chauffeur’s 
Universal six- 
i n c h Wrench 
No. 595 is so 
named because 
it is self • ad¬ 
justing for any 
size square or hexagon nut up to % inch, and will hold 
round pipe up to % inch. The jaws are opened by 
pressing the trigger and automatically closed by means 
of a spring. It wUl firmly grip any size piece within 
its capacity. The announced price is $2.00. 

Offset 
Socket 
Wrench No. 

482 can be 
used many 
places that 
no ordinary 

wrench will reacu. It will be found particularly useful 
on several places in a k ord car. The handle is polished 
steel, knurled to give a good grip. The socket is very 
strong and is broached to exact % inch hexagon size. 
The length over all is 10% inches, net weight, 11 
ounces. Price, each, 90c. 




Gimlet Bit 
Set No. 577 con¬ 
sists of twelve 
bits, 1-32 to 12- 
32 inch, put up in 
a handy round 
wooden box, 
where they are 
always readily 
available when 
desired. This will 
be found a most 
convenient outfit 
upon any wood¬ 
worker ’s work¬ 
bench. Each one 
of these bits is 
hand-forged from 
crucible steel, 
carefully hardened, oil tempered, and sharpened by 
hand. Weight, 1% lbs. Price per set, complete, $2.80. 

Two-inch Mi¬ 
crometer Caliper fp 
with Batche 
Stop, No. 20R, i 
graduated to rea 
by 1-1000 inch 
from 1 inch to 2 
inches, either 
lengths or diameters. Decimal equivalents are etched 
on the frame, which is drop-rorged from a solid steel 
bar. An eccentric locking device is provided to hold 
the screw in any desired position. It also has a ratchet 
mechanism on the thimble in a position where it is 
easily reached by the fingers of the operator. The end 
of the thimble is provided with a speeder by means of 
which the screw can be rapidly run back and forth. 
Every necessary compensation for wear is provided. 




W. W. Howell, formerly of the Valley Hardware 
Company, of Yakima, Washington, has purchased the 
interest of M. Lentz in the Lentz Hardware Co. at 
Yakima. Mr. Howell has been a leader in the hardware 
trade of the Northwest for the last twelve years. 


R. A. Byrkett of White Saimon, Washington, has 
sold his interest in the White Salmon Hardware Co. 
and will engage in the implement and powder business. 
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K-9 Adjustable Wrench 


MOSSBERG 

AIL STEEL WRENCHES AND TOOLS 

A Business-Building Line 

1 HE dealer who sells Mossberg Tools not only makes 
a good profit—he gets a quick turnover on his stock 
and builds up his trade through satisfied customers. 

The completeness of the Mossberg line makes the possi¬ 
bility of a sale greater. There is a wrench or tool for 
every purpose. 

The garage man, the motorist, the expert 
mechanic, each with his individual re¬ 
quirements, may find the right wrench 
among your Mossberg stock. 

The Mossberg reputation for strength 
and service helps you to make your 
sales — it builds your business. 

Write for complete 1920 catalog. 

WALTER L TUTTLE, 

President and General Manager 
PRANK T. CHASE, 

Treasurer and Sales Manager 
EVERETT L. FORD, 

Secretary and Superintendent. 



•*600** Board, Assort* 
of Ford Necessities 



‘H” Board of All Steel 
Socket Wrenches 
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WHEN YOU'VE GOT A GOOD DEAL ON 
DON’T GIVE THE OTHER FELLOW 
ANY CHANCE TO SLIP OUT 
(Copyright by Elton J. Buckley) 

The following inquiry, and the discussion 
of it, should serve to impress upon business 
men that when they have a contract that they 
want to hold, such as a particularly good order, 
they should be extra careful to comply with 
every part of it themselves, lest they give the 
other party a chance to slip out. It applies in 
any line — hardware or anything you buy. 
Everybody doesn’t do that; I have seen many 
beautiful deals lost that way: 

Cincinnati, Ohia. 

Please give your opinion on this. About a year ago 

we gave an order for - to a New York house, 

which was glad to get it because it looked then as if 
the market might be going to ease off. The order 
would have taken about nine months to complete, and 
we gambled a little on it and as it turned out, gambled 
right. The market has advanced and shows us a clear 
profit of $1,200 on our order, when all delivered. 

The contract contains a provision for so much 
delivered each month, payment to be made by the 10th 
of every month for all shipped the preceding month. 

Some of these goods were shipped to us in Septem¬ 
ber. 1919, October, 1919, and on up to last February, 
and we paid by the 10th of the following month. On 
the March shipment, however, we did not keep to the 
contract, because we were short of funds at that time 
and our relations with these people had been so pleasant 
that we thought they would grant us a little leeway. 
So on the 10th of April instead of sending the custom¬ 
ary check, we sent a little note stating that we were 
pressed and would take it as a favor if they would 
allow us an extra fifteen days. Not hearing from them 
we believed it all right, and thought no more about it 
until in about five days we received word that the con¬ 
tract was cancelled because we did not make payment 
as was set forth in the contract. The biggest part of 
the contract is still to come forward and if they can 
do this we stand to lose several hundred dollars. Please 
advise, suppressing name. r -& Bro. Co. 

Now that is the sort of case I mean. Here 
was this correspondent with a deal on that 
would have netted him over a thousand dollars, 
yet he is so careless that he violates his own 
contract and gives the other fellow the chance 
to squeeze out, which he had doubtless been 
watching for. 

In cases where an order for goods provides 
definitely and clearly for payment in a certain 
manner, payment must be made in that manner, 
or the seller can call the balance of the contract 
off. Naturally he would never want to do this 
unless the buyer was getting the best of it, 
which is, of course, the very sort of contract 
which the buyer should protect. 

This rule of law, which is very well settled, 
applies to all cases where one man sells another 
a certain quantity of merchandise, for a certain 
lump sum, shipment to be made from month to 
month. It does not apply to what are known 
as severable contracts, that is, contracts or 
orders which are really a number of orders 
in one. 

For instance, A takes an order from B for 
ICO cases of canned tomatoes to be shipped 


during January at $2 a case; 100 cases of 
canned corn to be shipped during February at 
$1.50 per case; 100 cases of canned peas to be 
shipped during March at $1.75 per case. While 
the whole deal is for 300 cases, there are really 
three separate and distinct orders of 100 cases 
each. Therefore, if the buyer fails to pay for 
the first 100 cases, there is not sufficient reason 
to cancel the contract for the second and third; 
the seller must go forward and deliver them 
because they are practically separate transac¬ 
tions. But if the original order had been for 
300 cases of tomatoes, one-third to be shipped 
each month, and paid for, failure to pay for the 
first third would then have been sufficient 
cause to cancel as to the rest. 

Sometimes these contracts can be saved. I 
remember a case in which there was a sale of 
hardware to be shipped so much a month for 
four months, payment to be made by the 10th 
of each month (if I remember correctly) for 
everything shipped and received during the 
preceding month. The buyer paid for the first 
month’s installment, in accordance with the 
contract, but asked for more time on the second. 
There was some correspondence about it, with¬ 
out any definite decision either way, until one 
day the market on this product suddenly ad¬ 
vanced. The seller then declared the contract 
cancelled because the buyer had not paid his 
bill as the contract provided. The buyer took 
the matter into court, and won—the cancella¬ 
tion was upset. The court ruled that there was 
some reason to believe that the seller hadn’t 
cancelled because payment had not been made 
on time, but because the market had advanced, 
and it sent that question to a jury to decide. 
The jury said the cancellation was only hinged 
on the non-payment, its real reason was the 
advance, and they decided the case in the 
buyer’s favor. In such cases cancellation must 
be in good faith based on the failure to pay. 

If I had a deal on for merchandise which 
was worth more than when I bought it, which 
would of course mean that the seller would be 
delighted to find a way out of it, I should care¬ 
fully read and re-read the contract or order 
blank, in order that I might become letter 
perfect in all that I had to do under it. Then 
I should sit up nights, if necessary, to do it in 
exact accordance with the agreement. 


NO WONDER 4 ‘READ FROM COVER TO COVER’’ 

We are enclosing renewal of our subscription to 
the Hardware World for three years, and we want 
to tell you that the Hardware World is the one 
publication we always make a point of reading just 
as soon as we receive it. There is a personality 
about it that we greatly enjoy, and the business¬ 
getting ideas and suggestions that wo receive from 
its pages are w’orth a great deal to us. No wonder 
it is taken home at night and read from cover to 
cover, for it is valuable to every merchant and 
salesman, as well as to every manufacturer. 

Cotton Plant, Ark. W. E. LEE. 
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Sterling Jacks Never Fail 


Safest and most de¬ 
pendable Jacks made, 
representing the high* 
e s t development o f 
sturdy construc- 
|k tion. 

Correct design 
and work- 
» Jh^manship 
n s u r e 

capacity 

•\ durability, 

49 safety and 

* more per- 

feet ease 
of operation than 

HP any other Jacks 
of equal size. 
Sterling Jacks are ab¬ 
solutely guaranteed. 

Sold by leading job¬ 
bers and dealers. Ask 
for catalog of 14 sizes. 

Republic Auto 
Parts Co, 


81 Tenth Street Long Island City, New York 

A SIZE FOR EVERY CAR 


LOCKWOOD 
Open -With-Door 
Side Curtains 


Fred St Onge Again! 

We are pleased to announce the glad 
tidings that Fred St. Onge has re¬ 
newed his contract with us for 
another year. 

As heretofore, he will continue to dem¬ 
onstrate the utility of the bicycle and 
the 

CORBIN DUPLEX 
COASTER BRAKE 


These curtains actually open with the door 
just like a Sedan or Coupe. Exclude wintry 
drafts and make driving in cold weather 
warm and comfortable. 


XttOlOjeMi 


Nothing in the last twenty years has 
done more to stimulate interest in 
bicycling and promote the sales of bi¬ 
cycles than has the splendid work of 
St. Onge. 

Backed by this able work and its repu¬ 
tation of twenty years’ universal ser¬ 
vice-satisfaction, plus an aggressive 
national publicity campaign, can you 
do better than get aboard and 

“Specify Corbin Equipment 99 
CORBIN SCREW CORPORATION 

American Hardware Corporation, Successor 

NEW BRITAIN, CONN. 

Branches: New York Chicago Philadelphia 

Makers of Corbin Duplex and Two-Speed Coaster 
Brakes, Corbin-Brown Automobile, Motor Truck, and 
* Motorcycle Speedometers. Corbin-Brown Tachome¬ 
ters, and Corbin Automatic Screw Machine Products 


flide a Bicycte 


Contributor to 
National Publicity 
Campaign 
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TIRES AND MEN SHOW SAME SIGNS OF 
AGE 

When numerous small slits and cracks ap¬ 
pear in a tire, it is a sign of the approach of 
old age. A strange thing about auto casings 
in this respect is their similarity to men and 
women. While they don’t get grey haired, they 
do become wrinkled and cracked, often chalky 
white in appearance. 

The fabric in an old tire gradually becomes 
brittle and hard, so that it breaks easily. Like 
the bones of old people, it is difficult to knit. 
The tire surgeon’s work increases in difficulty 
with the age of the casing. 

Like individuals, those whose strength is 
conserved do not so readily show their age. The 
best way to preserve their usefulness is to take 
care of them. 

To hide the effects of age and wear, motor¬ 
ists frequently “doll them up,” painting the 
side walls and washing with cleaning solutions. 
Others pay no attention to their appearance and 
permit them to go shabby. 

Ordinarily the small cracks appearing on 
the side walls do little harm, unless they pene¬ 
trate through the rubber covering to the fabric 
underneath. It is well worth the motorist’s 
attention to have his casings regularly inspected. 

Tires age fastest when lying around. They 
are kept in best condition in actual service. If 
it is necessary to store them, they will retain 
their life longest in an even and moderate tem¬ 
perature and light. 


IT’S ALL IN THE STATE OF MIND 

“If you think you are beaten, you are; 

If you think that you dare not, you don’t; 
If you think you would like to win, but can’t; 
It’s almost a cinch you won’t. 

“If you think you’ll lose, you’ve lost; 

For out in the world you find 
Success begins with a fellow’s will, 

It’s all in the state of mind. 

“Full many a race is lost 
Ere even a step is run 
And many a coward fails 
Ere even his work’s begun. 

“Think big, and your deeds will grow, 

Think small and you’ll fall behind, 

Think that you can and you will, 

It’s all in the state of mind. 

“If you think you’re outclassed, you are; 

You’ve got to think high to rise; 

You’ve got to be sure of yourself before 
You can ever win a prize. 

“Life’s battles don’t always go 
To the stronger or faster man, 

But soon or late the man who wins 
Is the fellow who thinks he can.” 


CASH REGISTER WRITES SALES SLIP 

A cash register which prints an itemized and to¬ 
taled receipt has been placed on the market. For 
years merchants have needed such a machine. The new 
register stopB mistakes in adding the items of a Bale. 
It also saves the time of clerk and customer, and gives 
the merchant protection and information about his 
business. 

The old way of adding up the items of a sale by 
hand, brain and pencil has long been a stumbling block 
to efficiency in retail stores. With this method, when 
several articles are purchased, it is necessary for the 
customer to wait while the clerk adds the items and 
makes the change. The time required for this work 
when multiplied by the number of transactions every 
day, amounts to many hours. It greatly adds to the 
expense of operating the store. 

Then, too, clerks are only human and mistakes will 
happen. Errors mean losses. If an overcharge is made 
because of wrong addition, the merchant may lose a 
customer. If an undercharge is made, the merchant 
loses the profit on the sale. 7 

New Machine Saves Time and Work 

With the new machine, each item is registered sep¬ 
arately. By turning an operating handle, a receipt is 
printed and issued by the register. This receipt shows 
the printed amount of each item sold and the total 
amount of the sale, which has been added by machinery. 

The total of each transaction is also printed on a 
paper roll inside the machine. There are other features 
that are found in all high grade cash registers. These 
include adding counters to show the total amount of 
scales, and the number of customers waited on. The 
amount of every item sold is shown between glass at 
the top of the machine. 

This register provides quick and accurate service for 
customers. The items are added and recorded at one 
operation. In many stores the use of a written check 
is eliminated by the itemized receipt. The figures are 
indelibly printed and cannot be changed. Customers 
have confidence in machine-made records and additions. 

The Receipt Prevents Disputes 

The receipt prevents disputes regarding overcharge 
for any item or for the total amount. It identifies by 
price any item that may be returned for exchange. The 
receipt makes public the record of the amount paid 
for every article bought by the customer. This removes 
temptation from employes, because all amounts must 
be correctly registered. 

Clerks are finding the new machine a valuable aid 
in increasing their efficiency. It makes their work 
easier, lessens responsibility and gives them more time 
for selling and progress. 

The perfection of this register has solved many 
difficult problems for merchants. It saves time and 
work and stops mistakes in adding. It gives informa¬ 
tion and protection that are necessary for the successful 
operation of a store. Although on the market but a 
few months, already the new machine is in use in 44 
lines of business. 


Otto B. Lee is now sole proprietor of the hardware 
business at Blythe, California, hitherto under the name 
of Lee & Kunzman. 


DON'T WANT TO MISS A COPT 

We have thought many times of complimenting 
you on vour exceedingly helpful Hardware World. 
We don't know how you get out such a publication 
as you do. We are enclosing our renewal for three 
years, which in itself tells how we regard the 
Hardware World. We don’t want to miss & single 
copy. 

HARRINGTON BROS. HD WE. CO. 
Pawnee City Neb. 


Digitized by CjOOQie 




HARDWARE WORLD 


173 





Digitized by 


Google 


For the Christmas Trade 


Get your stock early and be 
prepared for the holiday rush. 

Hundreds of people are pre¬ 
paring to motor to Florida or Cal¬ 
ifornia for the winter. They’ll 
need Auto-Kamp-Kook-Kits— 
particularly the Four Party Suit 
Case Outfit. This includes com¬ 
plete equipment which is packed 
together with a twcAburner Kit 
in a large suitcase. It’s just the 
thing for these long trips. 

Auto-Kamp-Kook-Kits are 
being advertised in the leading 
outdoor publications. The de¬ 
mand has been created—you will 
have many calls for them. Stock 
up now and be prepared. 


Four-Party Suit Case Outfit 


Prentiss -Wabers 
Stove Co, 

18 Spring Street 
Wisconsin Rapids, Wisconsin 
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TYPICAL OF PROGRESS IN THE 
INLAND EMPIRE 


In 1900 H. S. Fender moved to Prescott, Wash., and 
purchased a small stock of hardware, harness and drugs, 
the entire stock amounting to about $1500, with a floor 
space of 1500 square feet. 

In contrast and showing the record of progress in 
the twenty years we are publishing herewith a photo¬ 
graph of the exterior and interior of the store of H. S. 
Fender & Son at Prescott, Washington. The business 
is housed in the Odd Fel¬ 
lows building, a modern 
brick structure 68x80 feet. 

Our readers will agree that 
such a plant as that of H. 

8. Fender & Son is thor¬ 
oughly typical of the pro¬ 
gressive western merchant 
and does credit to the trade 
and to the community. 

One glance at the exter¬ 
ior suggests order, perma¬ 
nence and leadership in the 
community. When a mer¬ 
chant houses his stock in a 
solid, modern building that 
stands out among its sur¬ 
roundings as does the store 
of H. S. Fender & Son, that 
institution commands the 
respect and confidence of 
his community. 

On entering,the visitor’s 
first impression is borne out 
in every respect. In accord¬ 
ance with the opportunities 
and obligations which Prescott places on her mer¬ 
chants, the stock of H. S. Fender & Co. is of a general 
nature and includes a full supply of household goods. 
These are not stowed away in a rear shed, or a dark 
balcony, but are arranged on the main floor, so that the 
householder will be attracted as he enters. Thus a 
want is created and supplied at the same time. He who 
enters to buy a screw driver leaves behind him an order 
for a rocking chair or a phonograph. 

There are few merchants whose stock includes more 
items and a more general assortment than that of H. S. 
Fender & Son, yet the store does not have the crowded 


appearance. This is because everything is in order, 
because the reserve stock is kept off the floor and the 
shelves, and because every member of the organization 
is working to make the store attractive. 

Much credit for the development and progress of the 
business is due to Mr. Fender’s son, C. M. Fender, or 
‘ ‘ Monte” as he is known. He has been manager since 
1909, and in 1918 was made a member of the firm. He is 
known throughout the*Inland Empire as one of the 
shrewdest, well posted men in the hardware business, 


and his own hard work and earnestness has been 
an inspiration to other members of the organization. 

One of Mr. Fender’s right hand men is W. W. 
Winkle, an alert, bright, enthusiastic young man who 
takes as much pride in the business and in the hardware 
trade as though the business were his own. Mr. Winkle 
represented H. S. Fender & Son at the last convention 
of the Pacific Northwest Hardware & Implement Asso¬ 
ciation, and it is through his cooperation that we pub¬ 
lish the views this month. All in all, the spirit of H. S. 
Fender & Son and the advances they have made in the 
trade should be an inspiration to any merchant. 
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WRENCHES 


The name Blackftawk on a wrench 
stamps that wrench as an accurate 
fitting, dependable tool—an ap¬ 
propriate wrench for expert ma¬ 
chinist or skilled mechanic. 

Sockets are machine turned from 
the solid steel bar and broached 
out. Safe guarded against rusting 
by a patented rust-proof process. 

Individual wrenches, standard 
combination sets, attractive dis¬ 
play boards for dealers. 

Every Blackhawk Wrench is guar¬ 
anteed. 

Write for catalog and prices. 

Manufacturers: We make 
wrenches according to specifica¬ 
tions. 


American Grinder Mfg. Co 

MILWAUKEE, WIS. 
Represented by 

C. N. & F. W. JONAS 


OFFICES AT 

Transportation Bldg.Chicago 

Eqnitable Bldg.Los Angela# 

111 New Montgomery St., San Francisco 

616 Pioneer Bldg.Seattle 

524 Forsythe Bldg.Atlanta 
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INTRODUCING R. J. ROCHE 

Our readers will be glad to meet through our pages 
before they meet him in actual ftesh, R. J. Roche, the 
newest member of the A. C. Riddell organization, whose 
headquarters will be at Los Angeles and whose 
territory will include southern California, Arizona and 
the mountain territory. 

Mr. Roche brings to this rapidly growing firm of 
manufacturers’ representatives his intimate knowledge 
of the electrical sales, which will be invaluable in de¬ 
veloping the electrical account of the company, as well 
as handling their hardware lines. 

For the last fifteen years, since his graduation from 
college as an electrical engineer, Mr. Roche has been 
storing up knowledge and experience, both as a con¬ 
struction engineer in operations and a theoretical man 
in electrical lines, as well as a merchandiser and sales¬ 
man, not only of electrical equipment, but of electrical 
installations and service. 

He has lately been with the Economy Fuse k Mfg. 
Co., at San Francisco, in the sales department. 


HARVEY SPRING CO.’S CHICAGO BRANCH 

The Harvey Spring and Forging Co., Racine, Wis., 
makers of the Harvey Boltless Auto Spring, have 
opened a Chicago branch at 3020 South Michigan Boule¬ 
vard. 

T. H. Van Horn, sales manager of the Harvey 
Spring and Forging Co. says the new Chicago office is 
in no sense a service station, and will not compete with 
dealers. It is a factory branchy made necessary by the 
greatly increased demand for Harvey Boltless Springs. 

A corps of representatives sufficient to give ade¬ 
quate service to the trade has been transferred to 
Chicago from the home office at Racine. 


John Smith Co., Walla Walla, Wash., have their new 
building almost completed and will move into it very 
soon, giving them more room and a display floor that 
should be a big asset in their implement business. 


WOULDN’T BB WITHOUT IT. 

Be rare and eontinue my subscription to that 
splendid paper, the 4 ’Hardware World." 

I wouldn’t be without it. 

A H. GRISWOLD. 


NEW APCO PRODUCTS 

Two new Apco products, a Transmission Tool and a 
Gasoline Reserve Valve, are the newest items added to 
the automobile_ accessory line of the Ap$o Mfg. Co., 
Providnce, R. I. 

The Transmission Tool consists of a clamp which 
holds the transmission band together in perfect align¬ 
ment and also a drop forged wrench, milled to the exact 
size of the adjustment. It is attached to the clamp 
chain and cannot be lost in the transmission case. List 
price, $1.00. 

The Gasoline Reserve Valve holds one gallon of 
gasoline in reserve and can be put’to use by throwing 
valve spring over a quarter of a turn. When this 
reserve gas is used the tank cannot be filled until the 
valve is reset, which is done by turning the valve spring 
back to its original position. 

The Gasoline Reserve is listed at $1.50. 


WHERE THE SHOE FIT 

“No,” said the old man, sternly, “I will 
not do it. Never have I sold anything by false 
representations, and I will not begin now.” 

For a moment he was silent, and the clerk 
could see that the better nature of his employer 
was fighting strongly for the right. 

“No,” said the old man again, “I will not 
do it. It is an inferior grade of shoe, and I will 
never pass it off as anything better. Mark it 
“A Shoe Fit for a Queen,” and put it in the 
window. A queen doesn’t have to do much 
walking.” 


Do, but don’t overdo. 


I Want to Buy a Good 

-Hardware- 

Manufacturers’ Agency 

REQUIREMENTS: 

Accounts must be standard and 
sell to the Jobbing Trade only. 

Can handle territory from Den¬ 
ver west—or any part of it. If 
you want to sell out, write me at 
once. 


Also would like to hear from factory agencies who 
have assigned to them hut do not cover either San 
Francisco or Los Angeles, or both . I have offices 
in both cities with salesmen continually covering 
the hardware and accessory jobbing trade. On a 
standard line / could offer sub-representation for 
Northern or Southern California that would be 
mutually profitable . 

ADDRESS 

HARDWARE WORLD 

NEAREST OFFICE 
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For Every 
Motor Necessity 

SEND FOR CATALOG NO. 250 

Walden •Worcester 

INCORPORATED 

WORCESTER, MASS. 


i 


LANE’S - 

Ratchet Socket Wrench Sets 

riNTO UF. and “ SUPER-UNIQUE ” 


(Trade Harka Baglatarad) 


DEALEBS: NOTE THESE SELLING POINTS: 

Bound Sockets, Turned from Solid Steel Bar 
Broached Hexagon Openings. Guaranteed Against Wear and Spreading 

NO PROFITKKRINO IN OUR PRICKS 

JOBBERS EVERY- __ - .. 


a bVLnl _ 

WHERE CARRY lane’s IJNlO UK TOOLS 



Made only by 

Will B. Lane 
Unique Tool Co. 

180 N. Dearborn St. 
CHICAGO, IUL, U. S. A. 
W. H. 

Western Representative 
602 WtUlsms Building, 
Mission and Third Sta^ 
San Francisco, OaL 



Digitized by 


Google 

























178 


HARDWARE WORLD 


THE BOYLE MANUFACTURING COMPANY 
OPEN OFFICE AND SALESROOM 
IN SAN FRANCISCO 

The Boyle Manufacturing Company of Los Angeles, 
Willis J. Boyle, Sr., founder and president, announces 
the opening at 21 Sutter Street of general offices and 
salesrooms, where they will occupy the entire third 
floor, under the charge of Thomas M. Gardiner. A full 
and complete line of Boyco products will be on display 
at all times for the benefit of the jobbing trade and 
their customers. 

Boyco products, being leaders in their line, are sold 
by practically every hardware, auto accessories, sport¬ 
ing goods and other jobbers of the United States, and 
need no word of praise as to their quality and construc¬ 
tion. The opening of their new offices.no doubt will be 
welcomed by the buyers of the West. 

In addition to the display of their Canteen, Luggage 
Carrier and Service Unit line, will be carried a full line 
of oil companies’ gasoline station and garage equip¬ 
ment; riveted and welded high pressure air tanks; steel 
oil, lime and cement shipping barrels; garbage cans 
and other nationally known Boyco products. 

From the many inquiries coming in to their office, 
jobbers and buyers of the far East and southern states, 
as well as Canada, are looking forward with interest to 
making their purchases for their 1921 needs in Chicago, 
where Boyco products will be on display at the Auto¬ 
motive Show, to be held at the Coliseum, in Chicago, 
from November 15 to 20, which wil' also be visited by 
most of the prominent buyers of the West, who no 
doubt will enter many contracts with this progressive 
institution. 



DIPPERS, CUPS, FUNNELS IN IRON LINE 

The Rochester Can Co., of 
Rochester, announces they have 
just added to the Iron Horse Line a 
new assortment of non-rust dippers, 
cups and funnels. The dippers are 
made with long and short handles, 
and run in sizes frobi No. 700, with 
one pint capacity, to No. 703, with 
three quart capacity. The cup is an 
exceptionally heavy one, made from 
heavy galvanized sheets, with wire 
reinforcements at the top, the bot¬ 
tom double seamed on. 

The funnels are made from 
heavy galvanized metal, carefully 
seamed and hand-soldered, and 
range in capacity from one pint to 
four quarts. These items of course 
are in addition to the complete line 
long known to the trade. One of 
the features of the Iron Horse Metalware is the com¬ 
plete line of garbage system for the home. The indoor 
sink garbage pail and outdoor underground garbage pail. 


W. H. Dunlap, formerly of the Holley-Mason Com¬ 
pany, has taken the retail agency in Spokane and Hill- 
yard Counties, Washington, for the Monitor Stove 
Company, of Cincinnati, Ohio. The Holley-Mason Com¬ 
pany are jobbers of Caloric furnaces in eastern Wash¬ 
ington and northern Idaho. 



NEW SOUTHERN CALIFORNIA JOBBERS 

The American Ave. Hardware Company at Long 
Beach have entered the jobbing business in southern 
California territory, specializing in builders’ hardware 
and tools. John F. Haasis, president, has been with the 
business since 1917. 

They plan to discontinue the retail business and 
confine themselves altogether to the wholsale business. 
Seeley B. Mow© and E. C. Hutchinson, formerly with 
the Union Hardware & Metal Company, have been 
added to their force. 

Mr. Hutchinson was sales manager for the Union 
Hardware & Metal Co. the past year, and will fill the 
same position with the American Ave. Hardware Co. 

Seeley B. Mowe, secretary of the American Hard¬ 
ware Co., will continue his former position as buyer. 

Other officers of the company are: Theo. L. 
Haasis, vice president, and Roy W. Orris, treasurer. 


ARE YOU OBSERVING GENCO WEEK ? 

Just to remind the trade that the week of November 
8th to the 13th, is Genco week, dedicated to the Geneva 
Cutlery Corporation in leaturing the Genco Razors. 

The prizes will be $1000.00 in cash, which will 
be distributed for the forty-six most attractive window 
displays during the week. Aside from the cash prizes 
merchants who participate will find an increasing trade 
in all lines. 


MAKING DOMES OF SILENCE ELOQUENT 

The display of merchandise is always a problem to 
the merchant. This is particularly true of what may 
be called incidental articles. Small in themselves, such 
items do not always readily lend themselves to display, 
with the result that they are pushed aside for more 
showy lines. This is many times a mistake, for such 
lines often carry a very good margin of profit for the 
retail merchant. 

The distributors of Domes of Silence realized this 
difficulty and have recently made up a display which 
is now being used by a number of New York stores, 
in our judgment one of the best of its kind that we 
have seen. 

It is simple in construction, packed in a felt lined 
case, so that it can be shipped from point to point and 
is readily erected by the display man or clerk. The 
background of the display is a three fold screen with 
a lighting fixture back of it to assure attraction value. 
The two sides of the screen show what Domes applied 
to furniture will do for the housewife. 

The center background is decorative, with a center 
panel of an everyday family scene. The whole is 
executed in oils and the size of this screen opened is 
6 feet 5 Mi inches, and the height is 4 feet 8% inches. 


DIXONS PASTE BELT DRESSING AND 
LEATHER PRESERVATIVE 

Dixon’s Traction Belt Dressing preserves the leath¬ 
er and restores the lost efficiency and clinging power 
of neglected belts. It likewise gives new belts elasticity 
and flexibility, so that only a heavy over-load can 
cause them to slip. 

Dixon’s Traction Belt Dressing imparts clinging 
power, not stickiness; does not readily gather dust, and 
thoroughly waterproofs the leather. 

In paste form, to be applied warm in small quan¬ 
tities. One pound of dressing should put 80 square 
feet of leather belting in proper order. 

It is also an excellent dressing for manila transmis- 
mision cables (except those having a metal core). It 
penetrates into the cable, waterproofs the fibres, keeps 
them flexible and prevents rotting. 


The Ballinger Hardware Company of Boardman, 
Oregon, has moved into new quarters, and report the 
outlook for the year particularly promising. 
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DISPLAY THEM 


You Sell 
Them 


Reichert 
Emergency 
Tire Chain 

No. 220 

Etily and quickly adjusted when yon are in trouble. 
So simply constructed a child can install them. Place 
the malleable clamp on the spoke, then slip the chain 
over the tire and hook the snap in the loop—that’s all. 
Vo Jacks or tools aro required. 

A set of four chains, packed in a bag. is suffifient to 
pull you out of the mud, sand or snow. No car complete 
without this accessory. It is cheap safety insurance. 

Write for full information and trade prices. 

Write ns for name of your nearest distributor 

IMPERIAL BIT & SNAP CO. 

RACINE, WI8. 


“BUTTERFIELD” 

“Combination” Screw Plates 

Are An Absolute Necessity in Everv Oarage 


In one case 70 a have all of the regular United States Standard pitches together with the 
S. A. E. or Automobile Standard, making it possible to handle any kind of a job that may 
be brought in; you can do it; it will not be necessary to carry the work to your 
competitor. 

BUTTERFIELD & CO. Division 

Union Twist Drill Company 

DERBY LINE, VT. 


CHICAGO STOKE, ll South Clinton Street 

PACIFIC COAST REPRESENTATIVE 
V. 8 . Waleh, 6«0 BOidon St.. San Frandaeo, OaL 


U. S. STANDARD 

1/4x20 5/16x18 
3/8x16 7/16x14 
1/2x13 5/8x11 

3/4x10 


S. A. E. 
STANDARD 

1/4x28 5/16x24 
3/8x24 7/16x20 
1/2x20 5/8x18 

3/4x16 
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DO YOU KNOW ABOUT TIRE 
CONSTRUCTION? 

Why does the motorist never oil his tires? 
Road wear, chafing and constant flexing would 
seem to demand oiling. Automobile bearings 
and all working parts of a car are oiled against 
friction. Why no oil for a tire? . 

The fabric carcass of the tire is much like 
the human body. For one thing it is self- 
lubricating during its life. The breaker strip 
is its back bone. Plies of fabric are the ribs, 
and the rubber between them, like muscles, hold 
all parts together. The fabric carcass gives 
strength and shape. Friction gum is the lubri¬ 
cant. „ , , 

Like the human body the tire may look 
good on the outside, but be “shot” inside. Its 
greatest enemy is under-inflation. Abusive 
treatment causes so much bending, flexing and 
chafing, that the carcass, in spite of its enor¬ 
mous strength, is unable eventually to bear up 
and is broken and torn. 

In the fabric tire, the carcass is constructed 
of inter-woven strands of cotton. Fabric is 
built up layer upon layer, each thoroughly im¬ 
pregnated with rubber. The number of these 
plies, each of which is cushioned, depends upon 
the size of the casing. The earliest successful 

tire was a fabric. , . , - 

The cord carcass is constructed ot layers or 
cords which run parallel in each fly and are 
not inter-woven. The number of plies, each ot 
which is run at right angles to the other, vanes 
with the size of the tire. So strong are the 
carcasses that they are able to stand blows that 
mount well up into the tons. . , 

When the motorist takes care of his tire, he 
is keeping the carcass to perform its duties 
properly. The tread will give him maximum 
wear; the side walls will protect from the ele¬ 
ments; the beads anchor the carcass to the 
rim; and the breaker strip will break the force 

of the blows._ 

McGINNES GOES WITH INDIA CO. 

J. E. McGinnes, widely known in the tire 
field* has been placed in charge of sales pro¬ 
motion work for the India Tire & Rubber Co., 
of Akron. He brings to his new position ex¬ 
tensive experience not only in the development 
of tire distribution but also in the executive 
department of sales work. He was formerly 
branch manager for The Firestone Tire & Rub¬ 
ber Co. in Milwaukee. He also established a 
wide acquaintance in the trade as manager of 
tire sales for The General Tire & Rubber Co., 

of Akron, Ohio. __ 

SHOWING THEM WHAT WAS WHAT 
New Curate: “What did you think of the 
sermon on Sunday, Mrs. Jones.’’ _ 

Parishioner: “Very good indeed, sir. So 
instructive. We really didn’t know what sin 
was till you came here.” 



R W. EASTLICK ABSORBS ORDERS FOR 
ABSORENE 

One of the livest representatives of eastern manu- 
fa6turers who have become identified with the West 
is Ross W. Eastlick, of the Absorene Mfg. Co., St. Louis, 

Mr. Eastlick has vision enough to realize that he 
has a chance in more ways than one in “ cleaning up” 
the West, in his own interest and that of his company, 
and he is going about it in the right way. 

It has been only recently that his work took him 
West with Absorene; previously the bulk of his experi¬ 
ence was in the grocery line. For fourteen years he 
was a representative of the James C. Smith Co. of New 
York and Chicago traveling throughout the Mississippi 
River Valley, selling fancy groceries. Later he was 
located in St. Louis as general sales agent for several 
foreign concerns. Two years ago the condition of Mn. 
Eastlick’s health made it necessary for them to move 
to California and Mr. Eastlick settled in Pasadena. 
From this point he conducts his business, placing Absor¬ 
ene wallpaper cleaners and H. R. H.. paint and wood¬ 
work cleaners in hundreds of retail and wnolesale 
grocery, paint and hardware houses throughout the 
West. 

Only the shortage of goods prevented a further dis¬ 
tribution of the Absorene powder. Absorene powdei 
is used extensively in cleaning “not only wallpaper, 
but for window shades, white and other delicate shades 
of painted woodwork, straw and felt hats, and kid 
gloves. . 

Their interesting announcement is found in our 

pages. _ 

WHY IS A SAD IRON “SAD”! 

Because it’s heavy. Sad is an old English 
word and one of its meanings is heavy. Who¬ 
ever first adopted this word to the domestic 
flat iron must have done so on account of its 
compact and ponderous character. 

Items of interest about your merchandise is 
the greatest help in creating and holding atten¬ 
tion of a customer during your sales talk. Tell 
him something that he does not know about the 
merchandise and he immediately gives you his 
attention and your arguments take on weight. 


The Industrial Hardware Company is a new firm at 
Torrence, California. Manager H. C. Gardner has had 
many years' experience in the hardware business in 
southern California. 
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SAVE YOUR) FENDERS CHJMNTT?ai?rKNIJt 

Loose chains 
slap against 
fenders, m a r- 
ring and bend¬ 
ing them and 
creating an in¬ 
fernal r a c ket. 
Merchant's pre- 
v e n t this by 
<ripp ing the 
• h a in at five 
•oints, giving 
in easy tension 
»U a r o n n d. 
Saves chains. 
Saves tires. A 
wonderful little 
accessory. Price 
per pair $1.00. 
M. H. Merchant Corp. 
236-8 Emma St. 
Syracuse, N. Y. 


Stylish Fidelity Bodies for Fords 


COMPLETE LINE 
TOURING A ROAD¬ 
STER MODELS 


$50 


If you are selling, or intend to sell, AUTOMOBILE 
ACCESSORIES send for "The Little Salesman," our 
dealers' wholesale net price list—it’s the greatest auto 
supply catalog ever published, and free for the asking. 

NEW ENGLAND MILLS CO.. 1027 Watt Van tuna Stratf, Chicago 


THE MMOOTAffitWATER STATION 

Twice tho service in half the time 

There Is One Thing Certain 

The more service you provide for the con¬ 
venience of the motorist—the more friends 
you will make, the more business you will 
get and the bigger your profits will be, that’s 
whv 

i'j . | The Romort Air and Water Station 

"i is a gilt edged investment. 

Its service is unparalleled. 

L J i . Motorists go out of their way to use the 

En^i; \ Romort Air and Water Station, for they 

J *3 \ know the air hose will be free 

jj eiu>.r wheel of uy w from dirt and grime, and water 

^ service will be available without 

trouble and loss of time. 

j I ,J8 l\ It widens the path to profits. 

^tfi'l A. postal will bring full details. 

| THE romortJ^g. CO. 

THE ZINKE CO. 

% 1323 Michigan Ave., Chicago, Illinois 
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QUARTET OF THE SUNNIEST SOUTHERN 
CALIFORNIANS 


The entire United States and most of the 
civilized world knows all Southern Californians 
are boosters and not without just cause for their 
boosting. 



B. 8. CAMPBELL 


We are glad to introduce visually to the 
hardware trade some boosting Southern Cali- 



WILLIAM 800TT 


E. F. HARFORD 




J. Q. MARKS 

fornia hardware men. Every one of these men 
are fountains of energy in themselves. They are 
boosters of the most approved, healthy and 
sunny variety. 

President E. S. Campbell, of Campbell & 
Ward of Los Angeles, and Vice President Wil¬ 
liam Scott of the Scott Hardware Co., Los 
Angeles, are two representative and wide-awake 
hardware men who have the added advantage 
of doing business in a community that is noted 
for its aggressiveness, for “pulling together/* 
and for cooperation and local pride among all 
of its merchants. 

Vice President E. F. Harford is manager of 
the Hub Hardware Co., at Colton, and reports 
the outlook at Colton particularly bright, busi¬ 
ness is brisk and the only difficulty is getting 
hardware to supply the growing and active 
community. Former Secretary J. Glen Marks 
is one of those loyal, faithful members of the 
trade, whose enthusiasm and friends among the 
hardware fraternity called him into the service 
of the entire trade as secretary of the Southern 
Division of the California Retail Hardware & 
Implement Association. He has but recently 
resigned, after doing splendid work. 

Monthly meetings are held on the third 
Wednesday of each month. There is always a 
discussion of problems of importance to the 
retail dealer, as well as social and friendly con¬ 
tact for the members of the trade. 


THE QUIP SPRIGHTLY 

“You there in overalls / 9 shouted the cross- 
examining lawyer, “how much are you paid 
for telling untruths!” 

“Less than you are,” retorted the witness, 
“or you’d be in overalls, too.” 
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DAZEY ELECTRIC BUTTER CHURNS 

The new elec¬ 
trically operated 
churns which have 
recently been put 
on the market by 
the Dazey Churn & 

Mfg. Co. of St. 

Louis, are built 
along the same 
lines and embrace 
the same features 
of the Dazey hand 
churns. 

The motor 
churn has a higher 
base than the hand 
churn for the pur¬ 
pose of mounting 
the motor under¬ 
neath the churn. 

This high base also 
allows space for a 
bucket to be placed 
beneath the faucet 
for catching the 
buttermilk. The 
gears are enclosed 
in an easily remov¬ 
able housing. The extension cord from the motor passes 
through one of the side rods, keeping it off the floor 
and out of the way. The receptacle and dasher are 
removable for convenience of cleaning. Finished in 
blue enamel and aluminum bronze—a very attractive 
color scheme. 


CATTLE COMB A FRIEND OF STOCKMEN 

The Chicago 
Flexible Shaft 
Company, 5 6 0 0 
Roosevelt Road, 

Chicago, Ill., 
manufactures the 
“ Stewart Cattle 
Comb — a timely 
article i n this 
season of cattle 
shows and sales. 

This high 
grade comb is substantially made, heavily nickel-plated, 
highly polished, and fitted with 14 easy grip” ebonized 
wood handle. 

With this comb the herdsman or caretaker of cattle 
can greatly improve their appearance by causing de¬ 
pressions in the coat or filling out where needed, and 
shaping the entire outline so as to effect a perfect 
and symmetrical blending of all parts. 

The patrons of Race & French, progressive mer¬ 
chants at Lindsay, California, are congratulating them 
on the fine new quarters, which were specially con¬ 
structed for their requirements. Besides a large storage 
basement, and cement-floored storage room in the 
rear, the store itself has every modern convenience and 
latest equipment. 

Fiorio &.Figoni of 1351 Grand Ave., San Francisco, 
have opened a branch store at 4799 Telegraph Ave.. 
Oakland. They will handle a full line of builders 1 hard 
ware, housefurnishings, paint, auto accessories, etc. 
They will handle the Russell & Erwin line of builders’ 
hardware. 




“CASHING IN” ON THE WASHER TRADE 

This window 
das play recently 
made by the Kirk 
Company at Ak¬ 
ron, Ohio, is one of 
many similar dis¬ 
plays that have re¬ 
sulted in populariz¬ 
ing the Yost Gear¬ 
less Motor Washer, 
thereby producing 
satisfactory sales 
and attractive 
profits. 

C h a r 1 es K. 

Gross is the adver¬ 
tising manager of 
the Kirk Company 
and gives these 
features his special 
attention by co-op¬ 
erating with ex¬ 
tensive newspaper 
display advertis¬ 
ing. When the in¬ 
crease in sales is 
considered, this ad¬ 
vertising effort is 
more than justi¬ 
fied. 

Mr. Gross will 
surely be glad to 
answer any ques¬ 
tions you may 
have regarding 
this line of pub¬ 
licity. The oppor- 

tunities are just as good for every dealer as they are for the Kirk Company. It is simply a question of “Cash¬ 
ing in" on them. 
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iUMBUi 


Supply your trade with either 

BEATS-ALL Liquid or Powder 
RADIATOR CEMENT 

Two) Liquid, at50cand75c 
size* I Powder, at 35c and 50c 

Why resort to a solder- 
1 ' ' ing iron-use BEATS- 

pid Radiator Ccd ALL. 

It's SAFE AND DE¬ 
PENDABLE. When left 
j§fm in Radiator acts as a pre¬ 
ventive for new Leaks. 

Guaranteed to repair Leaks 
quickly and permanently. 

Dealers—Write today for 
our remarkable proposition. 
Manufactured only by the 

AUTO SPECIALTIES MANUFACTURING CO. 

40 Elm St., Buffalo, N. T. 

Branch Factory, 320 Market St., San Francisco, OaL 




The Efficiency Cotter 

This Is an Age of Specialists 


When sick, you consult that physician 
with special training on your particular 
ailment. He is a specialist. 

When yon want a man to handle a new 
line, you choose carefully, and select one 
with more than ordinary knowledge of 
the merchandise. He is a specialist. 

When your Flivver refuses to go another 
foot you call up one of Mr. Ford’s assist¬ 
ants. Another specialist. 

THE OHIO WIRE GOODS MFG. CO. 

AKRON, OHIO 

Specialists in the Manufacture of Cotters 
Western Repres entat ive Other Branches: 

J. M. JACKSON, 180 *&£££* * 

320 M&rket Street, 29 Murray 8t| N. T. 
San Francisco, CaL Nashville, Tana. 


711 • AUTOMOBILE EQUIPMENT • 715 


AUTO SUTPLifS 


UNITED AUTO SUPPLY CO. 

Jobbers and Factory Distributors 

Astomobile Accessories 

711-715 MISSION STREET, SAN FRANCISCO 
Send for Out Latttt Complete Ace$ttory Catalogue 


The easiest way 
to see behind 


Back of rarror 
showing JJ I 

(^-Lslable -_ U 

KNOW WHAT L COMING BEHIND YOU AND 
BE SAFE BT INSTALLING A 

“COP-SPOTTER” 

Bear View Mirror 

Made of finest quality plate glass with 
ground edges. Mounted in a finely finished 
nickel-plated frame. Can be attached and ad¬ 
justed on any open or closed car in a few minutes. 
Vibration proof. 

Price $4.00 

Jobbers and Dealers 

We have an interesting proposition for you. 
Manufactured by 

BERGER & COMPANY 

208 W. llth St, Lot Angeles 
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And you can depend upon it that 
New Era would not be the popular 
seller today unless quality of 
material and workmanship dominated 
all manufacturing efforts. 

You can sell New Era * Better’ Spring 
Bumpers—front and rear—with less 
sales resistance, greater profit to 
yourself and absolute satisfaction to 
your trade. 

New Era dealers have helped build 
our present large plant, and it looks 
as though they’ll build another. 

Write for catalog. 

New Era Spring & Specialty Co. 

65 Cottage Grove Ave. 

Grand Baplda, Mich. 


NEW 


CO A -“Better”- 

Ll\/\ SPRING BUMPERS 


oyAu Unbreakable OilGauije 

A y3r your Ford 



ALL metal gauge, cannot be 
S* broken by allying stone. 
Consists of a metal chamber 
containing a float to which is 
attached a rod with a white 
ball which indicates amount 
of oil in can. Easily installed. 
Sold by dealers everywhere, 
or prepaid on receipt of price 
Apco Mfg. Co. - Providence 


Nationally known tire concern, thanks 
to certain fortunate circumstances, is able 
to take on the manufacture of a special 
brand tire with any tread design desired. 

Fo further particulars address 

RUBBER CORPORATION OF AMERICA 

240 West 56th St., New York 


I*p*r1ait ti Evan Raadtr ud Mvariistr if Hardware World 

We are Wholesaler* and Jobbers of Everything oar 
name implies. For prompt and future shipment. 

WHAT DO YOU WANT TO BUY OR SELL! 

Put us on your mailing list. 

U. 8. A Merchandise, Supplies It Material Company 
* ‘Straightforwardness—Sticktoitiveness’ ’ 

Office: J. C. HXR8CH 
6800 Manchester Are., St. Louis, Mo. 



AN INSERTED TOOTH METAL SAW 

An inserted tooth metal saw which promises to 
meet a long felt demand, has been invented, and is 
being placed on the market by the Bimonds Manu¬ 
facturing Company of Fitchburg, Mass. This saw 
which is designated as No. 000, was especially designed 
to meet the requirements for a saw to cut structural 
iron, I-beams, channels and stock with thin , walls that 
could not be cut as successfully with other saws of 
similar design, because the pitch or spacing of the 
teeth was not fine enough to keep two teeth in the cut 
at all times in this work. 

This new saw, through its arrangement and closer 
spacing of teeth, provides for smoother running and 
eliminates chatter which is often noted where the teeth 
are placed further apart in the plate. It is a fast 
cutting saw and is fitted with as many teeth as it is 
possible to securely fasten into the plate in the 8i- 
monds proven method of holding, and at the same time 
retain the perfect alignment of teeth and strength of 
plate necessary to stand up and cut true. These saws 
are being made from 10 inches in diameter with kerf of 
*4-inch and maximum of 40 teeth, to 50 inches in 
diameter, 15-32-inch or 7-16-inch kerf with 210 teeth 
as the maximum number. 


BUFFALO STANDARD HEATER 
CATALOGUE 

Catalogue No # 460 of the Buffalo Forge Company 
treats with an admirable thoroughness the standard 
heater lines of the company. It has been prepared with 
a view of making it useful to architects and engineers 
in figuring heater requirements with the fan system of 
heating and ventilation. It not only contains an ac¬ 
count of the Buffalo Heater, but with various dimen¬ 
sions and detailed analysis of system, and is also a 
valuable table and graphic chart of great assistance 
to the heating and mechanical engineer. 

It is in reality an engineer’s formal hand book, 
dealing partially with heating app?iances of every na¬ 
ture and particularly with the Buffalo line. No en¬ 
gineer should be without it. 


POPULAR SOCKET AND ANGLE WRENCH 
INVENTED 

Louis Berk of Alstown, Washington, has invented 
and perfected a new socket and angle wrench especially 
adapted for use by antomobilists in removing rim and 
hub nuts. Although only 24 years old, Mr. Berk has 
done considerable inventing. He recently built a farm 
tractor from miscellaneous materials, on the farm where 
he does all the repair and mechancial work. 
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WOOL WINE PRODUCTS WIN 

There is a certain personality connected with the 
Woolwine Metal Products Co., manufacturers of the 
“Bear Brand’ 1 sheet metal products, whose announce¬ 
ment appears elsewhere in tnis issue. 

That personality and stamp of individuality is Wood 
B. Woolwine, president, general manager and founder 
of the company. 

The history and growth of the company is interest¬ 
ing, Mr. Woolwine being a southerner, grew up and 
lived in Nashville. He knew nothing of the sheet 
metal business, or the allied trade. He moved west 
- a little more than ten years ago and decided to enter 
business. Looking about him, he decided to enter the 
sheet metal business as there was no manufacturers 
of stamped steel ceilings in Los Angeles at that time. 

He took the advice of a mechanical engineer, erected 
a plant, installed machinery to make ornamental steel 
ceilings, galvanized pipes, elbows, etc. 

About three years ago the name was changed to the 
present one of Woolwine Metal Products Company. The 
growth of the company was steady until the last year 
or two, when it became phenomenal. Additions to the 
plant have doubled its capacity until it covers several 
thousand square feet of floor space, employs 100 work¬ 
ers. It is equipped with modern machinery, and turns 
out a line of sheet metal and allied products that is as 
complete as it is distinctive. Besides ceilings and pipes 
which were formerly and are still made, they manufac¬ 
ture galvanized pails, cans and various metal products. 
The latest addition is the Bear Brand Lincoln Auco 
Canteens for motorists. The diffe ent grades of can¬ 
teens are of galvanized metal, double seamed and sol¬ 
dered, which 1 the strongest possible construction. The 
sizes run from one quart to ten quarts. 

The new improved “Bear Brand’’ canteens are 
double seamed to the body, which makes the canteen 
very strong and does away with soldering. The base 
of the canteen is reinforced by an extra piece of metal 
which is fastened into the channels formed by the 
double seaming of the sides. This double bottom gives 
extra strength to that part of the canteen which re¬ 
ceives the greatest amount of wear. 

The Omer Cox organization, with offices in the 
principal western cities, are the enterprising sales rep¬ 
resentatives, and through their aggressive campaigning 
are obtaining a nation wide distribution. Tney wifi 
gladly give full information to anyone interested. 


NEW UNION SALES MANAGER 

A. B. Stewart has been appointed sales manager for 
the Union Hardware & Metal Co., at Los Angeles, suc¬ 
ceeding E. C. Hutchinson, who has resigned. 

Mr. Stewart has been the chief assistant in the 
sales department for some time and is thoroughly fa¬ 
miliar with the trade.. 


Chas. Greenclay is the new proprietor of the Broad¬ 
way Hardware Co., Denver, Colorado. He is an ex¬ 
perienced merchant, formerly of Las Vegas, New 
Mexico. 


Howard Haley, manager of the Wasco Hardware 
Co., of Bakersfield, is on leave of absence on account 
of his health. Arthur D. Fry of the Bakersfield Hard¬ 
ware Co. is the temporary manager. 


Berton Fox, who has been connected with the gov¬ 
ernment dredge work in and around Portland, Oregon, 
has accepted a position as floor salesman for the 
Walla Walla Hardware Co., Walla Walla, Wash. 


Grim Reality—the feeling of a young mar¬ 
ried man when purchasing a dozen safety pins 
for the girl for whom he used to buy roses. 


IMPORTANT 

SUPPLY HOUSES: 

Write for oar Exclusive Agency Proposition (HW) for 
your locality. 

ALERT TOOL COMPANY 

237-39-41 North Sixth St., Philadelphia, Pa. 


KN0WL80N SPRING SPREADERS 
1 Nickel Plated 
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“OIL RUINS TIRES” 

Motorists realise what a great menace oil 
ia to inner tabes and, therefore, look for 
niece where they can fill tires with 

CURTIS AIR —FRU 
FROM OIL 


( Five different sises of < 
pressor, 125 different com- 
oinations of outfits. In 
stock at most jobbers. 
Price is right. A result of 
25 years' experience in 
compressor manufacturing. 
Bend for Bulletin 0-5. 

Cards Pmu. Mdqr. Ca. 

1012 Klenlen At., St. Louis 
630-L Hudson TeraL, V. Y. 


M otor Mer cantile ( Company 


Wholesale 



Exclusively 


Carrying Complete Stock 
of Automotive Parts 
Equipment 
and Supplies 


EXOLTJ8IVB DISTRIBUTORS FOB THE 
FOLLOWING LINES 

Motal Oil 


Gearese 
Mottle Tubes 
Stromberg Carburetors 
Wainwrlght Platons 
Stan-Par Perfection Springs 
Spirex Radiators 
HAD Shock Absorbers 
for Fords 
Gabriel Snnbbers 
Gilmore Fan Belts 
Kay Bee Spot Lights 
Momeco Bronse 


Momeco Tool Kits 
Pemko Ignition Parts 
Lockwood Seat Covers 
Tire and Radiator Covers, 
Etc. 

Fairbanks Garage Equip¬ 
ment. 

Oanedy-Otto Garage Equip¬ 
ment 

Arrow Grip Chains 
Du Pont Top Material 
Laldlaw Seat Cover 
Material 

DrlKure Ret reader* 


And a Complete Line of Mechanics' Tools and Garage 
Equipment 

New 1920 Catalog Furnished on Request 


M otor Mer cantile Company 


116-117 South West Temple Street, Salt Lake City 
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AN ICE CREAM FREEZER WITH A 
HOLDER 

Bugg’s Freezer Holder will 
appeal to many practical house¬ 
wives, for it makes ice cream 
freezing easy. 

The holder is simply but 
strongly made of hardwood, with 
an oil finish. Metal parts are 
galvanized to prevent rusting. 

The freezer is firmly fast¬ 
ened to the holder by screws and 
an iron hoop at the upper end of 
the posts. It is made by the Bugg 
Mfg. Company, Gieenfield, Mass. 

The Canadian company, 
known as the Bugg-Ball Mfg. 

Company, Ltd., Ayers Cliff, 

Quebec. 

The Bugg Mfg. Co. also man¬ 
ufactures hand, hay and lawn 
rakes, vine supports, handles 
delivery and fruit crates and a 
full line of snow shovels. 


VACUUM CLEANER GUIDE BOOK ISSUED 
BY LANDERS, FRARY & CLARK 

Landers, Frary & Clark realize that their work is 
not over when a dealer sells a Universal Electric 
Vacuum Cleaner. They have published a very valuable 
booklet, * ‘How to Use and Care for the Universal 
Electric Vacuum Cleaner,” whicn has inspired much 
comment from the distributors ana trade in general, 
and it has helped make sales and backed up sales with 
service. 

The book is liberally illustrated with views showing 


the different uses to which the cleaner may be put, 
and also how to take care of the cleaner. 

NEW ELECTRIC WRINGER WITH WASHER 

A new Federal Electric Washer has been placed on 
the market. After long and patient research and ex¬ 
perimentation, the “Boto-Phor” swinging wringer, 
with which the washer is equipped, was perfected. 

A strong nickel-plated lever sets the electrically op¬ 
erated wringer in motion, either forward or reverse. 
Another lever permits it to swing easily in any direction 
and it automatically locks in any of the working posi¬ 
tions. 

The Federal Electric Washer employs the most effi¬ 
cient principle of washing. The rocking wooden tum¬ 
bler, suspended in a tub full of soap-filled water and 
the swirling suds flowing through the perforations, 
quickly removes the dirt from the clothes. The body 
is made of Armco Ingot Iron, which resists rust. The 
tumbler holding the clothes always stops with the 
cover on top. The addition of the “Boto-Phor” 
wringer to the Federal gives it distinct points of merit. 
The Federal Electric Company still makes washers with 
the stationary wringer. 

PASSING OF A. H. STUTSMAN 

The hardware trade of Los Angeles lost a strong 
and able member in the passing of A. H. Stutsman, 
president of the Stutsman Hardware Co., last month. 

Although Mr. Stutsman has be a long in the hard¬ 
ware business, nevertheless was a comparatively young 
man, and his death was in all respects premature. 

A scratch on his hand developed an infection and 
blood poisoning set in and his death was sudden. It 
was a great blow to his many friends. The Southern 
California Hardware & Implement Association at Biver- 
side, paid him a just and touching tribute. 



Profit by Big Christmas Sales of 




STEAM PRESSURE 

f mama / ALUMINUM COOKER 


With the approach of Christmas, women everywhere are looking forward either 
to giving or receiving NATIONAL STEAM PBESSUBE ALUMINUM 

COOKEBS as holiday presents. National advertising, as well as thousands of 
satisfied users, have sold them on this remarkable cooker, which saves time, 
labor, and fuel. 

Dealers who take advantage of this by displaying the NATIONAL STEAM PBESSUBE 
- ALUMINUM COOKEB in their windows and on their shelves, are cashing in big. 

The modern housewife has only to see the National to want it. She does not 
x. need urging—she buys on sight. 

Hotels, restaurants, hospitals, boarding houses, in fact, all institutions where 
food is served, also offer a ready market for the sale of this great utility. 
dm i On one burner, over a low flame, a whole meal—meat, vegetables, and dessert 

—can be deliciously prepared in the NATIONAL STEAM PBESSUBE 
ALUMINUM COOKEB. Steam, driven by a pressure of from one to thirty 
pounds, rapidly penetrates the food and completes the cooking process in 
A one ‘third tjie time, and with one-fourth the fuel ordinarily consumed. 

H i!n<7\nBV Vf • / Take advantage of the big holiday demand. Get in touch with your jobber. 
jUji j jVi I ( v jwWiVv'i If he cannot supply you with NATIONAL COOKEBS, write us direct and 
KLa I W \ we care °* y° UT order, allowing generous discount on prices. 




NORTHWESTERN STEEL AND IRON WORKS 

603 Spring Street, Em Cl&ire, Wisconsin 
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OPENS CANS OF ANY SIZE OR SHAPE. 


A WORTH WHILE CAN OPENER 

United Royalties Corporation, 1133 Broadway, New 
York, have long made five different can openers and 
say they believe they fully realize that no can opener 
yet marketed for a few cents, has been satisfactory to 
users. They now bring out Saturn Stationary Can 
Opener and a glance at the cut will show it is the 
simplest thing in the world to operate. Not necessary 
to have an assistant hold the can, but simply set it 
on the platform, adjust the cutting blade to its height 
and work the pump handle, turning the can with the 
left hand. Cans of any size or shape are quickly cut 
without any possibility of accident. They say their 
experience proves that nothing the kitchen uses, has 
been more demanded than this kind of an opener. 



365 SHAVES WITH ONE BLADE 

A new razor, the Leslie Shaving Outfit, claims a 
blade that lasts a year at least, and in fact far longer. 
The manufacturers have produced a blade that has a 
diagonally stropped hollow ground cntler’s edge, made 
of molybdenum alloy steel. 

The use of molybdenum alloy steel for razor blades 
is new and of interest. Molybdenum had been used 
for some years abroad for high-speed steel, but as it 
had never been discovered in commercial quantities 
until a very few years ago, it was classed as a rare or 
semi-precious metal in its early development. The 
location of a vast quantity of molybdenum-bearinrr ore 
in Climax. Colorado, that will supply steel manufac¬ 
turers with all they need for thirty years or more, gave 
new impetus to the development of molybdenum alloy 
steel. 

A fine tribute to the broad-minded and considerate 
policy of Geo. H. Webb, proprietor of the Webb Hard¬ 
ware. Company at San Diego, California, in guarding 
the interests of his employes, recently appeared in the 
Labor Leader, the union labor paper of San Diego. Mr. 
Webb makes a point of employing union men and 
selling goods with a union label on them whenever it 
is possible. i 



A PROFITABLE PERCOLATOR 

The percolator manufactured by the Illinois Pure 
Aluminum Company^ Lemon t, Illinois, herewith illus¬ 
trated, is one or their specialties. It is an article that 
is handled by all the leading house-furnishing stores 
of the country. It is used frequently for special 
sales. The old reliable Illinois Pure Aluminum Com¬ 
pany, make a specialty of aluminum percolators and 
are prepared to turn them out in unlimited quantities 
at exceedingly attractive prices. 

The aluminum percolator illustrated is only one of 
their line of popular department store specials and it 
is well worth any dealer’s time to get into communi¬ 
cation with them or their jobber for further informa¬ 
tion pertaining to their full line of “American Maid” 
Aluminum Ware, whose advertisement you will find in 
this issue. 

OH-KAY SCREW DRIVER ASSORTMENT 

The Bridgeport Hardware Mfg. Corporation, through 
C. W. Cause Co., their western sales agents, report that 
the trade is showing particular interest in the Bridge¬ 
port Oh-Kay Screw Driver, which is said to be a strong, 
reliable tool, retailing at the popular price of twenty- 
five cents. The No. 55 assortment consists of two 
dozen Oh-Kay Screw Drivers, 8, 4-inch; 8, 5-inch, and 
8, 6-inch, packed with an attractive, heavy cardboard 
stand, which displays one dozen at a time. 

PROMPT DELIVERIES ON STAR HEEL 
PLATES 

The Star Heel Plate Company, Louis Sacks, Inc., 
357-391 Wilson Avenue, Newark, New Jersey, report 
that they are in position to make prompt shipments of 
their well Known Star as well as Boston and Victor 
Heel Plates, also guaranteed stands and lasts, cobbler 
outfits and shoe repairing tools. O. A. Gilmore, their 
western traveling representative, has just made a suc¬ 
cessful trip throughout the territory. 
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Silvor-plated 8et No. 700 


NEW AUTOSTROP SETS 

Two new AutoStrop sets have 
been announced by the AutoStrop 
Safety Razor Company as ready 
to go on the market. 

As illustrated herewith, the 
silver plated set is compact in a 
flat top case. The case is engine 
turned with a ribbon pattern and 
is velvet lined. The razor is silver 
plated, with twelve blades in a 
plated blade box, and selected 
strop. The silver plated set retails 
for $10.00. 

The sterling silver set No. 800 
is in a genuine leather case of 
black or brown calf skin, velvet 
lined. The AutoStrop razor is 
sterling silver with 12 blades in 
a sterling silver blade box. The 
sterling silver set retails for 
$25.00. 



Sterling Silver Set No. 800 


EDUCATIONAL WORK BY WASHINGTON 
MERCHANTS 

The retail merchants of Washington are strongly 
organized into the Washington State Retailers Associa¬ 
tion, which is looking after the interests of merchants 
during these critical times. The association was recent¬ 
ly formed in Seattle. 

A feature of the association’s work has been an 
educational campaign throughout the state. Dr. W. J. 
Hindly, educational director for the association, has 
appeared before 103 audiences in all parts of the state, 
familiarizing the people with the problems of the re¬ 
tailers and urging improvement in the present system 
of distribution, rather than its tearing down and setting 
up of an untried system a 


NEW WESTERN REPRESENTATIVE 

The Cincinnati Tool Company of Cincinnati, Ohio, 
announces that A. C. Rdddell will henceforth represent 
them before the wholesale buyers of the West as a 
direct factory reprsentative, with offices in San Fran¬ 
cisco and Los Angeles. 


FAR WESTERN MADE HARDWARE 

Another of the manufacturers who are finding it 
well worth their while to manufacture hardware lines 
in the far West are Niesson Bros. & Co., whose factory 
is at 3155 Army St., San Francisco. Their line includes 
fiber washers, cylinder keys, snap latches and cylinder 
locks, etc. All these goods are made by modern ma¬ 
chinery. 

John and Rupert Niesson are the proprietors. Sales 
Manager Oscar Oppenheim, who was for many years 
representative for the Columbian Hardware Co. in the 
far West, and later with A. W. Pike & Co., for the 
last five years has been connected with the Niesson 
Bros. 


Jones & Jones have taken over the Bixler Hardware 
Store at Des Moines, New Mexico. 


B. F. Wells of Oskaloosa, Iowa, and George S. Uebele 
of Tomah, Iowa, are the proprietors of the former hard¬ 
ware and furniture business of J. W. Hockaday at On¬ 
tario, California. The firm will be known as Uebele & 
Wells. 


Charles L. Featherstone western representative and 
distributor for the Globe Stove and Range Company of 
Kokomo, Indiana, is now receiving his stock of stoves, 
ranges and pipeless furnaces and will be located at N. 
813 Monroe St., Spokane, Washington. 


The Filer Hardware Co., at Filer, Idaho, was one of 
the heaviest losers in a recent fire, their losses being 
estimated at $125,000. 


Moran & McWhinnie Hardware Co # , Hermosa Beach, 
California, expect to move into new and enlarged quar¬ 
ters soon, which are rapidly being finished. 


The hardware department of the Parish store was 
purchased by R. E. Hyde of Visalia, and will be con¬ 
ducted under the name of the Visalia Hardware Store. 


A. H. Skinner & Co., at Chula Vista, California, do 
effective advertising in their local paper by taking 
space to insert items concerning recent sales, naming 
the purchaser. 


J. L Jordan is the new proprietor of the Allen & 
Dealy Hardware 8tore at Tucumcari, New Mexico. He 
was formerly a traveling salesman for a wholesale hard¬ 
ware house in El Paso. 


E. L. Palmetier & Son are enterprising tire and ac¬ 
cessory merchants at Douglas, Arizona. They recently 
moved into larger quarters. They expect to carry a 
larger stock of accessories. 


APPRECIATION FROM PACIFIC NORTHWEST 
SUBSCRIBER 

Although I am at present out of the hardware 
business, I am enclosing you renewal for my sub¬ 
scription. I want to tell you one of the good things 
about the Hardware World, and that is, even if 
a man is not in the hardware business, it is most 
interesting for everyone. It is a splendid niece of 
literature. 

Anyone who has ability, ambition, and desires to 
rise in the world, finds the business-getting sugges¬ 
tions and ideas in its pages more than worth while. 
Certainly there is a great deal to stimulate, encour¬ 
age and develop initiative and ability in it. and there 
is more good reading matter than in any publication 
I know of . 

I have found so much of good in both prose and 
poetry, that it has developed my thoughts toward 
reaching the goal. Life would be gloomy and bard 
indeed if we could not read. 

I am writing this to you with a feeling of grati¬ 
tude, and if I do not pay up promptly, let me know. 

Believe me, yours very sincerely, 

RAY I. HOLLINGER. 
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Just the Thing for Christmas! 

C OLEMAN Quick-Lites make the finest kind of . 

Christmas gifts. They benefit the whole family. They 
brighten the home. They make it happier—at Holiday time 
and all the rest of the year. They are the most practical, 
most sensible and handsomest gift you can offer your trade. 


r “The 

Sunshine 
of the 
Night ” 


(pieman Quick-Lite 

Lamps and Lanterns 


Easy to sell. Just light them (with common matches) on 
your counters and in your window displays. Their brilliant 
white, yet soft and restful light of 300 candle power is ab¬ 
solutely the best Christmas Salesman you can put to work 
in your store this season. Nationally Advertised all this 
month, in the leading Farm Papers and Magazines as “Just 
the Thing for Christmas/ * 

Your jobber has Coleman Quick-Lite Lamps and Lanterns waiting 
for you. Send him your Christmas order today. Write us for your 
Quick-Lite Window Cards, Advertising Circulars and other helps- 

The f oteman lamp {ompany 


WICHITA ST. PAUL TOLEDO DALLAS 
ATLANTA CHICAGO 

Canadian Factory: Toronto 


LOS ANGELES 


























FOR ONCE WE AGREE WITH DEBS 

Eugene Debs, Socialistic candidate for presi¬ 
dency, confined in a Georgia prison, upon his 
conviction for traitorous and treasonable acts, 
has well said there is only one true democracy 
in the world, and that if “we would literally 
follow what has been so often preached about 
making the world safe for democracy the only 
nation that really is true to the name is Russia, 
and that we must become as Russia / 9 

The United States has not grown to its 
present position by holding up any such an ideal 
or standard, rather as a republic or representa¬ 
tive form of government, its light of freedom 
has been shed abroad through living up to its 
standards of a republic whose laws are made 
by elected representatives. 

An Experiment at Primaries 

We have, in a way, experimented with de¬ 
mocracy, by endeavoring to get our citizens to 
select candidates for office at primary elections 
rather than leave it to the old convention 
method, which was so often dominated by pro¬ 
fessional politicians, but in every section of the 
country results have been the same: the total 
vote at the primary is less than half the regular¬ 
ly registered voters. It would seem to indicate 
that not half the people take sufficient interest 
to express their choice for candidates at pri¬ 
mary elections. They either are indifferent 
or they do not want to take the time to inform 
themselves. 

“Democracy” sounds well in theory and 
such a slogan has of recent years been in almost 
every mouth, but it does not seem to work in 
actual practice. As Grover Cleveland once 
said, “It is a condition and not a theory that 
confronts us.” 

Do we want the democracy which means 
another chaotic Russia dominated by men of the 
Soviet class f 


An enthusiastic person, when guided by a 
sense of justice toward others, is usually a great 
asset in any organization, business, family or 
community. 


A man in Ohio had a strong civic spirit, and 
when he died he left all he had to the city. All 
] c had was a wife and nine children. 


THE WELDING OF ALUMINUM 

Provided it is all done in the thousandth part 
of a second, exactly as if by lightning, aluminum 
can be welded perfectly. This late discovery of 
an American research laboratory has a wide 
practical value, most of all in the electrical in¬ 
dustry, where aluminum is adopted as a substi¬ 
tute for copper, and has manufacturing possi¬ 
bilities ranging from jewelry to cutlery, because 
the idea applies to the welding of almost any 
kind of metal. 

Aluminum welds are an old story, scores 
being announced every year, but the experts 
have not conceded complete success to any of 
them. Usually these welds have seemed fine at 
first, but have displayed weakness after a few 
months. Aluminum in the air forms almost in¬ 
stantly a thin coat of what may be called rust, 
and the presence of this rust surface blocks the 
complete welding of two pieces of the metal. 
The new welding idea is to have the operation 
all over before the air can get in and do the 
damage. 

Under this new system the two aluminum 
pieces—wire, for instance—are placed in a drop 
hammer. One wire end is held stationary at 
the base of the hammer and the other wire is 
attached to the drop, so that when the hammer 
drops the two ends will jam together. 

An electrical apparatus is attached which 
will send through the wires a very heavy charge 
of electricity exactly at the instant they touch, 
but which will not last much more than one 
ten-thousandth part of a second. This is a close 
imitation of ordinary lightning. 

Thus when the hammer drops the wires 
come together with a bang, the electricity shoots 
through, and the ends of the two wires are 
melted instantly into a vapor. The melting, 
however, applies only to the very ends of the 
wires, and as the current does not continue the 
melting stops in a fraction of a second. 

—Saturday Evening Post. 


Enthusiasm is contagious! Unconsciously 
you pass it on to those with whom you come in 
contact and it arouses them to act and think 
as you do. 


“Listening pays better than talking.” 
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The M. L. Kline Co. 

WHOLESALERS 

PLUMBING, HEATING. MTT.T. 
and STEAM SUPPLIES 

EXCLUSIVE AOBNT8 FOB 

DURABLA PRODUCTS— 

Valve Discs 
Rod Packing 
Sheet Packing 
Union Gaskets 
High Pressure 
Gauge Glasses 

DURABLA denotes QU ALI TY 

80LD OK A 8EBVICE BASI8 
84-88-87-89 Front St, Portlud, On. 


Would yon appreciate a dependable, 
positive and long-lived Forcing Pomp ? 

E 

I X 

r \ T 

H W® R 

! .1 A 




No. 5001 

With Cleanable Valve 
Ask your Jobber or write ua direct 

0. W. B. CORNELIUS CO„ INC. 
Manufacturers of 
Plumbing Specialties 
209-211 Tehama St., San Francisco 


GAS or OIL or ^ 

WATER or STEAM 

is absolutely safe where 

Rhode Island 


UNIONS 


are in use 







feJBp 


The Rhode Island Union is made of the best grade malleable iron with a 
specially constructed bronze seat which makes a tight joint, preventing 
wasteful, destructive and dangerous leaks. 

Approved by the Underwriters’ Laboratory and tested in our factory to 
300 pounds pressure before being passed as -erfect. 

The whole story la told In our booklet Send for It 

RHODE ISLAND FITTINGS CO., Hillsgrove, Rhode Island 
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Bathroom Fittings Good Selling Line 


Interior Displays and Advertising Will Sell a 
Highly Profitable Line 


r Bathroom fixtures are always in de¬ 
mand and the dealer who keeps them 
where people can see them and who 
occasionally lets the public know 
through his advertisements that he has 
a good stock from which to choose, finds 
no trouble at all in keeping them moving. 

There is an unceasing demand for bathroom 
equipment. Dealers state that they find people 
not only willing to pay a fair price for quality 
fittings, but demanding them. The dealer who 
is in a position to show the man who is building 
a new home an assortment of bathroom acces¬ 
sories that will make not only for beauty, but 
for service and comfort, can cash in on some 
good trade and one that carries a nice profit. 

Those dealers w T ho got busy and studied the 
building situation in their district and then 
stocked accordingly have done well with bath¬ 
room equipment. Some of the larger firms have 
found it an excellent plan to arrange a model 
bathroom showing the fixtures in position. By 
taking home builders in and showing them ex¬ 
actly how the fittings would look when in¬ 
stalled, they aroused an immediate desire for 
possession, and the only thing that remained 
was to make the selection. 

Other dealers in districts where the building 
conditions did not warrant carrying such an 
extensive stock rounded up a lot of trade by 
arranging store and window displays and using 
newspaper space. 

Make a Pine Showing 

The better the fittings the better the dis¬ 
play. Dealers state that they show off as well 
at night as in the day time and that they, find 
a large percentage of householders, aside from 
those who are building new homes, interested 
in the goods. They come and ask about the 
prices and frequently take home a towel bar, 
a soap dish or some other piece. 

Besides the lines usually stocked, some deal¬ 
ers have found that it pays to push such goods 
as bath brushes, bathroom mirrors, sprays and 
even manicure sets. 

SeU Themselves 

Keeping these lines well displayed, the 
dealers say, is half the battle in keeping them 
moving. Once people know where they can 
get them they become regular buyers. 

The splendid appearance of many of the 
articles very often causes people to “sell them¬ 
selves” on them. They realize at once that this 
or that piece would add that touch to their 
bathroom that they would like to have, besides 
giving real service to the users. 


Many dealers report a steady development 
in this business as a result of the enterprise of 
manufacturers in getting out new designs and 
in keeping pace with the demands of the public 
for quality articles. 

Good Talking Points 

Aside from their splendid appearance, the 
majority of the bathroom fixtures give the 
dealers real talking points to emphasize. It is 
obvious that they are well made and well fin¬ 
ished. Many of them are nickel-plated, and as 
they are made of brass may be guaranteed not 
to rust or corrode. They are easily kept in 
good condition and looking nice. Many a house 
builder these days is breaking away from the 
old-time idea of putting the bathroom in some 
obscure part of the house, under a stairway or 
hidden away at the back. The new idea is to 
make the bathroom one of the most useful and 
attractive rooms in the house. Dealers state 
that many home builders now state that they 
want to be as proud of their bathrooms as they 
are of their drawing rooms, and that with this 
idea in mind they want fixtures in keeping 
with the costly equipment they are installing. 

Means Good Business 

This idea is apparent in the money that is be¬ 
ing spent on equipping bathrooms in hundreds 
of the better class of houses that are now being 
built, and it offers some splendid opportunities 
for business for the dealer who can supply the 
goods. A great many of the plumbing firms 
are realizing it and are cashing in on the oppor¬ 
tunities offered. A big share of the business is 
secured because they have learned the value of 
letting people know they have the stock, and of 
keeping it well arranged in their display rooms 
and windows. 

Dealers also state that even in the older 
houses the owners are good buyers of the new 
fixtures. They say that the new lines carry 
a strong appeal to buyers because they help to 
make for better bathrooms no matter where 
they are installed, and the smallest bathroom 
can be greatly improved by the installation of 
handsome new fixtures. People realize this, 
the dealers say, and buy the equipment. 


PIONEER WHOLESALE PLUMBER PASSES 
AWAY 

Tn the death of Albert H. Bush, at Los Angeles, the 
hardware and plumbing trade lost one of its strongest, 
oldest members, a merchant of Los Angeles for more 
than 30 years. Mr. Busch was president of the A. H. 
Busch Company, a wholesale plumbing institution that 
is a worthy perpetuation of his name. 
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Straight—from—the—shoulder! 

The guarantee behind Pacific Plumbing Fixtures is not 
weak-kneed. It is stated in simple, forceful language 
in every advertisement that we place before the public. 

There are no “reservations” in this guarantee. Here 
it is: 

“Every Pacific Plumbing Fixture is guaran¬ 
teed forever against defects in workmanship 
or materials.” 

We stand firmly back of this guarantee. 




PLUMBING FIXTURES 

FOB SALE BT ALL J0BBER8 

Main Office*: 67 New Montgomery Street, Sen Francisco 
Factorlee: San Pablo and Richmond, California 
Branches: Portland* Los Angeles and Salt Lake City 


GENUINE 


ARMSTRONG STOCKS and D.ES 



Mf-t; Cij 

BRIDGEPORT, CONN. 

1“,^, ■ cSrUKi • •<»'/■ ■ 


PIPE CUTTERS 
Malleable Iron Pipe Vises 

MANUFACTURED BT 

THE ARMSTRONG MFG. GO. 

276 Knowlton St 
BRIDGEPORT, CONN. 

New York Office: 248 Canal St. 





WATER SYSTEMS 

J FULLER 

AND 

JOHNSON 

ENGINES 

STAR 

J ™ IL “ 

flOOSIER 
, J PUMPS 

PACIFIO PUMP a SUPPLY CO. 

853 Folsom Street 
San Francisco, California 

Sole Distributors 
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CLEANLINESS IN THE PLUMBING SHOP 
PAYS IN INCREASED BUSINESS 

There are two reasons why the plumber 
should keep both his shop and his store clean. 
One is because it has a better effect upon the 
public. The other is that cleanliness means 
orderliness and orderliness means that work 
can be done quicker and cheaper and that less 
material will be lost. Both of these two things 
increase the profits of the business. 

Prospects Largely Influenced by Appearances 

The householder is not nearly as likely to 
keep putting off a job that ought to be done 
if the plumbing shop looks clean and orderly, 
as he will if it does not. A dirty, disorderly 
place of business gives rise to visions in the 
mind of the prospective customers of the 
mussed up condition his house will be in if that 
plumber does a job there. Consequently these 
people keep putting off having work done as 
long as possible. 

If the shop is neat, clean and orderly, the 
inconveniences of having work done around the 
house or the plant are not made so vivid and 
there is greater chance that an immediate de¬ 
cision will be made. In this way the business is 
increased. 

DrawB Better Class of Trade 

People also who have the most money to 
spend usually care a good deal about appear¬ 
ances. Consequently they are going to spend 
their money with the man whose place of busi¬ 
ness presents the best appearance. All that is 
necessary is to look inside the office of the 
plumbing shop to gain an impression of the kind 
of jobs that it gets. If the place looks clean 
and neat, if everything is orderly, one at once 
forms the conclusion that this shop is getting 
the best business in town. This impression that 
it conveys makes it just so much easier to get 
that business. 

On the other hand if the shop is dirty and 
disorderly, the impression conveyed is that only 
the poorer class of business is done by the con¬ 
cern. This makes it just so much harder to 
secure the best business. 

Men who work in clean, orderly surround¬ 
ings are not so likely to be careless and are not 
so likely to waste so much material. In addi¬ 
tion, if there is a place for everything, every¬ 
thing is kept in its place and the rules of neat¬ 
ness and orderliness are rigidly observed, it is 
very much easier to keep track of the stock. 

This fact is being demonstrated every day. 
Manufacturing plants are now much more neat 
and orderly than they were a generation ago. 
They are that way largely because it has been 
found that keeping them so actually cuts down 
the cost of manufacture. 

Therefore, keeping the shop and the store 
neat, clean and orderly has a threefold ad¬ 
vantage. It attracts more business, it makes it 
easier to secure the better class and more prof¬ 


itable business and it lowers the cost of doing 
business. Each of these three things adds a 
little to the annual profit. 


DON’T BE AN ECHO 

When you were a youngster you liked to go 
into the woods or among the hills and to “hol¬ 
ler” just to hear the echoes mock you. We all 
did—but even then we did not take the echoes 
seriously, for we knew that they could do 
neither harm nor good. They were merely 
hollow imitations of a real voice. There are lots 
of people today who are mere echoes. They 
have no original ideas of their own, but they 
are ready to rubber stamp whatever they hear 
someone else say which sounds plausible. These 
are the folks who are constantly kicking and 
kicking about hard times, and high prices, and 
war taxes, and the probable coming slump in 
the market, and lowered production, and dis¬ 
turbed industrial conditions. 

Grant that all this may be true! ^hat good 
is it going to do to whine about itT Let’s set 
to work and make the most of every day to en¬ 
trench our own position more strongly. Be¬ 
sides, after we keep echoing all the dismal 
things we hear, we will only succeed in 
impressing our associates with our timidity, our 
lack of resolution, and our probable inability to 
overcome real difficulties when we meet them 
in our path. Finally we will grow into mere 
“f raid-cats” sure enough. Let’s echo something 
strong and fine. It’s lots more fun. 

You Will Have to Dig 

If a man is going out to look for some nug¬ 
gets of gold—he will have to dig. If he expects 
a better job now or later than he has at the 
present time, he will have to do some digging to 
prove that he is a worker of merit, or to locate 
that job for himself. Even if someone comes 
and offers him a larger salary, it has been ob¬ 
served by someone that he is a good digger. 
If you want more business you will not get it 
by lamenting the methods of your competitors. 
You will have to dig up some methods of your 
own and set them to work. 

If you covet a position of power—it will not 
come and grab you by the shoulders, you will 
have to qualify for the job. The best diggers 
are the most successful people. And the most 
successful people are the ones who keep digging 
when other folks have grown discouraged. You 
and I may not know that such ones are digging, 
but believe me, they keep their goal constantly 
in sight, and spend many an hour digging when 
others least suspect it. Don’t forget that! 

The Sanitary Plumbing Company, of Long Beach, 
California, has purchased the property where their 
store is located and will soon double its present size. 


H. L. Sweeney & Sons, formerly of Seattle, have 
opened a plumbing shop at 32 West Cota St., Santa Bar¬ 
bara, California, where they will maintain a large stock 
of equipment and supplies. 
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MANUFACTURERS OF 

^THE FAMOUS WHITE PYRALIN CLOSET SEATS^Itk 
TANKS BATH ROOM CHAIRS.STOOLS.MIRRORS FRAMESM 
MEDICINE CABINETS.TOWEL BARS. ETC 


THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the beat universally 
used. It is the most satisfactory, most reliable plate mada. 
All we ask is that you try it once—then compare it to any 
other plate you've used. We're sure you'll agree with ua 
that this No. 10 is the winner. 

The Beaton & Cadwell Mfg. Co. 

NEW BRITAIN, CONN. 

New York Office and Store, 234 Water 8t. Pacific Coast 
Representative, Wm. P. Horn A Company, Rialto Bldg., 
San Francisco; Dekum Bldg., Portland; Hollenbeck Bldg., 
Los Angeles. Middle Western Representative, Harry Ver- 
beck, 129 No. Clark St., Chicago, Ill. Western Canadian 
Agenta, A. E. Hinds A Co., Chamber of Commerce, Winni¬ 
peg, Manitoba, Southwestern Representative, J. R. Devereux, 
No. 358 Beaver Hall Square. Montreal, Quebec, Canada. 


A WORD TO THE WISE 

Order your winter requirements NOW 
so as to insure delivery. Bear in mind 
that there will again be a shortage of 
torches and furnaces later. Also consider 
that orders are filled according to the date 
they are received. 

When you order, specify the “AL¬ 
WAYS RELIABLE.” You will then 
know that satisfactory results will be ob¬ 
tained at the lowest cost. 

OTTO BERNZ CO. v Newark, N. i. 

Manuf acturers of 

4 ‘ALWAYS RELIABLE” TORCHES AND 
_FtTRNAOBB by CjQQgle 


0 HOME OF 

SNOW WHITE PYRALIN 

White Pyralin Bath Room Fixtures bring universal 
satisfaction from customer and plumber. 

The spotless, snow-white appearance of Pyralin 

0 products pleases customers, draws trade and holds it. 

Satisfaction in a superior product brings the buyer 
back again and again. 

Pyralin products cost no more than the inferior, so 
insist upon the best—the Church quality. It pays you. 

Whenever genuine Pyralin Bath Room Fixtures 
are installed it means repeat orders, more business, 
greater profits. 

THESE GOODS CAN BE OBTAINED FBOM THE LEADING JOBBING HOTJ8E8 IN THE WB8T. INSIST ON THEM. 
If you cannot get them, address for Information W. E. GILCHRIST, Pacific Coast Representative, Monadnock Building, 8an 
Francisco, Cal. These goods are sold by all the leading Jobbing and supply houses. 
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OurNew Plant, 20000 Sq.Feet 
OPERATED ENTIRELY BY ELECTRICITY 

HOLYOKC.MA$$. 


THE ORIGINAL AND LARGEST MANUFACTURERS OF THIS LINE IN THE WORLD. 


The Best Time 


to put your stock in condition to 
supply the demand for 0. A L. Fire 
Pota and Torches is NOW. Yon can- 
m I jl not afford to let your stock run low on 
these popular tools. Be ready and you 
will be assured of good business this 
Winter. C. A L. Fire Pots and Torches 
w « are made by expert skilled labor and 

*LAst Dries * rom *ke beet materials obtainable. 

Each $16.00 Th*? are sold under the maker's guar- 
a«v fo* r antee. Jobbers supply at factory price. 
Discount Send for catalog. 


GUYTON A LAMBERT MFC. CO., Boftroit, Mkk, U. S. A 
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REAL COSTS OF PLUMBING 
INSTALLATION 

Each of the two partners of a plumbing 
company, which is not by any means large in 
size, draws a salary of ten thousand dollars a 
year in addition to his share of the profits at 
the end of the year. One of these men devotes 
his attention to the completing of contracts, to 
seeing to it that the work is done in a satisfac¬ 
tory manner and at as low a cost as possible. 

The other man stays in the office. He figures 
contracts and analyzes costs. It is the firm 
conviction of each partner that the work the 
man in the office does is well worth the money it 
costs. That man knows to a cent just what a 
given job ought to cost if conditions do not 
change before it is completed. He knows just 
what should be figured into each job as over¬ 
head. He knows costs so minutely that every 
contract, every job taken shows a real and not 
a fancied profit. 

This man doesn’t guess. He knows. He 
doesn’t take the statements and the figures of 
someone else in regard to costs. He takes only 
those that he has found by experience to hold 
true in his own business. 

Know Your Own Overhead 

“If you are going to make money in this 
business,” said this man, “you can’t rely upon 
any system of figuring costs, you can’t use rule 
of thumb methods, you can’t use a set of figures 
that someone else has worked out. You must 
study and apply your own individual costs. 
If I showed you all my costs, if I explained in 
detail the system I have worked out for this 
business and you gave all the information to 
other plumbers, it would mislead them rather 
than help them unless they analyzed their costs 
as carefully as I have mine. 

The costs in no two concerns are exactly the 
same. The same system will not even work 
unless that system is adapted to the size and 
the kind of business. We are making money 
because we know our costs. There are today in 
this city men who are losing money. I know 
they are, because I know something about the 
prices they are charging and what it actually 
costs them to do the work. These same men, 
however, think they are making money. They 
have not analyzed their costs and there are some 
things that they are overlooking. 

My partner and I are getting more out of 
the business than any other plumbers in town 
and we are doing so because we know our costs 
to a cent. I am able to save the firm a great 
deal more than my salary every year. If I 
went out on the job and tried to figure con¬ 
tracts at night, it would not be many years 
before we would be out of business.” 

Judging from the prosperity of this concern 
and the comparative poverty of others where 
everyone is too busy to analyze costs, the opin¬ 
ion of this man is well worth giving serious 


consideration. Today, more than ever before, 
it is necessary^to analyze costs to know what 
each separate item costs and to be sure that all 
the items of cost entering into a job are in¬ 
cluded in the price charged for that job. A 
capable person in the office who is responsible 
for this work adds a great deal to the prosperity 
of the business. 

Already there are too many concerns doing 
this to make it at all safe to neglect it. It is 
becoming harder and harder to offset any losses 
on one job by increased profits on another. It 
is likely to work the other way around. The 
concern that analyzes costs will get all the prof¬ 
itable jobs, while the concern which pays less 
attention to costs gets the unprofitable jobs. 

The only safe way, according to this man 
who has made a success by doing so, is to keep 
a detailed classified account of overhead and 
operating expenses, a perpetual stock record, 
and frequently check up results by means of in¬ 
ventories and trial balances. Incidentally, as 
this man says, this makes it lots easier to 
borrow money at the bank to finance jobs that 
the firm would not be able to handle without 
this aid. This firm has found that studying 
and analyzing costs has been worth more than 
ten thousand dollars a year to it. 


ANOTHER ACCOUNT OF TREACHERY 
DURING THE WAR 


A few months before the armistice was signed, a 
Hamburg liner, owned and operated by a German 
agency, was interned at an American port and taken 
over by the United States Government for war service. 

The lack of reluctance on the part of the ship's 
officers when leaving the ship, at once aroused suspi¬ 
cion and served to intensify the inspection given in¬ 
terned ships. Preliminary investigation failed to jus¬ 
tify our officers' belief that the vital parts of the 
ship had been tampered with; however, after days and 
weeks of examination, during which time not an inch 
of the ship was overlooked, it was found that every 
ninth or tenth rivet on the ship's boiler had been re¬ 
moved and wooden pegs substituted. These wooden 
pegs were the same shape as the steel rivets and had 
been painted to match. Only by tapping and noting 
the unmetallic sound were they discovered. Experts 
said at the time that the boilers might have held for 
several hours before bursting. No doubt the Germans 
planned to allow the ship to get well out to sea before 
their labor would bear fruit. 

However that may be, the point is forcibly brought 
out that ship rivets, whether in the boiler or hull 
plates, are the most vital parts of its construction. 
If of improper chemical analysis or driven while at the 
wrong temperature, immeasurable trouble and delay, is 
bound to result. 

At the Hog Island ship yards, several years ago, in 
order to speed construction, premiums were given the 
workmen on the number of rivets driven; needless to 
say, it had a marked effect, but upon final inspection 
hundreds of rivets were condemned and consequently 
had to be removed, causing great delay and expense, 
condemned for the most part, however, because they 
were improperly heated and driven. 

One manufacturer of rivets has made a scientific 
and exhaustive studv of their peculiar requirements 
and in addition The Falls Rivet Company has endeavor¬ 
ed to instruct customers in the proper method of 
heating and driving. 
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TOU GET THE SIMPI.E8T AND BEST 
COOK EVER MADE whan YOU SPECIFY 


B. B. HIGH PRESSURE BALL COCK 




Has Only One 
Packing Which 
Is Readily 
Removed 


They can be had for top supply, bot¬ 
tom supply, end supply, bottom supply 
low down and high low down, with 
either rough or nickel-plated nuts and 
tails, also that the tail piece can be had 
for lead pipe or threaded with any 
thread desired. 

All sizes up to and including 4-inch 
carried in stock. 

Vo Special Packing Required. Ground 
Joint Coupling, which is always tight. 
Vo hammering. Renewable Seat of Steam 
MetaL Vo Singing or Whistling. Roller 
Bearing Lever on Cam, Reducing fric¬ 
tion to lowest amount. 

BOfTON BRASS COMPANY 

Bacon and Plimpton St., Waltham* Mass. 


OVER 1200 PHILADELPHIA PLUMBERS 

; ARB USING AND SPECIFYING 

i f? "fr f SAVILL’S SWAN-NECK FAUCET 

I' , J» Full-stream flow in a fraction pf a minute. 

Gentle half-turn either way operates. 

Virrt^wvR' Jk Protective Stop on handle. Saves pinching. 

c kts Best red bnuis, 85% copper. Saves replacing. 

~’' 4 * S 4R^T Long nozzle-outlet. Saves splashing. 

jobbers of Plumbing sap- THOMAS SAVILL’S SOUS, Wallace and Watts Sts. Philadelphia, Pa. 
piles Everywhere Send postal card for catalogue showing 23 styles. 


Sold by 


'•Srxt# JG 

--' V 5 



Revolving Cabinets 

PLUMBERS, Hardware Dealers, Dealers in Auto 
Supplies, find our Cabinets invaluable. By using oni 
Cabinets your stock is kept in good shape, elean, and 
where you can place your hand on any article instantly. 
They pay for their cost in saving of time. Made in 
various styles and sizes. Sold by all jobbers. 

American Bolt & Screw Case Co. 

Dayton, Ohio 




■ 
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mu 



No. 10 Steel Vi" to 4” 


Plates that Please 

OBDEB NOW 

and be ready with a stock 

Increasing Demand for “B & C” Styles 

Catalog on request 

THE BEATON & CORBIN MFG. CO. 

Largest and Oldeat Plate Company in the World 

Pacific Coaat Representative 
W. ERWIN GILCHRIST 

681 Market St. San Francisco, Oal. 
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Actual Money Value of a Smile 

(By Harry G. Nye) 


You may shy at this, 
Gentle Reader, and flip the 
pages and pass it by with 
the comment: 

“Oh, rats! That’s one 
of those darned ‘smile’ arti¬ 
cles again.” 

If you do, you are the 
very fellow who ought to 
read it. In the first place, 
it isn’t going to be one of 
the usual kind, and even if 
it were, you could probably use it in your busi¬ 
ness, anyway. 

What I have in mind to say isn’t so wise 
that it hurts my head and I don’t have to get 
rid of it to prevent headache; but I am going to 
try to take a new slant at this “gospel of the 
smile,” and I would like it and appreciate it 
if you would go along with me and see what 
we can figure out together. 

I say “figure” advisedly, because what I 
would like to do is to figure out the actual 
money value of a smile. Men who run every¬ 
thing from blacksmith shops to national banks 
have been advised by a thousand convention 
orators and a thousand conventional writers to 
“smile.” But one thing I have observed about 
these speeches and articles is that they advise 
you to smile at the customer—to greet him with 
a grin and show him to the door with a snicker. 

That isn’t the kind of a smile I am talking 
about at all. Smiling at the customer is un¬ 
doubtedly advisable, and, if she is a good- 
looker, very easy. There isn’t any question 
about the selling power of a smile and the value 
of looking good-natured, although inside one 
may be biting nails. 

Smile for Home Consumption 

But the smile I am talking about is the 
smile for home consumption, the smile for the 
shop and not for the shopper, for the fellow at 
the bench and not the dame at the door. I 
don’t think I can quite figure out how much 
goods a good grin will sell, or whether you 
can add an extra five per cent if you throw 
in a laugh with it. But I do know just how 
much money you can make in your own shop 
with your own men in your own way. 

“Charity begins at home,” said the old 
saw, and it is true of a smile. Your shop is 
your home, your business home, and there is 
where you spend most of your days (and some 
of your nights). I never thought much of a 
religion that was for only Sunday wear, and 
I don’t think much of a smiling policy for the 
public but not for the boys at the bench. 

But what we were talking about was the 
money value of a grin as opposed to the handi¬ 



cap of a grouch—for a grin is an asset in any 
shop and a grouch is a liability. 

Well, if you have a machine in the shop, 
you oil it once in a while, don’t yout Why! 
Because it operates more easily and does better 
work. Well, then, why not oil the men around 
you and under you with a pleasant look that 
will make their work easier? Isn’t it likely to 
make them work better, just as oil will the 
engine? 

I rather think so. I try it once in a while 
myself, and it seems to work. I never knew a 
good smiler yet (unless he was just a fool 
grinner, who would grin at a funeral as quickly 
as he would at a show) who didn’t have friends. 
And there is nothing that pays the dividends 
that friends do. 

Being Human 

I’ll like to have the men in my shop think 
of me not just as an employer but as a regular 
human being. Do you know, I wouldn’t want 
to have a reputation for being a wise guy, 
even if I could? Of course, there’s no chance, 
but anyway, I’d rather have the fellows around 
me think I was just about as likely to make a 
mistake as they are, just as likely to pull a 
boner, or say the wrong word, or do the wrong 
thing. I’d like to feel I was one with them and 
of them, not over them. 

I wouldn’t care if they thought I tried hard 
not to make breaks, just as long as they knew 
that I occasionally did. Then they’d know I 
wasn’t a loafer, by the way I tried, and yet 
they would know I was human because now and 
then I failed. 

I needn’t tell you that that smile has to be 
from inside out, and not from the outside only. 
There is one thing that seldom gets by, and 
that is a counterfeit smile. If we could detect 
phony money as easily as any of us can spot 
phony good-fellowship, there would be a lot 
of needy counterfeiters in this world. 

Because the smile I am talking about, after 
all, is not the smile for effect. I have no use 
for the professional smiler, who smiles for 
revenue only. The kind of smile to cultivate, 
and the only kind that will work, is the smile 
that you mean. If you want to make other men 
feel good, you must first feel good yourself. 
If you want to make other men like you, you 
must quit hating yourself. 

But I haven’t said much about the money 
value, after all. But it is easy to figure. I’ll 
bet if you are a grouch and will set down your 
production per day per man; and then you will 
quit the grouch and get a grin on, come in for 
a while with a “Good morning” (but not too 
suddenly, because they are not used to it, and 
will suspect you) and will figure up your pro- 
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SCAIFE “Copper-Brazed” Garden Hose Valves 

TANKS Recognized Quality 


For Air, Gas and Liquids 



Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 


SEND FOB CATALOGUES 

WM. B. SCAIFE AND SONS CO. 

PITTSBURGH, PA. 

38 South Dearborn St. Chicago, m, 


Which command repeat orders for you 



Sizes to 2inclusive. Both bent 
and straight Hose Spout. 

HAYS MFG. CO., Erie, Pa. 

W. Erwin Gilchrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 



Hyi the DU Man 
Candidate for the Office of Die 
Maker to the American 
Plumbing Trade 


My Platform 

A league of nations using Nye Dies. 

Government ownership of Nye Dies (in government 
shops). 

The right of laboring men to demand Nye Dies. 

Help for all disabled soldiers, and Nye Dies for all 
plumbers. 

Freedom for Ireland, to use Nye Dies. 

Encouragement of the merchant marine and of the 
use of Nye Dies. 

A mandate in Armenia making Nye Dies mandatory. 

Decrease of taxes, and increase of Nye Dies. 

Better postal facilities—to speed up 
orders for Nye Dies. 

HARRY G. NYE. 


Armstrong DU 


The Nye Tool & Machine Works 

108-128 No. Jefferson St. 

Chicago, CL 


Nyo Solid Die 
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duction per man per day again, you will find 
that a smile pays all the way from $1.89 to 
$87.54 a day, according to the size of the shop— 
and the smile. 

And what it will pay you—in feeling a little 
Imppier and a little more human yourself— 
well, I can’t figure that. 


EFFICIENT PLUMBING MOST IMPORTANT 
PART OF A HOUSE 

There is nothing in a building that adds 
more to the comfort and convenience of the 
occupant than does a simple, efficient and eco¬ 
nomical system of plumbing. Did you ever 
attempt to realize what would happen to your 
city, if all your buildings were deprived of a 
plumbing system? 

The thought of deprivation is terrible when 
you think about the insanitary condition that 
would follow and the nuisances that would re¬ 
sult, also the increased number of breeding 
places for flies, mosquitoes, rats and other car¬ 
riers of communicable, contagious and infec¬ 
tious diseases. 

The modern home, factory, school, theatre, 
office building, hospital, hotel and public insti¬ 
tution of today, would not and cannot be suc¬ 
cessfully operated without a system of plumbing 
and drainage. The removal of infectious mate¬ 
rial from buildings is of value to public health. 
The mental and physical health of the occupants 
of a home is dependent in a great measure upon 
the sanitary conveniences. 

They are essential to the cleanliness of both 
the person and the apparel. The cleanliness of 
the body is simplified by the bath tub and 
shower bath. The cleanliness of the apparel is 
simplified by the laundry trays. The cleanli¬ 
ness of the hands, by which many diseases are 
transmitted to the mouth, is simplified by the 
lavatory. The sanitary condition of the kitchen 
and the cleanliness of the cooking utensils and 
food is in a great measure dependent upon the 
kitchen sink. 

The sanitary drinking fountain has elimi¬ 
nated the danger inherent in the use of the 
common drinking cup, and the sanitary water 
closet is the safest method of removing human 
excrement and urine, which are the greatest 
hazards to man. This modem convenience has 
eliminated thousands of foul, germ-producing 
privy vaults, the chief breeding place of that 
disease-carrying pest and menace, the common 
house fly. The elimination of the privy vault 
lias elso removed one of the homes of the rat, 
aimther pe.st which is a very expensive boarder 
and a disea.se carrier. 


F. .T. Kantz is a new plumbing merchant at 554 
E. Fifth Ave.. Pomona. California. He has had ex¬ 
perience in Indiana, as well as in California, and is 
well equipped to render the best of service. 


SHOW THIS TO YOUR TRADE 

The Clayton & Lambert Mfg. Co., Detrpit, Michigan, 
are manufacturers of the No. 71 Gasoline Fire Pot 
herewith illustrated. It is noiseless in its operation 
and burns perfectly, producing an intense heat without 
smoke or odor, and it is claimed that it is the hottest 
fire pot made. (See opposite page.) 

The salient features of special interest to the me¬ 
chanic are as follows: The extremely high generating 
power of the burner and low cost of operation, as fuel 
is saved to a remarkable degree, and the lightness of 
the construction of the fire pot, which makes it easy 
to carry around. The burner has a great generating 
power and is made with tw’o heating surfaces, which 
burn from each side to the center and is protected by 
a hood with cover so that the flames are not affected 
by severe wind or cold weather. 

This fire pot is equally satisfactory for outside work 
as well as for indoor uses. A pot of lead can be melted 
and a pair of 12-lb. soldering coppers can be quickly 
heated at the same time. The sub-flame for the genera 
tor allows the heating flame to be turned low, thus 
saving fuel expense, and the maximum heat can be 
secured instantly when needed. • The tank is made of 
heavy gauge seamless drawn steel, reinforced, tinned 
inside and out, which makes it rust proof. It is fitted 
with patented Cushion Protection Band, which prevents 
injury to the base of the tank. 

A large funnel makes the tank easy to fill and 
avoids the waste of fuel. The filler plug that screw? 
into the funnel is made with a cap, which fits over the 
funnel, making it dust proof and keeps the dirt from 
getting into the gasoline and working up into tb? 
burner. Ample air pressure for operating the fire po: 
is produced by a patented Automatic Brass Pump, 
fitted with double spring automatic check valve. Any 
further information desired can be obtained from the 
makers at the above address, who will mail their catalog 
showing their complete line of gasoline and kerosene 
fire pots and torches for the mechanic's use, to anyone 
who is interested. 


The Fresno Plumbing Supply Company is erecting 
a $15,000 home for itself at Mono and B. Street, Fresnr 
California. It is a one story brick building, with 
particular facilities for display windows. 


Wealth is not the real prize of life, it h 
only a trophy, a symbol, and may carry with it 
no satisfaction; indeed it does not carry with it 
genuine, lasting satisfaction unless it has beer 
won fairly, honestly, honorably. 


A cup or medal or other trophy is not the 
real prize the victor receives; the real prize, the 
real reward, is the satisfaction derived froir 
superior, worthy achievement. 


Statement of ownership, management, circulation, etc., required hr V* 
Act of Congress of August 24, 1912. of Hardware World, published montl - 
at Portland. Ore., for October. 1920. Before me. a Notary Public, pe’- 
sonally appeared T. M. Shearman, who. having been duly sworn accord! ; 
to law. deposes and says that he is the publisher of the Hardware Wor i. 
and that the fol’owlng is. to the be«t of his 1 knowledge and belief, a V ’* 
statement of the ownership, management, etc., of the aforesaid publicatl ' 
for the date shown In the above caption. Publisher. T. M. Shearman. - ' 
Tnvlor Street. Portland. Orecon: editor, business manager and owner. T. " 
Shearman. Known bondholders, mortgagees and other security holders o* 1 
Ins or holding 1 per cent or more of total amount of bonds, mortgage* ^ 
other securities are: None. The two paragraphs next above, giving the nan i 
of the o *ne’-c, stockholders and security holders. If any. contain not only b-j 
list of stockholders and security ho’dcrs as they appear upon the book* 
the com?>any. but al~o, In cases where the stockholder or security hob.d 
appears uron the 1-ooks of the company as trustee or In any other fiducial 
rcb'tion. the name of the person or corporation for whom such trustee S 
act leg 1« civoi: abo that the said two paragraphs contain statements c™' 
hearing affiant's full knowledge and belief a*’ to the circumstances and con¬ 
ditions under which stockholders and security holders who do not app^ 
upon the l>ooks of the company as trustees, hold stock and securities in I 
capacity other than that of a bona fide owner; and this affiant has no rea¬ 
son to be’leve that any other person, association, or corporation has- a T d 
Interest. dlr< ct or indirect. In the said stock, lxinds. or other securities th ' 
as *o stated hv him. T. M. Shearman. Publisher. Sworn to and subscribe 
before me till* 2Sth day of October. 1020. D. R. Richard*. Notary Public, 
at Portland. Oreeon, for April 1, 1921. Before me. a Notary Public Per- 
lxjfore me thU 29th day of March. 1921. D. B. Richard*?. Notary Public. 
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STOVE POLISH 

The ladies who read have no donbt used lots of 
stove polish, in their desire to have the kitchen range 
presentable, but we wonder if they know which was 
the first polish that was actively placed on the market. 
Well, it happened in 1827, nearly a century ago, and 
the polish was Dixon’s Carburet of Iron. Although it 
actually contains no iron, it was first called 4 4 Carburet 
of Iron” because of the early supposition that graphite, 
of which it is composed, was a compound of iron and 
carbon. 

For many years it was the best known polish in 
the world; then newer products demanded all the time 
of the company’s sales force and stove polish gradually 
became neglected. 

There are more than a hundred brands of polish 
now, but none of them give the same complete satis¬ 
faction as the 44 old reliable.” Most women prefer 
a preparation that lasts a week or more on a hot stove, 
rather than the liquids and pastes that burn off 
quickly. 

Dixon’s 44 Carburet of Iron” is free from poisonous 
odors and explosive vapors. It does not burn red, but 
produces a beautiful lustre that lasts. When a real, 
nonestto-goodness polish is used there is no need to 
go over a stove every day or so to keep it looking 
attractive. 


You never see a really up-to-date store 
operated by a man who reads no trade papers. 


If your personal taste gets to the private 
office stage before your bank accounts gets 
there—kerflooie! 


TURNER N«w Gasoline - Kerosene Tore has 

The Burners are all constructed 
alike, containing all the patent fea¬ 
tures, however different in sire ac¬ 
cording to price. The baffle in the 
burner will generate the low grade 
gasoline or kerosene without adjust¬ 
ment. The adjusting needle elimi¬ 

nates enlarging of orifices that make 
all burners useless. The flared tube 
will siphon the correct amount of 

air regardless of adjustment or size 
of flame. The patent pump involves 
the parachute principle. Leather is 
free and will not wear. Drip cup 
made of aheei steel stamped, copper plated. Burner 

generates easily and produces more heat on less fuel 

than our old line. Our Triple Jet takes the place of 
our well known Double Jet, involving all the new patent 
features. A trial order will convince you. If not satis¬ 
factory, money refunded. All parts interchangeable. 
Jobbers will carry repairs—not necessary to be without 
torch—fix it yourself. With ordinary use a torch will 
last a life time. 

f THE TURNER MSS WORKS - Sycamore. IN^iofe, U. S. A. 



“IN A DIRTY BUSINESS BUT DO 
CLEAN. WORK” 

The following out-of-the-ordinary copy is 
clipped from the Pierce City (Mo.) paper: 

Announcement: I am now located in the 
new A. C. Looney building. At your service 
with full equipment and a desire to get and 
retain your patronage. We are agents for the 
famous Delco Lighting System. Add Williams, 
the people’s plumber, phone 48. I am in a 
dirty business but I do clean work. 


It is a fine thing to be a good “ spender , 19 
but if you keep your ears close to the ground 
you will hear the echo of the Quinea cry*, 
“Spend me little, spend me long.” 



The Hottest Fire Made 

The No. 71 C. & L. Fire Pot is the Hottest Fire 
made and it is Smokeless, Odorless and Noiseless. 
Every mechanic knows what that means. The 
tank is made of seamless drawn steel, with all 
fittings welded in, and is practically indestructi¬ 
ble. It has a sub-flame so that the burner can be 
turned down low when not in use, thus saving 
fuel and time. The No. 71 will Lcat 12-lb. coppers 
as fast as two mechanics can use them. Jobbers 
supply at factory price. Send for catalog. 

CLAYTON & LAMBERT MFG. CO. 

Detroit, Mich., U. 8. A. 


STOVE & FURNACE REPAIRS 


Welding for AH Makes 


Repairs and Wicks for New Perfection and Puritan Oil Stoves and Heaters 


<o»»» MYER S. RUBENS WHOLESALERS 

Of A 'T 1 17 D O Gold, Silver, Nickel, Bronze, Copper, Of ATU D C 

1 Li A 1 Lj lx u Brass, Blue and Gun Metal Oxidizing 1 L A 1 Hi lx O 


GALVANIZING RESILVERING 

Demountable Rims, Etc. Head and Spot Lights 

Silver Ware Refinished 

1009 W. FIRST AVE. Also Rented for Weddings, Banquets, Etc. 


RETINNING 

Milk and Ice Cream Cans, Etc. 


SPOKANE, WA8H. 
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DEALERS!! 


_ C he Utensil 
rjWilifeTime 


Lifetime 
Trade Mark 
the Guarantee 
of Quality 


Manufactured 

at 

Oakland 


ALUMINUM PRODUCTS CO. w***^ 1 ^ OAKLAND, CALIFORNIA 


Spokane Stove & Furnace Repair Works 


INCORPORATED 


SPOKANE, WASHINGTON 


Jobbers and Wholesalers 

OF 

Stove Repairs 


MANUFACTURERS OF 


ORIGINAL 

STOVE 

REPAIRS 


DIAMOND 

BREAKOFF 

BACKS 


Efficient Service : Superior Quality : We Solicit Your Inquiries 

"The Largest Stove Repair House in the Northwest ” 
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Retail Selling Prices 


AMMUNITION—Oirtrldysa—Ms^lUft 
Box. 
Semi-Smkls 

__ Blank Him Firs Leas Smk Smkla 

88 Short .$.20 $ .. 

82 Short. .... .40 ” 

Blank Center Fire- 

82 8 A W. 75 

88 8 * W. .90 

88 2 ® u . 1.88 

44 W 0 F. 1 . 9 ff 

Shot Bln Fire 

22 Lo®I . .70 

82 Loaf . ljo 

Shot Center Fire— 

82 8 * W. 1.10 

82 W 0 F. 145 

aa 8 * w.:: iiso 

88 W 0 F. 1.65 

£ W 0 F. 1.65 1.66 

44 *• 1- •. 1.85 2.05 

44 Getter.L65 1.90 

Bin Fire, Ball— 

2? S*l*.40 

SB Cape.. 

22 Short . .60 J 5 

22 Short HP.85 .40 

11 l*** » ». 40 45 

22 Long HP. 45 .55 

22 Long Blfle. 45 .50 

22 Blfle, H. P... .50 .55 

22 W B f.60 .65 

22 W B F. H P.65 70 

22 Win Ante . .65 

2f S iD 4nto, HP.70 

25 8 bort 8 tovens.70 

25 8 tovens.95 

82 8 hort. 75 

82 Long.85 

88 Short. 1.10 

88 Long. 1.40 . 

41 8 hort. 1.20 

Center Fire Pistol— 


i to any prices quoted herein and any items not mentioned. 

88 Colts Long . 1.50 1 60 o« ilmn 

-a! H’w 01 !?..™?:!: ils H5 • a i* 


22 Win. 88. 

1.50 

1.75 

25 Colts Auto . 


1.60 

85-20 8ingle Shot. 

1.76 

2.06 

25*20 Win . 

1.65 

1.80 

25*20 Win HV. 


2.00 

7.68 MM Mauser. 


2.40 

7.65 MM Manaor. 


2.40 

9 MM Luger . 


2.60 

82 Colts Auto. 


1.75 

82 Colts 8hort. 

1.10 

1.20 

82 Colts Long .. 

1.25 

1.85 

82 Colts Polios Positive. 

1J5 

1.85 

82 8 A W. 

1.10 

1.20 

82 8 A W Long. 

1.25 

1.85 

82 20 MarlinTT. 

1.55 

1.90 

82 Winchester . 

1.65 

1.90 

82*20 Win HV. 


2.00 

86 8 A W Auto. 


1.75 

88 Colts Auto . 


2.50 

88 Colts 8hort. 

1.40 

1.55 


38 8 A W Special.1.70 1.80 

88 Winchester . 1.85 2 80 

41 Colts Short DA.1.65 L80 

41 Colts Long DA. 1.90 2 15 

44 Bull Dog. 1.75 

44 S A W Amer. 2.00 2.i6 

44 S A W Rus.2.15 2.80 

44 SAW Special. 2.80 2.60 

44 Webley . 1.80 ... 

44 Winchester . 2.00 2.45 

45 Colts .2.16 2.40 

45 Colts Auto . 2.90 

Center Fire Military and Sporting 

22 Savage . 1.60 

2f°*? 0 2° Savage. 1.75 

25*21 Stevens .2.80 

25*25 Stevens . 1.90 2.86 

25*85 Winchester. 1.40 

25*85 Short Range. 1.40 

25*86 Marlin ..!. L40 

25 Remington Rimless. 1.40 

6 MM US N. 2.10 

7 MM Spanish Manser. ... 2.10 

7.655 MM Bel Manser. ... 2.17 

8 MM Manser. 2.10 

9 MM Mauser. 2.80 

80*80 Winchester. 1.60 

80 Remington Biznlees. 1.60 

80 Government Rimless. ... 2.80 

808 Savage. 1.60 

82 Remington Rimless. l.fO 

82*40 Winchester. 1 JO 1.86 

82*40 Winchester H V. 1.60 

82 Winchester 81/ Ldg.. ... 2.80 

82 Winchester Special. 1.60 

88 Winchester. 2.10 

85 Remington Rimless.. ... 1.76 

85 Winchester . 2.80 

86 Winchester 81/ Ldg.. ... 2.90 

851 Winchester 81/ Ldg. ... 8.80 

88*55 Winchester Lead.. 1.46 1.76 

88*55 Winchester HV. 1.96 

88*56 Winchester . 1.45 1.76 

40*60 Marlin . 1.50 

40*60 Winchester .1.60 

40*65 Winchester . 1.50 1.76 

40*70 Winchester .1.66 

40*72 Winchester .1.66 1.80 

40*82 Winchester .1.56 1.80 

401 Winchester Ante. 1.70 

405 Winchester. 2.60 

45*60 Winchester.. 1.55 

45*70*405 Government... 1.66 1.80 

45*75 Winchester .1.65 

45*90 Winchester.1.66 1J0 

8HELL8, LOADED— 

MEDIUM GRADE. 

BULK—SMOKELESS. 

12 8 drs. x 1 os.. 24 ere. x 1 


os., drop shot.21.80 

* Vt x l* °f- 84 «"• * 

... ««• »hot. 1JI 

**-*?!; x 1 ¥ # *-v *• «»• 

. drop allot.Ui 

* 1* BB .hot, 
drop shot ... in 

* Book that, drop 

•not .. ins 

1§ *' a % k*-* ## *«• * 

OB ** *hot.ui 

* % os., BB shot. 

drop Shot o.ao oooa.oa 1 tf 

ao 3 & £•■/ * >• «£« 

% os., drop shot.. 

HIGH GRADS 8MO KSLSS S_ 

13 8 ft, drB ’ * 1)4 os 7 26 grs. x 

. *J4 0B -* nkilled slot.L49 

8)6 drs. x 1)6 oi- 28 era. x 

la “•* «MUed shot. 1.46 

18 2% drs. x % - 22 grs. x 

* °»** oWUad shot.ui 

20 * J* * * •*- shilled 


•’SSj gJL ?-********* tM 

J J™' * 1% aklllad LU 

iS Priaora—‘ ** ** tM 

Percussion . a 0 

Moskot Caps. jg 

Primers, 100 la box... .86 

PHmen, 260 ix box... .80 
io E ?J >t Lk P £ p€r Shells—Black poW*.— 
}J 6k per 100. ... K L60 

10 Ga. per 100.! L66 

MEDIUM GRADS SMOKELESS— 
*8, 16, 20, 28 Gx. per 

100 ............. f mm 

10 Gs. per 100. *3$ 

HIGH GRADS SMOKELESS— 

1°. 28 Gx. f .60 

10 Gs. per 100. $40 

Empty Brass Shells— 

V* 1 - 13 » 16 » *o 

28, Box 26. «75 

2xd Qusl. 12, 16, 20 

28, box 26. flO 

Wads— 

Cardboard, hex 260. JO 

B1 J«h Edge, Reg., box 

260 . is 

Block Edge, % In., 125 

lx box. AM 

Black Edge, £ ix., 260 
lx box.. . 


lw er~$« 00 ak6# 0t Llpp#d 8hlp AdieB » 4 to 6, $.5.50; 
Linpinootte—House, $8.50; Ship, $4.00. 

Whites or Bartons—House, $5.00. 

Ship Axes and 81icks—All makes 8hip Axes, $5.5< 

0^-°' ^ ^ 

Bottles, Hot Water— 8ise 7. 

Universal. 8.50 Site 8.... . 1 

_ Griddle# Pans. Llnned Sene*— 


Axes, $5.50; all 


g|*e 7 .4.25 

8ise 8 .4.85 

Sise 9 .5.60 

Slse 10. 5.00 

Sise 12 .6.00 

Kettles, Berlin— 

2)6 quarts.7.00 

4 quarts.8.25 

5 quarts.10.00 

• quarts.11.00 

Kettles, Maslix— 

4 quarts.6.50 

6 quarts.7.00 

8 quarts. 9.75 

12 quarts.18.25 

Kettles, Tea— 

Sise 6. 8.50 


8i*c 7. 9.50 

Sise 8.10.00 

Pans, Lipped Banes— 

2 quarts. 6.00 

8 quarts.6.75 

4 IKfc. 7 35 

Site 6. 4.50 

8**e 7.4.75 

Sise 8. 5.15 

Sise 9. 6.00 

8poons, Basting— 

15*iueh .$0 

Spoons, Mixing— 

18*inch, Slotted. JO 

Waffle Moulds— 

Sise 7, Low. 6.00 

8ise 8, Low.6.50 

Sise 7. Deep. 6.50 

8ise 8. Deep. 7.25 


ANCHORS—8crews per 100, 8*16, (4.15*: M, $6.25*. 

Sebeo. 816x)6 in. % in. -l in., $1.75 per hundred net; 
)4x)6 in. *% In. -1 In., $1.96 per hundred net. 


ANVILS—Vulcan No. 2, 20-lb., $8.75; No. 8, 80-lb. $10 00* 
No. 4, 40 lb., $12.00; No. 5, 50 lb., $13.50; No 6 00 lb * 
$15.00; No. 7 70 lb., $17.50! No. S.’SO \b $19.50. Tret 
ton or Columbian—80 to 425 lbs., 85e per lb.; 70 to 79 lbc_ 
JJ.Hc per lb.; 60 to 69 Ibe., 86c lb.; 50 to &9 lbs- 87e 
With Clip Horn 2c per lb. extra. * w ’ 

ANTIMONY—81sb, 25e lb. 

Ko - » 

AUGURS—Greenlee Carpenters* Nut, No. 57. 

Size )6 % % % i iu 

l “ e h ::::::::::? 1 -. 40 V * 40 V %* • 1 8*° Vh i# * 8 . 7 * 

g*h. V.'V.‘.'.V.8i6"‘jiaa 4 i.°° 3° 

60 each . 1.65 1.80 1.96 1.96 2 20 2JO 

?2,«*h . 2.00 2,15 2.86 2J5 2.60 2.60 

J® thB *. IT 18 19 20 21 22 

52 6BC ? .** 40 2.40 2.70 2.70 8.00 8.00 

• Bch . 2.90 2.00 8.26 8.26 8.60 8.60 

J2 thB *. 2$ 24 25 26 27 28 

52 ® bc £ . 8 * 4 ® 8 * 48 4.06 4.06 4.80 4.80 

f% th \ aeh . 4 j} 5 4 «5 4 *85 5.70 6.75 

i5 th# *.. 39 80 *1 82 

52 €ach . 5.70 5.70 6.76 6.75 

62 each . 6.86 6.86 8.10 8.10 


16ths. 28 

60 each .8.45 


•. . 8*10 
... 1.65 
... 2.00 
... 17 

... 2.40 
... 2.90 
... 28 


62 each .4.18 4.16 

16ths. 29 80 

60 each . 6.70 6.70 

62 each . 6.86 6.86 

ASBE8T08— 

Mill board, 80s lb.; Cut, 86c lb. 
Paper, 80s lb.; Out, 86e ft. 


I 1)4 
$2.16 $2.76 

Vi . 

16 16 

2.20 2JO 

2.60 2.60 

21 22 

8.00 8.00 

8.60 8.60 

27 28 

A $0 4.89 

5.76 6.76 
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Biggins, Coffee 


Boilers, Coffee 


Boilers, Race 


Backet*, Dinner 

no . | «o 

in . * «o 

na . J.7* 

503 . 3.00 

503 . 3.35 

Clumbers 

1 .75 

ih . 

3 . 1.10 

8 . 1.35 

Chamber Covers 

10 40 

ir.::::::::: % 

30 . A* 

Colanders 

1 .75 

3 .85 

8 . 1.10 

104.75 

305 .85 

106 . 1.00 

t07 . 1.35 

Caps 

3 (Mug).80 

6 .50 

8 .35 

9 .80 

to .80 


HARDWARE WORLD 

RETAIL SELLING PBICEE-Continiied. 

LAO ENAMELED WARS 

.30 1 Kettles, Tea I 31 . 


Cups and Saucers 

20 .50 

400 .60 

Cuspidors 


Dippers, Cup 

10 .45 

11 .60 

Dippers, Windsor 

110 .50 

112 .55 

114 .60 

tappers. Suds 


Bowls, Wash 

36 .55 

38 .60 

80 .70 

83 .80 

34 .95 

86 . 1.05 

Buckets, Covered 


Fillers, Fruit Jar 

0 . 

Flasks, Coffee 

0 . 

Funnels, Pieced 


Kettles, Convex 


03 . 

03 . 

04 . 

05 . 

06 . 

08 . 

010 . 

013 . 

212 . 

214 . 

216 . 

218 . 

220 . 

222 . 

Kettles, Limped 


Kettles, Milk 


Kettles, Tea 


Ladles, Deep 


Measures 

01 . 

02 . 

03 . 

04 . 

05 . 

06 . 

11 Graduated .. . 


Pails, Chamber 


Pails, Water 

110 . 1.75 

112 . 2.00 

114 . 2.25 

Pans, Bed 

1 . 4.50 

Pans, Douche 

2 3.00 

Pans, Bread 
11 50 

12 .65 

13 .80 

Pans, Cake 


. . .80 

. . .95 

. . 1.10 
.. 1.25 
.. 1.35 
. . 1.65 
.. 3.00 
.. 3.35 
.. 1.50 
.. 1.85 
.. 3.15 
. . 3.50 
.. 8.00 
.. 8.65 
Preserv* 


Pans, Corn Cake 


Pans, Muffin 


Pans, Deep Pudding 


Pans, Dish 


Pans, Rinsing 

08 . 1.25 

010 . 1.35 

014 . 1.65 

017 . 1.85 

Pans, Lipped Fry 
30 .45 


Pans, Milk 


150 

250 

350 

450 

650 

. 1 50 

3 

Pans, Stew 

.45 

4 


5 


6 


16 

.55 

18 

. 60 

20 

.70 

22 


24 



Pans, Oblong Stove 


Pans, 8quare Stove 


Pitchers, Molasses 

601 .85 

Pitchers, Water 
J . 1.85 

3 . 1.50 

4 ;. 1.65 

Plates, Deep Pie 

39 . .40 

40 .. 

Plates, Shallow Pie 

27 .80 

28 .85 

29 .40 

30 .45 

Plates, Dinner 


Pans, Cbnvex Sauce 

02 .80 

03 .95 

04 . 1.10 

.05 . 1.25 

06 . 1.35 

08 . 1.65 

010 . 2.00 

012 . 2.40 

Pans, Combination 
Sauce 

1 D . 2.25 

10 T . 8.25 

Pane, Lipped Sance 

10 .40 

12 .45 

14 .50 

16 .55 

18 .60 

20 .70 

22 .80 

24 .90 

26 . 1.00 

28 . 1.15 

30 . 1.35 

Pane, Straight Sauce 


Pota, Fire less Cooker 

1450 2.25 

1650 . 8.00 

1850 . 3.25 

Pota, Coffee 

2*4 .70 

3 . .75 


Pota, Tea 


Pota, Straight Sauce 

018 . 1.25 

020 . US 

022 . 1.50 

024 . 1.85 

026 . 2.25 

028 . 8.00 

030 . 8.25 

032 . 8.75 

Pote, Soup Stoek 
318 . 18.00 


Skimmers, Flat 


Spoons, Basting 


Steepers, Tea 


Tubs, Oval Foot 


Turners, Cake 


Wtckmg, *4 lb. balls, 70c each. 

Wicking, l ib. lota, $1.85. 

Cement, per sack. $7.25: per lb. !Oc. 

AXES—Plumbs’ Hunter’s handled. 12 or., $2.00; 1 lb., $2.25; 
1*4 lb.. $2.25. 

Boy 8cout—Handled with sheath, $2.25; without sheath, 
$1.85; aheatha, 75c. 

Double Bit—Handled, $4.50; unhandled, $3.00. 

Single Bit—Handled, warranted, $4.00; second grade, 
$8.25. 

BAGS—WATER— 


*4 

gallon. 

.100 

Faucet, 8*4 gallon.. 

.. 8.50 

1 

gallon. 

_ 1.6C 

Faucet, 5 gallon.. .., 

. . 4.25 

**4 

gallon. 

_2.00 

Filter, 6 gallon.. .. 

. . 5.25 

6 

gallon...... 




BABBIT—Frictlonleaa, 45c lb.; Magnolia, 60c lb.; No. 4, 
18c lb.; No. 3, 38c lb.; No. 1, 37c lb.; No. ▲ (genuine), 


$1.20 per lb.; Challenge, $1.10 lb.; Special Motor, 90c lb.; 
Excelsior, 35c lb.; Acme, 85c lb.; XXXX Nickeled, $1.20 lb. 
BARS—Crow. Pinch Point No. 10, 18c lb.; Wedge No 15, 
18c lb.; Lining No. 30, 18c lb.; Digging No. 580, 27c lb ; 
Temping No. 25, 16e lb.; Claw No. 20, 18c lb. Ripping or 
Wrecking, Gooae Neck No. 3657 —% x 18, 55c each; Gooss 

Neck No. 3659, % x 24, 85c each; Goose Neck No. 8662, 

%x24, $1.00 each; Straight Chisel No. 14, %xl5, 95c. 
BATTERIES, DRY CELL—Columbia, No. 6, 60c each; No. 6-S, 
60c each; No. 16, $1.40 each. Red Devil or Red Label, No. 
6-D, 60c each. Hot Shot Multiple, No. Iu62, $3.65 each; 
No. 1662 $4.35 each. Ever Ready, same price as Columbia. 

Red Seal same price as Columbia and Ever Ready. See 

Sparkers. 

BELLS—Alarm—House, 90e each. Call, steel, iron base, 80e 
each; Call, bell metal, bronze base, $1.40; Gong, gold bronsed 
steel, 90c; Gong, polished bell metal, 5-inch, $2.50 each; 
fl inch, $3.75; 7-inch, $5.25; 8-inch, $7.25; 10-inch, $13.00. 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


BELLS—Continued— BOARDS, WASH—Brass, $1.25 each; Toy, Zinc, 25c; Single 

12 -inch, $23.50. Rotary door, bronze, 85c each; steel, 85c; Zinc, 85c; Double Zinc, $1.15; Glass, $ 1 . 10 ; Blue Enamel, 
iron, 85c; copper, 85c. $1.75; Single Zinc, 95c. 


BELLS—Farm—(100 lb.), $16.00. 

BELLS—Kentucky Cow—No. 0. $1.75; 1, $1.45; 2, $1.15; 

3, 85c; 4, 75c; 5, 70c; 6 , 45c. 

BELLS—Electric—2%-inch, Eclipse Iron Box, 90c each; 8 -in. 
Nonpareil, $1.00. 


BELL 8 TRAPS— 


Cow— 

1% lb., $1.00; 1% 

lb., $1.15; 

1 % lb.. 

$1.35. 


BEVELS—Sliding T—No. 18, 6-in., $1. 

10; 8 in. 

. $1.35; 

10-in., 

$1.00. 

No. 25: 0 in., 75c: 8-in., 85c; 10-in., 90c; 

12-in. ( 

$1 .uo. 

No. 1—Odd Jobs, 

$1.10. 




BIBBS—Compression— 

y» in. 

%-in. 

K -in. 

1-in. 

Plain- 

—Rough brass . . . . , 

. 1.50 

1.95 

2.60 



Finished brass. . . 

. 1.70 

2.15 

2.35 

5.20 


Nickel plated . . . 

. 2.00 

2.45 

3.20 

5.65 

Hose—Rough brass.. 

. 1.70 

2.15 

2.85 

9.90 


Finished brass ... 

. 1.95 

2.40 

3.10 

5.75 


Nickel plated . t . . , 

. 2.25 

2.70 

3.45 

... 


BITS—Auger- 


16ths 

R. J. 

Irwin 

Irwin Car 

Common 

3. 


$ .60 

$1 25 

$ .30 

4. 

.75 

.55 

1.25 

.30 

5. 

.75 

.55 

1.25 

.30 

6. 


.55 

1.25 

.35 

7. 


.60 

1.25 

.35 

8. 


.60 

1.25 

.35 

9. 

.90 

.65 

1.35 

.40 

10. 


• .70 

1.50 

.40 

11. 


.75 

1 65 

.45 

12. 


.75 

1.85 

.45 

13. 


.85 

2 00 

.55 

14. 


.90 

2.10 

.55 

15. 


1.00 

2 25 

.65 

16. 


1.00 

2.50 

.70 

17. 


1 25 

• • • • 

.75 

18. 

. 1.75 

1.20 

• • • 

.80 

20. 


1.40 


.85 

22. 

. 2 25 

1.60 


.95 

24. 

. 2.50 

1.80 


1.10 


Bits in Sets—Common, 6 bits, $ 4 . 00 ; 8 bits, $5 00 ; 

13 bits, $7.50. R. J., 13 bits, $10.50. Irwin, 13 bits, $8.50; 
8 bits, $5.50. 

Ship Auger Car Bits same prices as 8 hip Augers. 
Expansive—Clarks’ small, $2.50; large, $3.50; Steers, 
sm;ill, $3.75; large, $4.75. 

Expansive Bit Cutters—Clark’s No. 1 , 45c; No. 2, 55c; 
No. 3, 75c; No. 4, 85c. Steers, No. 1, 75c; No.2, 80c; No. 
3, 85c; No. 4, 90c; No. 5, $1.25. 

BIT HOLDERS—Extension— 


Millers Falls, No. 8 — 


12 . 

.2 00 

18 . 

. 1 90 

15 . 

. 2 15 

21 . 

. 2 00 

18 . 

.2 25 

24 . 

. 2 35 

21 . 

. 2 35 

Stanley, No. 1— 


24 . 


12 . 

. 2.00 

Millers Falls, 

No. 5— 

16 . 

. 2 15 

12 . 

. 1 75 

18 . 

. 2 25 

15 . 


24 . 

. 2.35 


BLOCKS—Wood Tackle— 



Com 

Com 

Com 

Pat 

Pat 

Pat 


Sngl. 

Dbl. 

Triple 

Sgl. 

Dbl. 

Triple 

3. 

. 1 00 

1.80 

2.50 

1.40 

2 60 

3.35 

4. 

. 1.20 

2.15 

3.00 

1.55 

2 95 

3.80 

5. 

. 1.25 

2.30 

3.15 

1.65 

3.00 

4.05 

6. 

. 1.50 

2.75 

3.85 

1.95 

3.75 

5.10 

7. 

. 1.80 

3.30 

4.70 

2 25 

4.35 

5.80 

8. 

. 2.50 

3.85 

5.80 

2.95 

5 35 

6 95 

10.. 

. 3.85 

5.90 

8.25 

4.50 

7.75 

9 80 

12. 

. 6.00 



6.90 

12.00 

15.20 

Steel Tackle— 



Tackle—Dbl. 

Galv.— 

176 


Size 

Single 

Dbl. Triple %. 

_ .20 

3. . 

. . . . 95 

1 75 


1 . 

... .20 

4. . 

_ 1.15 

2.15 

2.45 

1%. 

... .25 

5. . 

_ 1.35 

2.35 

2.55 

1%. 

... .35 

6. . 

_ 1.50 

2.75 

3 35 

1%. 

... .60 

7 . 

1 50 

2 75 

4.00 

2 . 

... .65 

8. . 

_ 2.75 

4.50 

5.10 

2%. 

... .85 

10. . 

_ 4.25 

7.00 

7.50 

No. 200 Buffalo— 


Wood 

Snatch— 



12" Complete. 

. . 44.00 

6. . 



4.50 

14" Complete. 

. . 50.00 

8. . 



6.50 

No. 700 Climax— 


10. . 


. . . , 

9.00 

12" Complete. 

. . 28.00 

12. . 



11.00 




BLOWERS— 

No. 400 Champion, without Tyere Irons, $40.00; No. 400 
Champion, complete, $42.50. 

No. 40 Lancaster, complete, $31.50. 

Koval H. without Tvere Irons, $46.00; complete $48.50. 
No' 200 Buffalo, Complete—12-in„ $44.00; 14-in. f $50.00, 
No. 700 Climax—12-in. complete, $28.00. 

BOARDS, IRONING— 

With Table—No. 2, Plain, $2.50 each; No. 10 Springer, 
60x15 in., no sleeve board, $5.50; No. 20 Springer, 54x13 
in., no sleeve board, $5.25; No. 40 Springer 50x12 in., no 
sleeve hoard. $4.50 

Without Table (skirt Boards)-4-foot, $1.35 each; 5-foot, 

$2.00; 5H-foot, $2.25; 6 -foot, $2.50. 


BOLTS—Common Carriage- 
Size 3-16"& V 4 " 5 lfi . 7-46" . 

1 LL 1 I', -t O - o OO IK o 1 r. o oe rn < 


1 % 

.25 

1.65 

35 

2.30 

.45 

3.15 

.60 

3.85 

.70 

4.70 

2 

. 2 5 

1.80 

40 

2.50 

.50 

3.40 

.65 

4.20 

.80 

5.20 

2 % 

.30 

2.00 

40 

2 70 

.55 

3.65 

.70 

4.55 

.85 

5.70 

3 

.30 

2 15 

45 

2 90 

.60 

3.95 

.75 

4.90 

.90 

6.15 

3% 

.35 

2.30 

45 

3.10 

.65 

4.20 

.80 

5.25 

1.00 

6.65 

4 

.40 

2.50 

50 

3.30 

.65 

4.45 

.85 

5.60 

1.05 

7.15 

4 V 6 

.40 

2 65 

55 

3.50 

.7 - 

4.75 

.90 

5.95 

1.15 

7.60 

5 

.45 

2 80 

55 

3.70 

.75 

5.00 

.95 

6.30 

1.20 

8.15 

5% 

.45 

3 00 

60 

3.90 

.80 

5 25 

1.00 

6.55 

1.30 

8.65 

6 

.50 

3.15 

60 

4.10 

.8 3 

5.50 

1.05 

7.00 

1.35 

9.10 

6 % 

.55 

3.50 

70 

4.55 

.90 

6.15 

1.10 

7.35 

1.45 

9.60 

7 

.55 

3.65 

70 

4.75 

.95 

6.40 

1.15 

7.70 

1.50 

10.10 

8 

.60 

4.00 

75 

5.15 

1.05 

7.00 

1.25 

8.40 

1.65 

11.05 

9 



85 

5.60 

1.15 

7.50 

1.35 

9.10 

1.80 

12.05 

10 



90 

,6.05 

1.20 

8.05 

1.50 

9.80 

1.95 

13.05 

11 





1.30 

8.65 

1.60 

10.50 

2.10 

1 i 00 

12 





1.40 

9.20 

1.70 

11.20 

2 25 

15.00 

14 









2.55 

17.00 

16 








.... 

2.85 

18.90 

18 









3.15 

20.90 

20 









3.45 

22.85 

BOLTS- 

—Expansion— 

(See 

SHIELDS) 





BOLTS—Stove 




5-32" 

3 

16" 


' 

5-16" 

* 


Size— 

Doz. 

100 

Doz. 

100 

Doz. 

100 

Doz. 

100 

Doz. 

100 



.10 

.70 

.10 

.70 









.10 

.70 

.10 

.70 

.is 

1.66 







.10 

.70 

.10 

.70 

.15 

1 00 





\ . 


.10 

.70 

.10 

.70 

.15 

1.00 





vs . 


.10 

.75 

.10 

.75 

.15 

1.00 





1 


.10 

.75 

.10 

.75 

.15 

1.05 

.20 

1.50 

.25 

2.20 

1 U . 


.10 

.80 

.10 

.80 

.15 

1.10 

.20 

1.55 

.30 

2.30 

1 %. 


.10 

.85 

.10 

.85 

.15 

1.20 

.20 

1.65 

.30 

2.40 

1 %. 


.15 

.90 

.15 

.90 

.15 

1.25 

.25 

1.75 

.30 

2.55 

2 . 


.15 

.95 

.15 

.95 

.20 

1.30 

.25 

1.85 

.35 

2.70 

2 ’4 . 




.15 

1.00 

.20 

1.35 

.25 

1.95 

.35 

2.90 

2 %. 




.15 

1.05 

.20 

1.45 

.25 

2.00 

.35 

3.05 

3 . 




.15 

1.20 

.20 

1.60 

.30 

2 15 

.40 

3.35 

3%. 




.20 

1.35 

.25 

1.85 

.30 

2.40 

.45 

3.70 

4 




.20 

1.50 

.25 

1.95 

.35 

2.65 

.50 

4.50 


BOLTS—Machine, Square Head and Nut— 


Size 

1 - 1 % 


Doz. 100 
$0.40 $2 55 


5-16" 

Doz. 100 
$0.45 $3.00 


Doz. 

$0.55 


100 

$3.75 


7-16" 
Doz. 100 


2 

.40 

2.70 

.50 

3.23 

.60 

3.85 

.70 

4.50 

2 % 

.40 

2 -<0 

.50 

3.35 

.60 

4.10 

.75 

4.80 

3 

.45 

2 90 

.55 

3 55 

.65 

4.30 

.75 

5.10 

3% 

.45 

3.00 

.55 

3.70 

.70 

4.55 

.80 

5.40 

4 

.45 

3.15 

.60 

3.90 

.75 

4.80 

.85 

5.70 

4% 

.50 

3.30 

.60 

4.10 

.75 

5.05 

.90 

6.00 

5 

.50 

3.40 

.65 

4.25 

.80 

5.30 

.95 

6.30 

s% 

.55 

3.50 

.65 

4.45 

.85 

5.50 

1.00 

6.00 

6 

.55 

3 65 

.70 

4.65 

.85 

5.75 

1.05 

6.90 

6 % 

.55 

3.75 

.75 

4.80 

.90 

6.00 

1.10 

7.20 

7 



.75 

5.00 

.95 

6.25 

1.15 

7.50 

8 



.80 

5.35 

1.00 

6.75 

1.20 

8.10 

9 



.85 

5.75 

1.10 

7.20 

1.30 

8.70 

10 



.90 

6.05 

1.15 

7.70 

1.40 

9.30 

11 



.95 

6.45 

1.20 

8.15 

1.50 

9.90 

12 



1.00 

6.75 

1.30 

8.60 

1.60 

10.50 





' 

% 

" 

% 



Doz. 

100 

Doz. 

100 

Doz. 

100 

Dos. 

100 


2 

.85 

5.75 

1.25 

8.40 

1.85 

12.35 

2.50 

16.80 

2 % 

.95 

6.35 

1.35 

8.90 

2.00 

13.20 

2.65 

17.85 

3 

1.00 

6.60 

1.45 

9.50 

2.10 

14.00 

2.85 

18.90 

3% 

1.05 

6.95 

1.50 

10.10 

2 25 

14.85 

3.00 

19.95 

4 

1.10 

7.35 

1.60 

10.65 

2.35 

15.70 

3.15 

21.00 

4% 

1.15 

7.70 

1.70 

11.25 

2.50 

16.60 

3.30 

22.05 

5 

1.20 

8.10 

1.75 

11.75 

2.60 

17.35 

3.45 

23.10 

5% 

1.30 

8.55 

1.85 

12.35 

2.70 

18.15 

3.60 

24.15 

6 

1.35 

8.90 

1.95 

12 90 

2.85 

19.00 

3.80 

25.20 

6 % 

1.40 

9.30 

2.05 

13.50 

3.00 

19.80 

8.95 

26 25 

7 

1.45 

9.65 

2.10 

14.10 

3.10 

20.65 

4.10 

27.30 

8 

1.60 

10.50 

2.30 

15.20 

3.35 

22.25 

4.40 

29.40 

9 

1.70 

11 25 

2.45 

16.35 

3.60 

23.75 

4.75 

81.50 

10 

1.80 

12.00 

2.65 

17.50 

3.85 

25.55 

5.05 

33.60 

11 

1.90 

12.75 

2 85 

18.65 

4.10 

27.25 

5.35 

35.70 

12 

2 05 

13.50 

2.95 

19 75 

4.35 

28 90 

5.65 

37.80 

13 

2 15 

14.40 

3.15 

20 90 

4.60 

30.50 

6.00 

39.90 

14 

2.25 

15.15 

3.30 

22 05 

4.85 

32.20 

6.30 

42.00 

15 

2.40 

15.95 

3 50 

23.20 

5.10 

33.80 

6.60 

44.10 

16 

2 50 

16.75 

3.65 

24.45 

5.35 

35.50 

6.90 

46.20 

17 

2.65 

17.50 

3.85 

25 50 

5.55 

37.15 

7.25 

48.30 

18 

2.75 

18 25 

4.00 

26.60 

5.80 

38.75 

7.55 

50.40 

19 

2.85 

19.00 

4.15 

27.75 

6.05 

40.40 

7.90 

52.50 

20 

3 00 

19.85 

4.35 

28 90 

6.30 

42.10 

8.20 

54.60 

21 

3.10 

20.60 

4.50 

30.00 

6.55 

43.75 

8.50 

56.70 

22 

9 20 

21.40 

4.70 

31.20 

6.80 

45.40 

8.85 

58.80 

23 

3.35 

22 20 

4.95 

32.30 

7.05 

47.00 

9.15 

60.90 

24 

3.45 

23.00 

5.00 

33.45 

7.30 

48.70 

9.45 

63.00 

25 

3.55 

23.75 

5.20 

34.55 

7.55 

50.80 

9.75 

65.10 

26 

3.70 

24.50 

5.35 

35.75 

7.80 

52.00 

10.05 

67.20 

27 

3.80 

25.30 

5.55 

36.90 

8.05 

53.60 

10.40 

69.30 

28 

3.90 

26.10 

5.70 

38.00 

8.30 

55.26 

10.70 

71.40 

29 

3.95 

26.85 

5.85 

39.15 

8.55 

57.00 

11.00 

73.50 

30 

4.00 

27.65 

6.00 

40.30 

8.80 

58.50 

11.85 

75.60 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Ooattnuftd. 


BOLTS—Barrel— 

Extra He* .7 Wrought 
Stool, Japanned— 

4- lneh . AO 

5- lneh . Aft 

6- inoh . AO 

6-la eh .60 

Oaat Iron, Japanned— 

t-laeh .lft 

4-lneh .lft 

ft-iaeh .60 

6-laeh .6ft 

8-iaeh .40 

CHAIN— 

Oaat Iron* Japanned— _ 

6-Inch .60 

8-laeh .60 

10-laeh .86 

Cast Iron, Aabtr or 
Broused— 

4-lneh .4ft 

6-inch .60 

8-laeh ••••••••••••• -^6 

Oaat Iroa, Aat. Copper 
or Dali Braaa— 

4-Inch . Aft 

6-lnch .1-00 

8-laeh . 1A6 

CUPBOARD, Japaaaod— 

8-laeh .ftft 

6-inch . A§ 

10-laeh . 1A8 

Cupboard, Other Fimiahcs- 

8-iaeh . A* 

e-laeh .1*00 

BOLTS—Toggle— (See Toggle 
BOILERS—Range— 


FLUSH, Angle—All linlahee, 
Caat Bronse— 

8-inch . 40 

81-inch .60 

4-inch .6ft 

6-inch .70 

LEVER—Caat Bronse, All 
Finishes— 

8)4-inch . 1.10 

6-inch . 1.86 

„ T-HEAD—Wrought Bronse, 
All Finishes— 

8-inch . Aft 

4-inch .40 

6-inch . 45 

6-inch .60 

Oaat Bronse, All Flaishee— 

8-lnch . AO 

4-inch .ftft 

6-inch .70 

FOOT— 

Oaat Iroa, Japanned— _ 

6-inch ......•••••• .46 

8-inch .66 

10-inch .86 

Amber or Brented— 

6-inch .....66 

8-laeh .7ft 

Other Finishes— 

4-inch .75 

6-inch .86 

8-ineh . 1A0 

Foot Wrought Steel—Cup¬ 
board, Japanned— 

- 8-ineh .6ft 

6-inch . 1.00 

10-laeh .8Aft 

Bolta). 


BRACES— 

J- &• * W *i No * 508 » 8185 510 j W*40; 8808, 88AO; 

8810, 88.75; 8708, $8.75; 8710, $8.86; 8718, $4.00 

4608, $4.50; 4610, 84.76; 4618, 86.00; 6008, ft6A5; 6010, 
85.75; 6018, 86.00; 6014, 86 85; 7008, 86.75; 7010, 86.00; 
7012, 86.86; 8808, 87.76; 8810, 88.00, 8812, 88.25. 

Stanley Ratchet, No. 881, 8-ineh, 86.86; 10-lneh, 86.60; 18- 
Inch, 86.76; 14-inch. 87.00 * 

Stanley Corner, No. 888, 8-laeh, 88.00; 10-lneh, 810.00. 
No. 882, 86A5. 

BRACKETS—Shelf- 


Japanned- 

Pair 

Copper, 

8x 4 . 

... Aft 

8x 4 

4x 5 . 

... .10 

4x ft 

5x 7 . 

... .40 

ftx 7 

Ox 8 . 

... .46 

Ox 8 

7x0 . 

... AO 

7x 0 

8x10 . 

... .60 

8x10 

10x12 . 

... .75 

10x12 

12x14 . 

... 1.2ft 

12x14 


80 gallon . 
40 gallon . 
62 gallon . 
66 gallon . 
82 gallon . 
100 gallon 


BRADS—Wire— Bulk per lb. 14 -lb. pkgs. %-lh.pkgs. 

Vk and % Inch. \20 Aft .llT 

% to 1 %-inch. Aft AO .lft 

1 % to 8-lnch. AO AO .lft 

BRASS—Sheet—Soft, per lb* 7fte; Half Hard, 80e; Sign, 80e; 
Spring, 81.05. 

BREAD AND CAKE If AKER 8—Universal—No. 2, 88.75 each; 

No. 4, 84.50 each; No. 8, 86-60 each; No. 44, 84.60 eaeh. 

BRIGHT WIRE GOODS—8ee Hooka and Eyes. 

BROOM8—House or Parlor— 

Finest selected, 16-15 In., fl.ft© eaeh; second grade, 1414 
in., 81-86; third grade, 14 In, 81.10; common, 8fte; Ware¬ 
house, 81A5; Railroad or 8melter, 81.25: Switch. small ftfte, 
large, 80c; Toy or Hearth, 1 sew, 80e; 2 sew, 40e. 

Push or Street 

Bassine, 14-in. 1.7ft Rattan, 6 rows, lf-in. 1A0 

Bassine. 16-ln.8.00 Rattan, 6 rows, 14 In. 1.60 

Steel Wire, 12-ln.1.00 Rattan, 6 rows. 16 in. 1.75 

Steel Wire, 16-in.1.60 Rattan, 8 rows, 14 in. 1A5 


Standard. 

Heavy* 

Bassine, 14-in. 

.. 1.7ft 

. 22.50 

24.00 

Bassine. 16-ln. 

Steel Wire, 12-ln... 

.. 2.00 

. 27.50 

81.00 

.. 1.00 

. 44.50 
. 64.50 

47.65 

76.00 

Steel Wire, lft-ia... 

.. 1.00 

. 75.85 

91.00 

BRUSHES— 


.105.85 

127.00 

CASTING— 



BOTTLES—Vacuum— 
Thermos— 

6 . 

•Q . 


FILLERS—Thermos and Uni¬ 
versal— 

% Pint.2 25 

1 Pint. 2.50 

1 Quart. 8.75 


. LUNCH KITS— 

. 2 Thermos— 


Universal— 


Thermos— 

892 and 896 . 5.00 

898 snd 897. 5.50 

894 and 898 . 6.25 

Universal— 

810 . 4.75 

820 . 5.25 

410 . 5.00 

610 5.50 

4070 6.25 

8070 4.25 

Thermos—Food Jars. Fillers 

600 . 4.50 2.50 

601 . 5.50 2.75 

602 . 7.75 4.00 

Thermos— Jugs. Fillers 

556 .10.25 4.75 

557 .10.25 5.50 


Round . AO 

Oblong.60 

Counter- 

Dusting, com.80 

Extra quality.1.20 

White bristles.1.76 

FLOOR— 

Fibre, 12-inch.1.S0 

Fibre, 16-inch.1.80 

Hair, 12-inch .2.10 

Hair, 16-Inch .2.65 

Mixed, 18-inch.1.7ft 

Mixed, 16-ineh.2.00 

Bristles, 14-Inch.5.00 

Bristles, 18-ineh.6.25 

Garage- 

Fibre, 16-inch.2.00 

Fibre, 18-ineh.2.2ft 

Fibre, 20-inek.2AO 

Paint—(Chinese bristles)— 


Fibre, 24-lneh....... 8.21 

Gear- 

Handles .66 

Hand or Nail. AO 

Horse— 

Rlee Root, 12% lb .. Aft 

Rice Root, 18 lb- 1.2ft 

Palmyra Fibre, 12 V4 

lb.ftft 

Palmyra Fibre, 18 lb. Aft 

Mixed Fibre, 18 lb_ .80 

Ox Fibre, 8H>9 in.. .75 

Ox Fibre, 414x1114 In. .85 
Kalsomine— 

7-in- single.A.40 

8x7% in blocks.... 6.7ft 
Marking—! Round)— 

While bristles— 


%•% in. 
11 % in. 


. 104.ft.00 

Ferrostat— 104Q . 7.00 

604R .11.00 114Q . 15.00 

505R 8-qt.16.00 180 . 10.00 

605N .16.50 180Q . 16.00 

BOXES—Mall—Apartment— Standard style, $5.00 eaeh; with 
mouthpiece and electric push button, $5.26. 

House—Cast Iron. 6x12, $1.26; 8teel, 12x6 %x8 In* 
88.75; Copper Finisned. 10x5x2 in., $4.00; Sheet Metal, 
1x4x10 in.. 80c; Sheet SteeL 11x5x2 in., 88.85. 

Rural Delivery—Standardised, 18%x6%*7% In* 82.10; 
Standardised, 28)4*11x14 in* 84.85. 

BOXES—Mitre— 

Ooodell— Bach 

26ft 26x4.. 24.00 78 . 21.60 


Grade. 

1 

2 

8 

4 

2% inch. 

AO 


.66 


8-lnch . 

.. .40 

.55 

Aft 

1.60 

8)4 Inch. 

.. Aft 

.75 

1.05 

2.25 

4-inch....... 

.. .70 

1.00 

l.ftft 

2.7ft 

4%-Inch. 

. 

1.60 

.... 

8A0 


78 .21.60 


88ft 25xft. 26.60 74 . 26.6 


806 80x5 . 27.00 

Stanley— 

60)4 .12.70 

246 25.60 

868 28.75 

460 ...85.00 

72 ??!...22AO 


27.00 7 ft .24.00 

New Langdon Imp- 

12.70 78 85.00 

25.60 78 25.75 

28.75 74 . 27 50 

85.00 75 38.00 

Steam's Perfectiea— 

22 AO 20 .4.7ft 


Roofing—Knotted— 

8 knots, 14-lb. 

4 knots, 18-lb. 

Sash—Chisel Point— 

)4-in. 

%xl%-ln.. 

%x2-in.. 

1x2 % -in.. 

Scrub- 

Gray Tampleo, 10*.. 
Gray Tampico, 18*.. 

Ox Fibre, 7*. 

Ox Fibre, 10*. 

Ox Fibre, 12*. 

White Tsmpico, 8*.. 
White Tampico, 11*. 
White Tsmpico, 12*. 
Shoe 1 - 

Dsuber, wood. 

Dauber, Iron. 

Brush only, %-in.... 


Brush only 1)4 *in... .76 

Combination . Aft 

Extra bristles. AO 

Best 114 *in. bristle* .85 
Sink— * 

Ox Fibre.15 

Split Bamboo.05 

Shaving—Robber Set - 

E bo nixed handle.55 

Boxwood, small .... 1.00 
Boxwood, medium*. • 1.10 

Boxwood, large.1A5 

White Bone, small... 1.00 
White Bone, medium 1.25 

Octagon Bona.2.00 

Octsg. Bona, polished 4.00 
Stencil— 

1 V4*in* 2)4 lb.. .25 

1%-in., 8% lb..25 

1 *4-in* 5-ib.45 

1%-in* 0-lb..ftft 
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Squeegea, 10-in.80 

Squeegea, 12-in.86 

Squeegea, 14-in.40 

Squeegea, 16-in.60 


BRUSHES —Continued— 

Window— 

Gray fibre.76 

Black horaehair.90 

Pope'a Eye. 1.15 

BUCKETS—!See Galv. Ware)— 

BURNERS—Lamp—%-inch wick, 10c each; 1-inch, 15c; 1%- 
inch, 30c. 

Lantern—For Cold Blaat, %-inch wick, 10c eaoh; 1-inch, 
16c; For Keroaene, %-inch. 10c; 1-inch, 15c; Lard, Sperm 
and Sig. Oil, %-inch, 10c: 1-inch, 15c. 

Rubbiah—No. 1, 20-inch 8teei, $9.00 each; No. 8, 80- 
incb Steel, $15.00. 

BUTTS—(See Hinges)— 

CALKS—Boot—Screw, all siaes, box of 50, 75e; Drive, all 
tiaea, box of 100, 85c; Tote, blunt, aide, heel or country 
pattern, 15c lb. 

°ANT HOOKS— Maple Hdl. Hickory HdL 

2%*4% ... 8.00 8.65 

8%*4% . 8.25 8.75 

CAPS—Roofing. Per lb„ 20c. 

CARBORUNDUM—Grain, per lb., bulk, 50c. 

OARRTER8—Timber—No. 425, 4-ft. maple, $8.75. 

CARRIERS—Hay—Using Manila rope for ateel, wood, eable 
track, $12.00 each; uamg wire cable or manila rope for ateel, 
wood, cable track, $15.76; Sling, $22.00; 8teel Hay Carrier 
Track. 85c foot; Steel Hay Carrier Hanging Hooka, 25c 
each; Rafter Brackets, 15c. 

CATCHERS—GRASS—No. 9, all duck, $2.25; 10G, Gale. Bot¬ 
tom. $2.35; 11 all duck, $2 75; 12G Galv. Bottom, $2.75; 
RR1, $1.00; Eureka, 85c; 16G, $1.50; 5G, $1.85. 


CESSPOOLS—BELL— 
2-inch 6x6 Bell.. 


1.40 


8-ineh 9x9 Bell.2.00 


4-inch 18x18 Bell... 
CHAINS—Tire. 

8ise 


-4.75 


Pair 


Tire — Weeds 


4 % x83 .. 


x80 . 

.. 4.50 

4 % x34 .. 

. 7 50 

ix80 . 

.. 5.00 

4 % x35 .. 

. 8 00 

ix82 . 

.. 5.50 

4 % x36 .. 


x81 . 

- 6.00 

4%x37 .. 


x32 . 

. . 6.00 

5 x35 . . 


x88 . 

. . 6.50 

5 x36 . . 


x34 . 

. . 7.00 

5 x37 


x85 . 

. . 7.50 

5 % x86 .. 

. 12 00 

x86 •. 

. . 7.50 

5 % x87 ,. 

. 18 00 

x82 . 

. . 7.00 

5 % x38 .. 

. 14 OO 

)osen pair lota. 

10% off. 




CHISELS— 


%. 

% . 

% . 

% . 

% . 

%. 

% . 

1 . 

1 %. 

1 %. 

1 %. 


1 

1 % 

1 % 

1 * 

1 % 

2 


Socket 

Firmer 

Whites 

Pocket 

Inside or 
Outside 

Bev. Edge 

No. 2 

Bev. Edge 

Bevel 

.95 

1.30 

1.20 

1.86 

1.00 

1.35 

1.25 

1.86 

1.05 

1.40 

1.30 

1.85 

1.10 

1.45 

1.35 

1.40 

1.25 

1.50 

1.40 

1.50 

1.30 

1.55 

1.45 

1.65 

1.85 

1.65 

1.55 

1.75 

1.40 

1.75 

1.60 

1.85 

1.60 

1.90 

1.76 

2.00 

1.75 

2.00 

1.85 

2.26 

2.00 

2.15 

1.95 

2.50 

2.26 

2.30 

2.10 

2.75 


Bucks No. 

... .90 

Blacksmiths' 

4 Cold or Hot Rye 

.75 


1.45 


1.60 

2.00 

2i25 


.85 

1.00 

1.26 

1.50 

2.50 

8.00 


5-16. 

a<« . . 

%.., 


Hinge. Loose. 


Cold 

Com. 

Cold 

Special 

Cape 

Round 

Note 

Diamond 

Point 

.20 

.35 

.55 

.50 

.50 

.25 

.35 

.60 

.50 

.55 

.25 

.40 

.65 

.55 

.60 

.30 

.45 

.75 

.65 

.75 

.40 

.55 

.85 

.70 

.85 

.45 

.65 

.90 

.90 

1.00 

.75 

.90 



1.25 

.80 

1.00 



1.50 


1.15 

1.80 

8.76 


CHAIN—New German Straight Link (Coil)— 

6-0, 15c ft.; 5-0, 14c; 4-0, *8c; 8-0, 11c; 2-0, 11c; 0, 10c; 
1. 8c; 2. 8c. 

Norwa^b8traight Link (coil)—%, 85c lb.; %, 85c lb.; %, 

Passing Link (coil)—4-0. 18c ft.: 8-0. lie ft.; 2-0, 10c ft. 
Proof Straight Link (coil) —8-16 black, 30c lb.; %, 80c lb.; 
5-16, 25c lb.; %. 20c lb.; 7-16, 20c lb.; %, 20c lb.; 
%, 20c lb.; %, 20c lb. 

Proof Twisted Link (©oil)— 8-10 black, 88c lb.; %, 28c 
lb ; 5 16. 24c lb.; %. 28c lb ; 7-16. 22c lb. 

B. B. Proof Straight Link (coil) —5-16, 25c 1b.; %, 25c lb.; 

%, 25c lb.; %, 25c lb. ; %, 25c lb. 

Twisted Machine Coppered (coil)—4-0, 20c ft; 8-0, 18e 
ft.; 2-0, 17c ft.; 0, 16c ft. 

Jack: Iron—No. 20. 7%e yd.; No. 18. 7%c: No 16. 7%e; 
No. 14, 7% c .; No. 12, 10c; No. 10, 12%e; No. 8, 15c; 
No. 6, 25c. 

Jaek: Brass—No. 120, 10c yd.; No. 118, 10c; No. 116, 
12%c; No. 114, 20c; No. 118, 26c; No. 112, 80c; No. 
110. 40c. 

Safety Brass and Nickel Plated—00 and N00. 20c yd.; 0-N0, 
25c yd.; 1-Nl, 80c yd.; 2-N2, 40c yd.; 8, 45c yd. 

Sash—01 Oopper Plated, 5e ft.; 02 Copper Plated, 4c ft; 
XXXX Oopper Plated, 20e ft.; 02P Steel Plain, 8%c ft.; 
10 Cable. 25c ft; 06 Universal, 7c ft. 

8ash Chain Fasteners—12. 15e set; 100, 45c set. 

CHALK—Carpenters* White, Bine, Red, 80c dox.. Railroad, 
80c dos. School. 5e dos. Lumber—Dixon's Black, 75e dox.; 
All colors, $1.20. Metal Workers'—Solid Soapstone, 25c 
dox.; Solid 8oapstone. Chisel Point, 40c. Oil Checking— 
5-in. Black, red and blue, 45c dox.; 6-in., 50c. 

CHECKS—Door—All makes. Liquid Checks—A ll, $7.00; 
B 12, $9.50; C-18, $10.75; D-14, $12.75; E-15. $16.85; 6, 
extra large, $22.50. For hold open arm, add $1.25 each. 
Screen Door Check—No. 01, $8.86. 

CHOPPERS—Meat and Pood— Universal 

Enterprise 0...2.50 

6.4.60 1.8.00 

10 . 7.00 2 . 8.50 

12 . 6.50 3 . 4.75 

*2 .11.00 804 .11.00 

82 .14.00 Russwin 

_ OR.2.75 

501 . 2.76 1 R.8 25 

602 . 8.25 2 R.4.00 

70*. 4.50 8 R.5.50 


CHURNS—Barrel—No. 0, $9.25 each; L $10.50; 2. $11.50: 
8. $18.00; 4, $16.75; 5, $19.50. * * ' 

Improved Cylinder—No. 1, $6.00; 2, $6.75; 8, $6.75; 4, 

Iturges 8teel—No. 1, $10.35; 2, $12.65; 8.$14.65. 

GIksb Family—Universal. No. 15, $2.75; 125, $3.25; 185. 
$4 00; 145, $4.50. Dazey, No. 10, $1.75; 20, $2.25; 80, 
$2 75; 40 $3.50. Extra Jars, Dazey, No. 10. 56e each; 20, 

90c; 30, $1.25; 40, $1.50. 

Dazey, Tin, without Dasher —2-gaL, $5.25; 8-gal., $6.75; 4r 
gal., $8.25; 6-gal.. $10.50. * T * 

Dash—IX Tin—2-gal., $2 25; 4-gaL, $2.76; 6-gal., $8.25. 
Dash and Handle— 25c extra. 

CLAMPS—Stearn's 8pecial Joiners'—Opens 1 ft pair $6.50; 

Carpenters'-^—Open® 8 ft.*, pair, $10.85; 4 ft, $11.50; 
5 ft., $18.00; 6 ft„ $22.00; 8 ft.. $28.50. 

Carriage Makers—Common. 2%-inch, 75c each; 8-ineh, 
85c; 4-inrh. $1.25; 5-inch, $1.75; 6-ineh, $2.00; 8-ineh. 
$3.00- 10-inch $4.00; 12-inch, $5.00. 

Quilt Frame—No. 1, 10c each; 3, 20c; 88, 15c; 88 , 20c. 

CLEANERS—Window— 

Rubber— 

10-Inch.45 16-inch.65 

12 inch.50 18-inch.75 

14-inch...... .60 


Wood Floor— 

14-in eh.60 

16-lneh.75 


CLEVISES—Malleable, 25c lb. Stool, 4", 25c; 5", 25c; 6". 
30c; 7", 80c; 8", 86c. 

CLIPS—Wire Rope "Bulldog"—8-16 to % lnc„ each, 15a; 

%, 20c; %, 2*1 %, 85c; %, 50c; l-b^OSef 1%-ta., 66sl 
CLIPPERS—Bolt- 
New Eaay— 

No. 0 ...... 

No. 1.. 

No. 2.. 

No. 8.. 

O. K.— 


4 25 

Extra Cutters— 

No. 0 . 

2.25 

5.75 

No. 1 . 

2.75 

8.00 

No. 2 . 

8.75 

10.50 

No. 8 . 

4.75 

. 2.85 

14-lneh . 

8.00 


CLOCKS— (Alarm)—Ace, $8.75 each; America, $2.10; Auto¬ 
matic, $6.00; Bingo. $4.00; Brownie, $4.50: Circle, $8.25; 
Columbia, $3.75: Ideal. $3.00; Indian, $2.10; Iron Clad. 
$3.25; l/ookout, $2.50; Prompter, $8.26; Simplex. $6.00; 
Sleepraeter 2, $4.00; Sleenmeter 8, $8.26; 8tartle, $8.50; 
Tattoo Jr.. $4.25; Tattoo Int $4.25. 

NOTE—A Goreraaent War Tax of 5 per cent baa boas 
levied on all retail tales of clocks. The retail dealer la re¬ 
quired to keep a record of all sales and pay the tax Into the 
Collector's office each month. 

CLOTH—Emery, Nos. 00 to 2%, 10c straight; Nos. 1 to 8, 
15c. Carborundum or Aloxite—Nos. FF-90, 15c straight. 

CLOTH, WTRE— 

Hardwars Galvanised— 

Mesh. Sq: ft. Screen 0q. ft. 

1 inch.18 12 M—Black.04% 

% inch.14 14 M—Black . .05 

% inch.14 16 M—Black.06 

2 mesh.10 14 M—Bronae.16 

8 mesh.10 14 M—Galvanised .. .05% 

4 mesh.10 16 M—Galvanised .. .06% 

6 mesh.18 14 M—Opal or Galv. .04 

8 meah.14 16 M—Opal or Galv. .06% 
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OOCKS-r- 

No. SMh No. Booh 

Ball 600— %-ineb... 1.60 Floats 895—5-inch... .55 

tt-inch... 1.85 6-inch... .85 

%-inch... 2.85 7-inch... 1.50 

1 -inch. . , 4.25 8-lnch... 2.85 

lK-inch... 6.76 10-inch... 4.25 

1285 %-ineh... 2.65 Oas Hose—%-inch... .65 

%-inch... 2.85 Kinch... .60 

%-inch... 8.65 % -inch... .80 

1 inch... 6.65 
IK -inch.. .10.25 

8enrice, Standard—Square or Flat Head— 

V4" %” K" %” 1 ” IK" IK" 2" 

Bach .75 .80 .»0 1.00 1.75 2.60 8.75 6.50 

JOOKERS—Fireless—Duplex—No. 25. $20.00 esch: No. 80,, 
$88.50; 85, $22.25; 60 f $88.76; 56, $36.00; 60, $40.00; 
70, $56.00. 

l*egs—8et, $5.00. 

Soapstone Discs—Bach, $1.50. 

COOLERS—Water—Galvanized lined—2-fal. with push faucet, 
$5.75 each; 8-gal., $7.00; 4-gal., $8.75; 6-gal., $10.50; 8- 
gal., $18.00; 10-gat, $15.00; 14-gal., $20.00. 

COPPER—Sheet, 60c lb.; Bars, round, 70c lb.; Tubing, 76c lb. 


00PPER8. SOLDERING—Family— 


DOORS—Ash Pit- 
8x8 . 


DOORS—Screen— 


$4.00; 8x7, $4.25. 

200 Galv.—2-6x 
$4.50; 8x7, $4.75. 


8x7, $5.50. 

391 Galv.— 
8x6-8, $6.75. 


.14.00 

No. 650 



21.00 

. 2.00 

10x12 .. 



2.75 

. 2.25 

12x15 . 



5.50 

7x9, 80c; Adams 

Double, 

90c. 


% -in.— 

-2-6x6-6, $3 

.75; 2-8x«-8, 

$3.90; 

r, $4.50. 




$3.25 

i; 2-8x6-8, 

$3.75; 

2-10x6-10 

1, $3.75 

.; 2-6x6-8, 

$4.25; 

2-10x6-10, 

, $5.00; 

2-10x6-10, 

$6.00; 

3x7, 

$6.50. 

-2-6, $4.00; 2*8, 

$4.40; 

2-10, 

$4.65. 

2*6x6-6, 

$4.75; 2-8, 

, $5.00; 

2-10, 

$5.25; 

$6.00; 

2-10x6-10, 

$6.25; 

8x7, 

$6.50; 

r.25; 2- 

10, $7.50; 

8x7, $7.75; 

3x6-8, 


Goodell-Prstt Bench 

Drills— 


/ 

No. 

Each 

Nn. 

Esch. 

8 . 

. . 7.50 

87. 

. 12.00 

8% . 

9.50 

97. 

. 12.75 

9* . 

. .14.00 

118. 

. 7.50 

10% . 

. .2 t.00 



490 % . 

. .20.00 Yankee—Millers Falls, 

Hand— 

1003 . 

. 13.00 

1 . 

. 8.50 


1005 .. 21.50 

11 ..22.00 


2 .. 1.50 

Tinners— 

% pound, per pair.25 

1 pound, per pair.40 

IK pound, per pair....60 

2 pound, per pair.80 

8 to 14 pounds...75 

OORD—8a«h, Common—Per Hank: No. 6, $2.15; 8, $3.10; 
10, $4.75; 12, $5.95. 

Silver Lake—Per Hank: No. 6, $8.10; 8, $3.95; 10, $6.05; 
12, $8.75. 

OORD, TINNED PICTURE— 

No. 00, 10c pkg.; 1, 15c; 2, 15c; 8, 20c; 4, 25c. 

CRAYON—Lumber, 10c; Soapstone, 5c. 

CULTIVATORS— 

Norcroaa. 1 GC-5, esch, $1.25; 5N, $1.50; 8N, $1.25; 
Midget, 60c. 

Pull Easy, PEC, each, $1.85; PE5, $1.50; PEW2, $5.00. 

CUTTERS—Pipe—Barnes. No. 1, $4.00 each; 2, $5.25; 8, 
$8.60; 4, $16.75; 5; $26.50. 

Saunders—No. 1, $4.75 each; 2. $6.50; 3. $11.25. 

Trimo—No. 1, $4.00 each; 2, $5.25; 3, $6.60. 

DAMPERS—Stove Pipe—No. 3, 25c each: 4, 25c; 5, 30c;. 
6, 35c; 7, 50c; 8, 80c; 9, $1.15; 10. $1.50. 

DIVIDERS—Wing, No. 1, 85 A 50, 6 in., 85c pr.; 7-in., 90c; 
8-in., $1.00; 10-in., $1.35. No. 35, 6-inch, 75c pair; 7-inch, 
85c; 8-inch, $1.00; 10-inch, $1.25; 12-inch, $1.35; 14-inch, 
$2.50. 

Excelsior—6-inch. 90c; 8-inch, $1.25; 10-inch, $1.65. 

DOT.LIES—Timber— 


Goodell-Prstt 

Breast Drills— 


_4.00 

6 . 


R r „ . . T . . „ 

_ 4.00 

07 . 

. 5 50 

98 . 

_ 5.75 

245 . 


105 •••«•••••• 

_ 8.75 

279 . 


806 

_ 5.50 

Millers Falls 

(Breast) — 

343 .......... 

_ 4.00 

12. 


1980 . 

_ 5.75 

12A . 





Drill Presses— 

-Millers Falls 


20 . 


23 . 

.7.50 

21 . 


210 . 


22 . 

. 5.00 




Hand Drills— 


No. 

Each 

No. 

Bsch 

4 _ 


455 . 



COPPER WARE—Roma 

Nleksl 

Plated— 


49 

Tea Kettle*. 


5 

pints . 

... 2.75 

53 

8% inch. 

8.50 

6 

pints . 

... 3.00 

54 

9V4 inch. 

, 8.75 


Tea Pots. 


154 

10Vi Inch. 

4.25 

2 

pints . 

... 2.00 

259 

Coffee Pota. 


8 

pints . 

... 2 25 

329 

8 pints .. 

2.25 

4 

pints . 

... 2.50 

379 

4 pints .. 

2.50 

6 

pints . 

... 2.75 

385 


. 2 80 545 _ 

. 5.20 550 .... 

....... 5.20 555 .... 

. 2.30 1430 _ 

. 3.70 1445 _ 

. 4.90 1455 .... 

. 5.00 1530 _ 

. 6.40 1540 _ 

. 8.40 1545 _ 

. 3.50 1550 _ 

. 8 40 1555 _ 

. 8.00 

Chain Drills—Goodell-Prstt 


545 12.00 

550 10.50 

555 13.75 

1430 4.50 

1445 8.00 

1455 9.25 

1530 6.50 

1540 10.00 

1545 12.00 

1550 11.75 

1555 18.75 


307 .... 

316 . . . 

. 4.50 

318 . 

1500 .. 

... 7 00 
. . . 4.50 

817 . . . . 

. 5.50 




Yankee Automatic 


41 . 

. 3.00 

44 . 

. . . 8.75 

42 

_ 2 SO 

SO . 

. . . 4.80 


Yankee ChurWs and Drill Points 


No. 

Set 

No. 

Set. 

300 . . . . 

. 1.15 

305 . 

... .56 

301 .... 

. 1.15 




Ynnkee Drill Points 


Set of 8, 

$1.00; each 15c; 2 

for 25c. 



Thirtyseconds— 
2 . 

3 . 

4 . 

5 . 

6 . 

7 . 

8 . 

9 . 

10 . 

11 . 


Bits, Wood (Syracuse Pattern) 


Bit Stock Twist Drills for metal or wood— 


1-16 . 

.15 

15-32 . 

.80 

3-32 . 

. 20 

% . 

.90 

% . 

. 23 

17-32 . 

. 1.00 

5-32 . 


9-16 . 


3-16 . 

.30 

19-32 . 

. 1.20 

7-32 . 


% . 


% . 

.40 

11-16. 

. 1.40 

9-^2 . 

. 45 

% . 

. 1.60 

5-16 . 

.55 

13-16. 

. 1.80 

11-32 . 

.60 

% . 

.2.00 

^ . 

.65 

15-16 . 

.2.20 

13-32 . 


1 . 


7-16 . 





Straight Shank Carbon Steel, Short Set- 


7-32 .25 

15-64 ..25 

% . :so 

9-32.35 

5-16. .40 

11*32.45 

% 50 

13-32.60 

7-16. 70 

15-32.85 


Straight Shank, Wire Gauge Carbon Steel— 


1 

to 5. 

... .25 

86 

to 

40. 

6 

to 10. 

... .22 

41 

to 

46. 

11 

to 15. 

20 

46 


60. 

16 

to 20. 

... .20 

51 

to 

55. 

21 

to 25. 

... .20 

56 

to 

60 . 

26 

to 30. 

.16 

61 

to 

80 . 

81 

to 35. 

. ... t« 
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ELECTRICAL APPLIANCES— 


Universal Goods— 
Dishes, Chafing— 
*921 .. 

15.75 

E9437 . 

£0439 . 

. 18.50 
. .20 00 

E940 . 

25.00 

E9635 . 

. .15.00 

■9850 . 

22.50 

E9637 . 

. .16.00 

Grills— 


E9639 . 

. .17.50 

K982 .. 

12.50 

E9646 . 

. .21.00 

K984 . 

15.00 

E9649 .. 

. .23.50 

Heaters, Immersion 

— 

E9676 . 

. .13.50 

K970 ............. 

7.00 

Ranges, Table— 


Irons, Curling— 


E9841 . 

. .24.00 

K9901 . 

7.25 

8toves— 


E99011 . 

8.00 

E998 . 

. . 11.00 

Irons, Pressing— 


E1997 . 

. .11.00 

E901 . 

10.00 

E99C0 . 

. .10.00 

E902 . 

8.50 

Toasters— 


E905 . 

8.50 

E945 . 

. . 9.75 

E9028 . 

7.50 

E946 . 

. . 8.50 

E9035 . 

8.50 

Urns, Coffee— 


E9051 . 

9.60 

E916 . 

. .21.00 

*9081 . 

9.00 

E919 . 

. .22.50 

Irons, Waff Is— 


E9136 . 

. . 18.00 

E930 . 

20.00 

E9146 . 

. .23.50 

Pads, Heating— 


E9149 . 

. .26,50 

■9940 . 

13.50 

E9166 . 

. .28.50 

Percolators— 


E9169 . 

. .31.00 

■9025 . 

18.50 

E9176 ‘. 

. . 19.50 

■9027 . 

14.00 

E9179 . 

. .21.00 

■9029 . 

15.00 

E9166044 . 

. .52.25 

■9435 . 

17.00 

E9169044 . 

. .54.75 


Hot Point Goodt— 

Chafing Dishes—No. 20501, $14.00 each; 20502, $21.00; 
20508, $23.50. 

Coffee Percolators—No. 20610, $11.00 each; 20611, 

$12.50;; 20620, $15.00; 20621, $15.00; 20622, $19.50; 
20650, $19.50; 20651, $26.00; 20652, $29.50. 

Grills—20101, $12.50 each; 20103, $15.00; 20104, 
$11.50. 

Percolator Sets— 11484, $51.75; 414S6, $41.75; 415S5, 
$48.75. 

Curling Irons—112L1, $8.00; 1121.2, $7.00. 

Heaters, Air—30501, $21.00; 30502, $28.50; 30503, 
$38.50; 30603, $40.00; 30604, $54.00: Hedlite, $12.00. 
Heating Pads—50142, $10.00; 50151, $12.50. 

Immersion Heaters—50201, $6.75; 50202, $8.25; 50203, 
$9.75. 

Pressing Irons—11103, $9.75; 11203, $7.25; 11205, 

$8.25; 11206. $8 25; 11307, $10.50; 11308, $10.75; 11310, 
$12.00; 11312, $17.00; 11315, $18.50. 

Ovenette—No. 40701, $8.50. 

Stoves—No. 20301, $8.50; 20302, $8.50: 40101, $9 00; 
40102, $10.25; 40103, $14.25; 40104, $16.50; 40105, 
$19.50; 40106, $7.50. 

Toasters—114T5, $9.75: 114T5*. $8.50; 115T1, $9.50. 
Vacuum Cleaners—No. 60102, $37.50 each; 60103, $42.00. 
Attachments, $11.00. 


ELECTRICAL SUNDRIES— Each 

Attachment Plugs, No. 903, Benjamin.80 

No. 500. Brynnt .20 

Bells, 2* -inch Eclipse. Nonpareil. Iron Box.85 

3-inch Eclipse, Nrnpnreil. Iron Box.85 

Buzzers, Nonpareil. Irou Box.85 

Watch Case .75 

Pair 

Cleats. 2 and 8 wire, unglazed.06 

Each 

Clusters, No. 92, Benjamin, 2-light. 1.35 

No. 93, Benjamin, 3-light. 1.75 

No. 94, Benjamin, 4-light . 2.35 

Porcelain Rings for Clusters.20 

Foot 

Cord, No. 18. Green and Yellow Twisted Lamp.06 

No. 18, Heater, Twisted.15 

Each 

Fuses, 6, 10. 15, 20, 25, 80 amp.10 

Globes, 6x3 *, R. I. Ball.60 

8x814 or 4, Ball. 1.25 

Knobs. No. 5*, solid.03 * 

No. 5*, split ..06 

Lamp Guards. Style A—16 C. P.30 

Style H—16 C. P.85 

Style H—32 C. P.45 

Loxon. 40 watt (guard only)..65 

Loxon. 60 watt (guard only).70 

Key for Loxon Guards.10 

Foot 

Loom, 7-32 (250 feet in coil).10 

* (250 feet in coil).11 

Each 

Receptacles, No. 226, Porcelain Cleat.30 

No. 195, Freeman Key, brass.70 

No. 188. Freeman Key, brass.80 

Rosettes. No. 319, Cleat, Mesco No.16445.20 

No. 333, Concealed Mesco No. 16447 .30 

Switches. No. 400, Common Snap, Mesco 5121.50 . . 

No. 403, Indicating Snap, Meaco No. 5123.50 


No. 459, 3-way Snap, and Mesco No. 5129..^. 
No. 4401, 8ingle Pole Push, and Mesco No. 5011 
No. 4403, 3-way Push, and Mesco No. 5012... . 

No. 707, Single Pole, 1-way Baby Krnle. 

No. 706, Single Pole, 2-way baby Knife. 

No. 709, Double Pole, 1-way Baby Knife. 

No. 710, Double Pole, 2-way Baby Knife. 

Sockets, *-inch and Pendant Cap Key BB. 

Pull Chain . 

Shades, 8-inch Tin Cone. 

10-inch Tin Cone.* 

8-inch Flat Tin .! ’ 

10-inch Flat Tin.. 

Shade Holders, 2 14-inch P. A A., BB . 

3 % inch P. A A.. BB. 

Tubes, Porcelain, 5-16x3 . 

5-16x4 . 

5- 16x5 .. 

6- 16x6 . . 

Tape, Durafix Friction, *-lb. rolls. 

Sticktite Friction, *-lb. rolls. . 

Para weld Rubber, *-lb. rolla. 

Wire, No. 10, 8. B. Solid R. C. 

No. 12, 8. B.. Solid R. 0.i ‘ 

No. 14, 8. B., Solid R. O. 

No. 18, Single Bell. 

No. 20, Twisted Bell. 7 . 7 . 7 . 7 . 

No. 18, Black R. C. Fixture.. 


KmIi 


.96 


.64 

.89 


.66 

.86 

.65 

1.00 

.66 


.50 

.75 

.15 

.26 



Lb 

.95 

.95 


.85 

Foot 

- 05 * 

.04 

.02 

Lb. 


. 1.25 
. 1.40 

100 Feet 

. 1.50 


EMERY—Per lb„ 25c. 
Stones—See Stones. 
Cloth—8ee Cloth. 
Wheels—See Wheels; 


FASTENERS—Casement, rmmon brass plated, 35c; Sash 
common brass plated, 20c, two for 25c. 


FAUCETS—Cork Lined— 
7-inch, each. 


.25 


8- inch, 

9- inch, 


each 

each 


.80 

.85 


FIBRE WARE—Funnels—l-f|t., $1.50; 2-qt., $2.25. 

Lunch Boxes—25c to 40c. 

Measures—1-pint, $2.25; 1-qt.. $2.50; %-gal., $3.00; 1- 
gn!.. $ 3 . 75 . 

Pails—12 quart. $2 00 

Soittoons—4x9 in . $2.50; 5xll-in., $2.75; 6xl3-in., $3.60 
Tubs. Oval—18-inch, $5.00; 23-inch. $8.00 


[GURE8 AND LETTER8 
Figures 8et 

* inch. 1.25 

(STEEL) — 
Each 
.20 

Letters 

Set 

Each 

8-16 inch. . 

. . 1.50 

.25 

* inch 


.20 

* inch. . 

. . 2.00 

.30 

3-16 inch 

. 4.50 

.25 

5-16 inch. . 

. . 2.50 

.40 

* inch 


.80 

•% inch. . 

. . 3.00 

.60 

5-16 inch 

. . . . . 7.50 

.40 

* inch. . 

. . 4.50 

.85 

** inch 

. . . 1. 9.50 

.60 

* inch. . 

. . .19.25 


* inch 


.85 

% inch. . 

. .29.00 




FILES—Band Saw, slim, 4 inches long, 20c each; 6 inches 
25c: 6 inches, 30c; 8 inches, 40c; 10 inches. 65c. Knife! 
Bastard, 4 inches, 40c; 5 inches, 45c; 6 inches 50c; 8 
inches, 60c; 10 inches 70c. Regular Taper, 3-3* inches, 
15c; 4 inches, 15c; 4* inches, 15c; 5 inches 20c; 5* 
inches 20c; 6 inches, 25c; 8 inches, 40c; 10 inches 60c 
Slim Taper, 3-3* inches, 15c; 4 inches, 15c; 4* inches, 
15c; 5 inches, 20c; 5* inches, 20c; 6inches, 25c; 8 inches, 
35c: 10 inches, 45c. Warding. Bastard, 4 inches, 30c; 5 
inches, 35c; 6 inches, 40c; 8 inches. 45c. Flat Bastard, 8, 
4 inches, 25c; 5 inches 25c; 6 inches, 30c; 8 inches, 40c; 10 
inches. 50c; 12 inches, 70c, 14 inches, 95c; 16 inches, $1.25 
Half Round Bastard, 3. 4 inches. 35c; 5 inches, 40c; 6 
inches. 45c; 8 inches 55c; 10 inches, 65c; 12 inches, 85c* 
14 inches, $1.10; 16 inches $1.45. Mill Bastard, 3, 4 inches 
20c: 5 inches 25c; 6 inches, 25c; 8 inches, 80c; 10 inches, 
40c; 12 inches, 55c; 14 inches, 80c; 16 inches $1.10. Round 
Bastard, 3, 4 inches, 20c; 5 inches, 25c; 6 inches, 25c; 
8 inches. 30c; 10 inches, 40c; 12 inches, 55c; 14 inches, 80c; 
16 inches, $1.10. Square Bastard, 3, 4 inches, 30c; 5 inches 
30c; 6 inches, 85c; 8 inches, 40c; 10 inches, 55c; 12 inches. 
75c; 14 inches, $1.00; 16 inches, $1.85. 


FIXTURES—Grindstone—Auto—01, $2.00; 02 
$1.25; 17, $1.35; 19, $1.50; 21, $1.75; Am. 
$1.00. Extra Shafts, 15-inch, 50c; 17-inch, 
Cranks, 25c. 

FLASHLIGHTS—Ereready Daylos— 

Tubular Nos. ...2602 2604 2612 2616 2619 
Complete, ea.. . .$1.35 $1.70 $2.00 $2.00 $2.26 
Case & Bulb, ea. 1.15 1.35 1.50 1.65 1.75 

Tubular Nos.2630 2631 2632 2633 2634 

Complete, ea....$1.55 $1.85 $2.25 $2.75 $2.35 
Case & Bulb, ea. 1.05 1.50 1.75 2.25 2.00 

Packet Nos.6954 6961 6962 6971 6972 

Complete, ea. ...$1.25 $1.00 $1.25 $1.00 $1.25 
Case & Bulb, ea. .95 .70 .85 .70 .85 

Tubular Battery Nos. 705 706 

Battery only, each .$ .50 $ .25 

Pocket Battery Nos.. . 700 703 750 751 

Battery only, each....$ .30 $ .40 $ .80 $ .40 


$2.50; 15, 
Heavy—17, 
50c. Extra 


2627 2628 
$1.85 81.10 
.85 T '.75 
2688 2659 
*3.10 $8.25 
2.75 2.75 

6991 6992 
$1.25 $1.50 
.95 1.10 

790 791 

r .35 $ .80 
792 798 

$ .30 $ .45 
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FLASHLIGHTS—Continued— 

Kwiklites 

Tabular Not...5220 5221 5223 5229 5831 6240 6240B 
Complete. ea...$1.35 $1.70 $2.00 $2.00 $2.25 $1.55 $1.70 
Gate A Bulb, ea. 1.15 1.35 1.50 1.65 1.75 1.25 1.40 

Tubular Noa ..6241 6241B 6249 6249B 6348 6343B 6351 
Complete, ea.. .$1.85 $2.00 $2.35 $2.55 $2.25 $2.45 $2.75 

Case A Bulb, e. 1.50 1.65 2.00 2.20 1.75 1.95 2.25 

Pocket Noa.2472 2573 3475 8475B 3577 8577B 8579 

Complete, ea_ 1.00 1.25 1.25 1.35 1.50 1.65 1.90 

Caae A Bulb, ea. .70 .85 .95 1.05 1.10 1.25 1.50 

Watch Chain Noa. 6239 6239B Watch Chain Bnt’y No. 1204 

Complete, each_$1.00 $1.10 Battery only, each....$ .25 

Caae and Bnlb, each .75 .85 

Battery only, 

Noa. ...1202 1203 1206 1207 1271 1801 1808 1309 

Bach ..$0.80 $0.35 $0.30 $0.30 $0.30 $0.50 $0.40 $0.40 

FLATTERS—Blacksmith—2-in., $1.25; 2%-in., $1.65; 8-in., 
$2.00; 8%-in., $8 00. 

FORGE8—No. 150 Chicago, $16.35; No. 151 Chicago, $17.00. 
Buffalo—No. 810 Steel Ball Bearing Rivet, $88.00; No. 722, 
$33.00; No. 742H, $40.00. 

FORKS—Hay—Nellis, 94 single harpoon, $6.25; 95 double 
harpoon, $8.85; 96 double harpoon, $7.75; 97 double harpoon, 
$4.25; 98 double harpoon. $7.85. Grapple, No. 99 (4 tines), 
$15.50; No. 100 (6 tines), *18.00. Jackson Patterns, 4 ft., 
$19.00; 4*4 ft„ $19.75; 5 ft., $23.00. 

FREEZERS—Arctio— 

Qts. Each. 

1 .. 4.00 2 6.45 

2 . 4.60 3 7.65 

8 6.55 4 9.45 

4 . 8.80 6 .11 85 

a . 8.60 8 15.40 

a .11.10 10 20.50 

Tot . 4.00 12 24.50 

x .. “°. an “! n . 5.66 ao :::::::::::::::: :§I:§S 


GLASS—Window— 

8B Grade— Large Lota Small Lota 

Single Strength .70% 70% 

Double Strength . 75% 65% 

Extras for Putting in Glass Per Light 

First 8 Brackets. A0 

Second 8 Brackets.76 

Third 8 Brackets. 1.00 

Larger Lights.$1.00 per hour, per nun 

GLASSES— 


Ground Level— 
1 % . 


Proved Level— 


.50 1% 

.60 2 . 
.65 2% 

.70 8 . 
.75 8% 


MASSES, GAUGE— 

Standard 


Extra Heavy 

% 

%A% 

% 

%A% 

% 

10 .35 

.85 

.35 

.55 

.75 

12 .35 

.35 

.50 

.60 

.90 

14 . 

.45 

.60 

.70 

1.05 

16 .......... ... 

.55 

.65 

.85 

1.25 

18 .......... 

.60 

.75 

.95 

1.85 

20 . 

.65 

.80 

• • ■ 

... 

22 . 

.70 

.90 

. .. 

•... 

24 . 

.80 

1.00 

... 

.... 


FROE8—Special—Each. 12-in., $2.00; 14-in., $2.25; 16-in., 
$2.50. Common—Each, 12-in., $1.76; 14-in., $1.86; 16-in., 
$ 2 . 00 . 

GARBAGE CANS—(See Cans)— 

GATE 8—Mol ass ee and Oil— 

Stebbina—%-inch, 75c each, 1-inch, 90c each; 1 %-inch, 
$1.00; 1 %-inch. $1.25; 2-inch, $1.35. 

Perfection—%-inch, $1.35 each; 1-inch, $1.50; 1 %-inch, 
$1.85; 1 %-inch, $2.25; 2-inch, $2.50. 

Lock Fast—%-inch, $1.45 each; %-inch, $1.65; 1-inch, 
$1.85; 1 %-inch, $2.00; 1%-inch, $2.25; 2-inch, $2.50. 
Enterprise, Sell Measuring—No. 61, Faucet, $10.50; 97, 
Pump, $24.00* 

GAUGES—BUTT—Stanley— 

No. Each No. Each 

98 . 1 85 77 . 1.66 

94 . 2.16 71 . 1.16 

05 . 2.00 90 .85 

95% 1.65 91 . 1.65 

Marking—Stanley— 92 . 2.25 

61 .....VT/.. .25 97 . 1.00 

84 ..50 98 . 1.90 

66 . 1.00 

Altitude Ganges, $5.85. 

Steam Gauges, 4%-in. face I O, $5.85. 

Thermometer, Straight, $1.50. 

Thermometer, Angle, $1.75. 


GLOBES—Lantern—Cold Blast—Plain, 25c each; Bullaeyst 
40c; 2 Plain, 25c; 2 Bullaeye, 40c; 2 Ruby, 55o. 

Railroad—Clear, 20c each; Green or Red, 80c. 

Tubular—Clear, 10c each; Plain, 25c; 8-0 Ruby, 50c; 4-6 
Bullaeye, 40c; 5-0 Wizard, 25c; 6-0, 25c each. 

GLUE—Dry- 

No. or Brand Lb. 

AAA . M 

B . 

cx.« 

D . 4* 

GX .60 

LXX .« 


Imperial Liquid— 

Size .1 Ox. 

List, Dos_ 1.06 

Sug. Ret. Ea.. .20 


% Pt. % Pt. % P6 1 Ph. 1 Qt. l.GsL 
1.80 2.80 4.50 7.00 11.25 54.00 

.80 .80 .60 .86 1.50 4.60 


Le Page's Liquid— 

Sixe . 1 Ox. 2 Ox. % Pt. % Pt. % Pt. 1 Pt. 1% 

List, dos.1.60 1.65 1.80 2.80 4.60 7.00 11J5 

Sug. Ret. Ea... .20 .20 .80 .80 .60 .85 1A0 

GOUGES—Outside and Inside— 

Witherby No. 820—%-inch, $1.50, %*inch, $1.50: %-inch, 
$1.50; % - inch. $1.60; %-inch, $1.65: %-inch, $1.75; fl¬ 
inch, $1.85; 1-inch, $2.00; 1 %-inch, $2.26; 1%-lneh, $2.60; 
1 %-inch, $2.75; 2-inch, *3.00. 

Bucks Nos. 40 and 41—%-inch $1.25; 8- 16-inch, $1.25; 
%-inch, $1.25; %-inch. $1.85; %-inch, $1.40: %-inch, 
$1.45; %-inch. $1.50; %-inch, $1.55; 1-inch, *L?6; 1%- 
inch, $1.85; 1%-inch, $1.95; 1%-lnch, $2.15; 2-ineh, $2.85. 

P. 8. A W. Firmer— 


160—% inch. 1.50 


% inch. 1.65 


1 inch.1.10 

1% inch.2 M 

1% inch.2.50 

1% inch.2.75 

2 Inch.8.26 


Boilers, Coffee 

1% quarto- .90 

2 quarto. 1.10 

8 quarts. 1.85 

4 quarto. 1.90 

8 quarts...... 2.16 

8 quarto.2.60 

10 quarto. 8.00 

12 quarto.8.40 

Boilers, Wash 
18 2.75 

21 .8.25 

22 .8.50 

RawIs. Wash 

11 Inch diam... .40 
18-inch diam... AO 

Buckets, Fire 

12 quarts.90 

14 quarts.1.00 

14 quarts.1.25 

Buckets, Wall 

10 quarto..90 

12 quarto.1.00 

14 quarto.1.10 


Cana, Ash 

10 gala. 4.80 

16 gala_... 5.75 

20 gala. 8.75 

28 gala. 7.75 

Cana, Garbage 
5% die. in lots 8 dos. 
Smooth, Pail Haadlc 
2 gals. 1.26 

5 gals. 1.65 

6 gals.2.00 

8 gals.2.85 

10 gals.2.75 

16 gals. 8.25 

Corrugated. 

Side Handlea 

15 gals. 6.75 

16 gals . 7.25 

21 gals. 8.00 

Gasoline Cans 

(1 P A B, 1) 

5 gale. 8.00 

1 gal.85 

(Side faucet) 

5 gala.2.50 


GALVANIZED WARE 
(Top faucet) 

5 gala.2.50 

Oil Cana 

1 gal.70 

2 gals.1.15 

5 gals.2.50 

(Double teamed) 

5 gala.2.00 

(Side faueet) 

5 gala.2.50 

Dippers 

1 quart.80 

Coal Hods 

16 inch. 1.00 

17 inch. 1.20 

Camp Kettles 

1 gal.40 

1% gala.65 

2 gala.70 

8 gala.90 

4 gala. 1.05 

Cement Pails 
14 quarts.2.75 


(Puritan) 

14 quarts.8.00 

Chamber Pails 
10 quarts..... 1.85 

12 quarta.1.40 

Stock Pails 

14 quarta.1.25 

16 quarta.1.35 

18 quarts. 1.55 

20 quarta.1.75 

Water Pails 

8 quarts.65 

10 quarts.75 

12 quarta.80 

14 quarts.90 

16 quarts.1,10 

(Extra quality) 

12 quarta. 1.25 

Refrigerator Pans 

12-inch .80 

14-inch ...... .95 

16-inch . 1.15 


Water Pots or 
Sprinklers 

4 quarto.1.10 

6 quarto.1.85 

8 quarta. 1.50 

10 quarto. 1.76 

12 quarto.2.00 

18 quarto.2.50 

Foot Tabs (oval) 

16- inch .95 

17- inch . 1.00 

18- inch .1.20 

20- inch ...... 1.40 

21- inch .1.75 

Wish Tuba 

18-inch .1.75 

20-inch .2.00 

22- inch .2.26 

24-ineh .2.76 

(Eztrn heavy) 

20-inch. 8.26 

22-inch. 8.86 

24-inch.. 8.60 
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ttKAPBITB—nak*. par lb, 80s. 

0RSA8E—AXLE—1 lb. cam, 15c iMh; 8 lb. eiat, 40c; 5 lb. 
eana, 05c; 10 lb. pails, $1.85: 25 lb. pails, $8.00. 

Cup Greats—5 lb. cant, $1.00 each; 10 ib. cans, $1.75; 
25 lb. cans, $8.75. 

Transmission—5 lb. cans, 20s each. 

GRINDSTONES— 

Loose— Ovt 

15 to 40 lbs.f .50 

40 to 200 lbs..0.50 

Over 200 lbs.. 7.00 

Fixtures an* Axis— 

15 Inch. 1.85 

17 inch. 1.50 


12 inch...1.05 

Mounted—Hand— 

7 inch.8.00 

8 inch. 8.25 

10 inch. 4.00 

12 inoh. 4.50 


Padal Mounts—Prices range from $2.75 ti*$20.25, according 
to materia] and quality. 


HACK8AW BLADES— 

Lenox, Power— 

Lath. Wdth. Lt. Heavy, 

8 2-10 . 20 .... 

10- % .1.15 

10- % . 1.85 

10* 1. 

12- % .1.85 

HZ %. 1.00 2.85 

12- 1-. 2.80 2.25 


1.25 

2.45 


17- %.8.80 .... 

17- 1. 8.25 4.15 

Hand, Lenox— 

Length. Each Dos. 

8- inch.10 .75 

9- inch.10 .85 

10- inch.10 1.00 

11- inch.10 1.10 

12 inch.15 1.20 


** ... jx-incn. 10 i .3 

J*.1*70 .... Hand, Starrett, Victor, Sta 

% . 1.90 8.75 8-inch.10 l.< 

14 1. 2.05 8.50 9-inch 10 1 ( 

lj: %.2.15 8.15 10-inch.15 IA 


.00 

00 

.. . . . .... ..25 

1« 1. 8.05 8.90 12-inch.15 185 

HACK SAW FRAMES—M. F.—4B. 75c; 0, $2.50; 9, $1.85; 
Ia'b* 2; 7 5i 77 1 fi °°i 78 » lO* 7 . $2.60; 09, $880 

\k *8.50; 4 Milford AdJ., *8.75; 7 kllfordAdJ^ 
$1.06; 8014 Dies ton, $1.60; 40 Extension, 75c. 

a psin. E $f25 N0, 41%# * 3,00 ll% * * 3 * 60; No - 1 



$2.85. 

Msrdole Chipping—No. 100, $1.20 each: 101. 2175* 
102, $1.66; 108, $1.40. Maydole Cross Pein—ko. 174, $1.5o’. 

Si R:“l Si IIS': llllli1‘ *’* •**•="* 


HAMMERS— 

Plumb’s Carpenter's Nail— 

Ml . 1.25 

TO 1*. 1.25 

A 11 . 1.80 

A 11*. 1.16 

A 12 .. 1.10 

O 11* . 1.60 

g 12 . 1.45 

P 80 . 2 25 

P J1 .2.15 

P 88 . 1.80 

P 84 . 1.80 

P 85 . 2.25 

P 80 . 2 If 

P 87 . 2.00 

Plumb's Engineer's— 

261 .2.10 

262 2.25 

263 . 2 50 

264 2.76 

Plumb's Machinist'• Ball 

Pein— 

18 .00 

1870 . 1.75 


1871 

1872 
1878 

1874 

1875 


1.75 

1.75 

1 85 

2.00 

2 15 


1870 . 2.85 

2.50 
2.90 


1877 

1879 _ 

Plumb's Riveting— 

220 .. 

221 . 

222 . 

228 . 

251 . 

252 . 

253 . 

254 . 

Plumb's Brick— 

461 . 

462 . 

8164 . 

8155 . 

Plumb's Prospector's Pick 

470 . 2.75 

471 .2.85 

HANDLE8—Adas, extra select, $1.00; second growth, $1.00. 

Axe—Single or double bit, B-.ye* No. 1, 60c; Boys' extra 
select, 00c; Turned No. 1, 00c; extra select hiekery, 85e; 
second growth, $1.00. 

Chisel—Hickory. 10c; Leather Tip, 15c. 

Hammer and Hatchet—Second growth hickory, 12 inch, 80c; 
14 inch. 80e: 18 inch, 85c. 

Peavey Handle 


1.25 

1.25 

1.85 

1.50 

1.75 

1.80 

.1.85 

2.00 

2.00 

1.75 

1.15 

1.85 


2*x4 

Select Maple 

Bock Maple 

Select Hickory 

2.30 

3*x4H ... 



2 40 

2*x4% ... 


1.60 

2.50 

2*x5 


1.75 

2 65 

8% x5 


2.00 

8.80 

2*x5* ... 


. . ■ 

4.45 

8 x5* ... 


2.45 



Pick—80-ineh Drift, 8elect, 60c; Extra Select. 60c; Rail¬ 
road No. 1. 50c; No. 2, 60c; Select, 85c; Extra 8elect, $1.16. 
Sledge—86-inch, Select, 00c; 8econd Growth, 75c. 

Saw. Hand—Disston. No. 7, 60e; No. D8. 85c; No. 12, $1.25. 
Oroeecut, Diseton, No. 112, $1.00; No. 118, $1.25; No. 114, 
$1.50. Simonds Reversible Guard, per pair, $1.50, f* 


No. 0, 1.00; Atkins No. 24, $1.00. One Man Cross Out, 
L,^!y >p V? n,e “ tl ^r3 r * SOc * Anger M. F. No. 1, 
?i 00 h N S- 8 ' ♦v 5 ; No. 4, $4.75; No. 0 Com, 

15c; Pecks Adj., 50c; Pratts Ratchet. $4.76. 

HANGERS. BARN DOOR—Richards-Wilcox— 

No. With Brackets 44-1 for 08 track.... 2.00 

22^1 I or 8 ! ^sck... 5.10 44-2* for 05 track.. 4.00 

27*B for 81 trrek... 7.50 y.. n • • Kf% 

_ . Without Brackets SRj” §« 5.£52 

80 for 80 track.2.40 , 7 w °- 4 .2.75 

135-1 for 81 track.... 8.50 No. 25. 1.40 

88-1 for 61 track.... 1.06 Wilbern, rnd. tr., Ne. 5 8.00 

HANGERS, PARLOR DOOR—Complete with track—* 

Richards-Wilcox, Double. 14 . 7 15 

No. 11, 14-in.6.00 15 . 8*85 

Siie. No. 221 10 .9 40 

25 .12.00 17 .10.60 

26 .12.00 18 .11.00 

*8 s rott ‘> r -s °-?5 . 4,# 

39 .15.40 Prouty. No. 6D.*.75 

* 10 .10.60 Lanee, No. 0105.4.55 

Richards-Wilcox, Single. Lanes! No.'oH)5NT 

No. ii f 7-in..... ..... 2.50 Lanes, No. 105A.2.45 

8ua No. 221 Lanes, No. 105.$.75 

18 . 6 00 Lanes, No. 105NT .... 7.75 

HASPS—Common— 

2 .°j S 6-ln 10c; 71m, 10s; 81m. 15e; 

?2*! n - A 5c * 80 * 1°®» 6-in, 10c: 7-ln, 10c; 

10 *L n 7»n 80c « 85 °* 8 ln ** **«» 10-in, 20s. 6ise 86, 6-ln, 
each 20c; 8 in., 25c. 

1#,: ** 

*-.»:, * 0e: * 6e: ,0fli 

1808 each, 25c; 4ft-ln, 85c; 6-ln, 40c. 

Lock—27 Prouty, each, 00c; 28 Pronty, each: 70s. 

8m - do1 - 20c; 4*-in, each, Me; 6-In, 

each, 40c. 

S. O. 915—-8-in, each, 25c; 4*-in, 80c; 6-ln, 45c. 

8. C. 917—8-in., each, 25c; 4*-In, 80e; 6-ln^ 45c. 

925—Each. 40c. 

925Z— Each, 65c. 

O. 1310—8-iD. web, 65c,- 55.; 6-ln. BSe. 

941—Each. 05c. 

941J—Facn. 70c. 

HATCHETS—UnderhiU ^ 8tar, M No. 10, Chicago Pat., $8.25; 


No A 5, Boston Pat., $8.25; *No. ’l5^8t. Pauf¥at, *88.25.** 

lo. 40, $8.86. 


$8.00; 8, $8.26; 8, $8.50; 4, $4.00; 5, 


8 ayre—Boston, No. 80, $8.00; Chicago No. 

Flooring—Plumb, $3.50; White $4.00. 

Broad—1 Plumb, $8 ~ 

$4.50. 

Bench—(single or doable Bevel)—8 White $8.00: 7. 
$8.25; 6, $3.35; 5, $8.50; 4. $4.00. 

Claw—1 Plumb, $2.50; 2 Plumb, $2.65; 8 Plnmb, $2.75. 
8 hingling--l Plumb or equal, $2 25: 2, $2.50; 8, <8.75. 
Half—1 Plumb or equal, $2.85; 2, $2.50. 

Barrel or Fruit Box—Sayre 400, $8.00; 8ayre 401, $8.75. 

HEAD8—MOP—Cotton—No. 9, 50c each. No. 12, 70e: No. 15, 

2? C iV N w 1 ?; 7 o 81 £?kr L l? 0n * No. 012 , 90s each; ko. 015, 
$1.15; No. 018, $1.86; No. 020, $1.50. 

HINGES— 

Wrought Brass—No. 75, 85e pair; No. 70, 80s pair. 
Wrought 8teel—No. 1420, 2*-ln, 85c pair; No. 1481, 
*-ln„ 80c; 8 in., $1.85. 

Screen—No. 5908, * inch, 05c; No. 5908, lft-in, 75c; 
No. 5908, blued, %in, 70c. 

Counter Flap—No. 9001, $1.85. 

Light Tee Hinges—No. 904, 8-ln, 20c; 6*in, 85c. 

Extra Heavy Tec Hinges—No. 908, 4-In., 45c; 6-in.. 
75c; 8-in $1.00: 10-in., $1.85; 12-in.. $1.85; 14-in.. $2.15. 

Light Strap Hinges—No. 900, 8-ln, 20c; 6-in, 40c; 
Heavy, No. 902, 4-in.. 80c; 0-ln, 60c; 8-ln., 75c; 10-in, 
*1.18; lS-ln.. *1.60; i4-in. *1.85. * • w 

No - 1 *°*H. «-ln, *1.00; 10-la. 

$2.25; 12-in., $3.00. 

Gate Hinges—No. 124, 90c; 284-254, $1.10; 274, $1.45. 
Gate Latches—No. 7, 85e: 9, 40c; 14, 40c. 

Hook and Eye Hinges—*-inch, 85c; %-inch, $1.25; %- 
inch, $1.85. 

Wrought Hook and Eye Strep Hinges—No. 10, 95e; 
12. $1.10; 14, $1.25. 

$8 < 5 h 0*7%r2% r $125 e 0*~ DB6a81, 1HX 1% ' $6t5; l%t2 ' 

BUTTS— 

Bell Bearing Butte—BB241F, 8*x8H, $1.75; 4x4, $1.85; 
$l 5 75 $ 2 $2 5 ob B M 2 25 8P2f ^ 1,76; 83 00; M.86; BB241H, 
Chicago Butts, Single Acting—2002 Jep, 8-ln, $2.00; 
4-in^ $2.40; 5 in.. $2.75; 6-?n., $8.46. 2282DbB end 

2172AC. 8 in M $2 60; 4-in, $3.25; 5-in, $8.75; 6-ln, $4.75. 
2112NP, 8 in., $3.50; 4-in, $4.10; 5-in, $5.00. 

Double Acting—200IJ, $3.80; $3.85; $4.50; $5.00; $7.15; 
$10.30; $14.25. 2171AC and 2281AB, $4.80; $6.10; $$.00; 
$7.60; $10.00; $14.00: $19.25. 

Galvanized Butts—No. 1834, 2*-in, 60c.; 8-in, 80e; 
4-in, $1.40; 6-in, $2,45. 
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BUTTS—Continued— 

Light Louse Lin Butts—289D2&F, 2x2, 30c; 3x3, 50c; 
289SF2, 45c; 60c; 289N, 55c; 70c. 

Plain Bevel Edge Surface Butts—165D2-F, 2%-in., 50c; 
3*in., 65c; 4-in., 80c. 165SF2, 2%-in., 55c; 3-in., 65c; 

4-in., 85c. 

Plain Steel Butts—No. 808, 2%x2 %-in., 20c; 3-in., 25c; 
4-in., 45c. 

Sherradizcd ButtR—SC804Z&ZZ, 2 Vi-in., 50c; 3-in., 60c; 
4-in., $1.10; 5-in., $1.80. 

Wrought Steel Butts—241D2-F, 2x2, 45c; 3x3, 55c; 4x4, 
70c; 5x5, $1 40. 241SF2, 2x2, 50c; 3x3, 00c; 4x4, 85c; 
5x5, $1.35; 241H, 2x2, 55c; 3x3, 60c; 4x4, 85c; 5x5, $1.35; 
241N, 3x3, 65c; 4x4, 90c. 731*4 , 2x2, 45c: 3x3, 5oc; 4x4, 

70c; 5x5, $1.30. 733, 3x3, 55c; 4x4, 75c* 5x5, $1.40. 

Wrought Steel Plated Butts—286D2&F, 2-in.. 30c; 

2 % -in. 35c; 3-in., 40c. 286H, 35c; 40c; 45c. 286N, 40c; 

45c; 50c. 

Wrought Steel Butts—No. 804, 3x3, 35c; 4x4, 60c; 

5x5, 70c. 

Wrought Steel Butts—No. 838, 1*4-in., 15c; 2-in., 20c.; 
'3-in., 25c. No. 840, 15c; 20c; 30c. 

Wrought Plated Butts—291D2&F, 2%-in., 40c; 3-in., 45c; 
3*4-in.. 60c. 291SF2&H, 2 *4-in., 45c; 3-in , 50c; 3 *4-in., 

60c. 231N, 2 %-in., 50c ; 3-in., 60c; 3*4 -in., 70c. 

HOLLOW WARE—STEEL—Bailed Griddles, Cooking surface 
12 inches, $1.95 each; 13 inches, $2.30: 14 inches, $2.50. 

Handled Griddles—Cooking surface 9 inches, $1.30; 10 
inches, $1.50; 11 inches, $1.65. 

Spiders—Diameter, bottom, 8 inches, $1.10; 9 inches, 

$1.20; 10 inches, $1.50; 11 inches, $1.75; 12 inches, $2.00. 
HOLLOW WARE—CAST—Bailed Griddles—Diameter. top 

11% inches, $2.40; 13% inches, $3.15; 15*4 inches, $3.75. 

Handled Griddles—Diameter, top, 8 *4 inches, $1.25; 9% 
inches. $1.35; 10% inches, $1.75; 11 l 4 inches, $2.10. 

Spiders—Diameter, bottom 8% inches, $1.50; 8% inches, 
$1.60; 9% inches, $1.95; 10% inches, $2.4(»: 10% inches, 
$3.00; 11% inches, $3.60. 

Long Griddles—7%xl6% inches, $2.39; 8%xl9 inches, 
$2.85; 9%x21 inches, $3.75; 12*4x21% inches, $5.40; 

18%x25 inches, $7.50. 

Dutch Ovens, without legs—Capacity 5 qts., $4.60 each; 
6 qts., $5.25;.8 qts., $6.30; 12 qts., $7.75. 

Flat Bottom Kettles—Capacity 6 qts., $3.50; 7 qts., $4.10; 
9 qts., $5.00. 

Regular Kettles—6 qts., $3.60; 8 qts., $4.10; 10 qts., 
$5.00. 

Scotch Bowls—3 qts., $2.20; 4 qts., $2.65; 5 qts., $3.00; 
0 qts., $3.65. 

Yankee Bowls— 4 qts., $2.85; 6 qts., $3.00; 7 qts., $3.60; 
9 qts., $4.00. 

Ham Boilers—No. 8, $7.15 each: No. 9, $7.75. 

Waffle Irons, regular style. $2.75. 

No. 40, steel... .20 .25 .30 .40 .45 .50 .95 


HOOKS AND EYES—(Price per dozen) — 

Screw Hooks Screw Eyes 

Steel Brass Steel Brass 


• 85 

1 .75 

2 .60 

3 .50 

4 or 104.40 

5 or 105.35 

6 or 106.25 

7 or 107.20 

8 or 108.15 

9 or 109.15 

ro or 110.10 

11 or 111.10 

12 or 112.10 

13 or 113.10 

14 or 114.10 

Gate Hooks snd Eyes— 

Size 1% 2 

No. • 40, steel. . . .30 .25 

No. 1040, brass. . . .85 .90 

Gross lots, 35% off list. 
Ceiling — Ea. 

2 %-inch cast iron.( 0 

2%-inch east iron.... 1.50 
2%-inch. other finishes 1.60 

Cast, coppered.65 

Wire, coppered.65 

Wire, Japanned.40 

Wire, tinned.45 

Wire, nickel plated... .45 

Wire, brass plated.70 

Coat and Hat— 

Double, cast, heavy. . . .80 

Single, cast.55 

Medium, cast . l.oO 

Heavy, cast. 1.50 

Cast, nickel plated. . . . 1.35 
Cast, copper finish. . . . 1.25 
Cast, brass finish . . 1.15 

Cast, bronze, all fin... 4.75 

Porcelain, solid.15 

Wire, Japanned.25 



.65 



.50 



.45 



.35 



.30 



.25 

.75 

1.25 

.20 

.60 

.60 

.15 

.45 

.75 

.10 

.40 

.60 

.10 

.35 

.50 

.10 

.30 

.40 

.10 

.25 

.30 

.10 

.20 

.25 

.10 

.15 

.20 

.10 

.10 

2% 8 

w 

* 

CO 

6 

.30 .40 

.45 .50 

.90 

1.50 1.50 

1.75 2.00 

4.40 

Wire, tinned 


.30 

Wire, nickel 

plated. . . 

.40 

(lothes 1. 

ine- — 

Ea. 

Malleable iron, .Tap. . . 

.10 

M ■>’'on hip iron. GhIv 

15 

Grass— 


Ea. 

14-in., 16-in 

, 18-in. . . 

.05 

Bronzed . . 


.65 

12 in. enameled, gr#»**n 

.60 

12-in, enameled, black 

75 

Finest oiMilitv ateel 

00 

Forged tool 

ateel. 

60 

Hammock- 

— 

Ea. 

To screw . . 


.15 

With plate 


1 ’ 

Ilav Fork 

— 

FS 

%-inch pi. wr'ght steel 

.30 

%-inch pi. wr’ght steel 

.15 

17 i inch galvanized . . , 

.15 

%-inch galvanized ... 

.15 


7 16-inch galvanised. . 
%-baeh i*«4 ... 


1 LOSE FIXTURES—Hose Washers—%-inch, doz., 5c; balk, 
45e lb. 

Hose Couplings—Cast Brass, Common—%-inch, 30c each; 
%-inch, 3()c; 1-inch, 45c.. Heavy Brass, Clincher, Vi-inch. 
35c; %-inch, 35c. 

Brass Hose Clamps—%-inch, 5c each- %-inch, 5c; 1- 
inch, 15c; 1 %-inch, 20c; 1 %-inch, 30c; 2-inch, 35c. 

Galvanized Steel Hose Clamps—%-inch, 5c each; %-ineh, 
oc: 1 inch. 5c; 1 %-inch, 15c; 1 % -inch, 20c; 2-inch, 25c. 

Hose Menders—-Clincher, %-inch, 10c each; %-inch, 10c. 
Sherman Seamless Brass, %-inch, 10c; % inch, 10c. Wood, 
*4 inch, 2%e; % inch, 2%c. Caldwell Hose Straps, %-inch, 
2%c; %-inch, 2%c. Caldwell Hose Strap Pliers, No. 1 
for % ftr %-inch Hose Bands. 20c each. 

Hose Nozzles—Boston, %-inch, 90c each. Magic, %-inch, 
$125. Oakland Pattern, %-inch 65c. 

HOSE, GARDEN—Coupled in 50 ft. lengths—5 ply, %-in., 22e 
per ft; 5 ply, %-in., 27c; 6 ply, % in., 27c; 6 ply, %-in, 
33c; 7 ply, %-in., 30c; 7 ply, %-in., 37c; Tested, 5 ply, 
% in., 24c; Tested, 5 ply, % in., 3(>c. 

Reel, not coupled—Goodrich Ribbed, %-in., 35c per ft.; 
%-i».. 45c; Second quality, %-in., 32c; %-in., 42c; Third 
quality, %-in., 26c; %-in., 32c. 

IRON SHEETS— 

Galvanized— Cut Sheets Full Sheets 

10 to 20.21 .16 

20 to 30.21 .16 

Black Sheet8— 

10 to 16.16 .12% 

18 to 24.18 .14 

26 to 30.19 .15 

Corrugated Sheets, Galvanized— 

26 Ga..13 00 

28 Ga.12.00 

Roekfnee Siding .11.50 

Brickface Siding 28 Ga. 8.25 

IRONS— 


Plane, Stanley or 

Bailey— 

2 % -inch 

Single. . . , 

. . 1.05 

1 % inch—Block ... 

. . .55 

1 % - inch 

Double. . . , 

.. 1.25 

1 % inch Single. . . . 

. . .80 

2-inch Double. 

. . 1.45 

2-inch Single . 

. . .85 

2 %-inch 

Double. . . . 

. . 1.55 

2 % -inch Single . .. . 

. . .90 

2 % - inch 

Double. . . , 

. . 1.65 

2 % -inch Single . . . . 

.. 1.00 

2 %-inch 

Double. . . . 

. . 1.70 


IRONS—Sad. Common. 25c lb. 

Mrs. Potts—No. 50, $3.00 set; 

70. $4 25; G. Pressing, 15c lb.: T Tailors' Goose, 15c 
lb.; N Gasoline, $5.25 each. Handles, 35c; Asbestos No. §0, 
$2.45. 

KITS—Lunch- 

Thermos—391-395, $3.75; 392-396, $4.00* 393-897, $4.25; 
394-398, $5.00. 

Universal—310. $4.25; 410, $4.50; 510, $5.00; 820, 

$4.75; 4070, $6.00; 3070, $4.00. 

KNIFE—Corn- 

Corn King, 60c; No. 12 Handy, 65c. 

KNIVES AND FORKS— 

Iron handled, set, $1.75. 

KNIVES—Hay- 

Lightning. $2.25; Iwnn Sickle, $8.25; Iwan Serrated, 
$3.25; Heaths Upright, $2.75. 

KNOBS— 

Maple base, each, 5c; doz., 85c. 

LACING—Belt- 

Rawhide, Cut 

Size %, per ft.04 2, coil .75 

Size 5-16, per ft.04% 8. coil.80 

Size %, per ft.05 O M, 1 M. 2 M, 8 M, spl .80 

Size %, per ft.07% 

Size %, per ft.09 Hooks Dos. 

Size %, per ft.10% 10 .05 

Wire 8, 9, 10.05 

0 and 1, coil.75 6, 7 .10 


8, 9, 10 
6, 7 ... 


LADDERS—Extension. No 1, 45c foot. 8tep, Climax, 70e 
foot; Special, Creseent. 55c foot; Standard. 40c foot. 

LAMPS—Coleman Quick-Lite No. CQ329, $9.50; Quick-Lit« 
No. LQ327, $8.50. 

LANTERNS—Dietr TnMilar. 

Hot Blnst Lanterns Same. Brass Fount and 

Little Star Tin Lanterns .90 Top . 2.75 

Hl-Lo Tin Lanterns. . . 1.25 No. 2 Large Fount Blis- 

Victor Tin Lanterns. . .95 sard Lanterns.1.65 

Monarch Tin Lanterns .95 Little Wizard Tin Lan- 

O. K. Tin Lanterns. . . 1.00 terns . 1.10 

No. 2 Royal Tin Lants. 1.10 No. 2 Wizard Tin Lan- 

Cold Blast Lanterns terns . 1.45 

Junior Tin Lanterns.. .95 8ame, Brass Fount and 

Junior Brass Lanterns 1.75 Top .2.00 

Junior Brass Nickel- No. 2 Large Fount Wis- 

plated Lanterns.... 2.00 ard Lanterns ...... 1.65 

No. 2 Crescent Tin Lan- Same, Brass Fount and 

terns . 1.85 Top . 2.10 

No. 2 Blizzard Tin Lan- Dash and Wagon Lanterns 

terns . 1.45 . . Buckeye Dash Lant'ne 1.85 
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Junior Wagon Lant’ns 1.75 
Roadster Wagon Lan¬ 
terns . 1.75 

Driving Lanterns 
Eureka Driving, plain 

lens . 2.00 

Same, with optical lens 2.35 
Octo Driving, pl’n lens 4.00 
Same, optical lens... 4.75 
Union Driving, plain 

lens . 4.50 

Same, with optical lens 5.00 
Hill Lanterns 
Watchman's Mill Lan¬ 
terns, enamel fin... 2.25 
Underwriter’s Mill Lan¬ 
terns . 2.50 

No. 2 Blizzard Mill Lan¬ 
terns . 3.50 

Fire Dept. Lanterns 
King Fire Dept. Tin 

enamel finish . 4.75 

Same, Nickellplated on 

Tin . 5.25 

Same, all Brass. 6.00 

Same, Nickel-plated on 

Brass . 6.50 

No. 2 Wizard Fire Dept. 
Brass Founts with 

enamel finish . 5.00 

Same, all Brass. 6.50 


LEAD—Bar, 25c lb.; Calking 
lbs.), 17c lb,; Sheet (full), 2 


Same, Brass, Nickel- 

plated . 7.00 

Wall Lanterns 

No. 15 Wall Lanterns 2.50 
No. 25 Wall Lanterns 2.75 
No. 30 Beacon Wall 

Lanterns . 2.75 

No. 60 Beacon Wall 

Lanterns . 8.75 

Street and Hanging Lanterns 
Pioneer Street Lan¬ 
terns, Tin . 7.25 

Same, Brass Founts. . . 9 25 

Same, all Brass.12.00 

Pioneer Hanging Lan¬ 
terns, Tin . 7.75 

Same, Brass Founts. . .10.75 
Platform Lanterns 
Imperial Platform Lan¬ 
terns .12.50 

No. 1 Climax Platform 

Lanterns . 5.00 

No. 2 Climax Platform 

Lanterns . 5.25 

Nos. 1 and 2 Climax 

Nested .10.50 

Unclassified Lanterns 
Police Flash Lanterns 1.50 
Traffic Signal Lant'ns 4.00 
No. 12 Display Stand 
and Assortment. ...24.50 

MOO lbs.), 16c lb.; Pig (100 
3c lb.; Wool, 35c lb. 


LEVELS—No. 36, 12-inch, $3.35; 18-inch, $4.00; 

$4.75. No. 37, 12-inch, $4.50; 18-inch. $5 25- 
$6.25. 

Marx Aluminum—12 inch, $3.75; 18-inch, $4.50; 24-inch, 
sn • on o^ ~ 


24-inch, 

24-inch, 


$8.00; 26-inch, $8.25; 28-inch, $8.50; 
96, 24-inch, $10.00; 28-inch, $10.50; 


5.50; 28, $0.25. 

No. 95, 24 inch, 

30-inch, $9.00. No 
30-inch, $1 1.00. 

Special Nos—No. 0, $2.00; 15. 24 and 26-inch, $4.75; 15, 
28 and 30-inch, $5.00; 25, $5.50. 34, $1.85; 4524, $5.00; 

4424, $6.50; 45 V4, $5.25; 90, $3.75; 93, $5.00; 103, $100. 


LEVERS—Ice Box—Brass. 4%-inch, $1.35 each; 6-inch, $2.25; 
9-inch, $4.25. Galvanized, 4 V4 inch, 50c; 6-inch, $125; 9- 
inoh, $2.00. Tinned. S^-inch, $1.65; 11-inch, $2.65; 14- 
inch, $4.00; 16-inch, $5.75. 


LIFTERS—Hot Pan—25c each. Stove Cover, wire circular 
hanlde, 15c; straight wire handle, 10c. 

Transom, Coppered—»4x3-in., 45c each; %x4, 50c.; 5-16 
x4, 80c; 5-16x5, 90c. 


LINES, CLOTHES—Cotton, Braided—No. 350, 65c each; No. 
450, 45c each. 

Cotton, Twisted—No. 140, 50e each; ISO. 55c 

Wire Twisted—50 foot 20 gauge, 50c; 75 foot 20 gauge, 60c; 
1O0 foot 20 gauge, 75c; 50 foot 18 gauge, 60c; 75 foot 18 
gauge, 75c; 100 foot 18 gauge, 90c. 

Wire, Solid—100 foot, 9 gauge, 80c each. 

LOCK8—Rim—Steel, 75e set; Caat, 60c set. 

MANILA ROPE—3-16-inch to ^4-inch, 50c per lb; %-inch 
and larger, 45c. 


MATS, DOOR—Cocoa Fibre, Fine, 14x24, $2.00; 16x27. $2 25; 
18x30, $2.75. * * * 

Cocoa Fibre, Medium—16x27, $3.25; 18x30. $4.25: 20x88 
$5.00; 22x36, $6.25. 

Flexible Galvanized 8teel—16x24, $1.50; 18x80, $2.00: 

22x36, $3.00; 26x48, $4.75. 

Steel Matting in Rolla—Per aq. ft., 55c. 


MATTOCKS— 

Short Cutter, Standard, 5% lba 
Long Cutter, Standard, 6 lbs.. 

Pick, Standard, 6 lb. 

Handled. D E 3. 

Handled. C E 3 Vi. 

Handled SQ3V4. 


Each. 
1.75 
1.75 
1.75 
1.00 
, 1.65 
1.25 


MAULS—Post—10-lb., $1.50 each; 13-lb., $2.00; 16-lb„ $2.25; 
18-lb., $2.75; 20-lb., $3.00. 

Ship or Top—35c lb. 

Wood Choppers'— Adze or Round Eye, 30c lb. 


MILLS—Cider — 

Junior.42.00 Senior .65.00 

Medium.48.00 Force Feed .30.00 


MOPS—Handled— 
Brown Daley 

6 85 

« 1.15 

7BD.1.25 

9BD.1.80 


O-Cedar 


4 . 1.25 

3 1.75 

10B . 1.50 

11B . 1.50 


Cotton 

120 90 

140 1.10 

180 1.35 

220 1.50 


MOP STICKS—No. 2, 25c each; No. 7, 35c each; No. 13, 35c 
each; No. 70 or Janitor's, 75c each. 


MOWERS—Lawn 

Great American— 

15-inch.24.00 

17-inch.26.00 

19 inch.29.00 

21-inch.32.00 

Common— 

12-inch. 9.00 


14-inch .. 

. . 9.50 

16-inch. 

. . 10.00 

Pennsylvania— 


14-inch. 

.. 22.00 

16-inch. 

. . 25.00 

17-inch. 

. . 36.00 

19-inch. 

. . 40.00 

21-inch. *... 

.. 44.00 


NETTING, POULTRY—Hexagon, Galvanized after Weaving— 
2 inch, 20-guuge—List roll, 12 in., $2.14; 18 in., $3 08- 

24 in., $3.92; 30 in., $4.68; 36 in., $5.35; 48 in., $7.13- 

60 in., $8.91; 72 in„ $10.69. 

Sell Full Roll—12 in., $2.40; 18 in., $3.45; 24 in., $4.40; 30 
in., $5.25; 36 in., $6.00; 48 in., $8.00; 60 in., $10 00; 72 
in., $12.00. 

Sell Cut (lin ft.)—12 in., 2c; 18 in., 3c; 24 in., 4c; 30 in., 

5c; 36 in., 6c; 48 in.; 7%c; 60 in., 9c; 72 in., lOVfcc. 

1 Mr-inch. 20-gauge—List Roll, 12 in., $3.15; 18 in., $4 58; 
24 in., $5.78; 30 in., $6.90; 36 in., $7.88; 48 in.. $10.50: 
60 in., $13.13; 72 in., $15.75. 

Sell Full Roll—12 in., $3 55; 18 in., $5.10; 24 in., $6.50; 
30 in., $7.75; 30 in., $8.85; 48 in., $11.80; 60 in.. $14 75* 
72 in., $16.75. 

Sell Cut (lin. ft.)—12 in., 3c; 18 in., 4V4c; 24 in., 6c; 
30 in., 7c; 36 in., 8c; 48 in., lO&c; 60 in., 13c; 72 in., 16c. 

1 inch, 20-gauge—List Roll, 12 in., $4.95; 18 in., $7.12; 
24 in., $9.08; 30 in., $10.83; 30 in., $12.38; 48 in, $16 50- 
GO in., $20.64; 72 in., $24.75, 

Sell Full Roll—12 in., $5.55; 18 in., $8.00; 24 in., $10 20* 

30 in., $12 20; 36 in., $13.90; 48 in., $18.55; 60 in.. $23 25* 

72 in., $27.85. 

Sell Cut (lin. ft.)—12 in., 5c; 18 in., 7c; 24 in., 9c; 30 in. 
11c; 36 in., 12c; 48 in., 16V4c; 60 in., 21c; 72 in., 25c. 

%-inch., 20 gauge—List Roll,12 in., $8.55, 18 in., $12 30; 
24 in., $15.68; 30 in., $18.71; 36 in., $21.38; 48 in.. $28 50- 
60 in., $35.63; 72 in.. $42.75. 

Sell Full Roll—12 in., $9.60; 18 in., $13.85; 24 in., $17.65; 

30 in., $21.05; 36 in., $24.00; 48 in., $32.00; 60 in.. $40 10* 

72 in., $48.10. 

Sell Cut (lin. ft.)—12 in., 8^c; 18 in.. 12^c; 24 in., 16c; 
30 in., 19c; 36 in., 21c; 48 in., 29c; 60 in., 36c; 72 in., 43c. 


NIPPER8, CUTTING— 
Kraeuter’a— 

5-inch ... 1.35 


6- inch . 1.50 

7- inch . 1.85 

8- inch . 2.15 

Nettleton'a— 

6-inch . 2.00 

8-inch . 2.25 

10-inch . 2.50 


NIPPLES—See Pipe Fittings— 


12-inch . 2.75 

14-inch . 8.85 

Utica— 

Compound, 5%-Inch.. 2.65 
Compound, 7% inch.. 8.15 
Compiund, 9-inch.... 8.75 

Common, 5-inch. 1.50 

Common, 6-inch. 1.75 

Jeweler’s, 3^4-inch... 1.90 
Jeweler’*, 4V4-inch... 2.10 


NUTS—Cold Punched U. 8. 8. Hexaron, Tapped—Size U. 5 
for 5c; 5 10, 3 for 5c; %, 3 for 5c; 7-16, 2 for 5c; V4. 2 for 
5c; 9-16, each 5c; %, each 5c; %, 2 for 16c; % each 10c: 
1 inch, each 15c. In quantity sell at cost, plus 50 per cent 
Hot Pressed U. 8. S. Square, Tapped—Size 8ug. 

retail, 10 for 5c; 5-16, 6 for 5c; %, 5 for 5c; 7-16, 8 for 6c: 

3 J°, r *v ^ * or 5c * each ^c; each 10c; 
1-in., 2 for 25c. In quantity sell at cost, plus 50 per cent. 

Wing, Tapped. U. S. S.—3-16, 30c doz.; 35c; 5-16 
40c; ■>», 55c; 7-16, 75c; %, 90c; %, $2.00. 

OAKUM—Plumbers, 20c lb.; Nary, 30c lb.; Beat Unepun, 
35c lb. 


OIL—3-in-l, 1-oz. bottle, 25c each; 3-oz., 35c; 8-oa., 65c; 2%- 
oz. can, 35c. Household Lubricant, 4-oz. can, 25c each: 8 * 
oz. can. 35c. 


OILERS— 


Oopperized Steel— 


13 . 

.40 

14 . 

45 

14B . 

.65 

15A . 

.60 

16 . 

. .65 

Cannon Pump— Bras 


11.. 

. 2 75 

12.. 

. 8.00 

18.. 

. 8 50 

Cannon Pump— Tin- 


1 .. 

. 1.75 

2 .. 

. 2 00 

2H . 

. 2.25 

OPENERS (CAN)— 


No. 

Baeh. 

4 . 

.10 

16 . 

.15 

100 . 

.80 


3 . 

... 2 25 

Felloe— 

3 . 

. . . 1 75 

4 . 

. 1 85 

5 . 

. .. 2^00 

6 . 

. . . 2 15 

Zinc, Chaae’s— 

00. 

. 15 

0. 

. 15 

1. 

.... 20 

2 . 

. 25 

3. 

. 80 

4 . 

. 85 

5 . 

. 40 

6 . 

. 46 

No. 

Each. 

140 . 

... .16 

840 . 

... .80 
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Each. 
. 5.60 
. 5.60 
. 5.50 
. 6.75 


OVBN8, POBTABLS—Bom- 
No. Boob. 

015.5.55 

065 . 5.76 

0500 . 5.56 

450 . 5.50 

Perfection— 

151 Q.6A5 

Pinney A Boyle— 

18 . 8.55 

17 . 4.00 

PACKING—Shoot Bobber—Standard 

00 «. 

Italian Hemp—Comomn, 75c lb. 

8quaro Flax, braided, $1.60. 

Pfaton Spiral—Steam, high pressure, $2.50; a team or 
valor, low pressure, $l.<v. 

PADS—Sweat—No. 68 N18. Bed Edge, $1A5; No. 146 A 15, 
Blue and White atrlped, $1 ““ 

PADLOCKS—Corbin— 


No. 
550 
700 
750 
75 6 

17 

122 

88 

87 

87 


0. 4.25 

0. 7.60 

. 8.50 

. 4.16 

G . 4.25 

I C., 85c lb.; Bainbow, 


$1.75. 


No. 

05ft . 

Bach. 

AS 

No. 

1908 . 

Bach. 

.60 

2802% . 

2888% . 

5809 . 

3379 . 

. .45 

9902 . 

. AS 

.65 
. 1.25 
. 2.10 

9908 N 0. 

21090 . 

Yale— 

. .75 

. 1.00 

2880 ..Tt.tT . 

. 8.86 

228 . 

. 1.00 

8881 _ 

. 8.00 

225 . 

. 1.40 

2888 . 

mu—> ■ 

. 4.50 

458 J . 

458 X . 

. .46 

. .45 

1 .. . . . . 

. 1.85 

668 . 

. 1.85 

016 ......_ 

. .85 

565 . 

. 2.25 

18 . T r * - - - 

. .40 

585 . 

. 2.50 


. .40 

686 . 

. 2.25 


l .40 

646 J . 

. .80 

51 . 

•va .... 

. AO 
A5 

808 . 

805 . 

. 2.60 

. 2.60 

nm. _ __ _ 

. .26 

806% . 

. 8.00 

f ?9 __ 

. LOO 

818 . 

. 2.75 

AS 

A6 

815 . 

. 2.50 

a ATI _ 

. • 76 

828 . 

. 8.00 

5658 , „ . 

AS 

838 . 

. 8.60 

KAA • ^ 

. 1.15 

848 . 

. 4.00 

81ayn»sker— 

iaag ^ ^ _ 

. .75 

858 . 

8454 . 

. 4.60 
. 8.60 

UNT SUNDRIES— 
Aloohol—(Denatured) 

1 gallon. 

5 gallon . 

. 8.80 
. 1A0 

Lard, No. 1 . 

LI o-O-Oil . 

Noatafoot No. 1 ... 

Neutral .. 

Paraffins . 

1.80 

AO 

2.40 

.60 

.70 


Pwd, leas than 100 
lbs, lb.IT 

Bensine— 

New cans, caad, sal .60 
Old cans, unead, gal. .40 

Coal Tar— 

5 Gal. .. 

1-Gal .. 

Creosote— 

GaL .... 


.Gal. .50 

.GaL .65 


.85 


Distillate- 

Light, gal.40 

Gina— Db. 

No. 2 Gelatine- AO 

Chicago White •.. .50 

Kalaomine, White— 

Bhls, 280 lbs. .08 


Kegs. 100 lbs... 

4 25-lb. pkgs. bulk 

25 lbs., bulk. 

25 lbs. 


. 08 % 

.09 

.09 

.09% 

.09 

.0914 


100 lbs. 5 lb. pkgs. 

Less 100 Iba. pkgs. 

Lamp Black—Bear Brand— 
18, lb. pkg.46 

H |.*0 

Linseed Oil, Boiled— 

5’e .GaL 1.74 

l’a .Gal. 2.00 

%’s .%*Qal. 1.00 

%’s .Qt. .60 

%’s .Pt. .85 

Baw Linseed OIL 5c leas 
than price el boiled. Paint¬ 
ing contractors’ price on 
Linseed OiL 6e above eoet, 
secording to quantity. 

Oil— Gal. 

Floor.75 

Glass .1.6# 


Paint, Dry Color 

Umber.15 

Chroma Green, Med .50 

Graphite ..06 

Princess Metallic.. .06 

Sienna ..11 

Venetian Red.08 

Yellow Ochre.05 

Painter*' Petroleum— 

1-Gal..Gal. .40 

Paints. Beady Mixed-1st 
grade, white— 

Gals.GaL 4.40 

%-gals. ...%-GaL 2.80 

Quarts.Qt. 1.55 

Pints .Pt. .70 

% -pints-%-Pt. .40 

1st Grade, Colors— 

Gala.Gal. 4.55 

% gala. ...%-GaL 5.55 

Quarts.QL 1J0 

Pints .Pt. .65 

% -pints ....% Pt. .85 

5d Grade, White or 

Colors- 

Gala.Gal. 5.90 

% gala. ... .%-GaL 1.60 
Quarts .Qt. .95 

Inside Floor- 

Gate.Gal. 5.90 

% gals.%-GaL 1.60 

Quarts .Qt. J5 

Porch- 

Gals.Gal. 4.55 

%-gals. ...%-GaL 2.85 

Quarts .QL 1.80 

Plaster Paris— 

Less sack, 1b.08 

Potty, Bladder- 

Less thsn 100 lbs. .07% 
Putty, Bulk— Lb. 

1-lb. Cans.15 


8-lb. Cons.18% 

8-lb. Cana.09% 

5-lb. Cans.09 

10-lb. Cans.08% 

25-lb. Cans ...... .08 

85 lb. Cans.06% 

Rosin- 

Lb.14 

Tints, Kalaomine— 

Barrels, 280 Iba.. .09 

Kegs. 100 Iba..09% 

100-lb. bulk.10 

25-lb. bulk.10% 

Less 25 Iba..IS 


100 lbs., 6-lb. 
Less 100 lbs. 
Pkg*. 


I* 

.10 


Turpentine— 

5’s.Gal. 2.17 

l’s .GaL 2.80 

%'s .%-GaL 1.85 

%’* .QL .71 

%'* .Pt. .40 


Painting contractors' price 
on turpentine: 6 gals, or 
more, 2c above cost; less 
5 gala., 5c above cost. 


PANS—Acme Frying— 


No. 00, each.20 

No. 0, each.35 

No. 1, each.40 

No. 2, each.45 

No. 3, each.50 


No. 4, each. 55 


No. 5, each.60 

No. 6, each.80 

No. 7, each.00 


PAPBB—ASBESTOS—1-15 and under, full reU, per lb„ 18c; 
cut, per lb„ 26e; over 1-16, full roll per lb., 14e, out, per lb. 


25c; Asbestos Millboard, SOe par lb. 

BUILDING— PA B 

Imitation PAB 

No. 1—500... 

.. 4.25 

14.75 

No. 1-1000. 

. 8.00 

8.75 

No. 2-500. 

6.25 

7.25 

No. 2-1000. 

. 12.00 

5.25 

No. 8-500. 

9.00 

9.76 

No. 8-1000 . 

. 15.00 

18.40 

Red Resin—17-lb., $2.00; 

20-lb., $2.25 

; 85*lb„ $2.75; 


80-lb., $8.25. 


Black Glased—No. 1, 500 sq. ft. roU, $1.75; 1000 sq. ft roll 
$8.00; No. 2, 500 sq. ft. roll, $8.50; 1000 sq. ft. roll, $4.60, 
No. 8, 500 sq. ft. roll, $8.26; 1000 aq. ft. rolL $6.00 

FELT—Asphalt saturated, per roU, $8.50; Deadening; per 
lb. 09. 


INSULATING—No. 8, per reU, $5.85; No. 10, per roU, $8.50. 


ROOFTNG— 


8 nly. 

, 6.00 

Standard or 

Cronolito 

Malthoid Junior. 

, 4.25 

1 ply square . 


Roofing Cement— 


2 ply square . 


Preservative 


8 ply aquaro . 
Malthoid or 


Bbla.. per gal. . 

. .90 

Rubberoid 

5 Gal., P#r gal.. 

. 1.25 

Roofing — 


1 Gal., par gaL. 

L85 

• 1 ply . 

. 4.00 

Pint.. 

. AO 

8 ply . 




SAND AND EMERY—(Per quire of sheets)— 


Carborundum 

B A A. 

Axtec. 

Aloxite .... 

0 % 

... .80 .95 

.45 .50 

.40 .45 

.80 .85 

1 1% 
1.10 l.$0 

.55 .60 

.50 .00 

AO 1.00 

2 2% 8 

1A0 L75 .... 

.75 .86 .96 

.70 .75 A# 

1.10 1.20 1.46 

SHEATHING — 
$2.25; 80-lb., 

Rad or gray — 
$2.75. 

20-lb., $1.85 

par roll; 25-lb.. 

PEAVIE8—- 

Socket. 

Maple. Hickory. 


Soeket. 

Maplo. Hickory. 

2%x4 . 

2 % x4% .... 
2%x4% .... 
2%x5 .. 

4.85 4.75 

4.50 6.00 

4.65 5.25 

4.85 5.50 

2%x4% .. 

8x5. 

.. 5.25 6.75 

.. 5.85 6.00 

.. 0.00 6.75 

PERCOLATORS 

i 

i 

5. 

i 

t 


44 . 

.5.50 

74 . 

. 8.75 

46 . 


76 . 

. 7.50 

48 . 

.6.50 

79 . 

. 8 25 

52 . 

. 5.50 

714 . 

. 0.00 

54 . 

.6.00 

464 . 

. 7 00 

56 . 

58 . 

as 

6 25 

466 . 

469 . 

<r ten 

66 . 

69 . 

.7.75 

476 . 

479 . 

. o no 

614 . 

.8:50 



Percolator Tops, 10a eaeh. 




PICKS— Driftine, 8-lb., $1.50 each; 4, $1.70; 4%, $1.90; 6, 

$2.00; 6, $2 25. 

Railroad—5-lb., $1.90 each; 6, $1.90; 6%, $8.15; 7, $5.16. 

PINS—Clothes—C—Common, 5c dos.; US—Spring, 16e; H— 
Hoyt’s Spring, 10s. 
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Standard Blaek 
Cat Fall 


HARDWARE WORLD 

RETAIL SELLING PBIOES—Continued. 


Galvanized 
Out Full 


Cutting and 



Length 

Length 

Length 

Length 

Cuts Threads 


Pr. Ft. 

Pr. 100 

Pr. Ft 

Pr. 100 

Each 

Eneh 

Vi-inch... 

. .07 

5.85 

.09 Vi 

8.38 

.04 

.08 

V& -inch... 

. .08 

6.50 

.11 

8.90 

.04 

.08 

^-inch... 

. .08 

6.50 

.11 

8.90 

.04 

.08 

Vi -inch... 

. .10 

8.45 

.13 

10,65 

.04 

.08 

%-inch. .. 

. 12V6 

10.75 

.16 

13.15 

.04 

.08 

1 -inch. .. 

. 17 Vi 

16.00 

.22 

19.65 

• 04 Vi 

.09 

lV4-inch. .. 

. .23 

21.25 

.28 

26.45 

.05 Vi 

.11 

1 Vi-inch. .. 

. .29 

26.50 

.35 

31.55 

.06 

.12 

2 -inch. . . 

. .37 

34.00 

.46 

42.50 

.07 Vi 

.15 


PIPE—Gaa and Water—Black—Vi-inch, 6Vic foot; V4-inch, 7c; 
%-inch, 7c; Vi-inch, 9He: V4*inrh. 12c; 1-inch, 18c; 114* 
inch. 25c; 1 Vi-inch, 30c; 2-inch, 40c. 

Galvanized—Vi-inch, 9c foot; *4-inch, 10c; H-inch, 10c; 
Vi-inch; 12c: Si-inch, 15c; 1-inch, 22c; 1% -inch, 80c; lVi- 
inch, 40c: 2-inch, 50c. 

PIPE, 8TOVE—Nested, Full Joints—3 inch, 45c joint; 4-inch, 
45c; 5-inch, 45c; 6-inch, 50c; 7-inch, 50c. 

40c; 4-inch. Japan, 45c; 5-inch, Japan. 45c; 8-inch, Galva¬ 
nized. 40c; 4-lnch. Galvanized, 45c; 6-inch. Galvanized, 55c; 
6-inch. Galvanized. 60c. I 

Half Joints—5-lnch, 20c joint; 6-inch, 25c. 

Taper Joints—6-inch to 5-inch, 45c joint; 7-inch to 6-inch, 
45c 

PIPE FITTINGS—Price each—Blaek. 

Vi % Vi % 1 IVa 1% 2 

Bushings .10 .10 .10 .10 .10 .10 .15 .20 

Caps .10 .10 .10 .15 .20 .25 .30 .50 

Couplings .10 .10 .15 .15 .20 .30 .35 ,50 

Crosses.20 .20 .30 .40 .60 .65 .75 1.30 

Elbows, 90 degree. .10 .10 .15 .15 .20 .30 .40 .65 

Elbows, 45 degree. .10 .10 .15 .20 .30 .50 .60 .85 

Elbows, Reducing. . .15 .15 .15 .25 .30 .40 .45 .85 

Elbows, 8ide Outlet ... .10 .20 .30 .50 .75 .95 1.60 

Elbows. Street.10 .10 .15 .25 .25 .35 .45 .85 

Floor Flanges.20 .20 .25 .30 .30 .35 .45 .60 

Lock Nuts .10 .10 .10 .15 .20 .25 .25 .35 

Plugs .10 .10 .10 .10 .10 .10 .10 .15 

♦Reducers .29 .10 .15 .15 .25 .25 .35 .60 

Return Bends, Close ... .25 .30 .35 .60 .80 1.00 1.45 

Tees .10 .15 .15 .15 .25 .40 .50 .85 

Tees, 4-way.15 .25 .30 .55 .90 1.30 2.10 

♦Tees, Reducing... .20 .20 .20 .30. .30 .50 .65 1.15 

Unions .25 .25 .30 .35 .40 .60 .75 .95 

Galvanized. 

Bushings .15 .15 .15 .15 .20 .20 .25 .40 

Caps .10 .10 .15 .20 .25 .45 .50 .75 

Oounlings .10 .15 .15 .20 .30 .45 .55 .65 

Crosses.25 .25 .40 .60 .90 1.05 1.40 2 25 

Elbows, 90 degree. .10 .15 .20 .20 .35 .50 .65 1.10 

Elbows, 45 decrees. .10 .10 .20 .30 .40 .75 .85 1.30 

Elbows, Reducing. . .20 .20 .20 .30 .40 .65 .75 1.40 

Elbows, 8ide Outlet ... .20 .25 .45 .75 1.10 1.35 2.40 

Elbows. Street.10 .15 .20 .40 .45 .60 .75 1.40 

Floor Flanges.40 .45 .50 .55 .60 .75 .85 1.20 

Lock Nuts.10 .10 .15 .20 .30 .35 .35 .60 

Plugs .10 .10 .10 .10 .15 .15 .20 .30 

♦Reducers .25 .10 .20 .25 .40 .45 .55 .95 

Return Bends, Close ... .35 .45 .50 .90 1.35 1.60 2 50 

Tees .15 .20 .25 .25 .40 .65 .85 1.50 

Tees. 4-qray .20 .35 .45 .80 1.30 1.80 3.00 

♦Tees. Reducing .. .25 .25 .30 .45 .50 .85 1.10 1.85 

Unions .35 .40 .40 .50 .65 .90 1.15 1.45 

NIPPT.ES—Black. 


.80 1.30 1.80 3.00 
.50 .85 1.10 1.85 

.65 .90 1.15 1.45 


Close . 

.10 

.10 .10 

.10 

.10 

.10 

.10 

.15 

Long. 

.10 

.10 .10 

.10 

.10 

.15 

.15 

.20 

4 inch long. 

.10 

.10 .10 

.10 

.15 

.15 

.20 

.25 

5 Inrli long . 

.10 

.10 .10 

.10 

.15 

.20 

.25 

.30 

6 inch I^ng. 

.10 

.10 .10 

.15 

.15 

.25 

.30 

.35 

Galvanized. 








Close . 

.10 

.10 .10 

.10 

.10 

.20 

.25 

.30 

Long. 

.10 

.10 .10 

.15 

.15 

.20 

.25 

.30 

4 inch long. 

.15 

.15 .15 

.15 

.20 

.30 

.35 

.45 

5 inch long . 

.15 

.15 .20 

.20 

.25 

.30 

.40 

.50 

0 inch long. 

.15 

.15 .20 

.20 

.30 

.35 

.45 

.60 

Bushings . 


.30 

.45 


.60 


.75 

Caps . 


.70 

1.05 


1.25 


1.70 

Couplings. 


.65 

1 00 


1.35 


1 65 

Crosses . 


2.05 

8.40 


3 75 


6.55 

Elbows, 90 degree. 


1.15 

1.70 


2.30 


3.75 

Elbows, 45 degree . 


1.20 

1.65 


2.30 


3 30 

Plugs . 


.25 

.35 


.55 


.60 

♦Reducers . 


.90 

1 35 


1.85 


2.25 

Tecs . 


1.35 

2 10 


2.75 


4.30 

Unions . 


1.95 

2.60 


4.50 


5.40 

NIPPT.ES. 








Close . 


.35 

.45 


.75 


.85 

5 inch long. 


.55 

.65 


1.05 


1.20 

6 inch long. 


.60 

.75 


1.05 


1.20 

8 inch long. 


1.00 

1 20 


1.45 


1.75 

10 inch long. 


1.20 

1.50 


1.75 


2.10 


PISTOLS—Automatic—Colts'. .25 Cal., $22.00 sach: JX6 
Cal. nickel, $27.00; .82 Cal. $27.00; .88 Oal„ pocket, $60; 
.45 Cal., military. $42.00. 

Smith A Wesson—.86 Cal., $81.60; Savage, .82 fhi 

$27.00; .380, $28.00. 

PITCH—Navy Caulking^S-lb. can, 75c; 10-lb., $1.26; 26-lb„ 
$2.50; 50-lb., $4.50; Vibbl., $9.00; bbL, $18,50. 

PLANES—Stanley, Block-Bailey—No. 9%, $3.25; 9%, $4.00: 
15, $3.50; 16, $3.65; 17, $4.25; 18, $4.00; 19. $4.25. 

Block, Stanley—No. 60, $3.75; 60 Vi, $3.25; 66. $4.50; 
100, 80c; 101, $2.75; 102, $1.15; 103, $1.80; 110, $1.85; 
120, $2.25; 130, 82.45: 131. $3.75; 203, $2.00; 220, $2.45. 

Iron—1, $4.10; 2 , $5.25; 2C, $5.50; 3, $5.50; 80. $6.00; 
4, $6.00; 4C, $6.50; 4% 86.85; 4ViC. $7.50; 5, $6.85; 

50, $7.50; 5 Vi, $8.00; 5ViO, $8.65; 6, $9.00; 60, $9.50; 
7, $10.25; 7C, $11.00; 8, $12.25; 8C, $18.25; 602, $5.96; 
603, $6.35; 604, $6.85; 6040, $7.25; 604 Vi, $7.95; 606. 
$7.95; 605C, $8.25; 605 Vi, $8.50; 606, $10.00; 6060, 
$10.50; 607, $11.50. 

All Wood—Plain, No. 8W, $1.10; 15W, $1.25; 21W, 
$2.25; 27W, $2.50; 029W, $2.65. Razee, No. 5W, $2.25; 
17W, $1.50; 23W, $2.65; 29W, $3.00. 

Wood Bottom, Bailey—No. 22, $4.00 each; 28, $4.00; 
24, $4.25; 26, $4.50: 27, $5.00; 28, $5.65; 29, $5.65; 80. 
$6.15; 81, $6.15; 82. $6.15; 35, $5.00; 86, $5.60. 

Rabbet—No. 10, $9.00 each; lOVi, $7.50: 75, $1.10; 78, 
$4.65; 90, $5.50; 92, $5.50; 93, $6.65; 98, $2.65; 99, $2.65; 
140, $4.15; 190, $4.15; 191. $4.00; 192, 8.65. 

PLATES—GAS, HOT— 

Griswold—No. 601, $8.50 each; 602, $6.00; 608, $9.75; 702, 
$8.00; 702N, $9 75; 703. $11.75; 703N, $18.75; 722, $9.50; 
722N, $10.75; 723, $12.75; 728N, $14.75; 1001, $1.60; 1002, 
$8.75; 1003 $6.00. 

PLIERS—Klein’s Side Cutting—Bernard's No. 102, 4tt-lneh, 
$1.85; 5Vi, $2 25; 7Vi, $8.15. No. 201 or 81? 5-lnehl 
$3.50; 6 , $4.00; 7, $4.50; 8 , $5.00; 9, $6.00. 

PLUG8—Spark—$1.00 each. 

PLUMBS AND LEVEL8—Metallic, 8tanVey—No. 86, 6-laek, 
$2.75 each; 9-inch, $3.25; 12-inch, $8.75; 18-inch, $4.75; 
24-inch, $5.50; No. 87, 18 inch, $6.25; 24-Inch, $7.25; 87G, 
9-inch, $4.50; 12-inch, $5.25; 18-inch, $6.25; 24-inch. $7.25; 
No. 38Vi, 95c; No. 89Vi, $1.25; No. 34V, 6-inch. $2.26; 
8 -inch, $2.75. 

Wood, Stanley or Disston—No. 00, $1.75; 0, $2.00; 2, 
$2.65; 8, $8.50; 18. $4.25; 26, $6.25; 80, $4.00; 85, 
$8 75; 45 Vi. $5.75; 90, $5.00; 98, $5.60; 95. $8.75; 98, 
$4.50; 101, $8.25; 102, $1.00; 104, $1.25; 012, $2.25; 
6018, $8.00; 6024, $8.50; 6512, $2.25; 6518, $2.85; 

6524, $3.25 

Pocket, Stanley—No. 81, 2 Vi-inch, 60c each; 8-inch, 65c; 
8V4 inch, 85c; 4-inch, $1.05; 40, 60c; 41, 25e; 44, 25e; 
600, $1.50. 

Extra Level Glaaaes—No. 1, lli to 2-Inch. 16e each; 2V4- 
inch, 15c; 8 inch, 15c; 8%-inch, 20c; No. 6L, 80c; 6P, 50c; 
7L. $1.85; 7P, $1.85. 

POKERS STOVE— 

No. 120, Straight, SO-taeh, 15c each; 126, Straight, 26-inch 
20c; 200, Bent, 20-lnch, 15c; 250, Bent, 26-inch, 20c. 
POTNT8 AND CHUCKS— 


PIPE FTTTTNG8 (8TOVE) —Capa, No. 0 15, 60c each; C-16, 
60e each. 

Dampers—No. 8. 4, 20c each; 5. 6. 25c; 7, 40e. 

Elbows—No. 8 Gnrg., 25c each: 4, 80c; 5, 85c; 6, 40c; 

7. 45e. No 8 Adj. 4 Pc.. 85c: 4, 40c. 5. 40c; 6. 45c. 8- 

inch Adj. Gslv, 40c; 4-fnch. 45c; 5-lneh, 50c; 6-inch, 56c. 
No. 8 Core. Jsp.. 40c: 4, 45c. 

Tn lots of 12 dozen. 5 per cent diaconnt from above. 

Fine 8tops. Not. 1 and 86, 20e each; 8, 20c each; 80, 20e 

8, 8Vi fin kegs). 85c lb.; 4, 6, 85c; 6. 7. 8, 85c; 10, 85c. 

Roof Plates and 8addlea, Nos. 15, 16 (Side), 90c each; 50, 
60 (Ridge), 75e each. 


For 80 and 81.$ .75 8-inch .95 

For 85 .56 10-inch .,. 1.10 

Nos. 11 and 15, 2-in.. .55 No. 75. 8.26 

8-lneh .60 No. 60. 1.00 

4- inch .65 No. 80.86 

5- inch .75 No. 81.95 

6- ineh .86 

POLI8H (AUTO)—Dnrolae, 1 pt„ 6©o; 1 qt, $1.00. 

POLISH (FURNITURE)—Dnrolsc, 1 pi, 60c; 1 qt„ $1.00. 
Calol, Vi pt. 80c each; 1 pint. 45e; 1 quart, 66s; Vi gallon, 
$1.15: 1 gallon, $2.00; 6 gallons, $7.50. 

Liquid Veneer, 4 ounce, 40c each; 12 ounoe, 60c; 1 quart, 

$ 1 . 25 , 

O-Cedar—4 ounce, SOc each; 12 ounoe, 60e; quart, $1.25; 
Vi gallon, $2.00; gallon, $3.00. 

Johnson's Prepared Wax, 6 ounce, 45c eaeh; 1 pound, 85c; 
2 pounds, $1.70; 6 pounds, $8.00. 

METAL—NonOllo, Vi pint, 50c each; 1 pint, 75e; 1 quart, 
$1.25. 

SHOE—Shu white. 15c aach; Midnight Oil, 25c; Royal 15c; 
Jet-Oil, 15c; 4 C 8 Shoe 8atin, 10c; 9 08 8hoe Satin. 15c; 
1 0 Satinola, 10c; 2 C Sat i not a, 15c; 5 P 8 8hoe Batin, 10c; 
10 P 8 Shoe Satin, 15e; 5 P 8atinola, lOe; 10 P. 8atlnola, 
15c. 

STOVE—Liquid, No. 6 Black 8ilk. 20c aach; 8, Black 811k, 
25c; 2, Black Eagle, 26c; 10 R, Enameline. 15c. 

Paste, No. 6, Black Silk, 15c each; 10, Black 811k, 20c; 
20. Black Silk. $1.50; 01, Black Eagle, 45c: 95 Black Eagle, 
$1.75; 4 E, Enameline, 10c; 6 E, Enameline, 15e; 75 Blaek 
Jack, 20c; 1, Rising 8un, 15. 

POTS—Fire. 


Gasoline, CAL. 

1 .25.00 

5 22 75 

21 1925 

71 .25 00 

72 .22 75 

221 .80.00 

Watering Galvanised 

4 Quart. 1.10 

6 Quart. 1.25 


8 Quart.1.50 

10 Quart.. 1 75 

12 Quart .1 90 

16 Quart.2.25 

Tin 

4 Quart.86 

6 Quart. 1.00 

8 Quart. 1.25 

10 Quart. 1.60 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


PULLERS—Nail—Rex, $2.00 each; Rex. Jr„ $1.76; Red Deril, 
$2.75; Morrill's, $2.75; Little Giant, $2.75. 

PULLEYS—Brass Screw, No. 350, Vfc Inch, 20c each; %, 25c; 
94, 25c; 1. 30c; 1)4, 40c; 1)4. 65c. No. 370, % inch, 40e 
each l, GOc. 

Bruss Side—No. 1150, )6 inch, 25c each; %, 80c. No. 
1170, V4 inch, 40c each; 94. 45c. 

Brnes Upright—No. 500, 85c each. 

Clothes l.ine—No. 610, 2 inch, 20c each; 2)4. 25c. No. 
660, 2uc; 670, 20c; 1610, 2 inch, 25c; 2)4* 85c; 1660, 25c; 
1670, 3<>c; 6350O, 35c; 6500U, 55c. 

Hay Fork, No. 1267, 60c each; 692, 60c; 796, 76e; 46, $1; 
1651, $1.75. 

PULLEY8—Frame—No. 4, Ottumwa, per do*., 90c; No. 5, 
$1,00; No. 9, 95c; No. 105, 90c; No. 109, 90c. 


1899 TD, Feath'wt ..55.00 

189 SF .48.00 

1904 TD, Single shot. 9.75 
1914 TD, Hammerless 28.50 
Stevens— 

Little Scout.8.00 

Crack Shot .10.00 

Marksman .12.25 

Favorite.14.00 

70 TD, .22.19.00 

1919, .22 .26.75 

Winchester— 

1886 SF—Round Brl. 48.00 
TD—Round Brl 66.75 
1890 TD—Oct. Fancy 57.50 
TD—Oct. Plain. 80.00 


1892 8F—Round Brl. 87.50 
8F—-Oct. Brl... 88.60 
TD—Oct. Brl.. 45.75 
SF—Carbine .. 82.00 

1894 SF—Round Brl. 85.00 
SF—Oct. Brl.. 42.00 
SF—Carbine .. 85.50 
TD—Oct. Brl.. 54.50 

1895 SF . 47.00 

1895—Govt. Model.. 60.60 

1895 TD.59.26 

1902 TD—.22 . 10.00 

1908 TD—Plain_42.50 

TD—Fancy .... 69.00 
1904—TD—.22 . 10.00 

1906 TD .27.50 

1907 TD .58.00 


PUMPS—P. a—1, $4.75; 2. $5.25; 8, $6.00; 4, $7.50. 


PUTTY—Per lb, 15c. 


RAKES—GARDEN—Malleable. 12-tooth, 70c each; 14-tooth. 
80c. 8teel Straight, 12-tootn, $1.10; 14-tooth, $1.25. Steel 
Row, 11 and 12-tooth, $1.85; 13 and 14-tooth, $1.45; 15 
and 16-tooth, $1.60. Lawn, 85c. 

RA8PS—Plain Horse Rasps—14-in, each $1.00; 16-in, $1.25; 
18-in, $1.60. 

Flanged Horse Rasps—14-in, each $1.25; 16-in, $1.50; 
18-in., $2.00. 

Hulf Round Cabinet—10-in, each $1.25; 12-in, $1.50; 
14-in, $2.00; 16-in, $2.50; 18-in, $3.00. 

Half Round Wood—10-in, each $1.00; 12-in, $1.25; 

14-in, $1.65; 16-in, $2.25; 18-in, $2.90. 

Flat Wood—10-in, each 95c; 12-in, $1.25; 14-ln, $1.50; 
16-in, $2.00; 18-in, $2.60. 

RAZORS (SAFETY)— Eveready 


No. 

700, each . 

2, each . 

_ 1.00 

_8.00 

No. 

706 B, Blades, Pkg _ 

.40 

800, each . 

Gem 

_ 1.00 800 B, Blades, Pkg _ 

.50 

900, each . 

Enders 

_ 1.00 900 B, Blades, Pkg... . 

.35 


Durham 

Domino 


1000, each . 

_1.00 

1000 B, Blades, Pkg.. . 

.50 


Gillette 


00, each. 

460, each. 

4G0 B, each. 

470, each. 

501 B, each . 

12 X B. Blades, 

- 7.50 

_ 5.00 

_ 5.00 

_ 5.00 

_ 6.00 

pkg 1.00 

480, each . 

500, each .. . . . 

500 B, each . 

501, each . 

6 X B, Blades, pkg. 

5.00 

5.00 

6.00 

6.00 

.50 


AutoStrop 


1, set . 

15, set . 

25, set . 

_ 5.00 

_ 6.00 

_ 6.50 

2541, set . 

GOO B, Blades, pkg.. . 
600)6 B Blades, pkg.. 

5.00 

1.00 

.50 


251, set . 5.00 

REE1.8—Hose—No. 1 Wire, $1.65 each; No. 60, Wood, $2.25. 


REVOLVERS— 


Colts, Model Each. 

Police Positive.84.00 

Police Positive Special 85.50 
Police Positive Target 86.00 

Army 8|ie< a ial . 88.00 

New Service. 89.00 

Simrle Action . 36.75 

Harrington A Richardson 

203. 223 .11.50 

203 B, 223 B.12 O0 

204, 22 1 .12 00 

204 II, 224 B.12.50 

263, 273 .12.50 

263 B. 273 B.12.75 

264, 274 .12.75 

264 B, 274 B.13.00 

1 \cr Jtillnson— 

300, 303, 323.16.50 

300 B. 303 B.16.75 

304 .16.75 

RIFLES—No. and Model- 
Daisy Air— Each 

25 . 5.25 

40 . 5 25 

3 . 8.00 

30 .. 2.85 

11 . 2.85 

12 . 2.00 

King Air— 

4 .2.25 

5 . 2.65 

21 . 1.85 

42 . 1.50 

304 B .17 25 

323 B .17.00 

824 .17.00 


Each. 

824 B .17.25 

343, 353 .17.75 

343 B, 353 B.18.00 

844, 354 .18.00 

344 B, 354 B.18.50 

36 1 R.19.25 

865 B.19.50 

Smith A Wesson— 

1905 Military, Police. .34.50 
Regulation Police .... 82.50 
1903 Hand Ejector. . . 30.50 
38 S. & W. Perfected 30.50 

1908 Military. 85.00 

1911 Target . 35.00 

New Departure 88. . . . 80.50 

M arlin— 

20 TD—Octagon Brl.. 18.50 
27 TI)—Round Brl... 21.80 
TD—Octagon Barrel. 24.55 
29 TD—Round Brl.. 15.60 
1897 TD—Round Brl. 22.75 
TD—Octagon Barrel. 24.80 
Remington— 

4 TD—Octagon Brl. . .15.54 

6 TD—Round Brl_10.46 

8 A TD—Round Brl..73.27 
12 TD—Round Brl...28.48 
TD—Octagon Brl....31.95 
14 A TD—Standard. .58 36 

TD—Carbine.57.25 

16 A TD—Standard. .44.61 
Savage — 

1899 250-3000 .60.00 


RIVETS—Slotted Clinch, Coppered Steel—No. 9, 15c box; 98, 


10c box. 

Copper—With Burrs— 

Size. )6 Lbs. Lb*. Site. % Lbs. Lbs. 

7—St’r Lgths .50 .75 7—Asst.45 .80 

8 " .50 .80 8 " .46 .80 

» *' .50 .80 9 “ .60 .85 

10 " .55 .85 10 “ .55 .90 

12 “ .55 .90 12 “ .55 .95 


Copper Iron, with Burrs—08 Asst, 25c, H-lb. box; 010, 80c. 
RIVETS—Tinners—Black all sizes (in kegs), 20c lb. Tinned, 
3, 3)6 (in kegs), 30c lb.; 4, 5, 80c; 6, 7, 8, 35c; 10, 85c. 
RODS, CURTAIN—No. 2, %-ln., Steel, Brass Covered, 18c ft.; 
3, 4k-inch. Steel, Brass Plated, 13c; 30, 1-ln, Wood, Brass 
Covered, 30c; 1)4-in. Wood, brass Covered, 85e. 
ROOFING—(See Paper)— 

ROPE—Cotton, Thread-*—3-16, $1.10; )4 to 5*16, $1.10 lb.; 
% to %, $1.10; % to 1, $1.15. 

Manila—Base, 40c lb. 

Sisal—Base, 80e lb. 

RULES, Boxwood—Lufkin-Stanley—No. 171(36), 60c each; 
372 (36)4), 85c; 378 (3), $1.50; 386 (32), 90c; 888 
(32)4), $1.30; 488 (57), 80c; 651 (68), 35c; 702 (18), 
55c; 751 (61), 40c; 752 (70), 50c; 761 (63), 50c; 762B 
(7), $1.40; 771 (84), 85c; 780 (62)4), $1.00; 781 (62), 
$1.00; 861A (53)4), $1.00; 8620 (83)4) $1.50; 871 (52), 
95c; 881 (54). $1.15; 981 (60), $1.40; 3851 (66)4), 80c; 
8851Y (66), 80c; 3861 (66%), 90c; 3881 (66%), $2.00. 

Rules, Steel—B 85, Blacksmith's, $1.00 each; 1086, Black¬ 
smith's, 85c; 041 Pocket, 20e; 4141, 4641, Zig-Zag, $1.15; 
4142, 4642, Zig-Zag, $1.85; 4148, 4643, Zig-Zag, $2.76; 
4144, 4644, Zig-Zag, $3.75. 


RULES, ZTG ZAG—Lnfkin—8tanley—No. 804 F, 50c each; 
No. 806 F, 70c; 8518 (03). 40c; 8514 (04) 55e; 8515 
(05), 65c; 8516 (06), 76e; 8518 (08), $1.00; 8523 (403P). 
40c; 8524 (404 F), 50c; 8525 (405 F), 65c; 8526 (406 F), 
75c: 8613 (103), 45c; 8815 M05) 70c; 8616 (106), 85e; 
8G24 (854 F). 60c; 8626 (856 F), 85c. 

Aluminoid, Zig Zag—4 ft., $1.75; 6 ft., $2.00; 6 ft.. $2.25. 


8AW8—One Man—Crose-cut— 



Disston 

Chinook 


Chinook 

8 ft. 


5)6 ft. 

. 7.70 


3)6 ft. 


6 ft. 

. 8.65 

12.80 

4 ft. 


6)6 ft. 

.10.75 

14.40 

4)6 ft. 

. 5 75 

7 ft. 

.10.90 

16.00 

5 ft. 


7)6 ft. 

.12.00 

17.60 


Simonds Falling same price as Royal Chinook Cross Out. 


SAWS—Hand- 

12 Disston or 69 Atkins. 


20 inch. 4.15 

22 inch. 4.65 

24 inch. 5.00 

2G inch. 5.25 

28 inch. 5.75 

30 inch. 6.00 

P8 Disston, or 51 Atkins 
18 inch. 3.00 

20 inch. 3.25 

22 inch. 3.G5 

21 inch. 3.85 

26 inch. 4.00 

28 inch. 4.65 

30 inch. 5.00 


No. 7 Disston 


18 Inch.2.50 

20 inch.2.65 

22 inch. 2.85 

24 inch. 8.10 

26 inch. 3.20 

28 inch. 8.75 

No. 120 Disston 

26 inch. 5.75 

28 inch. 6.00 

No. 112 Disston— 

26 inch. 4.15 

28 Inch. 4.50 

D100 or D20 Disston— 

26 inch. 4.00 

28 inch. 4.40 


Simonds Hand and Cross-cut Saws—Prices on Application. 


SAWS—M iscellaneous— 


Back 

12-inch . 2.50 

14-inch . 2.85 

16-inch . 3.25 

22 inch . 4.00 

24 inch . 4.25 

26 inch . 4.75 

28-inch . 5.50 

Butcher No. 10 

16-inch . 1.80 

18-inch . 1.90 

°0-inch . 2.00 

22-inch . 2.15 


Compass No. 2 
12-inch ... . 

. .85 

. .90 

16-inch . 

. .95 

Kitchen No. 2 

12-inch . 

. .65 


. .70 


. .75 

Mitre 

24-inch . 

. 5.25 

26-inch . 

. 5.75 

28-inch . 

. 6.50 


Digitized by 


Google 
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SAWS—MISCELLANEOUS—Continued- 


Neat, Complete 

No. 3. 2.50 

Pruning 

No. 50 California, 12 in. 1.85 


No. 50 California, 14-in. 1.40 
No. 51 California, 12*in. 1.80 
No. 51 California, 14-in. 1.90 
Disston, No. 9, 14-inch. 3.00 
Disaton, No. 10, 14-inch 8.25 


Buck— 

Cora Sgl Brace V tooth.$1.75 

Com Dbl Brace Tuttle tooth. 2.50 

Com. Dbl Brace V tooth.... 2.75 

No. 150 Special . 1.95 


SAW CLAMPS—No. 3, $2.00; ( 
$2.25; No. 3W, $2.75; No. 2 
$3.25; Bishop's No. 750, 85c; 
200, $1.75; N33, $2.25; No. 


SAW 8ETS— 

201 Q & P. 1.50 

Spec. Morrill . 2.00 

105 Morrill.60 

1 Morrill. 2 00 

10.1 20 

77 . 1.00 

SAW TOOLS— 

Clipper Outfit.80 

Morrill’a Raker Gauge— 

No. 1.1.50 

No. 6.2.25 

No. 9.2.50 

Atkina Raker 8wage.. .40 

5-M Tooth Gauge.25 

Jointera Plkea Perf.. . .75 

Jointera No. 7 Sterna .70 


1, $1.35. Perfection, No. 1W, 
V, $3.25. No. 11, with Guide, 
Stearns’ No. 105, $2.75; No. 


3, Disston, $4.50. 

X CUT— 

Morrill No. 3. 1.35 

Baker No. 3. 2.35 

Colonial . 1 35 

7 Taintor . 2.00 

28 Triumph . 1.65 

Hammer .85 

Lexer .... .25 

Morin No. 2. 5.00 

Morin No. 2*4 . 6.00 

Morin No. 3 .2.65 

Setting Tool Disston— 

No. 100.80 

No. 4 Setting Blocks— 
No. 4 Blocks, Morin.. 2.00 
Swages No. 0 Disat. . . 4.75 
Swages, Whitings.... 1.00 

Atkina, Rex . 1.00 

Atkina. Excelsior.86 


SCALES—Family, testing without scoop, $3.50; with scoop, 
$4.25; Peddlers' glass sash, $6.00; glass saah with chains, 
$6.50; brass dial, $7.25; brass dial with chains, $7.50. 
Spring Balance, No. 50 30c each; 51, 60c; family, $6.50; 
No. 202, $6.50. 


8CI8S0RS—Cast—No. 10, 80c each; No. 44, 7% inch; 60c; 
8% inch, 65c; 240, 4 inch, 25c; 4 4 inch, 30c; 255, 4 inch, 

30o; 44 inch, 85c; 5 inch, 35c; 5 4 inch, 40c; 6 inch, 45o; 

320, 85c; 350, 75c. 

Wise—No. 14 B H, $1.85; 544. $1.20; 55. $1.26; 554, 
$1.30; 66, $1.40; 564. $1-50; 57, $1.60; 154 4, $1.45; 
155, $1.50; 155 4, $1.55; 156. $1.60; 156 4, $1 70; 157, 

$1.85; 364, $1.55; 8644, $1.60; 865, $1.65; 366, $1.85; 

463. $1.40; 4684. *1.45; 464, $1.50; 573. $1.85; 578%, 
$2.10; 6744, $2.30; 663, $1.85; 6634. $2.10; 664, $2.80; 
768, $1.30; 768 4. $1.40; 764, $1.45; 7644, $1.50; 765, 
$1.55; 7654, $1.60; 766, $1.75; 773. $1.45; 773 4, $150; 
774. $1.55; 814, $1.55; 8144, *1.60; 815, $1.65; 8154, 
$1.70; 816, $1.85. 


SCOOP8—Common Hollow Back—No. 2. $2.40 each; 8. $2.50; 
4, $2.60; 5, $2.75; 6, $2.85; 7, $2.90; 8, $3.00; 9, $3.10; 
10. $3.25. 


SCREENS—Adjustable—Window—Wabash, Wood Frame, 15x 
33. 80c: 18x33. 90c; 24x33, $1.15; 30x33, $1.45; 24x37, 
$1.25: 28x37. $1.50. 

Sherwood. Steel Frame—18x33, $1.10; 24x83, $1.25; 24x 
37. $1.35: 30x37, $1.65. 

SCREWS—Cap and Set- 


Machine—Brass, Flat or Round Head— 


Prices shown 

are for full gross 

packages. 

For price of 

one dozen, use one-tenth of the full package price shown. 


8ize. 

4*in. 

4 «n- 

4 in. 

% -m. 

1-in. 

2. 

.30 

.35 

.40 

.45 


4. 

.35 

.40 

.45 

.50 

.60 

0. 

.45 

.50 

.55 

.60 

.75 

8. 

.65 

.75 

.85 

.90 

1.10 

10. 

.90 

1.05 

1.20 

1.40 

1.70 

12. 

1.20 

1.40 

1.55 

1 70 

2 00 

14. 

1.50 

1.75 

2.00 

2.30 

2.75 

16. 

2.40 

2.65 

2 90 

8.15 

3.65 

18. 

8 00 

8.40 

3.70 

4.00 

4.75 

20. 

3.80 

4.15 

4.55 

5.00 

5.75 

Size. 


1 % -in. 

14 in. 

1*4 -In. 

2-in 

4 . ... . 


. . .75 

.90 

1.15 

1.40 

6. 


.. 1.00 

1.25 

1.55 

1.90 

8. 


.. 135 

1.55 

1 90 

2 25 

10. 


. . 2 00 

2 20 

2 50 

2.85 

12. 


. . 2.35 

2 70 

3.10 

8.50 

14. 


.. 3.10 

3.45 

3.85 

4.25 

16. 


. . 4.00 

4.55 

5.15 

5.75 

18. 


. . 5.20 

5.70 

6.35 

7.10 

20. 


. . 6.60 

7.45 

8.25 

9.00 

Iron, Flat or 

Round 

Head— 




8ize. 

4-in. 

4-m. 

4 in. 

4 -in. 

1-in. 

2. 

.25 

.30 

.30 

.35 


4 . 

.25 

.30 

.30 

.35 

.40 

0. 

.30 

.30 

.35 

.40 

.45 

8. 

.35 

.40 

.40 

.45 

.55 

10 . 

.55 

.55 

.60 

.65 

.75 

12. 

.60 

.65 

.70 

.75 

.80 

14. 

.75 

.75 

.80 

.85 

1.00 

10. 


.95 

1.00 

1.05 

1.20 

18. 


. .. 

1.35 

1.45 

1.60 

20. 



. .. 

1.75 

1.95 


Size 


14 in. 

14-in. 

14-in. 

2 in 

4. 


.55 

.55 

.05 

.80 

6. 


.55 

.60 

.75 

.95 

8. 


.60 

.70 

.80 

1.00 

10. 


.90 

1.05 

1.20 

1.35 

12. 


.95 

1.15 

1.30 

1.45 

14. 


1.15 

1.35 

1 50 

1.75 

16. 


1.40 

1.70 

2.00 

2.35 

18. 


1 95 

2.25 

2.55 

2.90 

20. 

Cnp Screws— 


2.25 

2.55 

2.90 

8.20 

Prices shown 

are for 

dozen lots. For 

the price 

on one 

only, use one-tenth of the dozen 
U. S. 8. Thread, Iron— 

price shown. 


Ljjfth. .ins.) 

4-in. 

5-16-in. 4-In. 

7-16 in. 

4-in. 

.55 

.60 

.65 

.80 

1.05 

% . 

.55 

.60 

.65 

.80 

1.05 

1 . 

.60 

.65 

.75 

.90 

1.10 

1*4 . 

.65 

.65 

.75 

.95 

1.20 

14 . 

.70 

.75 

.80 

1.05 

1.30 

1% . 

.75 

.80 

.85 

1.10 

1.40 

2 . 

.75 

.85 

.95 

1.20 

1.50 

2% . 

.85 

.95 

1.00 

1.30 

1.60 

24 . 

.95 

1.05 

1.10 

1.35 

1.70 

3 . 

1.10 

1.15 

1.25 

1.50 

1.80 

34 . 




1.75 

2.15 

4 . 

.... 

.... 


.... 

2.50 

Lgth. (ins.) 


4-in. 

4 in. 

%-in. 

1-in. 

1 . 


1.65 

2.25 

3.30 

.... 

14 . 


1.70 

2.25 

3.30 

.... 

14 . 


180 

2 45 

3 30 


1% . 


1.85 

2.60 

8.50 

4.10 

2 . 


2.10 

2.80 

8.80 

4.50 

24 . 


2 25 

3.00 

4.10 

4.90 

24 . 


2.45 

8.15 

4.25 

5.80 

3 . 


2.70 

3.65 

4.70 

6.10 

84 . 


8.05 

4.25 

5.40 

6.96 

4 . 3.60 

S. A. E. Thread. 8teel— 

4.85 

6.00 

7.75 

Ljrth. (in.) 

4 in. 

6-16-in. 

4-in. 

7-16-in. 

4-in. 

.60 

.75 

.85 

1.20 

1.25 

% . 

.65 

.80 

.90 

1.20 

1.80 

1 . 

.70 

.80 

.90 

1 25 

1.36 

14 . 

.75 

.85 

.95 

1.30 

1.45 

14 . 

.80 

.90 

1.00 

1.45 

1.60 

1% . 

.85 

.95 

1.10 

1.55 

1.75 

2 . 

.90 

1.10 

1.20 

1.05 

1.90 

24 . 

1.05 

1.20 

1.25 

1.80 

2.00 

24 . 

1.20 

1.30 

1.35, 

1.90 

2.15 

2% . 

1.80 

1.40 

1.50 

2.00 

2.25 

3 . 

1.40 

1.55 

1.60 

2.15 

2.45 

34 . 

1.60 

1.75 

1.90 

2 50 

2.76 

4 . 

Ljth. (ins.) 

1.75 

2.00 

2.15 

9-16-in. 

2.80 

4-in. 

3.10 

4-in. 



. 2.15 


.... 

% . 



. 2.15 


.... 

1 . 



. 2.15 

.... 

.... 

14 . 



. 2.15 



14 . 



. 2.25 

2.65 

4.45 

14 . 



. 2.40 

2.85 

4.46 

2 . 



. 2.60 

3.05 

4.70 

24 . 



. 2.80 

8.25 

5.05 

24 . 



. 3.05 

8.50 

5.86 

2% . 



. 3.25 

8.80 

5.60 

8 . 



. 8.45 

8.95 

6.95 

34 . 



. 3.85 

4.60 

6.75 

4 . 



. 4.50 

5.25 

7.55 


Prices shown are for dozen Iota. For prise of ons only, 
use one-tenth of the dozen price shown. 

Square Head, V or U. 8. 8. Thread— 


Lgth. (ins) 

4-in. 

5-16-in. 

4-in. 7-16-in. 

4-in. 

4 . 

.25 

.80 

.85 

.40 

.60 

4 . 

.30 

.35 

.40 

.45 

.56 

% . 

.30 

.35 

.40 

.45 

.56 

1 . 

.30 

.85 

.40 

.50 

.60 

14 . 

.35 

.40 

.45 

.55 

.65 

14 . 

.40 

.40 

.50 

.65 

.75 

14 . 

.45 

.45 

.55 

.70 

.85 

2 . 

.50 

.55 

.65 

.80 

.95 

24 . 


.65 

.70 

.90 

1.05 

24 . 


.70 

.80 

1.00 

1.15 

3 . 




.... 

1.40 

34 . 

Lgth. (ins.) 


4 In. 

4-in. 

%-in. 

1.66 

1-in. 

% . 


. .90 



.... 

1 . 


. .90 




14 . 


.1.00 

V.70 

2.40 

.... 

14 . 


. 1.10 

1.85 

2.50 

8.40 

14 . 


. 1.25 

2.00 

2 70 

8.75 

2 . 


. 1.35 

2.10 

2.95 

4.00 

24 . 


. 1.45 

2.25 

8 20 

4.85 

24 . 


. 1.65 

2.40 

8 40 

4.65 

3 . 


. 1.85 

2 65 

8.90 

5.25 

34 . 


. 2.10 

3.00 

4.85 

6.66 

4 . 


. 2.35 

3.40 

4.80 

6.50 

Prices shown 

are for 

full gross packages. 

For 

price of 

one dozen, use one-tenth of the 
Brass, Flat or Round Heed— 

full package price shown. 
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Google 
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WOOD SCREWS—Continued— 


8ize. 

%-in. 

%-in. 

V4*in. 

%-in. 

%-in. 

%-in. 

1-in. 

0. 

.60 

.60 

.65 


1. 

.60 

.60 

.65 





2. 

.60 

.65 

.65 





8. 

.65 

.70 

.70 

.75 

.85 

1.06 

1.15 

4.. 

.70 

.75 

.75 

.80 

.85 

1.10 

1.20 

5. 

.75 

.80 

.85 

.90 

1.00 

1.15 

1.20 

6. 


.85 

.90 

1.00 

1.10 

1.16 

1.25 

7. 

... 

.95 

1.00 

1.10 

1.25 

1.85 

1.50 

8. 

.. . 

1.05 

1.15 

1.80 

1.40 

1.55 

1.70 

9. 




1.50 

1.60 

1.75 

1.95 

10. 




1.70 

1.85 

2.05 

2.20 

11. 

.. . 



1.85 

2.10 

8.35 

2.55 

12. 





2.85 

2.60 

2.85 

18. 







8.20 

14. 







8.55 

15. 

.. . 

. .. 





8.90 

16. 







4.65 

Size. 

1)4 *in. 

l)4*in. 

1%-in. 

2-in. 

2 %-in. 

2 %-in. 

3-in. 

6. 

1.65 

v - - 






7. 

1.70 

2.25 

2.80 

8.65 




8. 

2.00 

2.80 

2.90 

8.70 




9. 

2.25 

2.55 

2.95 

3.75 


6.60 


10. 

2 45 

8.00 

8.80 

8.80 

4.95 

6.65 


11. 

2.90 

8.25 

8.75 

4.30 

5.10 

6.70 

9.70 

12. 

8.25 

8.75 

4.25 

4.80 

5.55 

6.75 

9.80 

18. 

8.75 

4.15 

4.70 

5.80 

6.25 

6.90 

9.90 

14. 

4.10 

4.65 

5.15 

6.90 

6.85 

7.50 

10.00 

15. 

4.60 

5.85 

6.05 

6.85 

7.50 

8.80 

L0.25 

16...... 

5.05 

5.85 

6.65 

7.50 

8.85 



17. 


6.40 


8.20 

9.10 



18. 

. .. 

7.60 

.. . 

9.75 

10.75 


... 

Flat Head, Bright— 
8ize. %-in. %-in. 

%-in. 

%-in. 

%-in. 

%-in. 

1-in. 

0 to 2. 

. .40 

.40 





8. 

.40 

.40 

.40 

.40 

.40 

.40 

.45 

4. 

.40 

.40 

.40 

.40 

.40 

.40 

.45 

5. 


.40 

.40 

.40 

.45 

.45 

.45 

6. 


.40 

.45 

.45 

.45 

.50 

.50 

7. 


.45 

.45 

.45 

.50 

.55 

.50 

8. 


.45 

.50 

.50 

.50 

.55 

.55 

9. 


.50 

.50 

.50 

.55 

.60 

.60 

10. 



.55 

.55 

.60 

.65 

.65 

11. 



.60 

.60 

.60 

.65 

.70 

12. 



.65 

.65 

.65 

.70 

.75 

13. 




.65 

.'.0 

.75 

.85 

14. 




.70 

.80 

.80 

.90 

15. 





.85 

.90 

1.05 

16. 





.95 

1.05 

1.30 

17. 







1.40 

18. 



• • • 

• • • 



1.50 

20. 







1.85 

Size. 

1%-in. 1)4-in 

, 1%-in 

. 2-in. 

2 %-in. 

2 %-in. 

8-in. 

3. 

.45 

.50 


• • • 

4. 

.50 

.55 





• • • 

5. 

.50 

.60 

!70 

*75 

!so 

i!6o 


6. 

.55 

.60 

.70 

.80 

.85 

1.05 

L55 

7. 

.60 

.65 

.75 

.80 

.85 

1.10 

1.60 

8. 

.60 

.70 

.80 

.85 

.90 

1.15 

1.60 

9. 

.65 

.70 

.80 

.85 

.95 

1.20 

1.65 

10. 

.70 

.75 

.85 

.90 

1.05 

1.25 

1.65 

11. 

.75 

.80 

.90 

.95 

1.10 

1.30 

1.70 

12. 

.80 

.85 

.95 

1.05 

1.15 

1.35 

1.75 

13. 

.90 

.95 

1.05 

1.15 

1.25 

1.40 

1.80 

14. 

1.00 

1.05 

1.15 

1.30 

1.40 

1.55 

1.85 

15. 

1.10 

1.20 

1.35 

1.45 

1.65 

1.75 

2.00 

16. 

1.30 

1.50 

1.55 

1.65 

1.85 

1.90 

2 20 

17. 

1.45 

1.70 

1.85 

1.95 

2.00 

2 20 

2.55 

18. 

1.75 

2.00 

2.10 

2.20 

2.40 

2.45 

2.90 

20. 

2.10 

2 25 

2.35 

2.55 

2.80 

3.05 

3.40 

Round 

Head. 

Blued— 

-Sell at 

10 per cent 

advance 

over 


prices shown for Flat Head, Bright. 

SAFETY SET— (Bristo)-- 

%-inch, any length, 10c each; 5-16, 10c; %, 12c; 7-16, 16c; 
%. lftc: %. 25c; %. 80c; %. 85c; 1-inch, 40c. 


SCREWS—Lag—-Gimlet Point, 8quare Head—80% below. 



%. 5-16-in. 

% 

-in. 

%- 

in. 

%- 

in. 

% 

-in. 


Doz. 

100 

Doz. 100 Doz. 100 

Doz. 100 

Dos 

. 100 

1 

. .40 

2.70 







.... 


1% 

. .40 

2.70 









1% 

. .40 

2.70 

.50 

3 25 







1% 

. .45 

2.95 

.55 

3.55 







2 

. .45 

2 95 

.55 

3.55 

.75 

4.95 





2% 

. .50 

3.20 

.60 

3.85 

.80 

5.35 

1.20 

7.80 



3 

. .50 

3.40 

.65 

4.15 

.90 

5.80 

1.25 

8.40 

1.80 

11.90 

3% 

. .55 

3.65 

.70 

4.50 

.95 

6.25 

1.35 

9.00 

1.90 

12.75 

4 

. .60 

3.90 

.75 

4.80 

1.00 

6.65 

1.45 

9.60 

2.05 

13.55 

4% 

. .65 

4.15 

.75 

5.10 

1.05 

7.10 

1.55 

10.20 

2.15 

14.40 

5 

. .65 

4.40 

.80 

5 45 

1.15 

7.50 

1.65 

10.80 

2.30 

15.25 

5% 

. .70 

4.60 

.85 

5.70 

1.20 

7.95 

1.70 

11.40 

2.40 

16.10 

6 

. .75 

4.85 

.90 

6.05 

1.25 

8.40 

1.80 

12.00 

2.55 

16.95 

6% 



.95 

6.35 

1.35 

8.80 

1.90 

12.60 

2.65 

17.75 

7 



1.00 

6.65 

1.40 

9.25 

2.00 

13.20 

2.80 

18.60 

7% 



1.05 

7.00 

1.45 

9.70 

2.05 

13.80 

2.90 

19.45 

8 



1.10 

7.30 

1.5u 

10.10 

2.15 

14.40 

3.05 

20.30 

9 





1.65 

11.00 

2.35 

15.60 

3.30 

22.00 

10 





1.75 

11.85 

2.55 

16.80 

3.55 

23.65 

12 




.... 



2.90 

19.20 

4,05 

27.00 


SCREW DRTVER8—Machinists'. No. 51. 50e each; 51%. 75e; 
52. 85e; 52%. $1.10; 58. $1.15; 58)4, $1.40; 54. $2.66; 
210, $1.00; 215, $2.25; 218, $2.75. 


Yankee Ratchet—No. 11, 2-inch, 75c each; 8, 95c; 4, 
$1.00; 5. $1.15; 6, $1.25; 8, $1.50; 10, $1.75; 12, $1.15; 
15, 2-inch, 85c; 3, 90c; 4, 95c; 5, $1.00. No. 80, $8.50; 81 


$4.75; 35, $2.65; 60, $1.15; 
SCREW DRIVERS—G A P.- 
SCYTHES—Bush- 


No. Each. 

400 . 2.50 

450 . 2.85 

Weed— 

800 . 2.50 

850 . 2.35 


130, $4.00. 


1%, 40c; 8, 40c; 

4, 50c. 

Grass— 


No. 

Each. 

200 . 

.. 2.50 

250 . 

.. 2.85 

100 . 

.. 2.50 

150 . 

.. 2.85 


SHEET8—IRON—Galvanized—10 to 16, ll%c; 18 to 24, 
12c; 26 to 27, 12 %c; 28, 13c; 30, 14c. Black, 12 to 16. 
10c lb.; 18 to 28, 11c. Add 10 per cent for cutting. Cor¬ 
rugated, Ptd.. 28 Ga., $8.25; Galv., 26, $12.00; 28, $10.50. 
Rockface Siding, $11.50. 

8HEETS— STEEL—Black, soft, 18-20, 22-24, 26, 27, 28, 80 
gauge, 20c cut; 15c full sheet. 

Galvanized Flat. 12-14, 16, 18-20, 22-24, 26, 27, 28, 80 
gauge, cut 22c; 17c full sheet. 


SHIELD8—Expansion—Sebco—Per hundred list. 


8-16 inch. 

. .13.00 

% . 



. . 15 00 

% . 

.45.00 

. 

5 16 . 

. .18 00 

% . 


% . 

. ,25.00 

% . 

..95.00 

7-16 . 

. .32.00 

1 . 

..110.00 

SHINGLES—Tin, 5x7, 

$8.00; 

7x10, $6.00. 



SHOT—Air Rifle, bulk, 25c lb.; 4 and 5-os. tubes, 10c tube. 
Balls, Nos. 0, 00, 000, 25c lb. Buck, Nos. 1, 2. 8, 25c lb. 
Drop, Nos. 1 to 12, B. BB. BBB, 25c lb. Chilled, 8 to 9, 25e. 


SHOVELS—D Handle, Round Point, No. 102, $2.60 oaek; 201 
$2.35; 401, $2.00; 1008, $2.25; 1004, $2.85: 1005, $2.50. 

D Handle, Square Point—No. 104, $2.60 each; 208, $2.85; 
307, $3.00; 403, $2.00; 404B, $2.00; 1009, $2.65; 1010, 
$2.50; 1111, $2.25; 1112, $2.85. 

Long Handle, Round Point—200, $2.86; 800, $2.50; 
400, $1.90. 400A, $2.15; 700, $2.50; 701, $2.60; 800, $2.60; 
801, $2.65; 1000, $2.25; 1001, $2.86; 1002, $2.50. 

Lone Handle, Square Point—No. 108, $2.50 each; 201 
$2.35; 804, $2.50; 402, $2.00; 702, $2.50; 1006, $2.25; 
1007, $2.35; 1008, $2.50. 


8LEDS—Hand and Coaster- 
Flexible Flyer— 


No. 1..4.25 

No. 2.-.. 5.00 

No. 3. 6.50 

No. 4. 7.00 

No. 5. 9.50 

Jr. Racer. 5.50 


SMOOTH-ON—75c lb. 

SOLDER—% and %, 80c lb. 


Racer.6.75 

Fire Fly— 

No. 9.2.75 

No. 10.8.25 

No. 11.4.00 

No. 12.4.50 

Racer.4.75 


No. 1, 90-100, 65c; wiping 
40-60, 70c; Wire, 50-50, 85c; Electrical Wire 40-60, 55c. 


SPARKERS^-Red Seal—No. A141, $8.00; A152, $8.65; A162. 


$4.35. 

SPORTING GOODS— 

Each 

Official Baseballe_2.50 

Second Grade Baseb’ls 2.00 
Playground B. B., Out 


or Plain 8eam— 

14-inch . 8.00 

12-inch .2.75 

Baseball Bats, league.. 1.75 
Baseball Masks, r ' 10.00 

Chest Protectors.8.50 

Official- 

Rugby Footballs... 10.00 
Soccer Footballs.... 12.00 

Basketballs .15.00 

Volley Balls.8.00 


Handballs.85 

Boxing Gloves, 8-os... 18.50 

Striking Bag* .9.00 

Championship Tennis 

Balls .55 

Best Grade Raokets, 

Sutton .12.00 

Cotton Gym Shirts.75 

White Running Pants. 1.00 

Biks Jockey Strap.75 

Robber Soled Tennis 
Gym Shoee.1.95 


Rubber Soled Tennis 

or Gym High.2.25 

Basketball 8hoes .... 6.00 


8PRAYER8—Myera' Bucket Pump, 8 Ibe., $9.50 each; 6 
lbs., $7.00. Hand—Faultless. 70c each; Misty, 60c. Knap 
sack—Rant King. $7.50; Perfection, $9.00; Utility, $7.25. 

SPRAY PUMPS—Faultleee Tin. 75c each; Barnes No. 254. 
$6.55; Barnes, 276, $9.50; Little Giant, $27%, $5.75; Acme 
Pressure 845, $8.60; Deflanoe, No. 824, $8.50. 

8PRING8, DOOR—Coiled 16-inch, Japanned 8pring, %-lnch, 
15c; 9 32, 15c; 11-32, 15c; 18-32, 15c; %, 20c. Faultless. 
Tight No. 12 Steel Wire, 16-inch, 45c each. Victor, Adjust¬ 
able Tension, 9-inch; 25c each; 10-inch, 80c; 11-inch,, 40e: 
12-inch. 50c. Reliance, Extra Heavy Ratchet Tension, 10- 
inch, 60c each. Warner’s Coppered Steel Wire for screen 
doors, each, 15c. Torrey Screen Door, 89 in ateel rod, 50c. 


8PRTNKLERS, LAWN— 

Perforated Tube, Dew Drop, 7 feet long, brass, $8.00 sacs; 
8 feet, $3.25; 8 feet, galvanized, $2.50. 

Pluvius—Revolving Brass 8pon, $1.15 each; Revolving 
Arms. 6-inch, $1.85: Revolving Arms, 11-inch, $2.25. 

Ring—5)4 inch diameter, 75c each; 8)4-inch, $1.00. 

Rose—3-inch perforated oblong plate spray, 75c each. 
Ross—Perforsted oblong plate spray, 75c each. 
Thompson's—Twin, 40c each; Fountain, 50c; Fan, 25«; 
Simplex Circle. 40c; Shower, 60c; Peerless, 56c. 

Will’s Galvanized Pipe—6 feet, $2-25 each; 7 feet, $2.50; 
8 feet, $8.00. 
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BETATL BKT.IiTNQ PBICE8—Continued. 


STAPLE8—VMM Wire—Polished, 10c lb.; galvanized, 12Vic. 
Poultry Wire—%-inch, 15c lb. 

8TABUTT8 TOOLS—Add to Catalogue— 

MiiraiMton, 50% 

Tbiekneas Saagea. 50% End Meas. Rods. 50% 

Or. Flat 8toek. 50% Caliper Gauges, 50% 

Handy Table, 50% Micrometer Cases, 50% 

Balance of Book (not itemized) add to list 40%. 


STEEL TAPES— 


100 . . 


200 D. 

. _ , t 6 OO 

103 . 


203 . 

975 

105 . 


203 D. 

ons 

106 . 


205 . 

. 14 as 

200 . 


205 D. 

.18 50 

Asses’ 

Skin Case—25, 65c; 

50, 85c; 75, $1.15; 

100, $1.86. 


TAPE—Friction—V4 lb., 50c; 2 oz., 15c; 1 oz., 10c. 


STEEL—Mild—8ee—Iron. Tool, 22c; Drill, Co„ 20c. 

8TOKES—Carborundum—No. 76, 50c; 107. $2 00; 108. $2 25; 

109. 81.75; 110, $2.00; 111, $1.35; 112, $1.00; 113. $1 00; 

115, $1 75; 116, $1.75; 117, $1 75; 118. $1.50; 119, $1 50; 

120, $1.50; 121. $1.25; 122, $1 25; 123, $1.25; 124. $1.00; 

180. 75e: 181. 75c; 142, 75c; 143 75c; 144, 75c; 145, 50c; 
146. 50c; 147, 50c. 

Pike’s Oil and Water—No. 18, 60c each; 14, 60c; 16, 10c; 
20. 40c; 22. $1 00; 25. 15c; 87. 25c: 40. 25c; 42. 35c; 
48. 50c; 51. $1.00; 52, $125; 53, $1.50; 54. $1.00; 55, 
$1.25; 56, $1.50; 59, 15c; 60, $1.75; 62. $2 25; 66. $2 75; 
68. $3.75; 78, 50c; 80, 60c; 86, 75c; 88, $1.00; 92, 50c; 
94, 60c. 

Pike’s 8eytk»—No. 39, 15c each; 40, 15c; 41, 15c; 42, 20c. 


STOP AND WA8TE— 

1 


8.75 

5.75 


STRIP—Weather—Rubber, H-inch, 5c ft.; %-inch, 7c ft. 
Felt, Vfc-ineh, 5c ft.; \ inch, 10c. 


TENTS—Single Filling— 


Size 

8-oz. 

10-os. 

Size 

8-oz. 

10-ox. 

7x7 . 

.14 80 

17 80 

16x18 . 

57 25 

67 85 

7x9 . 

.17 55 

20 45 

16x20 . 

,63 10 

73 65 

9x9 . 

.20 25 

23 70 

16x24 . 

71 85 

83.60 

9V4xl2 ... 

,23 85 

27 85 

16x30 . 

86.95 

101.80 

12x14 .... 

.32 00 

87 35 

A or Wedge— 


12x18 .... 

.39 50 

46 15 

5x7 . 

9 25 

10.75 

14x16 .... 

.42 00 

49 30 

7x7 . 

11 65 

18.60 

14x20 .... 

.52.15 

60.60 

7x9. 

,18.95 

16.86 

Flys Half 

Price 

of Tents. 




Wagon Covers— 

Single Filling— 



Size 

8-oz. 

10-os. 

8i*e 

8-os. 

10-os. 

10x14 _ 

. 8.85 

11.10 

12x16 . 

,12 90 

15 90 

10x16 _ 

.10.15 

12.70 

12x18 . 

14.85 

17.90 

Stockmen’ 

s Bed 

Sheets—Single Filling— 



8izc 



8-oz. 

10-os. 

12-os. 

6x12 .. 



_ 500 

6 50 

7.50 

6x14. 




7 50 

A75 

7x14. 




10.85 

12.25 

7x16. 




12.50 

14.10 


SUPPORTS—Wagon Tongue— 

Lindquist’s— Haggard Spiral— 


1 ........ 

. 2 35 

0 ........ 

‘.2 30 

2 . 

. 3 00 

1 . 

. 2 70 

3 . 

. 4.10 

2 . 

. 3 20 



3 . 



SWEEPERS, CARPET—Bissel's American Queen. $8 00; Club, 
$14 00; Elite, $8.75; Gold Medal, $7 00; Grand Rapids 
(Nic), $7.00; Grand Rapids (Jap), $6.75; Grand (Jap), 
$8.00; Parlor Queen, $8.25; Princess, $7.75; Prize, $7.00; 
Universal (Nic), $7.25; Universal (Jap), $6.50. 

Vacuum—Superb a, $13.50; Grand Rapids, $11.00; House¬ 
hold, $9.50. On account of the freight, retail prices 50 
cents higher prevail in the following Western and Southern 
states: Colo., New Mex., Wyo., Mont., Ore., Utah, Ariz., 
Nev., Ida., Wash., Calif., Tex., Okla., Ark., La., Mias., Ala, 
Fla, Ga, N O. and 8. 0. 

TACKS—Bills Posters’, No. 545 Wire, or 555 Out, 8, 85c !b.; 
4, 85c; 6. 35c; 8, 35c; 10, 85c. 

Carpet—434 Cut, or 484 Wire V4-Ib. papers. No. S, 10c 
box; 4, 10c; 6, 10c; 8, 10c; 10, 10c; 12, 10c. 

488 Cut, or 488 Wire Vfc-lb. papers. No. 8, 6e box; 4, 
6c; «. 6c; 10, 6c; 12, 6c. 

495 Wire in bnlk. No. 8, 40c lb.; 4, 85c; 6, 85c; 8, 
35c: 10, 35c; 12. 35c. 

Gimp—324. No. 2H, 15c box; 8, 15c; 4, 15c; 6, 15c; 
8, 15c. 

Upholsterers'—804 Cot, V4 lb. papers. No. 1V4, 15c box; 
2. 15c; 2H, 15c; 8, 15c; 4, 15c; 6, 15c; 8, 15c; 10, 15c; 

12 to 16. 15e. 

805 Out. or 855 Wire in hulk. No. 8. 40c lb.; 4, 85c; 
6, 85c: 8. 35e; 10, 85c; 12. 85c. 

Double Pointed—Blued V4 lb. papers. No. 9, 6c box; 
10, 6c; 11. 6c; 12, 6c; 14, 6c. 

Blued in bnlk. No. 209, 40e lb.; 210, 40c; 211, 40c; 
312. 40c. 


TAPES—ME A 8URING— ( Lufkin )—( 8tarrett) 


Asset' Skin 


No. 

710 .. 


Each 

.. .85 

713 .. 

715 .. 

716 . . 

780 .. 


.. 1.25 
.. 1.75 
. . 2.00 
. . .90 

783 .. 

735 .. 

736 .. 


.. 1.45 
.. 1.80 
.. 2.25 

1030 . 
1033 . 
1035 . 

Linen 

.. 1.40 
.. 2.25 
. . 2 90 

1086 . 


.. 8.85 

500 L. 
503 L. 
505 L. 

Mctalllo 

.. 4.00 
.. 6.00 
.. 7.50 

506 L. 


.. 9.00 


Pocket 

148 . 

145 . 

165 . 

8143 . 

8175 . 

Steel 

240 . 

243 . 

245 . 

246 . 

260 . 

263 . 

265 . 

266 . 

550 . 

553 . 

555 . 

556 . 

Surveyors' 

276 D. 

5100 . 


.95 

1.10 

.25 

.60 

.50 


6.00 
7 00 
9 25 
12 00 
6 25 

7.50 
9.75 

12.75 

5.50 
7.00 
9.25 

12.00 


.14.75 

. 11.00 


THTMBLES—Flue—6-in., 10c; 7-in., 15c; 6-in. to 7-ln. AdJ„ 
15c. 

TIN— 

Bar and Pig. $1 20 lb. 

Common Roofing. 40c per sheet. 

Valley. No. 4. 6c per ft.: 10. 10c; 14. 14c; 20, 20c. 

Painted 1 aide, lc foot extra; two sides, 2c. 

Flushing TC. 1x1. $3 25 per 100 feet; 54x1, $3.25. 

Shingles—5x7. $3 50 per 100 ft. 

Valley—14-Inch. 17c per foot, $15.00 per roll; 20-inch, 25c 
per foot. $22 00 per roll. 


TOGGLE BOLTS— Sebco No. 1—Per hundred list. 

—Diameter— 


Length 

%-in- 

8-16-in. 

%*i». 

3-inch . 

. 6.00 

8 no 

12 50 

8V4-inch . 

. 6 25 

8 no 

9 00 

4 . 

. 6.75 

8.50 

13 80 

5 . 

. 7.50 

9 25 

14.30 

6-inch . 


10 no 

15.00 


Sebco No. 5—With either round or flat head machine 


screws— 

— 

Diameter— 


Length 

%-1n. 

8-16-in. 

M-in. 


. 2 63 

8 15 

8.50 

4- inrh.. 

. 2 97 

8 50 

8.85 

5-ineh. 

. 8 32 

8 85 

4.20 

6-inch. 


4.20 

4.65 

TORCHES—Clayton 

fk Lambert—No. 28. Alcohol. $4 25 

each. 


Gasoline —No 14. $6.50 each; 87. $11.00; 88. $11.75; 81, 
$12.50; 32. $18.00; 48, $15.00; 62, $17.00; 112, $11.75. 

TRAPS—Flv—Paragon. 85c each; Balloon. 25c; Edeewond 1, 
$2 00; Fdgewood 2. $2 00; Arts 1, $2.75; Avis 2. $2.50; 
Avis 3. $2 25: Perfect. $1.45. 

Game—No, 0 Newhonae. 65c each; 1 Newhouse. 75c: 1% 
Newh^uae. $1.15: 2 Newhonae. $165: 8 Newhouse. $2 25; 
4 Newhonae. $2 75: 5 Newhouse. $20.00: 1 Oueids .Tump, 
85c; m Oneida Jnmn. 55c; 2 Oneida Jump. 90c; 0 Victor, 
25c: l Victor. 80c: 1 H Victor, 45c; 2 Victor, 60c; 8 Victor, 
$1.00; 4 Victor, $1 25. 

Gopher—Western 25e each: Noxall. 26e: M area bee. 25e; 
Fnsv Ref. 25c: Newhonae. 25c: California Pocket. 40c. 

Mole—Reddick. $1.35 each; Ont-O-Sight, $1.75. 

Monas—Sure Patch, 6c each; Security. 10s: Oholrer-Wood, 
15c: Choker-Tira, 10c; Delusion, 25c; Holdem, 65c; 
Page. 25c. 

Rat—Sure Catch, 20c each; Security, 25c; Holdem, small, 
$1.15; Holdem, large, $1.35. 

TROWELS—Rose Brick, Wood Handle, $2.26; Rose Brick, 
Leather Handle, $2.50; Marshalltown Plasterer's, $8.00; Fin¬ 
ishing, $2.75. • 

TWINE—Cotton—Wrapping, $1.25 lb. Budding, $1.25. 

Flax—18 BB, 80c lb.; 24 BB, 80c; 18 B0. 90c; 24 BG, 
90c; 36 BG, 90c; 1018 Be, 90c; 1024 Be, 90c; 1086 Be. 90s; 
30 Sacking, 70c; 40 Sacking, 70c; 88 Sacking, 85c; 44 
Sacking, 85c. 


w 


Digitized by Google 

























































































222 


HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 

TINWARE 


Wash 

Boilers 

8 __ 

- 10.75 

9. 

- 10.25 

28 A .... 

_ 4.25 

29 A .... 

_ 4.50 

128 B . . . 

_ 4.50 

129 B . . . 

- 4.75 

229 B ... 

- 4.75 

Wash 

Bowls 

07 . 

.25 

08 . 

.80 

7 . 

.40 

8 . 

.50 

Covered 

Buckets 

11 . 

.20 

12 . 

.80 

13 . 

.85 

14 . 

.45 

Dinner 

Buckets 

1 . 

.85 

2 . 

_ 1.00 

3 . 

- 1.15 

04 . 

_ 1.25 

80 . 

.85 

40 . 

_ 1.00 

600 .... 

- 1.75 

675 .... 

- 1.65 

Milk Osns 

1 . 

.40 

3 . 

.70 

4 . 

.90 

01 . 

.40 

08 . 

.70 

04 . 

.90 

12 . 


14 . 

• • • • 8.00 

500 . 

.... 4.00 

508 . 

- 5.75 

505 . 


510 .... 

.... 9.00 

Oil Osns 

10 . 

.an 

81 . 

. 60 


Pot Govern 


6 


.10 

10 


.15 

12 


.25 

13 


.30 

14 


.85 

15 

Cups 

.50 

09 


.20 

010 


.25 

23 


.80 

023 


.15 

211, 

212. 

.10 

214 

Cutters 

.20 

All 

sizes .... 
Dippers 

.15 

01 


.25 

2 


.15 

02 


.80 

03 


.45 

4 


.25 

9 


.80 

10 


.85 

82 


.80 

84 


.85 

85 


.40 

42 


.50 

208 

Forks 

.75 

1. 2, 

8, 4. 

.10 

5, 6 


.15 

814 


.25 

818 


.80 

421 

Funnels 

.10 

10. 

15, 20. 

.10 

25 


.20 

80 


.20 

85 


.20 

120 


.25 

125 


.80 

180 


.85 

220 


.75 


225 . 

.85 

230 . 

1.25 

235 . 

1.5o 

Tea Kettles 

01H . 

.55 

02 . 

.60 

027 . 

.55 

029 . 

7* 

047 . 

2.25 

049 . 

8.oO 

067 . 

2.75 

069 . 

8.75 

Preserving Kettles 

160 -- 

.45 

200 . 

.65 

240 . 

.85 

260 . 

1.05 

320 . 

1.30 

Moulds 

2 Melon.... 

1.65 

4 Melon.... 

2.25 

08 Jelly. 

.15 

15 Jelly. 

.85 

61 Cake . 

.60 

62 Cake . 

.65 

Dairy Pails 

10 . 

.90 

12 . 

1.00 

14 . 

1.10 

40 . 

.86 

60 . 

.45 

80 . 

.50 

100 . 

.55 

104 . 

1.25 

106 . 

1.50 

120 . 

.65 

124 . 

1.50 

125 . 

1.65 

140 . 

.70 

144 . 

1.65 

512 . 

2.25 

514 . 

8.00 

Bread Pans 

01 . 

.25 1 


03 80 

15 .20 

020 .20 

110.35 

120 .45 

130 60 

Cake Pant 

5 15 

7.35 

15 20 

031 15 

032 20 

034 30 

041 20 

043 30 

72 .40 

74 .55 

Dish Pan* 

IX Tin 

10 .90 

14 . 1.05 

17 . 1.85 

21 . 1.60 

IXXX Tin 

17 . 2.00 

21 . 2.10 

30 . 8.10 

Milk Pan* 

200 .10 

202 15 

204 20 

206 25 

2100 35 

2120 40 

800 15 

301 .20 

302 .80 

804 40 

306 50 

3100.65 

8120.86 

504 .40 

506 .50 

510. 75 


Muffin Pan* 


6 .85 

8 .45 

9 .55 

Pie Pant 

6 .10 

7 .10 

10 .15 

75 25 

8auce Pan* 

012 40 

016 50 

020 .60 

024 85 

028 1.05 

Coffee Pota 

1 .40 

2 .45 

4.65 

6 . 1.00 

Tea Pota 

240 .85 

242 .50 

Flour 8ievea 

2 .30 

316 80 

318 85 

Flour Sifters 

1 .40 

4 .50 

5 .80 

10 .80 

Skimmers 

10 .25 

45 .10 

Strainers 

2 .15 

3 .20 

10 .40 

20.50 

88 .75 

110 45 

112, 121.60 

128 .66 


VALVES— 


Standard Globe and 
Angle Valves— 

. .95 

05 

H .l oo 

U . i an 

H .. . 165 

1 . 

. 2.35 

ih . 

. 8 80 

1H . 

. 4.55 


WAGONS—Boys’— 


American 

No. and 8ize. 

Inch. 

118— 8x18. 

. 2.00 

120— 9x20. 

1.15 

122 —10x22. 

. 2.50 

124—11x24. 

. 8.00 

126—12x26. 

. 8.50 

128—13x28. 

. 4.00 

180—14x80. 

. 4.50 

182—15x82. 

. 5 00 

Ramson 

82#— 12x26. 

. . 4.00 

828—18x28. 

. . 4 25 

832—15x32. 

. . 5.50 


Standard Gate Valves— 

H . 1.95 

H . 1.90 

% 1.90 

H .2.05 

% 2.55 

1 . 8.60 

1 H . 4.60 

1% 6.25 

2 9.25 


886—16x36. 7.25 

Warners— 

No. 18.10.00 

No. 20.11.50 

No. 24.18.00 

Coaster—Star— 

No. 10. 9.50 

No. 20.10.50 

No. 30.11.50 

No. 40.12.50 

Mars-Wells— 

No. 10.7.50 

No. 11.8.00 

No. 12.9.50 


WASHERS—Cast Iron—8ix* H to 2. 18c 1b.; Anfls, 14c. 
Malleable—Standard, 25c 1b.; Nail Hole, 25c lb.; Anfls 
35c lb. 

Cut—Size 8-16, 29c lb.; 24c; 6-16, 22c; %, 20c; 7*16, 
19c: H. 18c: % to 1. 17e. 

WASTE—Cotton—No. 6X White. 28c lb.; 1 White. 26c; 2 
White. 35c: 01 Colored, 21c; 02 Colored, 20c; 10 Wool, 88c. 
WAX—Floor 95c lb. 

WEANER8—Calf—Shews No. I, 65c; No. 2, 75c. Hoosier 
No li. 75c: No. 12, 85c. Kantsnk—Calf. 50c: Cow. 60c. 
WEDGES—Tmckce-Alki, lb., 20c: Oreeon-Atha, 20c; Cedar- 
Atha. 22c: Cedar-Alki, 20c; Falling, 27c; Saw, 27c. 
WHEELBARROWS—Brick—No. 10 B, $15.25 each; 20, 
$15.00 . 

Garden—No. 2, 4% cu, ft. capacity, $10.50 each; No. 8. 
5V6 cn. ft.. $11.75: No. 21 (Toledo Clipper). $6 25. 
Rnilrond—No 15. $6 00 eaclf; No. 17. $6.50; No. 19, $10.00. 
Steel Trav and Frame—No. AX. $14.50 each; 4, $16.00; 5, 
$18.00; 10. $23.75. 

WICK 8— 

Oil Cook Stove Wicks—New Perfection with wire carrier, 
each. 45c: Bon Ami with wire carrier, 45c. 


Oil Heating Stovs Wicks—Nsw Perfection with wirs 
carrier, each, 45e. 

Lamp or Lantern Wicks—Flat—No. 0, width %-in., 2He 
each; No. 1, H indi., 2Ho; No. 2, 1-in., 2He; No. S. 
lH-in., 5e. 

Rochester Wicks—Circular—No. 1R, siss 4x6 in., each, 
10c; 2R, 5x6 in., 10c; 8R, 8x8 H in.. 25c. 

WIRE— Plain Fenoe. Baling. 

Per 100 lbs. Black. Galv. 

8 fangs . 6.60 .... 

4 . 6.60 7.80 

6-8-9 . 6.50 7.20 

10 6.50 7.25 

11 . 6.60 7.80 

12 6.60 7.85 

18 6.75 7.45 

14 . 7.55 7.00 

15 8.00 7.10 

16 . 8.10 7.20 

17 . . 7.50 

18 . 9.00 

Bsrbed Fence—Glfdden Pst., $6.90: Glidden GsIt., $7.60; 
Baker Pat., $7.15; Baker Galv., $7.85. Waukeganito Galv„ 
$8.50. 

Hog. Cattle. 

Am. 8pecis1 Galv., 80-rod spools, each. 4.70 4.55 

Glidden, 80-rod spools, each. 6.50 6.40 

Broken Coils—Add, 1 to 24 lbs., 8c; 25 to 49 lbs., So; 50 
to 99 lbs., 1r per lb. 

Stove Pipe Wire, 50*ft. coils, 15c each. 

WTRE CLOTH—8ee Cloth. 


WOOD ENW ARE— 

Spoons Trays. Chopping 

18-inch .15 0—10x18 ins.75 

15-inch .15 8—11x22 inch. 1.25 


WOOL—Steel—1-lb. rolls—0, $1.25; 1, $1.10; 2 and 8. $1.00. 
3-or.. packages, 30c each. 

WRINGERS—Mop—Vanco 78, $4.50; 88, $4.00; 89, $5.00. 
Dnna or Eagle, 5, $3 25: 10, $4.50; 20, $5.00. 

White's 3, $4.00; 00, $5.25; 8, $5 25. 


WRENCHES— Barcalo Barcalo 

Semi-fin. Stillson Model 
Agr. Coes. Crescent. Trimo. N. 

6-inch. 1.00 1.65 1.25 1.65 1.15 

R-inch. 1.15 2 00 1 25 1.85 1.40 

10 inch. 1.35 2.35 1.50 2.10 1.75 

12-inch. 1.75 3.60 2.00 .... 2.65 

15-inch. 2.15 4.15 2.75 .... 4.00 

18-inch. .... 5.35 4.00 .... .... 

21-inch. .... 6.50 6.00 4.19 .... 


ZINC—Full sheets, 85c lb.; less than sheets, 40c 1b. 
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oA Merchandising 
g Advantage 

Women were quick to discern the merits 
of aluminum cooking utensils. They found 
them easier to handle, less likely to bum 
and scorch, and more durable than many 
wares available a decade ago. That is why 
you find aluminum ware in the majority 
of American kitchens today. 

And you find it in all good stores. Is your 
store wisely stocked in its aluminum goods 
section? One good line with a popular 
appeal is better than odds and ends of many 
lines. From V1KO, The Popular Alumi* 
num, you can fill every stock need. Viko 
is the largest line in the world. The ex» 
cellence of Viko quality combined with the 
popular Viko price makes for many prof* 


c Ask Your Jobber 

Aluminum Goods Manufacturing Company 

General Office*: Manitowoc, Wisconsin, U. S. A. 
IMaicKTi of Everything m A luminum 


Popular Aluminum 
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HARDWARE WORLD 


Business Opportunities 


WANT TO HEAR FROM OWNER 

Having Hardware or other business for 
Bale. Give cash price and information. 
John J. Black, 229th St., Chippewa Falls, 
Wisconsin. 


FOR 8ALB 

125 pair No. 1 B. 27 H Expansion Ball 
Bearine Trolley Door Hangers, manufac¬ 
tured by Richards-Wilcox. Address C. 
W. H., care HARDWARE WORLD. 


WANTED 

Experienced general hardware road 
Salesman. Age about 30. State experience 
and record. Drawing account and bonus. 
Eastern Washington. Splendid opportun¬ 
ity for right man. Address XTZ, care 
HARDWARE WORLD. 


FOR SALE 

A new clean stock of Hardware and 
Household Utensils, all less than two years 
old. A good assortment of salable goods 
and up-to date fixtures bought at the right 
prices. 8tock and fixtures will amount to 
about $20,000.00. 

In very best business location in the 
city. In the most prosperous city of 
southern Arisona, with a population of 
over 20,000. A good opportunity for any¬ 
one to get into a hardware business. 

Reason for selling is that owner wants 
to reduce his business responsibilities as 
he has other interests to look after. Add. 
*• Arisona,'” Care HARDWARE WORLD. 


WANTED 

Position as Road Salesman for Whole¬ 
sale Hardware Firm, Plumbing Supnly 
House or Electrical Supply House. Ex¬ 
tensive experience and references. Ad¬ 
dress Box 61, care HARDWARE WORLD. 


FOR SALE 

Hardware, Furniture and Implement 
business in one of the best irrigated sec¬ 
tions of the Sacramento valley. Stock 
will invoice between $35,000 and $40,000. 
A good business with a big future. Sales 
for the first six months of 1920, $50,000. 
Buildings for sale or lease. Address C. 
& H., care HARDWARE WORLD. 


FOR SALE 

Thriving Hardware nnd Furniture busi¬ 
ness in Rocky Ford, Colorado, one of the 
best towns of its size in the country, lo¬ 
cated in a prosperous irrigated section. 
Business In nourishing condition and in¬ 
creasing each year. Stock clean and 
bought at right prices. Business is clear¬ 
ing big money over and above salaries of 
proprietors. Low rent. Stock and fixtures 
will inventory about $17,000. No bonus 
asked. Proprietor wishes to retire. Any¬ 
one interested write for further particu¬ 
lars. Address Butterfields, Rocky Ford. 
Colorado. 


WANTED 

Someone who likes to do general sh"p- 
work, such as repairing tinware, making 
dryer nine, plumbing, setting up machinery 
and helping in the store. Want someone 
who takes an interest in these things and 
is glad to do it. We live in a town of 250 
people, with good school, churches, good 
surroundin'* farming country and rood 
climate Everythin*? Is congenial, but we 
would like to have someone who is a hust¬ 
ler and will be glad to look after the inter¬ 
ests of the trade. Write, advising what 
salary is exnected. Address S. A C., care 
HARDWARE WORLD. 


WANTED — HARDWARE SPECIALTIES 

We can give due consideration to selling 
Hardware Specialties to the trade on a 
commission basis. Address Starks Mfg 
Co., 325 13th St., Oakland, Calif. 

STOVE SALESMAN 

For States of Arkansas, Oklahoma, Lou¬ 
isiana and Texas to sell high grade Porce¬ 
lain Enameled Coal Ranges. New Company. 
We want only men who can produce. Ad¬ 
dress R, care HARDWARE WORLD. 

TRADE RHYMES $1.00 

Any advertiser cun have a three vene 
trade rhyme or five two-line slogans sent 
them on approval by investing $1.00 
Send any suggestions or circulars U 
(Reegtherhymer) H. Summer Geer, Studio 
No. 62, 209 Dyckraan St.. New York City 
Suggestions selected and used $1.00 each 

WANTED 

Party with $15,000 or $20,000 cask to 
invest in established jobbing business to 
California, to take active part. Must 
give good references. Box 409, HARD¬ 
WARE WORLD. 

_ FOR SALE 

The best paying Hardware and Imple¬ 
ment business in Fresno County, California 
YVe make this statement with the full 
knowledge that such an assertion sounds 
broad, but evidence will be available to 
really interested parties. Address Hard¬ 
ware, care HARDWARE WORLD. 

FOR SALE OR LEASE 

Rolling Mill complete. 8, 10, 16 and 18 
inch Mill for rolling steel and Iron. Best 
reason for selling. With or without real 
estate. A chance of a lifetime. Address 
Box 43, care HARDWARE WORLD. 

SYSTEMATIZE YOUR STOCK BINB 
Bin label cards for Ford Auto parts, 
sheet metal card holders, transparent cel¬ 
luloid card covers, bin markers and stock 
record cards for mill, hardware, auto and 
plumbing supplies. Send for samples and 
prices, and free booklet, "How to Sys- 
temize the Stock Room." Haddoo Bto 
Label Company, Haddon Heights, N. J. 

POSITION WANTED 

As assistant manager or director of a 
housefurnishing department in a retail or 
department store is the position I would 
like. Nine years* experience should be 
sufficient to guarantee my ability to fill 
the position. Twenty years as a road man 
visiting this same trade, has kept me in 
touch with the line specified. Salary no 
particular object, but a living remunera¬ 
tion expected for my services. Address 
G. S. H., care HARDWARE WORLD. 

WANTED 

Accountant not over thirty-five yean 
old, experienced in hardware store work 
on single and double entry system, familiar 
with names and prices on hardware msr- 
chandise. Must he willing to travel ex¬ 
tensively. State details of education, ex¬ 
perience and salary expected. Address 
reply to Box 437, care HARDWARE 
WORLD. 

FOR SALE 

Hardware Store, clean up-to-date stock 
hardware and household utensils. One of 
the best locations in San Francisco. Ex¬ 
cellent lease, cheap rent. Ten to twenty 
thousand will handle. Address T. K.. 
care HARDWARE WORLD. 

FOR SALE 

A complete line of hardware, building 
material, plumbing goods, lumber, etc. The 
same will invoice about $25,000. Located 
in a thriving and growing community of 
about 10,000 people and doing a business 
of about $80,000 per year. Located fifty 
miles from railroad—therefore able to 
make good profits. Reason for selling is, 
owner wishes to retire from business. 
Terms: one half down, balance on time 
to suit purchaser. Address L. A. H. Co., 
care HARDWARE WORLD. 

FOR SALE 

Hardware, Electrical and Sporting Goods 
store. Established 38 years in one of the 
busiest growing sections of San Francisco. 
Owner wishes to retire. Bargain for cash 
buyer. Address Box 2744, care HARD¬ 
WARE WORLD. i 

HARDWARE MAN WANTED 

Thoroughly experienced in all lines of 
General Hardware: single. $125 with 
board and room. Department Store, San 
•Tonouin Valley. Address L. B. C.. care 
HARDWARE WORLD. 

FOR SALE CHEAP 

50.000 pra. 2x2 and 2*fcx2H tight pin 
sheradized steel butts: 60.000 4H-in. 
Hinge Hasps. Union Steel 8pec. Oo„ 6605 
Wayne, Chicago. 

WANTED 

Position as Manager of Hardware Store. 
Have had extensive exnerience in man¬ 
agement of hardware, plumbing and elec¬ 
trical aunplies. Will accept suitable, or 
salary and working interest. Rofe^enees 
******* Box 16, care HARDWARE 
WORLD. 

COMMISSION MEN! LIVE WIRESI 

Prepare now for big earninga during 
1921. 

We want live, honest, conscientious 
commission men in every state— 
WORKERS 

Big commissions and full credit on all 
repeats. Exclusive territory on big cell¬ 
ing. well advertised specialties. $20 to 
$75 per day can, and is being earned. 
Workers only. References necessary. 

Capital not necessary. Reliability insisted 
on. Address 0. 0. G„ care HARDWARE 
WORLD 

POSITION WANTED 

By A-l Hardware and General House 
Furnishing Salesman. Twenty years’ ex¬ 
perience. Five years In present location 
as Manager and Buyer. Cnn furnish the 
best of references Address C. A. D„ care 
HARDWARE WORLD. 

FOR 8ALB 

Hardware Stock in good town 100 miles 
from Snokane. Invoice $6,000. Write 
for nartienlars. Address H. B. R., HARD 
WARE WORLD. 

FOR SALE 

Good clean stock of Hardware, Imple¬ 
ments and Plumbing goods. Invoice about 
$6500.00 Excellent farming and fruit 

country to draw from. Center of prune 
district. This is a good going business; 
stock wn* turned over four times last 
year. Address Riddle Hardware Company, 
Riddle, Oregon. 

TRAVELING SALESMAN WANTED 

One wanted to sell Coal, Gas Ranges, and 
Oil Stoves in Michigan. Also Salesman to 
sell 8ontheaatern States. Address Bo* 
220. care HARDWARE WORLD. Boat 
mans Bank Building, 8t. Txniis, Missouri 


“Chet” Martin, who has been associated with the 
Geo. C. Baer Co., Pendleton, Oregon, and recently with 
the Flemming Co., Yakima. Wash., is now with C. D. 
Lonfesty Hardware Co., Walla Walla, Wash., and is 
glad to get back to his native region. 


Sturgis & Storie. Walla Walla, Washington, are the 
distributors for Walla Walla. Columbia, Asotin, Gar¬ 
field Counties, Washington; Umatilla, Union, Wallowa, 
Baker Counties. Oregon, on the Lally Light, and report 
that they are doing a very excellent business. 
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INDEX TO ADVERTISERS 

A I O 


Absorene Kfc. Co.189 

Albert Lea Sprayer Co. 79 

Alert Tool Co.187 

Aluminum Goods Mfg. Co.13-228 

Aluminum Products Co.204 

American Bolt A Screw Case Co.199 

American Chain Co. 20 

American Grinder Mfg. Co.175 

American Ironing Machine Co. 59 

. American Multigraph Sales Co.188 

American 8 aw A Mfg. Co. 75 

American Steel A Wire Co. 20 

American Wire Fabrics Oo. 67 

Apeo Mfg. Co.186 

Armstrong Mfg. Oo.195 

Atkins. E. C. A Oo. 15 

Atlas Mfg. Co., The. 90 

Atlas Shear Co. 95 

Auto Specialties Mfg. Co.185 

Auto 8 trop Safety Razor Oo.40-41 

Auto Wheel Coaster Co. 93 

B 

Baker, Hamilton A Pacific Co. 62 

Baldwin Refrigerator Oo. 88 

Barcalo Mfg. Oo. 18 

Barr Bros. Company. 81 

Bassick Company, Tlie. 16 

Beaton A Cad we 11 Mfg. Co.197 

Beaton A Corbin Mfg. Oo.199 

Benjamin Air Rifle Oo. 94 

Benjamin Electric Co.185 

Berger A Co.185 

Berger Bros Oo. 68 

Berns Co., Otto. 197 

Billings A Spencer Oo. 10 

Bissell Carpet Sweeper Co. 58 

Black A Decker Mfg. Co.226 

Adolph Blaich, Inc. 91 

Boiler Machine Works. 78 

Bommer Spring Hinge Co. 98 

Boston Brass Oo.199 

Boston Varnish Co. 141 

Boston Woven Hose A Rubber Co. . .. 106 

Boyle Mfg. Oo. 155 

Brainerd Mfg. Co. 78 

Bridgeport Hardware Mfg. Corp.... 78 

Brier Hill 8 teel Co. 66 

Buffalo Forge Co. 68 

Buffum Tool Co.Cover 

Burgess-Norton Mfg. Co. 99 

Burton, R. M. Sales Agency. 90 

Butterfield A Co.179 

O 

Cannon Oiler Oo. 81 

Cedar-Sweep Oo. 80 

Champion Ignition Mfg. Oo.145 

Champion Blower A Forge Oo. 56 

John Chatillon A 8 ons. 95 

Chicago Flexible Shaft Oo. 49 

O. J. Childs Co. 96 

The Cincinnati Tool Co. 97 

O. F. Church Mfg. Oo.197 

Clayton A Lambert Mfg. Co.197-203 

Clemson Bros.36-37 

Coes Wrench Oo. 14 

Coleman Lamp Co.191 

Colt's Patent Firearms Co. 57 

Columbian Rope Oo. 27 

Columbus Anvil A Forging Oo. 77 

Connors, Wm. Paint Mfg. Co. 68 

Consolidated Tool Works, Inc.103 

Converse Rubber Shoe Co.147 

Corbin Screw Corporation.171 

Corcoran Mfg. Co.161 

H. C. Cook Co. 92 

C. W. B. Cornelius.193 

Corning Glass Work*. 39 

Crescent Tool Oo. 64 

Curtis Pneumatic Machinery.187 

D 

Delta File Works . . 74 

Detroit Twist Drill Oo. 7 

The Dexter Company .Obver 

Diamond Rubber Co.157 

Diamond 8 aw A Stamping Works. 71 

R. E. Dietz Co. 98 

Henry Disston A Sons. 5 

Joseph Dixon Crucible Oo. 81 

Duluth Show Case Oo. 93 

Dunham, Carrigan A Hayden Oo. 63 

Durham Mfg. Co. 83 

Du Pont Powder Co. 52 

E 

Elastic Tip Co. 84 

Elgin Stove A Oven Oo. 80 

Empire Rubber A Tire Oo.162 

Empkie-Shugart-Hill Oo.165 

Eyelet Tool Co. 92 

r 

Faultless Caster Co. 42 

Foss A Jones. 91 


Gem Safety Razor Corp. 94 

Geneva Cutlery Oo. 53 

Giant Powder Co. 51 

J. E. Gilson Co. 77 

Goodrich Co., B. F.157 

Goodell-Pratt Co.21 

Goodyear Rubber Company..88 

John W. Gottschalk Co. 83 

Grinnell Oo. 6 

H. J. Gute A Oo. 61 

H 

Hammer-Bray Oo.100 

Hartford Rubber Works Co.167 

Harvey Spring A Forging Co.149 

Hays Mfg. Co.201 

Hay-Budden Mfg. Co. 69 

Hercules Products Co. 83 

Hess-Snyder Mfg. Co. 92 

Higgins Spring A Axle Oo.165 

John J. Hildeorandt Co. 92 

J. C. Hirsch.186 

A. M. Hotter Hardware Oo. 87 

Holier Hardware Co. 87 

Frank A. Hoppe. 95 

Honeyman Hardware Oo. 87 

Hunt, Helm, Ferris A Co. 30 

Hygrade Lamp Co. 56 

Hyfield Mfg. Oo. 91 

Z 

Illinois Pure Aluminum Oo. 29 

International Silver Oo. 43 

Imperial Bit A Snap Oo. .179 

J 

Jobbers’ Mfg. Co. 78 

K 

F. D. Kees Mfg. Oo. 79 

King Lock Co.177 

M. L. Kline Oo.193 

Knickerbocker Case Co.179 

Knight Engineering A Sales Co.183 

X. 

Lalance A Grosjean Mfg. Co. 55 

Landers, Frary A Clark. 44 

Lane Bros. Oo. 70 

Will B. Lane Unique Tool Co.177 

Lawson Mfg. Oo. 11 

Lindemann, O. A Co. 94 

Lockwood Mfg. Oo..171 

Ludlow-Saylor Wire Co. 65 

Lufkin Rule Co. 73 

H 

Maine Mfg. Co. 58 

Mangrum A Otter . 85 

Marshall Newell Supply Co.100 

Massasoit Mfg. Co. 55 

Maydole Hammer Oo. 75 

Mayhew Steel Products, Inc. 67 

McCaffrey File Co. 75 

McKinney Mfg. Co. 12 

M. H. Merchant Oorp.181 

Meyers Mfg. Co., Fred J. 96 

F. E. Myers A Bro. 76 

Millers Falls Co.8-9 

Monarch Refrigerator Works . 50 

Montauk Paint Mfg. Co. 96 

Frank Mossberr Co.169 

Motor Mercantile Co.187 

L. J. Mueller Furnace Co. 22 

H 

Nash Hardware Co.165 

National Enameling A Stamping Co. . . 23 

National Cash Register Co. 35 

New England Mills Co.181 

New Era Spring A Specialty Co.186 

New Haven Clock Co. 82 

New York Stamping Co. 48 

Nicholson File Co. 24 

C. S. Norcross A Sons . 77 

North Bros. Mfg. On. 72 

North A Judd Mfg. Oo. 32 

Northwestern 8teel A Iron Works. .. .188 

Novelty Stropper Oo.189 

The Nye Tool A Machine Works.201 

O 

Ohio Wire Goods Co.185 

Ohlen-Bishop Co. 81 

Ontario Knife Co. 54 

Wm. H. Ottemiller Co. 78 

P 

Pacific Pump A Supply Co.195 

Pacific Sanitary Mfg. Oo.195 

Packham Crimper Oo. 80 

Panama Lamp A Commercial Co. 59 

H. W. Peabody A Co.Opp. 34-35 

Peck, Stow <x Wilcox.102 

Pennsylvania Lawn Mower Works.... 79 

Peters Cartridge Co. 85 

Perfection Mfg. Oo.54 


Philadelphia Lawn Mowei Oo.101 

Phoenix Horse Shoe Co. 66 

Pilliod Lumber Co. 65 

Pioneer Paper Co. 89 

Pittsburgh Steel Oo. 69 

Porter, H. K. 70 

Portland Cordage Co.88. 

Precision Machine A Tool Oo. 90 

Prentiss-Wabers Stove Oo.178 

Progressive Mfg. Oo. 78 

Q 

Queen Incubator Co. 46 

Quick Meal Stove Oo. 82 

& 

Reed A Prince Mfg. Co. 75 

Remington Arms Co., Inc. 17 

Republic Auto Parts Co.171 

Rid-Jid Products Corp. 81 

Ritter Can A Specialty Co. 96 

H. Roth A Sons. 84 

Rochester Can Co.104 

Rhode Island Fittings Co.193 

Romort Mfg. Oo.181 

Myer S. Rubens Stove A Furnace 

Repair Works .208 

Rubber Corporation of America.186 

A. O. Rulofson Co.66-69 

Rutenber Electric Co.98 

8 

Safety Interlocking Stove Pipe Oo.... 92 

Salt Lake Hardware Co. 86 

Samson Cordage Works. 77 

J. Sand A Sons.90 

Sargent A Company.25 

Savage Arms Oorp. 99 

Savills Sons, Thomas.199 

Wm. B. Scaife A Sons.201 

Schaw-Batcher Cb. 82 

R. F. Sedgley, Inc.165 

Shelby Spring Hinge Co. 71 

Simonds Mfg. Co. 57 

Simplex Electric Heating Co.187 

Slaymaker Lock Company. 74 

Smith Mfg. Co., F. H. 74 

Specialty Mfg. Oo. 76 

Spokane 8tove A Furnace Repair Wks.204 

Spring Leaf Lubricator Oo.187 

Standard Four Tire Co.151 

Stanley Rule A Level Co. 64 

Stanley Works.Cover 

Star Expansion Bolt Co. 81 

8tar Heel Plate Oo. 77 

Stark Rolling Mill Oo.28 

Starrett, L. 8. A Co. 19 

E. C. Stearns A Co. 97 

Stine Screw Holes Oo. 71 

Strevell-Paterson Hardware Oo. 87 

Superior Laboratories . 80 

Superior Spring Hinge Oo. 72 

Jas. Swan Oo. 70 

T 

Tamms 8ilica Oo.143 

Thompson Mfg. Oo. 76 

Thomson-Diggs Co. 86 

Topping Mfg. Co.... 76 

Triner 8csle Mfg. Co. 91 

Tritch Hardware Oo. 60 

Tucker Duck A Rubber Ob. 92 

Turner Brass Works .203 

U 

Union Fork A Hoe Oo. 97 

U. S. Rubber Obmpany.167 

U. S. Steel Products Co. 26 

United Auto Supply Co.185 

United Royalties Oorp. 45 

V 

Vaughan A Bushnell Mfg. Oo. 78 

Vogt Mfg. Corp.158 

W 

Wagner Mfg. Co. 72 

Walden-Worcester, Inc.177 

Warren Axe A Tool Oo. 69 

Wash Kosh Mfg. Oo.105 

Washington Hardware A Implement 

Underwriters . 84 

Wellston Mfg. Oo. 47 

West Bend Aluminum Oo . 88 

Western Agencies Co.89-90-96 

Western Brass Mfg. Oo. 89 

Western States Cutlery A Mfg. Oo./. 92 

Whitlock Cordage Co. 8 

W. H. Wilburn. 94 

Geo. H. Wilkins Co. 81 

Winchester Repeating Arms Co. 80 

Woolwine Metal Products Co.159 

Wrought Washer Mfg. Oo. 67 

X 

*'X” Laboratories.Cover 

T 

Yskima Hardware Co. 84 

Yost Gearless Motor Oo. 98 
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j *r~ 


These are photographs taken at 
the plant of the Wisconsin Motor 
Mfg. Co., Mihvnukee.Wis., show- 
ing the Electric Valve Grinder 
and Portable Electric Drill '‘ With 
the Pistol Grit? and Tricrcr Switch" 


Another example ot Quality Pro¬ 
ducts manufactured with quality 
tools. 


Have you a copy of our latest 
catalog’ We will be glad to rend 
vou one on request. 


Hhe BLACK & DECKER MFG. CO. 


TOWSON HEIGHTS, BALTIMORE, MD..U. S. A. 

Portable Electric Drills Electric Valve Grinders Electric Air Compressors ; 
BRANCH OFFICES: 

New York. N. Y. Philadelphia. Pa. Atlanta. Ga. San Francisco, Cal. Chicago, III. 


Detroit, Mich. Cleveland, Ohio Buffalo, N. Y. Boston. Mas*. Seattle.Wash. Los Angeles. Cal 
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LOUISIANA, MO. 


"Swastika** Trade Mark Registered U. S. Patent Office 



Weston Sales Agents 


C. W. GAUSE CO. WW 693 Mission St. 

Room 606 Williams Bldg. SAN FRANCISCO, CAL. 
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D RAW a glassful of water from 
your radiator and see the Rust 
that is eating away the walls 
of the cooling system. 

A deposit of lime and magnesia— 
called Scale—forms a hard crust on 
the parts that escape Rusting. Most 
engines work at about 50% of their 
efficiency, because of Rust and Seale. 


The troubles they can’t see 
never worry some car owners! 


O UT of sight, out of 
mind” seems to be the 
theory on which some 
men drive their cars. 

How else explain the fact 
that they totally ignore the 
dangers of a Rust-choked, 
Scale-clogged cooling system? 

Is it possible that they don’t 
know that Rust is constantly 
knawing at the metal? And 
that Scale is depositing a thick 
hard coating on the walls that 
prevents radiation of engine 
heat? This breaks down the 
oil film, causes steaming, over¬ 
heating, scored cylinders, etc. 


Hundreds o f thousands of 
car-ow T ners use “X” Liquid, 
first to dissolve the Rust and 
Scale —then to prevent new 
Rust or Scale from forming. 

You’ll be surprised what better 
performance you can get from an 
engine that isn’t handicapped with 
Rust and Scale. 


The same “X” Liquid that 
loosens Rust and Scale repairs leaks 
anywhere in the cooling system — 
radiator, pump, connections, etc. It 
makes one repair or one thousand 
at the same time and at the same 
cost. It automatically makes per¬ 
manent repairs that stand 2000 
pounds pressure. 

And “X” Liquid prevents future 


leaks. It works perfectly in alcohol 
or other reliable anti-freeze. 



For a troublcproof cooling system 
over 25.000 careful dealers recoin 
mend “X” Liquid. It is not a ra 
diator cement, meal or “dope,” but 
a scientific process that keeps cool¬ 
ing systems 100% perfect. 

Large Size 
$1.50 


will do a $25 
repair job! 


Ford Size 
75c 


Get 

“X” Liquid 
from your 
dealer. Joday 


“X’ ’ LABORATORIES, 25 West 45th Street, NEW YORK CITY 

Pacific Coast Branch: 450 Eialto Building, San Francisco, California 




Y Liquid 


makes all water cooling systems 

LEAKPROOF-RUSTPROOF* SCALEPR0OF 
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The Season’s Greetings. 

The sincere wish of this 
organization is that during the year 
1921 our customers will enjoy the 
same pleasant business relationship 
with us as we have had with them 
the parsing year. 


I 




NEW BRITAIN,CONNECTICUT 

NEW YORK BRANCH OFFICES CHICAGO 




















































Meet the Growing Demand for 
All=Steel Refrigerators with the 
( Jiu>n& y Athermos 

TTERE'S an All-Steel line that shows right and is right a line whose 
attractive appearance creates an instantly favorable impressior 
and whose construction is the last word in scientific refrigerator building. 


Athermos refrigerators are made from deep 
drawing steel sheets riveted and seamed together 
so as to make them absolutely water tight. 

They are heavily insulated with Flaxlinum 
sheets overlaid with two layers of heavy water¬ 
proof paper with j inch of dead air space pro¬ 
vided to assure complete non conduction of 
heat. They are not affected by dampness and 
will last a lifetime. Two styles of enamel 


Beside the unequalled 
All-Steel Athermos, we 
manufacture a complete 
line of Wood Case Re¬ 
frigerators in so many 
different styles and sizes 
that no Gurney dealer 
need ever lose a sale 
through inability to offer 
just what the customer 
wants. 

Localized Selling 
Helps That Do 
Get Real Action 

We back Gurney quality 
and Gurney reputation 
by giving Gurney dealers 
advertising aid that 
amounts to something 
not mere “general pub¬ 
licity/' but practical 
sales helps adapted to 
his community and his 
store. These helps will 
increase your refriger¬ 
ator business. Write for 
details. 

Shall we mail you one of our 
new catalogs? 


finish--pure white and battleship gray —an 
offered. Heavy bronze nickle-plated trimming 
are used throughout. 


Linings are all enam¬ 
eled, except for the re¬ 
movable Ice Chamber, 
which is of galvanized 
iron. The construction 
of the Athermos pro¬ 
vides unobstructed cir¬ 
culation of cold dry air 
and our 100' r efficient 
Sanitary Trap is used 
in it. 



\ 




Gurney Refrigerator Co., Fond du Lac, Wis. 
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Rope Facts You Should Know 


During the year 1918 the Fed¬ 
eral Trade Commission took ac¬ 
tion regarding the purity of 
Manila Rope; this body caused 
manufacturers to agree not to use 
the word “Manila” in connection 
with any rope composed of less 
than 100 % abaca or Manila fibre, 
unless the percentage of adulter¬ 
ation be clearly indicated on tags, 
burlap covers, invoices, printed 
matter, etc. 

This excellent step in the right 
direction has proven to be a 
splendid safeguard for dealers 
and consumers. 

Another protection has been 
afforded by the discovery of a 
simple and practically infallible 
chemical test for non-Manila fi¬ 
bre. This provides a ready means 
for examining any piece of rope 
and quickly detecting the pres¬ 
ence of other fibres. 

But until the BUREAU OF 
STANDARDS SPECIFICA¬ 
TIONS were issued, little or no 
official notice had been taken 
concerning the vital importance 
of quality of fibre in MANILA 
ROPE. The framers of these 
specifications, including rope 
manufacturers present at the 
various conferences, realized that 
the term “long fibre” was of no 
value because all Manila hemp is 


long, regardless of grade. They 
realized also that the mere des¬ 
ignation “Pure Manila,” “100 % 
Manila,” or similar expressions, 
even coupled with certain 
strength requirements for new 
rope, did not guarantee the pur¬ 
chaser a rope of high quality. 
Therefore, they incorporated in 
their specifications certain defi¬ 
nite designations of fibre quality 
so as to insure the delivery of 
rope of proper grade where first 
class cordage might be required. 

Rope purchasers who may not 
be familiar with these facts will 
find it profitable to investigate 
and thoroughly inform them¬ 
selves regarding the wide varia¬ 
tion in quality and, therefore, 
in strength and durability be¬ 
tween the numerous grades of 
“Pure Manila” rope on the mar¬ 
ket. We shall be glad to aid in 
this investigation upon request. 

Before the Federal Trade Com¬ 
mission took action and before 
the Bureau of Standards Specifi¬ 
cations were drawn up, as well 
as since that time, WHITLOCK 
ALL-MANILA ROPE has been 
made not merely 100 % pure, but 
actually superior to these speci¬ 
fications in every respect—in¬ 
cluding strength, yardage, tare 
and quality of Manila hemp used. 


WHITLOCK ALL - MANILA ROPE 
is, therefore, recognized generally as— 

“The Utmost in Rope Value” 




Whitlock Gorbage Company 

46 South Street, New York 
Chicago Office, 1303 Chamber of Commerce 
KANSAS CITY BRANCH, 512 Railway Exchange Building 
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DISSTON 


SAWS AND TOOLS 



Every Home Needs Some of These Tools 

The day of useless gifts at Christmas time has passed. Most people choose 
articles of practical value for their presents. 

And what is more valuable than a good saw or tool! With good tools any 
man can do practically all the repair work around his house. 

Most home workers find a lot of fun in doing their own work, too—in saw¬ 
ing a tough, knotty board with a saw so keen and well balanced that it bites its 
way through with little effort. 

Even driving home a screw gives pleasure, providing the screw driver has a 
handle that will not turn on itself or slip—one that fits the palm. 

Dis8ton advertising throughout the country is telling the home owner the 
advantages of owning the best tools. Such papers as The Saturday Evening 
Post, Popular Mechanics and the Farm Journal are reaching hundreds of thou¬ 
sands of homes. Link your arguments with these. The home owner wants the 
best for his home. 

And this is a mighty good time to help him choose wisely—choose things 
that are useful and things that are the best in the line. 

HENRY DISSTON & SONS, Inc. 

General Offices, Philadelphia, U. 8. A. 
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One of the machines in our foundry counter¬ 
boring bolt hole on back of flange for bolt head 
on a section of 8dnch cast iron'flange pipe 

Grinnell Perfect Fittings 

Mean Better Jobs 

Grinnell Fittings are rigidly inspected. We throw out all but the perfect ones. They 
are the fittings we use in Automatic Sprinkler installations and we can't take any 
chances. That's why we’re so particular. Our standard is your safeguard. 

They are the kind you can sell or use with confidence. 

L. B. D. Valves 
The All ’Round Valve 

L. R. D. Valves are the most reliable all 'round valves on the market. By use of the 
removable discs you can quickly suit them for any service. 

This means a big saving in stock, as you need carry only one kind instead of several 
for different jobs. 

L. R. D. Valves are always tight, but never tick. 

Us Tour Orders for National Tube Pi 


We always carry a large stock of all regular sizes and we cut the thread to sketch. 


GRINNELL 


COMPANY 


f he Pa.cV 


453 MISSION STREET, SAN FRANCISCO 
439 EAST 3rd STREET, LOS ANGELES 


Ask the owners of 25 million Grinnell sprinkler fittings 
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Precision Printing 


How Would You Get It 
Without Accurate Drill Holes? 

Modern demands for accuracy and 
speed in the printing industry have 
placed strenuous tasks on the 
presses. 

Hundreds of delicate and sensitive parts 
must function every second in perfect har¬ 
mony to obtain this precision and speed. 

The exacting need for micrometer accur¬ 
acy in building and assembling printing 
presses requires drills that are accurate to 
the finest measurements. 

Detroit Twist drills are used by the lead¬ 
ing builders of printing presses because of 
their proved ability to give more accurate 
holes with less regrinding and with less 
cost for power. 

Specify Detroit Twist Drills 
in Your Next Drill Order 

Detroit Twist Drill Company, Detroit, Michigan 

New York 8ales Officee, 45 Warren St. 
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rniLERS FALLS 


Tim e 


At the — lor ,hc n 

-voR the 

o'-"" 1 h * drill hole* >" "°°i juried lot y°" 

S£»**£ ST«£ £*<* d "*" cd ,or ' ’ 

~ - - r^t;^ rr t s£ 

Skilled t'«h*"'^ ,h»t 'he^ ^ ^es 

— d ^";lh"«d“ d rr a *««•"* -* 

br»ccs». tuKC j other bonng M -.'he reason '- 

«-££ Tended ”**■-»?** oi the «*"« 


Photograph made in hardware 
store of J. M. Kohlmeler , 1011 
Third Aoe., New York , N. V- 


TM* advertisement appears in 
the December 11th issue of the 
Saturday Evening Post 
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Are these Saturday Evening Post readers 
seeing Millers Falls Tools in your store? 


When your friend introduces you 
and the new acquaintance says, 
“I’ve heard about you before,” 
you feel friendly right away. 

The same principle holds true of 
things as well as people. You’ve 
experienced it yourself. You 
have seen something advertised 
in a magazine or trade paper, 
then seen it in a store. If you 
needed it and had the money, a 
little urging from the salesman, 
to help you make up your mind, 
closed the sale. 

Now apply this to your store and 
Millers Falls Tools. Here’s a 
mechanic or an amateur who has 
been seeing and reading about 
Millers Falls Tools for a year or 
more in the Saturday Evening 


Post. He may come into your 
store for only a pound of nails. 
But if he sees Millers Falls Tools 
in the window or showcase and 
on your counter—and you do a 
little urging—he’s apt to leave 
your cash register richer by a 
few additional dollars. He’s been 
thinking of getting a Millers 
Falls Brace, Vise or other tool, 
and the sight of them, plus the 
few words from you at what the 
professors call the psychological 
moment, does the trick. 

Merchants of today know this 
urge to the customer’s pent-up 
desire is one of the fine arts of 
selling. It increases profits and 
speeds up turnover. Try it in 
your store and watch how it 
works. 


RIGHT DESIGN—HONEST CONSTRUCTION 


MILLERS FALLS COMPANY 

Poonded 1870 

MILLERS FALLS, MASSACHUSETTS 
Manufacturers of Millers Falls and Universal Hack Saw Blades 


A FEES TOOL FOB TOUB CUSTOMER 
If you have a customer who hu boon using a Mlllors Falls tool ton 
yoars or over, ask him to sond us a photograph of himself and the tool, 
with a letter telling us how he fools towards It. We’U send him a 
now MUlors Falls tool free If we make use of the photograph and letter. 
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AT KINS 

SLfSWS 



WORKMANSHIP 


B EHIND a quality saw investment, as behind a machine 
investment, you need workmanship most of all. Work - 
man ship assures you of stability. 

Without workmanship there is no assurance of stability, and 
without quality there can be no workmanship. 

ATKINS STEEL SAWS 

possess stability because high quality and superior workman¬ 
ship go hand in hand in their manufacture. 

Since 1857 this company has ranked as the foremost in 
saw manufacturing. The business was solidly built up on 
quality and workmanship, and it has expanded steadily. 

Atkins Saws will increase your production and make your 
work a pleasure 

Tell us what kind of saw you are interested in and we will 
mail our literature with full details. 

E. C. ATKINS & COMPANY, Inc. 

**The Silver Steel Saw People 99 Established 1857 

Home Office and Factory, INDIANAPOLIS, INDIANA 
Canadian Factory, Hamilton, Ont. Machine Knife Factory, Lancaster, N. Y. 

Branches carrying complete stocks in the following cities: 

Atlanta Minneapolis Portland, Ore. Vancouver, B. C. 

Chicago New Orleans San Frandseo Sydney, N. S. W. 

Memphis New York City Seattle Paris, France 
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t Has 10 Features of Convenience 


Unique among cooking utensils is this Mirro Aluminum 
Roaster. Handsome, durable, efficient—it is also versatile 


in its uses. 

f Within its capacious silvery walls may be cooked the 
savory Sunday turkey, or week-day roast; and it will care 
t for many a season's cold-pack canning. 

No special device is necessary for this method of putting 
up vegetables or fruit when you have a Mirro Roaster. 

Like all Mirro utensils, it is constructed of heavy sheet 
aluminum which has been rolled repeatedly under tremen¬ 
dous pressure to insure even thickness and freedom from 
defect. It will last a lifetime, and is therefore an economical 
, purchase. 

The improvements in design for which Mirro utensils 
are famous are the result of nearly thirty years' experience 
in the making of better aluminum ware. 

Note, for instance, these features of convenience: 

(1) Ample depth for any roast. (2) Extra side handle 
which permits Roaster's being put in oven lengthwise or 


sidewise. Facilitates the moving of Roaster without burning 
hands. (3) Depressed cover condenses steam at center and 
drippings thus fall directly on roast. A self-basting feature. 

(4) Air vents in side and front. Easy to get at when 
roast is ready to brown. (5) Rounded edges make for easy 
cleaning. (6) Cover fits snugly into lower pan, thus retain¬ 
ing steam and meat juices. 

(7) Perforated tray which sits in bottom of Roaster. 
Has cut-out corner for gravy basting with spoon. 

(8) Features 1, 6 and 7 combine to make Roaster a per¬ 
fect utensil for cold-pack canning. It easily holds six one- 
quart jars. (9) The famous Mirro finish. (10) Famous 
Mirro trade-mark stamped into the bottom of every Mirro 
utensil, and your guarantee of excellence throughout. 

Fully to appreciate the significance of this trade-mark, 
remember that back of it is the world's foremost manufac¬ 
turer of aluminum ware. You will find Mirro at the lead¬ 
ing stores everywhere. 

Send for miniature Mirro catalog. 


&UfWO 

+LUMWUM 


Every Mirre utensil 
heart this imprint 


Aluminum Goods Manufacturing Company 

General Offices: Manitowoc, Wis., U. S. A. 

Makers of Everything in Aluminum 


4MIUIMM ^ __ _ - 

rnimo 


ALUMINUM 

Tleflects 

Qood Housekeeping 


niece— of Mirro Aluminum is due to three things: first, to th e high quality of the ware itieil^ ieco^dT^the size and_character of the organization behind 
; third, to conatant and consistent advertising. The new y< ir brings no change in the 


San ever before. It will be the kind of advertising that 1— .. t»o great a factor in Mirro 


___ _ _ _gai_ 

Mirro advertising policy. There will be more Mirro advertising 
irro success. The advertisement reproduced above is the first of 
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1834 


1920 


Get Your Spring Orders in Early 

MAY BE PURCHASED FROM PRACTICALLY ALL JOBBERS 
HANDLING OUR GOODS 


Watering 

Pots 

Plain Tin or 
Japanned Green 
Detachable Rose Cap 


“Standard” 
Water Coolers 

GALVANIZED LINED 

FULL CAPACITY 

NEW DECORATIONS 

NICKEL-PLATED LEVER 
OR PUSH BUTTON 
FAUCETS 


“Central” 
Watering Pots 

Galvanized, with 
Zinc Roses and Screw Neck 


“Puritan” 
Water Coolers 

SEAMLESS WHITE 
ENAMELED LINED 

EXTRA HEAVY 

EXTRA FINISH 

NICKEL-PLATED LEVER 
OR PUSH BUTTON 
FAUCETS 


Represented in California 
by 

BABSETT A BOSS 

Rialto Bldg., Room 329, New 
Montgomery and Mission Sts., 
San Francisco, Cal. 


TRADE MABK 


THE CENTRAL STAMPING COMPANY 


Represented in the States of 
Washington, Montana, Idaho, 
Oregon, Colorado and Utah 
by 

FRED A. LEE 

1620 13th Avenue 
Seattle, Wash. 

NEW YORK 


Digitized by ^ooQle 







































16 


HARDWARE WORLD 



When Royal Comes to Work 

TJUYERS of Royal Cotton Waste have very definite reasons for 
their selection and equally definite proofs that their reasoning is 
correct. Take a handful of Royal from any lot or any bale and check 
it up with the sample you picked from the Royal Sampling Catalogue. 
You will find always that the Waste received is identical in ingredients, 

t quality and work power with the Waste you 
ordered. Royal is standardized for uniformity. 

Ask your Jobber or us for the Royal Sampling MH 

Catalogue and the booklet “Clean Clean Thru.” 

Small Users Should Ask To Be Shown 
The Handy New Royal Autopak Bale 

OVAL MANUFACTURING & H 


General Offices ft Mills 
Rahway, N. J. 


New York Chicago 
Baltimore 


THEGUABANTEE: tWorm Quakfe^ 


’ 6% Tar •(Wrapping*) Exac^W#iqkt 
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MAKE YOUR SALE A SUCCESS 

Handle 

American Maid Aluminum Ware 

The Popular Price Line 



“American Maid” 

For years we have had one main ideal in the manufacture of aluminum cooking utensils 
—“to produce and sell at a moderate cost a line to meet all demands, coupled with entire 
satisfaction.” We have attained this in the production of the 

American Maid Line 

Mr. Dealer: You will find every housewife an enthusiastic buyer for 

American Maid Ware 

—she cannot resist the popular prices; your sales will prove a success and your profits 
astonishing. 

Ask Your Jobber for American Maid Aluminum Ware 
Manufacturers 

ILLINOIS PURE ALUMINUM CO. 

LEMONT, ILLINOIS, U. S. A. 
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Your Best Buy 

is a customers dood-wil, 


Unless he hands that over the counter 
when he pays his bill, it’s better not 
to make the sale. 


You buy good-will and gain a friend whenever you 
sell a Starrett Tool. That accounts for the constantly- 
growing business of Starrett dealers. Forty years of 
use have taught mechanics to rely absolutely on Star¬ 
rett Tools, and they have the same confidence in the 
dealers who sell them. 


Make the most of the new business created by Star¬ 
rett national advertising, by supplying the steadily 
increasing demand for Starrett Tools and 
Starrett Hack Saws. 


THE L. S. STARRETT COMPANY 

The World's Greatest Toolmakers 
Manufacturers of Hack Saws Unexcelled 
ATHOL. MASS. 


ad ihr --Tool* Me* 
■*? Better write for 
r Tour**If tad >oiu 
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TF you like the feel of a 
pair of pliers that grips 
for keeps—that wears ever¬ 
lastingly—get yourself a pair 
marked Billings & Spencer. 
Adjustable in one motion to 
pinch a wire or grip a pipe. 



THE BILLINGS & SPENCER GO. 

HARTFORD, CONN. 
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GOODELL- 

PRATT 


•1500 GOOD TOOLS 



No. 14 



No. 14B 



No. i ey a 



No. 1601 



No. 1606 


CHUCKS 

60 Sizes and Styles 

It’s the sale of the last one-third 
of your stock that brings your 
profit, so why not assure that 
profit by putting in your stock only 
the complete, one brand, nationally 
advertised line that you know will 
sell quickly and give your custom¬ 
ers entire satisfaction? 

Simple and Accurate 

Goodell-Pratt Drill Chucks are 
extremely simple in construction, 
well finished, strong and accurate. 

They are made entirely of steel 
in two different patterns with vari¬ 
ous capacities and are carried in 
stock fitted with any standard 
shank. 

Reliable—Economical 

Accuracy and durability, with 
low first cost and negligible repair 
expense, make Goodell-Pratt Drill 
Chucks an extremely attractive line 
to handle. 

Goodell-Pratt Company 



Greenfield, Mass., U. S. A. 
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THE BIG SUCCESS 



/-HE all round construction superi- 
A j ority of the Mueller, backed by 
trade - creating advertising and 
powerful selling co-operation, gives 
every Mueller Merchant a tremendous 
advantage. 


The “Big 3” 

The exclusive construction features 
that have established Mueller 
superiority: 

1. Large and Properly Proportioned 

Register Pace. 

2. Spacious, Unobstructed Air Passages. 

3. Vast and Scientifically Designed 

Heating Surface. 


Write for the Mueller Book and get 
full details of the 11 Big 3 ’ ’ features and 
other superior points of Mueller con¬ 
struction. Learn also about the Mueller 
sales plan that helps you get the cream 
of the business. 


When you talk Mueller construction features— 

The “Big 3” — you have selling arguments 
which never fail to convince. You can safely 
recommend the Mueller—put you reputation 
behind it—because it will hold and build trade 
for you. 

The Mueller has stood the test of real service 
and its record is overwhelming evidence of its 
heating efficiency and fuel economy. That is 
why every merchant who handles it is profiting 
by the big and constantly increasing demand 
for the right kind of a pipeless furnace. The 
Mueller squarely meets every requirement of 
pipeless heating. 

Don’t ignore the opportunity for Mueller sales 
in your community. Get in touch with us at 
once and learn full details of our liberal and 
attractive agency proposition. 


L. J. MUELLER FURNACE CO. 

Makers of Heating Systems of All Types Since 1867 
233 Reed Street distributors Milwaukee, Wis. 

The Salt Lake Hardware Company, Salt Lake City, Richards A Conover Hardware Co., Kansas City, 
Utah, and Pocatello, Idaho. Missouri, and Oklahoma, Okla. 

Holbrook, MerrUl A Stetson, San Francisco and Los Lee-Coit-Andreesen Hdwe. Co., Omaha, Nebraska, 
Angeles, California. and Denver, Colo. 

The Jackson Hardware Co., Aberdeen, So. Dakota 


Stocks also carried at Brooklyn, Buffalo and Syracuse, N. Y.; Pittsburg, Scranton, Lancaster and Phila¬ 
delphia, Pa.; Atlantic City, N. J.; Baltimore, Md.; Toledo, Ohio; Nashville, Tenn,; Detroit, Mich.; 
Minneapolis and St. Paul, Minn.; Chicago, Ill.; St. Louis, Mo.; Omaha, Neb.; Portland, Oregon; 

Seattle, Washington 
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“ECLIPSE” 

All-Steel 

Revolving 


NAIL BINS 


Are constructed with ball bearings 
to assure easy revolving. They are 
made in sizes to hold from 15 to 25 
kegs of nails with from 3 to 5 sec¬ 
tions and 15 to 25 compartments. 


“Eclipse” Nail Bln 


“ECLIPSE” 

All-Steel 

Revolving 

BOLT CASES 


Aire also built with ball bearings, and are made 
in sizes of from 3 to 10 sections and from 36 to 
120 compartments for all kinds and sizes of 
bolts. _____ 

LE ROY SMITH, Western Representative 
112 Market Street, San Francisco, California 

The Wellston Manufacturing Company 

WELLSTON, OHIO 


“Eclipse” Bolt Gaae 
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One Full of Files, the 

Other of Filing Knowlege 


Six hundred illustrations of files—a file for every 
purpose — in the NICHOLSON FILE CATA¬ 
LOG. And its reading pages give an interesting 
history of the NICHOLSON FILE COMPANY 
since its founding in 1864 by Mr. William T. 
Nicholson, inventor of INCREMENT cut files and 
of many essential file making machines. 



FILE FILOSOPH Y condenses the valuable gleanings 
of file knowledge gathered through an experience of 
over half a century of file making and file using— 
all disclosed in an hour’s reading. 

Both are to be had for the asking. 

Nicholson File Co. 

PROVIDENCE . R.I..U.S.A. 
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60,000 Double Swings 
Without a Sign of Wear 


HEN the new Lawson No. 800 
Floor Hinge first came out 
hardware men asked, “Will 
such light construction 
stand up under heavy wear?” 

So a Lawson Hinge, taken from a deal- 
er’s stock, was put to a thorough test. 
Fitted to a 50-lb. door, it was slammed 
back and forth continuously—60,000 
complete double swings. 

After this treatment, as severe as the 
average hinge would get in a life-time, no 
part of the hinge showed any appreciable 
sign of wear. It continued to swing 


smoothly with no lost motion at dead 
center. This is the result of Lawson 
scientific construction. Strength where 
strength is needed. Friction eliminated 
where the wear comes. 

The Lawson No. 800 Floor Hinge is 
made with square bevel-edge reversible 
side plates, all standard finishes. A 
better looking job, easily installed and 
at low cost. 

It is meeting with a steadily increasing 
demand from contractors and archi¬ 
tects. This means large sales and quick 
turnover for dealers. 



Write today for illustrated catalog describing in detail this and other styles 
of Lawson Spring Hinges t for residence , office and factory doors, gates , etc. 


Lawson Manufacturing Company 

Eastern Representative 

John H. Qraham & Co. 
x 13 Chambers St. 95 Reade Sc. 

New York City 


230 West Superior Street 
Dept. 7789 Chicago, Ill. 

Pacific Coast Representative 

C. N. & R W. Jonas 

Seattle San Francisco 

Los Angeles 
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Ideal Poultry 

and 

Rabbit Fence 



Is a Fence and Not a Netting 


The horizontal wires in the Ideal Fence make it possible to stretch it perfectly, and 
FEWER POSTS ARE NEEDED and NO TOP OR BOTTOM RAIL. Posts may 
be set a rod apart, and if the fence is well stretched it will be strong and effective. 

Hexagon mesh poultry netting is good and has many uses, but it cannot be 
stretched without pulling together in the middle, hence top and bottom rails are neces¬ 
sary and the posts must be close together. 

Like all fences the heavier the wire the longer it will last, so we recommend the 
heavier styles; but for many purposes, like protecting a young orchard or vineyard 
where a cheap fence is good enough, the No. 20 will do the work effectively and is less 
expensive when erected than any other fence or netting with the same size of mesh. 

For permanent poultry yards the heavier styles are better and cheaper, life of 
fence considered. 

In all weights and styles the horizontal wires are two inches apart. The size of 
mesh is governed by the spacing of the mesh wires. Every style has a cabled selvage 
both top and bottom. 


American Steel & Wire Company 

UNITED STATES STEEL PEODUCTS COMPANY 

SELLING AGENTS 

San Francisco Los Angeles Portland Sea ttle 

Awarded the Grand Prize at the Panama-Pacific Exposition 
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“Yes—it's Tape-Marked Columbian 
Pure Manila Rope” 

“See this Tape with the red, white and blue colors bearing the name 
and trade mark of the Columbian Rope Company, which I have pulled out of 
this strand and untwisted. This Tape-Marker is imbedded in that strand for 
the entire length of the rope and is an absolute guarantee that the Columbian 
Rope Company stands behind its Tape-Marked Rope as regards durability, 
strength, quality of fibre and workmanship. 

It’s easy to sell this superior rope when the broad guarantee of the 
manufacturer is backed up by this red, white 

and blue marker and signature in every foot 3^^ 

of it. Each customer benefits by that guar- Z- 

antee whether he buys ten feet or ten coils of ^ 

this Columbian Cordage.” i) • '*.'£^5 


COLUMBIAN ROPE COMPANY 

f AUBURN, N. Y. 


The Cordage City 


Brioches: 


Chicago 

Houston 


Boston 
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To Last for All Time 

Toncan Metal Used 

The following letter shows the opinion of Toncan Metal held by another 
prominent architect. 

Stark Rolling Mill Co., 

Canton, Ohio. 

Gentlemen: 

We find it a great pleasure at any time the opportunity affords us a chance 
to endorse TONCAN METAL. 

We have used TONCAN METAL in the Whittier Heights Memorial Park 
Mausoleum because it was erected to last for all time and it is pronounced one 
of the best constructed buildings of its kind in the country. 

Yours very truly, 

(Signed) JOHN J. FRAUENFELDER. 

Architects today plan for permanence in all their buildings—Building owners too are 
asking for materials that last. 

Toncan Metal offers durability unsurpassed by any sheet metal made from iron ore, and 
sheet metal men find Toncan a business builder—a source of satisfied customers, 
you don't have the latest information on Toncan, write nearest distributor. 

The Stark Rolling Mill Co., Canton, Ohio 

COAST DISTRIBUTORS 

HOLBROOK, MERRILL & STETSON 
San Francisco. Los Angeles 

THE F ALLING-McCADMAN CO. THE BERGER MFG. CO. OF CAL. 

Portland, Ore. San Francisco, Los Angeles 


Build for Bi££er 
Better Business with 




Lasting. Lconomis 
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Whittier Heights Mausoleum. 

Architect John J. Frauenfelder, 

Suite 1116 Story Bldg., Los Angeles. 

Toncan Metal used for all sheet metal work. 

















rmanence 


Conviction of the unimpaired usefulness of WEST 
BEND Aluminum has deepened, and broadened, and 
spread, and grown steadily stronger. 

The history of permanence which is warm in the hearts 
of users of WEST BEND products constantly reflects 
the quality of the aluminum ware of their choice. 


The fact that every utensil bearing the WEST BEND 
Hall-mark is actually PURE aluminum is one signifi¬ 
cant reason for the popularity of our products. 

And that each piece is stamped from a single sheet'of 
metal, without seam or joint — made extra heavy 
where the wear is hardest—and with cool handles, are 
striking features that recall WEST BEND superiority. 

Our original Sun-Ray Finish facilitates cleaning, and 
^ lends the brilliant lustre of sterling silver. 

The teakettle illustrated may be filled thru the spout. 

West Bend Aluminum Co., West Bend, Wis, 

WESTERN REPRESENTATIVES 
^^ALBERT^^ W. M. CLARK 

San Francisco, HBaV Portland, 

California /flH Oregon 















































Albany, N. Y, 
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THE GIANT POWDER CO., Con. 

“Everything for Blasting ** 

HOME OFFICE: SAN FRANCISCO 


Branch Offices: Butte, Denver, Los Angeles, Salt 
Lake City, Seattle, Spokane, 

Portland 


Giant Explosives are made in a wide 
range to suit every blasting purpose. 
Giant Blasting Supplies will fill your 
requirements, no matter how exact¬ 
ing they may be. 


The superiority of Giant products, as 
well as their suitability for Western 
use, absolutely assure you of better 
results at less cost than ordinary ex¬ 
plosives or blasting materials. 


Order your requirements from your 
local dealer, or write us and we will 
see that you are promptly supplied 
with genuine Giant products. 
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INCREASED PROFITS FOR 
WIDEAWAKE HARDWARE DEALERS 

liMHUNC HARNESS SNAPS 



One of * 

THE SPRING i 


1 the many 

IS LOCKED 


IN 


Even if the tongue should become spread, the spring 
cannot fall out . It is fastened securely at the bottom and 
held in position at the top. Extra thickness of metal at 
points exposed to wear gives “LOXPR1NG” Snaps extra 
life. 

A good way to speed up your turnover is to sell your 
customers what they want. After they have used 
“LOXPR1NG” Snaps they will never accept any other . 

There Is a “ LOXPRING ” Snap for 
Every Desirable Purpose 


NORTH & JUDD MANUFACTURING CO. 

NEW BRITAIN. CONNECTICUT 

WHOLESALE ONLY 


CO 

1 
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Rapid Turnovers Mean Bigger Profits 


The new and complete line of PEXTO SLIP 
JOINT PLIERS will gather but little dust on your 
shelves. 



These pliers can be had in nine different styles. 

They are stamped with the PEXTO OVAL, which 
means that they are fully guaranteed, and are manu¬ 
factured from the highest grade steel by skilled 
workmen. 

The finish produced on these pliers is exception¬ 
ally attractive, and they can be furnished in FULL 
NICKEL PLATE or with POLISHED HEAD and 
GUN BARREL FINISHED HANDLES. 

Do not hesitate to stock this line of Pexto Slip 
Joint Pliers. They will sell themselves. 

Our line of Mechanics* Hand Tools and Builders' Hard¬ 
ware is fully illustrated and described in our No . 20 Catalog . 

Send for your copy . 

WORTH WHILE.TOOLS 



The Peck,Stow & Wilcox Co. 

Southington f Connecticut ,U. S. A. 
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Stop! Look! Think! 


Or THE GREAT PROFIT 
IN OUR SPECIAL ASSORTMENT OF 

Elastic” Chair Tips 


oobsMIbc of tbs moot salable and profitable rim, 
via: 

S Gross Babbor Hoad Kalla. 

4 100/144 Orm Bumpan. 

17 Dos. Slotted Setow Tips. 

4 Dob. Wood Pog Tips. 

5 Doa. Patent Bonking Chair Tips. 

4 Doa. Mobna’a Combination Oufalon 
Chair Tlpo. 


x 


^b 


“Elastic" Chair Tips. 
Order the “Elastic’’ Assort¬ 
ment now -display It—then 
watch the “Elastic" sell! 


ELASTIC TIP CO. 

370 Atlantic Ave., Boston, Mass. 


“Elastic” Chair Tips 

Prevent injury to floor and carpet, stop the noise, 
nuisance in the home, the schoolroom, the restaurant, 
the public hall—wherever wooden chain are moved 
about on wooden floors, concrete or tiling. 

Their almost universal usefulness and 
necessity make them most profitable 
sellers—if pushed. 
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—And now Horses are “Weed Chained to Safety 9% 


American Chain Company, Inc., U. S. A. 

Vy z 7 In Canada—Dominion Chain Co., Ltd., Niagara Falls, Ontario v* # y 

\r General Sales Office: Grand Central Terminal, New York v 

District Sales Offices: Boston Chicago Philadelphia Pittsburg Portland, Ore. San Francisco 

Largest Chain Manufacturers in the World 
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Sr American Chain Over-Shoes i 


American Chain Over-Shoes make horses sure¬ 
footed on ice and snow covered roads and pave¬ 
ments. The Chains are so constructed and 
arranged that they give the animal 48 points of 
contact— 12 under each foot. 

Awarded a prize of $500.00 by the American 
Society for the Prevention of Cruelty to Animals 
—the only one of its kind ever granted. Warmly 
endorsed by the Massachusetts S. P. C. A. and 
the New York Women's League for Animals. 

American Chain Over-Shoes cannot injure the foot 
or leg in any way, as it is impossible for the chains 
or center link to touch the frog. They also pre¬ 
vent the “balling” of snow and ice in the shoe. 


DIRECTIONS FOR ORDERING 


. I Horseshoe 

.2 “ 

.3 ** “ 

.4 “ M 

.5 M " 


across middle) 
“ “ ) 
:: ) 


No. 6 Horseshoe (6% in. across middle) lakes No. 6 Over-Shoes 

No. 7 ;; *• m . ) •* No. 7 - •• 

No. 8 “ *; (7 . ) " No. 7 " •• 

Extra Large Size ..No. 8 ** " 


(4V? in. across middle) lakes No. 3 Over-Shoes No. 6 Horseshoe (6Vfe in. across middle) takes 

(4vS. ) *• No. 4 “ ** No. 7 ;; *• (6 1 /? •; •• •• ) •• 

(5 M M " > •• No. 4 M “ No. 8 “ - (7 . ) “ is 

(5Vi ** ** ) " No. 5 “ “ Extra Large Size. t 

(5% . ) M No. 6 “ “ 

The average 1400 lb. hone requires a No. 5 Chain Over-Shoe and the average 1600 lb. horse requires a No. 6 Chain 
Over-Shoe. American Chain Over-Shoes for Mules are made in small, medium and large sizes, and St all Mules. 
List price for any size: $3.00 per pair for horses or mules. 


The Principle of the Weed Tire Chains for Automobiles 
and Motor Trucks Humanely Adapted to Horses' Hoofs 


American Chain Over-Shoes enable a horse to 
step out fearlessly on the slipperiest pavements and 
roads, and thus every ounce of his strength can be 
used for pulling power instead of being wasted in 
pitiful efforts to keep on his feet. 

Mr. Dealer: Here’s a real sales opportunity only I 
measured by your willingness to accept our co¬ 
operation. To every dealer stocking American 
Chain Over-Shoes we will furnish attractive cards 
and folders printed with his name and address, 
ready to send out to all of his customers. 

Order American Chain Over-Shoes from your 
jobber today. The Big Season is On. Act Now. 
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When your customer comes in, you 
are faced with the vital question of 
whether you will sed him a standard 
article which requires little selling, 
does your store credit, and is the 
strongest possibl' repeater, or wheth¬ 
er you will spend a lot of effort in 
putting over some unknown article of 
doubtful satisfaction. Few merchants 
today hesitate ip. choosing the stand¬ 
ard goods of known value which give 
the greatest turnover. Satisfy him 
that you handle only standard, well- 
known goods, and it is often surpris¬ 
ing how liberally he buys from you 
and all his many requirements. 

In hack saws the standard goods 
have been “ Star * 1 Blades since 1883 
as all the trade knows. Star Saws 
are the only hack saws made. It is 
a dominating position that has been 
earned by 37 years of making hack 
saws so superior in faster cutting 


and greater toughness that no other 
make can stand comparison. 

Now we have taken over the selling 
of our own goods so that we can 
deliver a service to Star users and 
the trade that is iust r«s superior as 
the goods themselves. Our factory 
in Middletown, N. Y., which has 
made Star Saws since the beginning 
will now be the headquarters of our 
Sales and Service Departments, 
which will give you a more complete 
and effective service than ever be¬ 
fore. We have more representatives 
in the field and they are at vour 
services to help you build up the larg¬ 
est possible sale of Star Saws with 
factories and individual users. 

Our larcre national advertising will 
be larger than ever the coming year, 
making Star Saws more than ever 
the largest selling blade and the most 
profitable for you to handle. 


In ordering through 
Jobbers, be sore to 
specify “Star" and 
Insist on getting what 
yon order. All In¬ 
quiries or direct or¬ 
ders sent to this of¬ 
fice will have every 
attention. 
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It is a pleasure to own a 

Baldwin Porcelain Lined 
Refrigerator 

It is an equal pleasure to sell one. 

The glossy white porcelain lining of THE BALDWIN 
is in one piece—hard as flint. It cannot crack—it will 
not peel. Clean it as easily as a porcelain plate, and 
when clean it stays clean. 

Baldwin Refrigerators have been manufactured for 
upwards of fifty years and in selling them you are not 
offering to your customers an experiment. 

There should be a good refrigerator in every home. 

BALDWIN REFRIGERATOR COMPANY 
Burlington, Vermont 


There is a stock of Baldwin 
Refrigerators carried in 
San Francisco by Heyman- 
Weil Company. 


4 
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Accurate records make it easy 
to make out an income tax report. 

An up-to-date National Cash Register gives complete and accurate 
records of— 

(3) Received on account. 

Petty cash paid out. 

can get these records so easily as 
with a National Cash Register. 

Every merchant needs these rec¬ 
ords once a year for his income 
tax report. He needs the same 
records every day to control his 
business. 


yfe make cash registers fcr emy fine of busniess.Riced $15 and up. 

NATIONAL 



DAYTON. OHIO. 


0 Cash sales. 

0 Charge sales. 

A merchant must have these rec¬ 
ords to make out his income tax 
report. 

National Cash Register records cure 
printed and added. They are al¬ 
ways available and always reliable. 
There is no other way a merchant 


Digitized by v^.ooQle 





40 


HARDWARE WORLD 



OFFER THE 

. domestic 

ilectricjron 

TO YOUR TRADE 


It is netting neat profits to hundreds of dealers throughout the country— 
it will do the same for you. You will add to your reputation and increase 
your sales by handling this real good, honest electric iron, with a record 
of never coming back for repairs. Here’s what one dealer says: 


Kankakee, Ill., Sept. 15, 1920. 
Since we have been selling Domestic Irons 
we have noticed a decided increase in electric 
iron sales. Our customers compliment the 
Domestic Iron. 

A. J. LEE HARDWARE CO. 



The Domestic Electric Iron, packed in an attractive 
holly fjift box, coupled with our national advertising 
campaign, is a genuine booster for holiday business. 
Get your share of Domestic Iron sales this year. 

Order your stock now—from your jobber or from 
'.3. In cases of six or a dozen. 

CHICAGO FLEXIBLE SHAFT 
COMPANY 

5604 Roosevelt Road, Chicago, HI. 


Double Purpose Means 
Double Sales 



Under the Hood While Standing 
Keeps Engine Warm 


For winter motoring the Clark Heater is un¬ 
excelled. In the tonneau of a car it will keep 
the passengers comfortably warm. Placed 
under the hood when car is left standing in 
the street or garage, the Clark Heater not 
only does away with the usual cold weather 
starting troubles, but saves batteries from 
running down and economizes on oil and gas 
used in “warming up.” 

Now is the time to tell your customers of its 
double use. Increase your sales on heaters 
this season. Attractive window cards packed 
with goods. Ask for folders and electros for 
your advertising. 

Every car at your door a prospect. Order now 
from your jobber or from us. 
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jtPi? ? mny years Bassiek Casters have 
'■p filled every caster need, from the tiny 
v' cabinet caster to the 8-inch truck 
caster that permits the easy moving 
of huge loads from place to place in 
the factory or warehouse. 

In many ways, in many industries, 
they have helped to cut costs in han¬ 
dling goods. 

There is a large demand for the well 
known Steel Gem Line, also for the 
Gem and new steel Harvard truck 
casters. 

Are you in a position to meet your 
customers’ wants for this line? 



Write for descriptive circular 
No. 200 W 


The Bassiek Company 

Which U a consolidation of— 

D* Unioarao! Cuter A Foundry Work* 

A- Sehsnck Company 
Th • Borne A Bassiek Company 

General Offices 

BRIDGEPORT - CONN. 



OHDHU 


a ei 
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PACIFIC COAST REPRESENTATIVES 

OHAS. A. DOWD SALES COMPANY, 320 Market St., San Frandaoo, Calif. 


Evansville 



Indiana 


Casters That Sell 


Twenty-five hundred different sizes and 
styles comprise our lines. Faultless Cas¬ 
ters of today are the result of twenty-five 
vears of consistent effort to produce the 
leading line of these goods. 

Comparative tests in actual service will 
substantiate the reputation for quality 
they have rightfully earned. 

Send for Catalog "G” 



Full Size Plate 2-8 


1 Move the FAULTLESS Way 5 
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Foster Bros 
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ChicacO 

mark 

SPRING HINGES 


Nearest 
Jobber 
Will give 
You full 
Information 


JOHN QHA'ILLON 6 S0N$ 

New York U-S.A. 


Here is the “Triplex”— 
a hinge in great demand. 
Note its graceful lines and 
handsome appearance. 


You can safely stake your 
reputation on its quality and 
performance. It swings doors 
faultlessly. Thousands in use. 

Sell a product that brings sat* 
isfaction and nets a good 
profit. Keep well stocked. 

Send for Catalogue 

W-36 

Chicago Spring^5utt Company, 

CHICAGO NBW YORK 

E wing-Lewis Oo., San Francisco, Los Angeles 
Pacific Coast Bepresentatives 


— mention that name 
when your customer 
asks what brand you 
handle and the sale is 
made. 


We say this because 
Foster Bros. Cutlery, 
manufactured for thir¬ 
ty-five years, has been 
acknowledged as stand¬ 
ard. 


The high quality of 
steel used insures blades 
that are strong and dur¬ 
able and that will hold 
an edge. 


The cutlery shown 
herewith illustrate a few 
popular numbers that 
are ready sellers. We 
know they are depend¬ 
able—we stake our rep¬ 
utation on their quality. 


Your 



















MILLERS FALLS 


MILLERS FALLS CO. 
r tT MILLERSFAILS MASS.U.S.A 


N9I027 


Millers Falls Blades are even-tem¬ 
pered — every blade in the box is 
alike—none too soft, none too hard. 
Each tooth is accurately finished— 


You can get behind Millers Falls 
Hack Saw Blades and push them, 
because they merit it and make satis¬ 
fied customers. This is a Millers 
Falls product, and is backed by 
Millers Falls Company guarantee of 
quality. 


HARDWARE WORLD 


They are made for 


No. 1027 Millers Falls 
and Millers Falls 


M ILLERS FALLS Hack Saw 
Blades set new | standards— 
are worthy companions to 
our No. 1027 Pistol Grip Hack Saw 
Frame. Together they make a work¬ 
ing tool that for its purpose can’t be 
beat. 


no strain points at the ends of the 
blade — no binding, therefore less 
breakage. And they stay sharp a 
long time. 
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Pistol Grip Frame 
Hack Saw Blade 


HE mechanic who has tried the 
No. 1027 Pistol Grip Hack Saw 
Frame will tell you it is not only 
comfortable—easy on your hands— 
but saves blades, too. He does a 
better job in less time, has better 
control over the frame—a firm hold 
that resists wabble. 

The Millers Falls No. 1027 Pistol 
Grip Frame is an easy seller. Just 
point out its many exclusive features: 
the steel rib securing the handle that 
extends almost the entire length, 


serving as a strong backbone; extra 
strength in the middle of the back, 
where the greatest strain comes; the 
thumb nut placed beneath the handle, 
never interfering with the stroke: 
the perfect “hang” of the tool. A 
man who knows tools will quickly 
see how it meets his needs. And 
you’ve made more than a sale— 
you’ve made a satisfied customer who 
will buy from you again. 

It 

The Millers Falls Mechanics’Handbook will 
be sent you for ten cents to cover postage. 



“Right Design — Honest Construction 99 
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PRISCILLA WARE 

“Speaks for Itself” 
ALUMINUM COOKING UTENSILS 



BEST GOODS-BEST PRICES 

Pie Plates 

Mixing Bowls Pudding Pans 

Preserving Kettles Convex Sauce Pans 

Convex Combination Kettles Double Lipped Sauce Pans 

TLcI.Gvte &Go. 

i * '- - —.. r i ii/ 

PACIFIC COAST 
FACTORY REPRESENTATIVES 

150 Post Si. Ssyn Fre^tcisco 

Cali f^oprisi la 
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W E take pleasure in announcing that The HOFFMAN 
HARDWARE CO., Los Angeles, California, will distribute 
MONARCH REFRIGERATORS in Southern California and 
Arizona, effective at once. 


We wish to thank the dealers who have handled our Refrigerators in the past 
and solicit for The Hoffman Hardware Co. their future orders. 


The Hoffman Hardware Company is prepared to fill orders for 
Monarch Refrigerators at the present time. It will be our aim 
in the future as in the past to see that dealers are provided with 
Monarch Refrigerators from the large stocks in Los Angeles and 
San Francisco. 


The Monarch Refrigerator Works, Burlington, Vt 

THE HOFFMAN HARDWARE CO. SLOSS & BRITTAIN 

Los Angeles San Francisco 


Announcement 
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THE LATEST ACHIEVEMENT 

In the Great Line of UNIVERSAL SUCCESSES 

The line of Universal successes traces back to an organization which has 
never been content to make merely acceptable products nor to stop at 
achieving ordinary results. 

The new Universal Electric Washer is the typification of advanced design¬ 
ing—the culmination of progressive experience in producing Electric 
Home Needs of surpassing quality. 

The Universal is a perfected, washer destined to win the confidence and 
preferment of housewives who for years have had unwavering faith in 
Universal products. It will bring full realization of their exacting ideals 
and prove in service far superior to its price. 

LANDERS, FRARY & CLARK - New Britain, Conn. 


Write for Special Bulletin which 
pictures and describee 
the Universal Washer in detail. 


UNIVERSAL 

“The Washer That Needs 
No Wal hing” 

Simplicity and sturdiness 
for service without servic¬ 
ing. 

Has combined advantages 
of revolving and oscillating 
types. 

Motor and transmission 
mechanism entirely enclosed 
in handsome cabinet. 
Quick-draining, galvanized 
tub with settling zone. 

Non - sagging, swinging 
wringer locks in four posi¬ 
tions. 


DigitizecT6y 
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These Sargent-made Tools 
Will Increase Your Holiday Sales 


SARGENT STEEL FRAMING 
SQUARE 

A CARPENTER’S joy is in fine 
** tools. Nothing could please him 
better, as a gift, than a Sargent Steel 
Framing Square. (No. 500 R Series.) 

This is the only square made requir¬ 
ing no figuring by the carpenter, 
saving his time, and also avoiding 
possible errors, as there are no calcu¬ 
lations to make. The required fig¬ 
ures are all given in the rafter tables 
on the Square. 

Sargent Steel Squares are made of 
high grade tool steel in five depend¬ 
able finishes. 

Suggest Sargent Steel Framing 
Squares as gifts. They will swell 
your holiday profits. 


SARGENT AUTO-SET BENCH 
PLANE 

VERY carpenter should have a set 
of Sargent Auto-Set Bench Planes 
in his kit. It is a light plane for 
both light and heavy work. 

Excellent balance, ample handle 
room, and the ease with which it cuts 

with or across the grain, without 
chatter, all recommend it to the lover 
of fine tools. 

What most appeals to carpenters is 
the Auto-Set feature by means of 
which he may adjust the depth of 
cut as he planes. Cap iron and clamp 
are in one piece and the blade may 
be removed and whetted, then re¬ 
placed to position without readjust¬ 
ment. 

Made in six sizes. A very fine thing 
to recommend as a gift. 


SARGENT & COMPANY 

Manufacturen 

New York NEW HAVEN, CONN. 


LOCKS AND HARDWARE 
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In a World Babel of Tongues there 

ARE MILLIONS OF PEOPLE WHO COULD 
NOT POSSIBLY UNDERSTAND EACH OTHER 
BUT WHO DO UNDERSTAND AND DEMAND 

Dietz Lanterns above all others 

R.E. DIETZ COMPANY 

NEW YORK 

Largest Makers of Lanterns in the World, Founded 1640 

Your Jobber Stocks DIETZ Lanterns 




o 

□ 

D 
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SIMON DS 


NON • BREAKING HACK SAW BLADES 


For machine or hand use, there is 
no hack saw blade that will give as 
efficient service as the Simonds 
Hard Edge Blades. They are the 
non - breaking blades that do not 
shell teeth and stand up to the 
toughest kind of metal cutting jobs. 
Dealers in all parts of the country 
find a big demand for Simonds 
blades and Hack Saw Frames. 

Write for prices and selling 
proposition. 

Simonds Manufacturing Co. 


San Francisco, Calif. 

Portland, Oregon 


“The Saw Makers" 


Seattle, Wash. 
Vancouver, B. C. 


“YANKEE” 

QUICK RETURN 


In 3 Sizes 


With spring in the handle to 
drive bit back quickly. 
Holds it extended for 
overhead work. 


No. 130—For all general work. 
Very popular. 

^ No. 131—Heavy pattern, for general house 

carpentry and heavy screw driving. 
Becoming very popular. 

No. 136—Small size, for smaller screws, electrical work, 
and wherever a large number of small screwB are fre¬ 
quently driven. Tour Jobber will supply you. 

NORTH BROS. MFG. CO. 

Philadelphia. Pa. 


Digitized by boogie 
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New Style “ACME” Fry Pans 


ONE PIECE 
COLD HANDLE 

THEY BUILD 
UP YOUR 
TRADE AND 
SATISFYYOUR 
CUSTOMERS 

% 

INSIST ON THE 
“GENUINE” 
ACME 

SOLD BY ALL 
FIRST - CLASS 
JOBBERS 
THROUGHOUT 
THE WEST 


a 


Pacific Coast 
Representatives 

Wm. P. Horn Co. 

Rialto Bldg. 
San Francisco 

Portland 
Los Angelas 
Seattle 



NEW YORK STAMPING COMPANY 

Brooklyn, New York 
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i847 ROGERS BROS. 

SILVERWARE <s^^sssssssa^7^ 

The Family Plate for Seventy Years 



Silverware Helps Sell 
Other Lines 

The woman or the man who makes periodical or occasional 
visits to your store in order to add to the silver plated flatware 
at home is going to buy other things besides Silverware in 
some of those visits. 

In other words, wnen you sell a flatware pattern you are 
“planting a silver tree, from which, every once in a while, you 
will gather fruit . 99 Write for advertising and display helps. 

INTERNATIONAL SILVER COMPANY, Meriden, Conn. 


Pacific Coast Warerooms, 150 Post St., San Francisco, CaUf. 
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Service 
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Durability 


GENUINE 


Satisfaction 


“PHILADELPHIA 


99 


Send for Catalog 
and Prices 



Styles "Graham” and "A”—All Steel 
Vanadium Crucible Steel Blades. Practi¬ 
cally Indestructible 


Largest Makers of High Grade Laws Mowers ia the Worid 

and more people have bought and are buying, using 
and recommending the Genuine PHILADELPHIA" 
Lawn Mower than any other make. 

The famous Vanadium Crucible Steel Blades, and the 
Bearings bored to rifle barrel accuracy, are features 
that have made the name “PHILADELPHIA” worth 
remembering when buying Lawn Mowers. 

So great is the demand we are compelled to make 
“PHILADELPHIA” in 18 styles of HAND—3 styles 
of HORSE—2 styles of MOTOR POWER-all HIGH- 
EST GRADE. 

A MOWER FOR EVERT PURPOSE 


THE PHILADELPHIA LAWN MOWER COMPANY, 31st and Chestnut Streets, Philadelphia, Pa. 

HAVEN A HAVEN, 508 Mission Street, San Francisco, California, Selling Agents 



“Pittsburgh Perfect” 

Open Hearth Steel Wire 

■y 

“Pittsburgh Perfect” Wire is supplied in 
bright, annealed and galvanized, also barbed 
wire, twisted cable and bard spring coil wire. K 

Our wire is made exclusively of our own open hearth steel, assuring 
uniform gauge and homogeneous quality. 

Write for Catalog 

PITTSBURGH STEEL COMPANY ^Pittsburgh! pa! ’ 




Pacific Coast Office, 359-363 Monadnock Bldg., San Francisco, C&L 

Distributors of “Pitteburgh Perfect” and “Columbia” Wire Fencing: 


DUNHAM, CABBIGAN A HAYDEN CO. 
Ran Francisco, Cal. 

Northern California and Nevada 


WHITON HARDWARE COMPANY 
Seattle, Wash. 
Washington and Oregon 
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W HEREVER a system 
of sewerage disposal 
U not available, as for instance, 
on the farm or in the suburbs, 
there you will find a real need for 

Iron Horse 
Sanitary Dry Closets 

Built of heavy galvanized metal, 
strictly sanitary — installed In a 
few minute’s time by any one. 
Handsomely enameled white 
and decorated with gold strip* 
ing. Write for descriptive matter 
and prices. 



Commode Pails 

Built from heavy galvanized 
metal, either striped or attrac* 
lively enameled in red, blue or 
green, the ring and cover type. 
Write for prices. 

_II_ r 



HINK of what it would mean in an emer- 
gency to have six pails of water near by, 
ready for use as fast as you could lift 
them out of the galvanized Iron Horse 

Fire Tank 

—each pail equipped with a bail that is 
weighted so that it comes to an upright 
position automatically the instant the pail 
above is removed. Fattor- 
ies, hotels, apartment 
houses, stores—they are a 11 
prospects for thiswell-built 
and servicable fire protec¬ 
tion equipment. 

Are you selling the Complete 
Iron Horse Metalware Line. 

If not — 

Write for prices and 
discounts. 

ROCHESTER CARGO 

ROC HRS TER HEW YORK 



HM PAILS 


Galvanised or enam¬ 
eled an attractive 
red. Write for prices 



IranHo 



talware 


r np name implies 
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“My Best Christmas Present” 
^//atlanal 


This Christmas hundreds of women everywhere will receive 
ad gifts NATIONAL STEAM PRESSURE ALUMINUM 
COOKERS. 

In justifiable pride, each recipient will hasten to display her 
“best Christmas present/’ and tell all about it to many friends. 


In the gay festivity of Xmas-tide, when hospitality is at its 
height, these friends will partake of foods deliciously prepared 
the NATIONAL way. They will relish the exquisite flavor, the 
appetizing tenderness, which cannot be obtained by any other 
method oi cooking. 

They are bound to hear, through satisfied users, as well as through 
dominant national advertising, that food is cooked in the NATIONAL 
COOKER in one-third the time ordinarily used, and at a saving of one- 

fourth the fuel energy. 

These deeply interested, prospective buyers are going to ask for the 
NATIONAL STEAM PRESSURE ALUMINUM COOKER. Be ready to 
supply them. 

Get in touch with your jobber at once. If he cannot take care of 
your order, write us, and we will supply you, allowing generous discount 
from prices. 

NORTHWESTERN STEEL & IRON WORKS 

603 Spring Street, Eau Claire, Wis. 






To Help You Make 
More Profits 

Duplex advertising opens the way to in¬ 
creased sales. 

We are ready to help you “cash in” on 
this advertising in every way possible. 
The Duplex Dealers Bulletin is going out 
with suggestions and methods that will 
increase not only your sales of Duplex 
Fireless Stoves, but all other lines of mer¬ 
chandise. 

Many sensible people this year will make 
Christmas presents of Duplex Fireless 
Stoves. Get ready now for this trade. 

If you are not a Duplex Dealer now it will 
pay you to write for our new dealer’s 
proposition. 


Duplex Dealers 

Ask about the Duplex 
Christmas Cards 



DURHAM MFG. CO.ij 

MUNOIE, IND. 


NEW YORK OFFICE: 
LOB ANGELES OFFICE: 


108 CHAMBEB8 STREET 
3718y s W. PICO STREET 
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THE 


BRIER HILL STEEL 



THICK 
IMUM WIDTH 


CKLED STOCK 

2 " THICK 6 LIGHTER 
72 " MAXIMUM WIDTH 


XIMUM LENGTH 

*. ' 

Sr ' .'i 


Plates 


m 

MANUFACTURERS OF 

O A • __ 16 GAUGE ToW THICK 

dlue Annealed 72 


72 "maximum width 


PRODUCTS 

Washed Metal 
Basic and Besse¬ 
mer Pig-Iron 
Low Phosphorous 
Pig-Iron 

Forging and Re- 
Rolling Billets 
Slabs, Sheets and 
T i n Sheared 
Plates 

Blue Annealed, 
Black and Gal¬ 
vanized Sheets 
Formed Roofing 
and Siding 
Single and Double 
Pickled Sheets 
Furniture. Auto- 
mobile and 
Deep Drawing 
Stock, etc. 


^ BLACK 8 GALVANIZED 

SHEETS IO OAUOE & LIGHTER 


General Offices: 
YOUNGSTOWN, OHIO 

DISTRICT OFFICES: 
New York, Chicago, Philadel¬ 
phia, Cleveland, Kansas City, 
Lynchburg, Pittsburgh, New 
Orleans, Salt Lake City, San 
Francisco, San Antonio. 

EXPORT AGENTS: 
Consolidated Steel Corporation 
New York City 




Ne. 203. 
Self • feed 
and Double 
Com poun d 
Lever Feed 
Drill. 


Champion Blowers, Forges, Drills and Screw Plates 




No. 401. Rivet Forge 


No. 50. Cham¬ 
pion One-Fire 
Variable Speed 
Electric Black¬ 
smith Blower. 




Digitized by 


Screw Plates in Four Styles, Cutting up to 1 y 2 " 
CHAMPION TOOLS, Built for Service 

CARRIED IN STOCK AND DISTRIBUTED 
BY ALL THE LEADING JOBBERS 
Write for Our 350 Page Catalog 

CHAMPION BLOWER & FORGE CO. 

Lancaster, Pa., TJ. S. A. 


No. 90. Self- 
Feed Poet 
Drill 
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“THE RECOGNIZED LEADER 



ELECTRO-ZINCKED AFTER WEAVING 

GALVANOID has won the pre-eminent favor of the trade because it is the most depend¬ 
able zincked screen cloth made. You can confidently recommend GALVANOID to your 
best trade. 

ORDER NOW AND TAKE SHIPMENT EARLY 

If yoor Jobber cannot furalab, advise ns and wo will ass that yon are anppUsd, 

WE ALSO MANUFACTURE 
BRONZE, COPPER, PAINTED AND GALVANIZED 

AMERICAN WIRE FABRICS CO. 

208 So. La Salle Street, Ohioago, Hlnots 

FACTORIES: 

Chicago, Illinois Mt. Wolf, Pa. 

_ REPRESENT ATTVES: 

EWING-LEWIS CO.i San Franeiaeo and Los Angeles, CaL D. L. HERMAN, Seattle, Wash. 


“Sterling” 


STERLING 


Hard 


TUNGSTEN STEEL 


Flexible 


HACK SAW BLADES 


Many years of personal caretaking attention to manufacturing details have produced 
in STERLING Blades a catting tool of unquestionable merit. 

We claim Endurance—Dependability—Fast cutting — Long Life — Satisfaction to 
Dealers and Consumers. 

Users declare that our slogan—“They don’t Scratch, They Cut”— tells the story. 
SOLD THROUGH JOBBERS ONLY 

CORRESPONDENCE RESPECTFULLY SOLICITED 

DIAMOND SAW & STAMPING WORKS, BUFFALO, NEW YORK 

CALDWELL SALES COMPANY 

Tjmfima.il Building, Room 321, 417 Market Street, San Francisco, CaL 

Exclusive Pacific States Bcpreceotetlves 
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HyoYade 


A Complete Line—Persistently Well Made 

The illustration shows some of the different types of lamps 
made by the Hygrade Lamp Company—practically every type 
except miniature lamps. 

The assortment runs all the way from the tiny 5-watt sign 
lamps to giant 1000-watt gas-filled lamps. 

Counting the various sizes and including bowl-frosted and all- 
frosted lamps, the Hygrade Lamp Company makes altogether 253 
different types of lamps. 

Hygrade Lamp Co 


General Office 
and Factory 


Salem Mass 


A Use for Every Lamp 


While some of these lamps, 
such as street series, country 
home lighting and the larger 
gas-filled lamps, are used for 
particular purposes only, most 
of; the types illustrated here 
have a place in every home, of¬ 
fice and factory. 


B type lamps for ordinary 
fixtures, gas-filled lamps for 
semi-indirect and large fix¬ 
tures, frosted lamps where the 
light shines in the eyes, 
WHITE Hygrades for decora¬ 
tive effects and soft light, tu¬ 
bular lamps for show cases, 
sign lamps for every progress¬ 
ive store— 


What a wonderful field there 
is for the merchant who sells 
Hygrade Lamps. 


Ospols Burner Oil Stove 


Short Chimney Oil Stove 


WRITE FOR CATALOG NO. 128 


We now have a Large Stock and Assortment 

of Oil Stoves 

SBND YOUB OBDBBS TO 

QUICK MEAL STOVE CO., DIV. 

or AMBBIOAK STOVE COMPANY 

0 H. SCHIEGK 

We also cany a Urge Pacific Octet A*ent Ws also cany » Urge 

“• 715 Indians St* near 19th St* 01 

G AS RANGES San Francisco^ OaL GOAL RANOE8 


We also cany a largo 
line of 

OOARRANGES 
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TUNG-SOL 

L. A KXI F> S 


S What are the Advantages? 

Lamp sellers by the score are 
coming under the Tung-Sol banner 
every day. One reason is that 
they make more money selling 
Tnng-Sol than other brands ana 
are permitted to sell without ham¬ 
pering restrictions, filing of re¬ 
ports, etc. 

Tung-Sol jobbers are every¬ 
where. There*s one near yon who 
is prepared to fill your lamp or¬ 
ders quickly and for any quantity. 

There is a Tung-Sol lamp for 
every standard use. Find out 
how you can increase your lamp 
profits—today! Write to 

The Panama Lamp & Commercial Go. 

006 Misaion St,8aa Francisco 


Distributors for Pacific States 
or the following jobbers: 


Weston Metal * Supply Oo. Thomm-Dlggs Company 
Sea Diego* OaSf Sacramento* OaUf. 


Standard Woodenwaro Oo. 
Loe Angstoa, Oalif. 

San Joaquin Orocery Oo. 
rxesno, OaUf. 

Vataaa-Dohnaaam Oo. 
AU Their Branches 


BMNfnan Bdwo. Oo. 

Portland, Ore. 

Whiton Hardware Oo. 
Seattle* Wash. 

B. W. Hun Ughttng Oo. 


Beno Electrical Works 
Bene, Her. 


Distributors for Western States 

Capital Electric Company 

1126 California Street 
\ Denver, Colo. 


Colorado 

Wyoming 

Oklahoma 


Kansas 

Nebraska 

New Mexico 



Simplex Page Adveitisment! 
Appear Every Month in 

Saturday Eve Post Literary Digest 
ladies Homejournal foutitrij Gentleman 
Good Housekeeping Farm Journal 





This full-page odvortissmsut, stimulating Christmas salss, 
will appoar soon in Ladin * Hams Journal , Saturday Earn¬ 
ing Post, Litsrary Dignt and Good H onsoko o pl ug 

For years the word SIMPLEX has been synony¬ 
mous with “Ironing Made Easy” in the minas 
of the American public. Continuous National 
Advertising has established a very emphatic 
preference for the Simples Ironer. 

Simplex dealers everywhere profit by this dom¬ 
inating advertising and our very complete, liberal 
policy of sales cooperation. 

Write for particulars. With our help you can 
build business for the entire household Appliance 
Department. 

THE AMERICAN IRONING MACHINE COMPANY 

431 Slitter St, San Francisco, Cal. 

Homs Offlos: 168 Vo. Michigan Ave., Chicago 

SmPLEXjRONEB 
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LAST CALL 

FOB HOLIDAY TBADE 

Immediate Delivery 
Guaranteed 

FROM 

California Factory 

ONLY HAND CAR IN THE WORLD 
FOR BOTH INDOOR AND 
OUTDOOR USE 

Adjustable Seat Makes Any Size 

If Your Jobber Cannot Supply You, 
Write Us 

LLOYD SALES AGENCY, Inc. 

Sole Factory Agents for Pacific Coast Territory 
Monadnock Bldg., 681 Market Street 
San Francisco, Calif. 



The Ontario Knife Company, Franklinville, N. Y. 


WE SELL EXCLUSIVELY TO THE WHOLESALE TRADE 


If yon are a wholesale dealer and have not our catalog and prices, you should write for them at on.ee. 



BUT CHER 

SKINNING 

STICKIN G 

BONING 

8HEATH 

SLICING 

CORN 

SHOE 


KNIVES 


KIT C HE N 

CANNING 

FISH 


PUTTY 


CLAM 

TABLE 


HOUSEHOLD KNIVES, HOUSEHOLD 0LEAVER8, FLESH FORKS and a large variety 
of Knives with improved Sanitary Aluminum Handles 



We manufacture the largest variety and the largest quantity of kitchen knives made by 

any one house in the world. 


Digitized by L^OOQle 
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ilMcA-BYE NURSERY SPECIALTIES. 


•T^HE NOVELTY and the 
i practical necessity of 
the Rock*a-Bye items has 
created a demand every¬ 
where. It exists in YOUR 
territory — a demand ready 
to be filled. 

MOTHERS KNOW about 
this interesting line, through 
reading our advertising and 
seeing Rock-a-Bye specialties 
in use. 

WE WANT DEALERS to 
handle the business which 
Is coming to us direct. Ask 
your Jobber or write us for 
literature and terms. 

Perfection Mfg. Co., 

Dept. W Lei fin* well Are. sod 

Moot*oaery Street. 

. LOUIS. MO. 



A f (i I \ 


nr K . 

»JU rN 


V doll swing 

swing' NO 20 

WO. I SWING 

NO? 



j{ocH^VB> e | 


SWING BED 
NO.19 


SPECIAL 

NO. 7 



ftoCK'A-By e 




SEAT 

(/ N015 

I \ II WALKER 

J^OCK'A qy^ NO.I8 


Lalance & Grosjean Mfg. Co. 


Manufacturers of the Celebrated Lines of 

Agate (Nickel-Steel) Ware 

El-an-Ge Enameled Ware 

and 

Pearl-Agate 

Turquoise Enameled Ware 


New York 


Chicago 


Boston 


San Francisco 
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UNLESS THI 
NAME 

IN FUL 


ON THE 
HANDLE 



Remove Stock Rapidly 
1 and Smoothly a 


CRESCENT 



rFILES^ 
OF 

vOUAUTYi 


DELTA 


Is the only Line of Piles 
from 3 to 24 inches that are 
made absolutely of 

CRUCIBLE 

STEEL" 

This high quality material 
and our scientific hardening 
and tempering methods en¬ 
able us to produce files of 
exceptional durability. 

Delta Files are made in sev¬ 
eral shapes and sizes—there 
is a shape and size for your 
particular requirement. 

Use Delta Piles in your shop 
—you will increase your out¬ 
put and greatly reduce your 
cost of filing. 




DELTA 


This trade mark safeguards the 
interests of thousands of file users 
ererywhere. Always look for It. 


DELTA FILE WORKS 

PHILADELPHIA, PA. 
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“BAILEY” 

Iron Planes 

The Standard for more than 
Fifty Years 

n M PRO VEM ENTS 
are constantly being 
made in their manufacture, 
tending to make them daily 
more popular and more 
sought after by discrimina¬ 
ting carpenters and me¬ 
chanics. 


If you do not carry 
these planes, arrange 
to do so at once. You 
will be surprised how 
your plane sales 
will increase 

MANUFACTURED BY 

T H E Stanley Rule & Level Plant. 

w The Stanley Work* 

New Britain. Conn. U.S.A. 



Every Foot of 

Ludlow-Saylor “Perfect” 
Galvanized Hardware 
Cloth.... 

by reason of 
our thorough 
equipment, 
extensive 
experience 
and 

established 

high 

standards, 
is more than 
a Galvanized 
Hardware 
Cloth; 
it is “The 
Hardware 
Cloth 

that stands 
Hard wear” 
and is 

“Guaranteed" 

It is woven of the best steel wire, 
the joints are all securely soldered by a 
good coat of galvanizing after weaving, 
and measures up to the most exacting 
demands of critical customers. 

Order your requirements through 
your regular jobber, also the “Perfect” 
Window Screen Cloth, Poultry Netting, 
Ply Traps, etc. 


Manufactured by 

The LUDLOW- SAYLOR 
WIRE CO. 

"• “Sd^Coogle 
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THE JAMES SWAN COMPANY 

SEYMOUR - 


BITS 

AUGURS 



CONNECTICUT 

CHISELS 
DRAW KNIVES 



NAIL SETS 
GIMLETS 


GOUGES 

SCREW DRIVERS 


New York Office: 100 Lafayette Street 

WE WEBB AWABDED THE MEDAL OF HOHOB OH MECHANICS’ TOOLS AT THE PANAMA 

PACIFIC EXPOSITION 

Sold by THOMSON-DIGGS COMPANY, Sacramento California 


Shelby KT, Hardware 


WE ALSO MAKE 




Mortise 


Floor 
H i n f e s, 
8 p r I n g 
Butts, Door 
Checks. 
Push and 
Pull Plates, 
Door • Hold- 
ers, Push 
Bars, Foot 
and Chain 
Bolts, Door 
Bolts. Cup¬ 
board Turns, 
C u pboard 
C a t e h e s, 
Card Hold¬ 
ers, Toilet 

Paper Holders, Garage Door Holders, Chest Han¬ 
dles, Casement Window Adjusters and Fasteners. 
Sash Locks, Sash Lifts, Mortise Locks ana 
Latches, Basement Window Sets, Wire. Coat and 
Hat Hooks, Ceiling Hooks, Hall Hooks, Screen 
Window Hangers, Door Braces, large line of 
Screen Door Hinges and a number of items not 
mentioned. Ask for catalog today. 

The SHELBY SPRING HINGE CO. 

SHELBY, OHIO, U. a A. 

COAST REPRESENTATIVES 
POND HARDWARE CO., D. L. HERMAN, 
Los Angelos, OiL Seattle, Wash. 


SNAPS 

FOR THE HARDWARE MAN 

FROM THE BB8T LINB MANUFACTURED 



TROJAN OPBN BYE SNAP 

Noe. 520 Bit, 521 Chain, 522 Tree# 

S*U by All Jtkbrt 

COVERT MFG. CO. 

TROY f N. Y. 
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Union—Farm—Tools 

Forks—Hoes—Rakes 

Whenever you see a farm tool bearing a Union Fork & 

Hoe Co. Label, you can rest assured it is a tool in which 
you can place confidence. 

“Farm King” — “Continental” — “Columbus” — all 
three labels represent the best produced in farm and 
garden tools. 

Ask your Jobber to show you Union Tools, and note 
their perfection in material, workmanship and atten¬ 
tion to detail. 


The Union Fork & Hoe Co#, Columbus, Ohio 


FACTORIES 


oolumbus, omo 


FRANKFORT, NEW YORK 


!! 


The Oily Strev 
Holes iRttie World 

The “Hole” 
Problem 


9 The advantages of 

Screw Holes are: they 
Vf can be used without 

II 1 damage to receiving 

® II Wi ) material; they enable 

II II \ 5 c* you to Standardize to 

Kill V 5 wood or machine 
£ £ - / screws in all mate- 

■ ■ rials; they are made 

■ H of brass and will not 

■ ■ rust under atmospher- 

V v ic or moisture condi¬ 

tions; special tools are not needed for using them 
in any material; they can be used in any place a 
screw can be used; no special screws are needed— 
these Screw Holes fit any wood screw or machine 
screw now in stock; they make the neatest possi¬ 
ble job in any material; they are endorsed by all 
dealers in screws, and by all users of screws; in 
spite of the high cost of brass, Screw Holes are 
yet cheap; they make everlasting holes in any 
material, and anyone who can drive a nail can 
use them. 

You must stock Screw Holes, for your trade 
demands them. 

TIE STIIE SCREW ROLES CO.. Waterbary, Ctaa., 0. S. I. 


There Is a Difference in Washers 


I 



Just m la any other commodity. Our Waihm in 
made of tho Bast Material and with the utmost oare. 
That’s why the lartest users of Washers prefer those 
of oor make. 

Wo also make 

NNM W 8 SMTS 9 M U 8 SI W WSSMrl 

HLmh^Li -■ QA—S M, * . SS I—a- 

HrNpi m diM rmm womti 

of all descriptions. Round and Square, Plain or 
Galvanised. 

Nneakd Rfvot Bwts Ftlov Pistes 


PROMPT SHIPMENTS 


Wrought Washer Mfg. Co. 

MIlwrakM, Wb. 

Coast Representatives, 

HUGHSON * MERTON, Inc. 

Isa Prsndsco, OaL; Los Angelas, OaL; Portland, Ois.; 
Seattle, Wash.; Denver, Oolo. 
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‘ Faith 1 


Is the key that opens the door of success. 


r v7!fmfw& 


Is the key to permanent satisfaction in garage door 
hardware. 

Every garage owner who sees “Slidetite” in use 
wants it on his garage. 

Simple to install. Easy to operate. Doors can’t 
sag—close weather-tight. 




If you now sell “Slidetite” you know that it is 
the last word in garage door hardware. If you do 
not now sell “Slidetite” you owe it to yourself to 
find out about it. 


■Richards Wilcox’ Mfa, (o. 

Wi: r i 'i 7 l jnj i .ri i M um i-urrm V* 

\r non \ 1 1 i i \ois L S A 



Are you handling the 

10-in. and 14-in. 0. K. Cotters? 

If not, my Pacific Coast representatives 
will tell you why you should. 

Address 


Omer Oox 

Postal Telegraph Bldg., 
Ban Francisco, Cal. 

Bands & Oox, 

Ban Fernando Bldg., 
Los Angelos, OaL 

Btrlmple * Oox, 

L. O. Smith Bldg., 
Sea tt le, Wash. 


Jones A Oox, 
Newhonse Bldg., 
Salt Lake City, Utah 

Taylor, Youngs A Oox, 
209 Ideal Building, 
Denver, Colorado 

Btrlmple * Oox, 
Oorbett Bldg., 
Portland, Ore. 


H. K. PORTER 

Bolt Clipper Specialist 
ASHLAND STREET, EVERETT, MASS. 


LANE’S 

Steel 

Wagon 

Jack 


NO CAST METAL 
■■■"' NO WOOD 

Strong — Light--Compact 

SUBSTANTIAL PROFIT TO 
THE DEALER 

Have You Catalog and Latest Prices ? 


LANE BROS. CO. 

RIVER STREET POUGHKEEPSIE. N. Y. 
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MR. DEALER 

Have you placed your Sprayer, order for 
1921 f We want your business, and your 
trade wants our Sprayers. 

rogMTE1VrRF.TE 

There is no other line of Sprayers so simply 
made or that gives better satisfaction to 
Dealer or user than 

THE UTILITY LINE 




Ufo. 40 Portable Outfit 

Write for 
Catalog and Prices 

ALBERT LEA SPRAYER 00. 

ALBERT LEA, MINN. 



Built Right— 
Priced Right 

IAWN^OWTERS 


artuto-Vfaed Coaster 

Advertising has started these elnbs all 
over the country. You deserve your 
share of these multiplied sales. 

Boy trade is profitable for your kind 
of store. Tie up with our plan, and 
you'll be well introduced. 

—Christmas is coming. See your 
jobber for merchandise ana write us for 
details of selling plan. 

^cftttioAVheelCoasWr Co.Anc.. 



The Buffalo Sled Company 
Dept. A, If. Tonawanda, V. Y. 

Factories: If. Tonawanda, V. T. In Canada, Prseton. Oat 

New York Office: 108 Chambers St. 

Seattle Office: 214 Maritime Bldg. 

Kansas Oity Office: 1007 Coca Obis Bldg. 
Export Office: 885 West 28rd St., New York, N. Y. 


The present prices of “Penn¬ 
sylvania” Quality line of 
Mowers, as compared with 
pre-war figures, is fifty per 
cent less than the average 
increase of 259 Hardware 
lines, as shown in a list com¬ 
piled by a Hardware Jobber 
and submitted to the Atlan¬ 
tic City Convention. 

It costs more to build now, 
than six months ago, when 
present price was made, so if 
any change occurs before 
July 1st, 1921, it will not be 
a decline. 


Pennsyd 



W)RKS 


•i'dPgBPHi LAOELPHIA 


Digitized by y 


.oogle 










70 


HARDWARE WORLD 



These are punches that sell themselves 

Tour mechanic customers will appreciate the quality 
of these Mayhew punches. Just set this attractive 
display of hand-forged, electrically tempered punches 
where customers can see and handle them. Your 
islet of punches will increase, and your list of per¬ 
manent customers lengthen. One Mayhew tool sold 
means a user who desires other Mayhew tools. 

At your Jobber’s—or 

MAYHEW STEEL PRODUCTS, INC 

291 BROADWAY. NEW YORK 
906 Mission 8treet, 8an Francisco 

MAYHEW ^ TOOLS 

ARE RIGHT 


ONLY 


DOUBLE ACTING 
SPRING BUTT HINGES 

have the weight 
supporting 
bearings cor- 


liberate the 
action of the 
springs, redu¬ 
cing breakage 
and increasing 
spring power, 
preventing une- 
q u a 1 wear of 
the barrels, and 
giving practi¬ 
cally unlimited 
durability. 


Bommer Floor Surface Spring Hinge 

Hi itirT and Holdback matures, Ban 

—-I-Ml a - SM— m —t TtoviAR 


TTtti r*-g aad Alignment Dtvlos 

The most durable hinge of its type; holds the 
door open when swung to 90 degrees. The spring- 
action can be entirely released so door will swing 
m free, without spring-action, by inserting a 

■ wire nail (when the door is open) into a 

■ hole provided in the side plates. The 

■ spring • ac- 

H ___————^ tfon can be 

restored b y 

tfH ‘ UHUHM withdrawing 
U-' : ' the 

H 1111 111 111111 

BOMMER SPRING HIR6E COMMIT, Mfrs. • Braoklya, I.T. 






Handle Detached. Out ihows Bight Hand Casement Adjuster 


Superior 

Casement Adjuster 

For windows that open out 
Operates without disturbing the screen 

Superior Casement Adjuster ie the meet 
convenient to operate because all that Is ie* 
auired to unlock and move the window is to 


handle the window is locked automatically. 

Superior Casement Adjuster is the strong 
eat beeauae it looks on the rod fattened to 
the window and thus combines the etreafU 
of the two roda. 

Superior Casement Adjuster held* tho win 
dow firmly at any angle and does not allow 
the window to rattle. 

SUPERIOR SPRING H1NGB GO. 

136 W. Lake Street, Chicago 


i Waonk R Door Hangers and Tracks 


/ 


Quality hangers and tracks designed to overoome all the trouble# and 
drawbacks of cheaply built hangers and track! that are *° JTth 

at a price. Wagner Hangers have roller-bearing wheels, tandem trolley with 

■ bumper on end to protect wheels, a very simple and practical cam T *** 1 ®** 

adjustment and other features that put them out of the ordinary class. Track! Roller Bcavtsgi 

are self-cleaning, bird-proof and much heavier than ordinary tracks. They 

__- w "“-~— 
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Writ* oar Utica factory for the now 
Saoago-Stevene Calendar 
for 1921 

Savage arms Corporation 
utioa, if. y. 

Sharon, Pa. Chleopoo Falla, Maaa. 

Executive and Export Office 
50 Church 8*., If. T. 

Owner* mud Operator* of the 

J. Stevens Anns Company 
Chicopee Falls, Mass. 


There’s a lot of Christmas 
firearms business. The fath¬ 
er who wants his boy to have 
a real boy’s rifle. The wife 
who wants “father” to have 
the “best sporting rifle in 
the world” for his annual 
hunting trip. The household 
that needs the real unwaver¬ 
ing protection that only a 
Savage Automatic can give. 


Savage advertising of Sav¬ 
age quality during the past 
year was designed to help 
make Christmas sales. 


A Savage window display 
during November and De¬ 
cember will capitalize our 
entire year’s advertising to 
your advantage. 


'' \oj ; - 


<\oj \-\0f\'\oj \ <\*j j ytj 11 




The Window That 
Gets the 

Christmas Business 
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It Pays to Buy 
iol Good Tools 

Vaughan’s Vanadium Supersteel 
Braces embody radical improve¬ 
ments over ordinary braces. The 
patented key construction of the 
socket frame is a positive remedy 
for the chuck working loose. Vana¬ 
dium supersteel jaws hold all bits 
up to % inch. Nickel plated—wal¬ 
nut handles—ball bearing. Four 
numbers 8 to 14-inch sweeps. Your 
jobber will quote or write for our 
full catalogue. 

VAUGHAN & BUSHNELL 
MFG. CO. 

For 50 Year* Makers of Fine Tools 
2114 CARROLL AVENUE CHICAGO 


Stearns’ Hardware Specialties 

Matchless Reversed Lever Saw Set 




AMERICAN SEAL 

PAINTS and CEMENTS 

44 MAKE GOOD” 

WITH YOU AND YOUB 0U8TOMBB8 
STAND FOB 

QUALITY and DURABILITY 



Great Assortment of 

Ears, Knobs and Hamfles 



r\ 



Leading Supply House in America for this 
Class of Goods. Ask for Samples, Catalogue 
No. 9 and Prices. 

Office, 229-231 Arch Street 
Store, 237 Arch Street 

Warerooma and Factory, 110-114 Broad Street 

BERGER BROS. CO., Mfgrs. 

PHILADELPHIA 
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Lgssgy 


INCANDESCENT LAMPS 

TUNGSTENS 
and NITROGENS 


“SAVE” 

TUNGSTENS 



“Save” 
Nitrogens I 


Lamps of All Types 

Prices Right Best Delivery Service 

ALL SIZES IN STOCK 


Manufacturers’ Distributors 

J. R. O’DONNELL & CO. 

171 Second Street, San Francisco 





UFK/N 



RULES 


BOXWOOD 


SPRING JOINT ~ STEEL 

WITH NOTEWORTHY IMPROVED FEATURES 
INSURING ACCURACY OF READING, EASE OF USE, AND SAVING OF TIME 

APPEAL TO MECHANICS ON SIGHT 



“STAR” Expansion Bolts 

ALL THE NAME IMPLIES 
Also: Sebco Screw Anchors 

Sebco Toggle Bolts 
Sebco Concrete Inserts 
Sebco Star Drills 
8ebco Gold Chisels 
Sebco Cable Clamps 

STARfEXPANSION BOLT CO. 

Trad* “SBBCO” Marti 

STOCKS AT 

147 Cadar Street 120 West Lake Street 

New York Chieafo 


OHLEN - BISHOP 


CUm UliAB C* A IlfO HAND 
CROSSCUT V A \A# W COMPASS 
BAMS kjf\ TV ij BUTCHER 

TOOLS AND TROWELS 

—Made by— 

THE OHLEN-BISHOP CO. 

The Master Saw Makers 
Lawrenceburg, Imd. Columbus, Ohio, U. 8. A. 

Western Trade Supplied Thru Branches at 
San Francisco, Oat Portland, Ore. 
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SAGER CHEMICAL 
PROCESS AXES 

AND 

BULLDOG 
LOGGING TOOLS 

Recognized all over the 
United States as the 
BEST money and skill 
can produce 


WRITE FOR CATALOGUE 



IOHBST HONORS 
AWARDED 

BY 




IEN AXE 6TTOOL CO, WARREN, PA. U.S.A. 
DAILY CAPACITY MOO AXES AND LOOCINO TOOL* 


This 



Slaymaker 

Padlock 

has a wider distribution 
than all other adjustable 
shackle padlocks com¬ 
bined. Over 100 Western 
jobbers of hardware, au¬ 
tomobile accessories, bi¬ 
cycles, etc., sell it. 


DEALERS 

ASK YOUR JOBBERS 

JOBBERS—WRITE 


SLAYMAKER LOCK CO. - LANCASTER, FA. 


A. 0. BXDDBXiL. Western Sato* Maaipr, 
624 Higgins Building, Los Angeles, Oslif. 


SAND’S PLUMBS AND LEVELS 

i 1 yi i ii 

I Deserve toot confidence because they ere known end 
wanted throughout the building trades and represent 
the easiest selling level stock on the marke t. 

YOTJB JOBBER CABBIES THEM 

I. SAND a SONS Detroit, Mlchlcao 



With th«- 

Pncisioi Kiy Miekin 

Anyone can cut a perfect 
duplicate of any Yale 
type key In leaa than 
ona minute. Machine is 
automatic. No experi¬ 
ence or skill necessary. 
Write for descriptive 
booklet today. 


PRECIStOfl HA CAINE A Tttl Cl, Sales Rffke 140 Halites Aitcm. Allsatsvs, Fa. 


“ANSONIA” NAIL CLIP 

Made by the mak¬ 
ers of the "Gem** 

Nall Clipper. 

Twelve in a box or 
IS on a display 
card. 

Write 

H. C. COOK CO. - ANSONIA, CONNECTICUT 



The “PONT” 

Li the very beet Hand Machine that money 
oan buy, for setting Tubular or 
Bifurcated Rivets 



"THE PONY” 


IT’S GUARANTEED 
SOLD BY JOBBERS EVERYWHERE 

Mad* bjr 

F. H. SMITH MFG. CO. 

CHICAGO, U. & A. 
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“PRODUCTS THAT 
GIVE SATISFACTION” 


Wood Screws 

The Edges!Iof Slots do 
Not Chew Up at the first H 
Application of the Screw m 
Driver. The slots are 3 
Cut Deep Enough « 

OTHER PRODUCTS 

MACHINE SCREWS 
CAP AND SET SCREWS 
BOLTS, NUTS, RIVETS, BURRS 

SPECIALTIES 


REED & PRINCE MFG. CO. 

WORCESTER, MASS. 


MAYDOLE HAMMERS 

THE WORLD’S STANDARD 

Highest Quality Steel Handled Hammers 
Guaranteed First-Class in Every Respect 


The David May dole Hammer Co. 

NORWICH, N. Y, U. A A. 
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MYERS Giast Door Hangers 

The weather may be a bit rough and 
stormy—perhaps it has been none too inviting 
for days—frequent snows block walks and 
highways—ice is everywhere—things in gene¬ 
ral are frozen up. At a time like this the 
weather-fighting qualities of MYERS GIANT 
TANDEM ADJUSTABLE DOOR HANGERS 
and HEAVY TUBULAR GIRDER 8TEEL 
TRACK will be appreciated by those who have 
buildings with sliding doorways. 

Circulars and Prices to the Trade 

F. E. MYERS & BRO. - Ashland, Ohio 

ASHLAND PUMP AND HAY TOOL WORKS 


► mi y 


"EASY EMPTYING" 

Grass Catchers 

“Favorably known the 
world over *' now made 
with 

Re-lnforcad 



Durable 

Many exclusive 
patented fea¬ 
tures and strong 
selling points 
expl ained in 
Catalog No. 20. 

Writ* for it 

80MB OP OUE PACIFIC COAST JOBBERS 

California Hdwe. 06. Baker, Hamilton 8 Pacific 

Union Hardware 8 Metal Co. 

Oe Honeyman Hdwe. Oo. 

Hoffman Hdwe. Oo. ® ird <£ °°* 

Harper 8 Reynolds Oo. The Schaw-Batcher Oo. 

FailmirMcOalman Oo. Sehwabaeker Hdwe. Oo. 

Manhall-Welle Hdwe. Oo. Beattie 1Hardware Oo. 
Holley-Mason Hdwe. Oo. The Thomeon-Digge Oo. 


Oarrigan k HaydenOo.- 

THE SPECIALTY MFC. CO., St Pari, Mhl,0.S. A 



TOO ABB BIOHT XV 
RBOOMM BHPn re 

"WORLD'S BEST” 
nr HAMB UD TAOT 

World’s Best 
Tubular Truck 

Bam, Factory 
and 

Warehouse 
Door Hanger 


EXCLUSIVE FBATUBB8 
Pram# is beet grade malleable iron. 

Wheel underneath track prevents derailment. 

Wide bearing of the wheel distributee weight and 
makes it the Bsslet Banning Hanger on the market. 

Peeked one pair in box complete with bolts; em- 
half dosen pairs in a case. 

Track kas Slidable Bracket, which has made the 
World’s Beet Hangers so popular with tho b uilding 
trade. 

If your jobber can’t supply you wo will. 

THE TOPPING MFG. CO. 

For 18 Year* Safety Door Hanger Co. 
ASHLAND. OHIO. U. S. A. 


Thompson “Junior” 
Revolving Sprinkler 



The “Dollar-Seller” 

The embodiment of simplicity has been the 
watch-word in the construction of this 
Sprinkler. For service and durability we 
recommend its use. 

We solicit your inquiries on the problems 
of sprinkling. 


Thompson Manufacturing Company 

East Eighth and Santa Fe Av». 

LOS ANGELES 
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NORCROSS garden 

■ £ CULTIVATORS 

\$ in Demand 
very Day 

to a cuatomer—and 
It next door neigh* 

in (8) aizea, 5* 
•PRONG tad MID 
id to both Men end 

ORGROS8'* it Dis* 
t * 'Quality*' Line, 
le in tppetrtnee 
to rWe long Berrice 
action. 

sojoT telling them 
f their wonderful 
-«nd becente yon 
dently reeommend 

•0 Jobbers carry the 
“NORCROSS" Line / / 






Manufactured by 

C. S. NOSCROSS & SONS 

Buiii»n, m. 

Distributed by 

LEADING HARDWARE 
JOBBERS 
EVERYWHERE 


Bigger Profits 

IN 

Garden Tools 


can be made by stocking 

the Gilson Guaranteed ^ 

Line and setting Gilson selling helps at work for 
you. 

Gilson Garden Tools 

meet every garden requirement, are moderately 
priced and sell readily wherever shown. 

The Gilson Weteder (illustrated in detail above) 
makes short work of weeding and loosening the 

§ edged blade cute both 
ee lost motion. To use 
aply turn upside down, 
hat saves its cost many 
times in one season. 

Write for deecr iptt oe tftera 
tar* of complete Gileon lino. 
Including Scratch Wcoder, 
Dandelion Digger and Lawn 
Edge Trimmer 

J.E. GILSON CO. 

Port Washington, Wfe 


-3eu NEED 
• THEM?: 






Thousands of workers demand 
STAB TTKKTi PLATES on their 
shoes. Are yon helping them by 
keeping np your stock? 

a 

It’s a good plan to Buggest them 
for work shoes and for boys’ shoes. 
It’s a good way to win friends. 

Order from your jobber and 
insis t upon STAB HEEL PLATES. 

If he can’t supply them write 

• STAR HEEL PLATE CO. 

367-301 WILSON AVB„ NEWARK, N. J. 



Hercules Knife Handle Screw Driver 
Forged Steel Handle Plate. High Carbon Steel Tempered 
Blade, Hardwood Handle 



Challenge Plain Handle Screw Driver 
Bed Vsmithed Handle 


Full Tempered Blade 

No. 82 Meehanics’ .2 to 12 inehee 

No. 84 Cabinet.1-4x8% to 12% inehee 

Ne. 86 Electricians' .8-16 z 2% to 12% inches 

No. 87 .8*16x1% inches 

Write your Jobber for prices. 

0. W. GAU8E 00. J. 0. MCCARTY 

Western 8ales Agents Eastern Sates Agents 
60S Mission St., Haw York 0tty7»* Y. 

San Francisco, OsL 
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HAR^AVE TOOLS HARGRAVE 



Pin Punchces 
Solid Punches 
Prick Punches 
Center Punches 


THEY 8ATI 87Y 
THE MOST 
PARTICULAR 
MECHANIC 


Oar n«w catalog 
■hows a complete line 
of theae ana a hun¬ 
dred other “QUAL¬ 
ITY TOOLS.” 




Cold Chisels 
Cape Chisels 
Dia. Pt. Chisels 
Ed. Nose Chisels 

YOUR JOBBER 
CAN SUPPLY 
YOU 

The Cincinnati 
Tool Co. 

“Montgomery Rd.” 

CINCINNATI, OHIO 


A. O. RIDDELL, Pacific Coast Representative 

Hitsiiia Bldf m Lot Angeles. Cal. Marvin Bldg.. San Frandsco, Cal. 


HAY-BUDDEN Forged ANVILS 



Entire top being In one pieoe of hlghrgrade forged 
steel, makes a loose faoe impossible. 


For over a quarter of a century, the name 
of “Hay-Budden” in connection with 
anvils has stood for perfection. The first 
Wrought Anvil Makers in America. An¬ 
vils made from the best American wrought 
iron and steel and sold by all the leading 
hardware jobbers. 


Omar Cox, Poatal Talagraph B 
Sands a Cox, San Fernando Bi 

Strimpla a Oox, L. 0. Smith Bv_ _ 

Strimpla a Oox, Corbett Bunding, f 
Jonaa a Cox, Nnrhouna Bonding, Salt 
Turnbun a Oox, Intor State Trust Bnlldinf, Denver. OaL 


San Pranaiaoob OaL 
Lot ingatao, OaL 
SaeSaTwMh. 





WM. H. OTTEMILLER CO., York, Pa. 
Muifactirers of Cap and Sat Screws, Screw Mackiic Wert 

REPRESENTATIVES 

6mer Oox, Poatal Telegraph Bids., San Francisco, Oal. 

Sands a Cox, San Fernando Bldf., Lot Angeles, OaL 
Strimpla a Oox, L. C. Smith Bldg., Seattle, Wash. 

Jones a Oox, Newhouse Bids., Salt Lake City, Utah. 

Taylor, Youngs A Cox, 209 Ideal Building, Denver, Colorado 
Strimpla a Oox, Corbatt Bldf., Portland, Ore. 



BOLLER’S CRANK MOP WRINGERS 

Can Be Used Everywhere 

Large Openings, Long Leverages and Cranks to 
turn out the Mops. No pulling o r tea ring the 
Mops to pieces. For QUALITY MOP WRINGERS, 
where one sale means repeat orders, stock onr line. 

PETER BOLLER MACHINE WORKS, 
122-124 N. Curtis St, Chicago* Illinois 
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Goods Madebu 


JESSES 



It*s no work at all for your cus¬ 
tomers to put up storm sash with 


KNICKERBOCKER 

FISHING TACKLE KIT 

GABBIES A COMPLETE TACKLE OUTFIT 


1^1 

Storm- 

Sash Hangers 

They are quickly hooked on. Sus¬ 
pended from the top. 

Can be opened out easily for ventilation. Hang se¬ 
curely without danger of dropping. Black japanned 
to prevent rusting. 

Our free demonstration outfit shows sr 
exactly how handy Kees storm sash 
hangers are, and sells them fast. ££T 


Send tor UaU and From Sample* 
to Dipt SO 

ORDER FROM YOUR JOBBER 


F.D.Kees MfoCo.Beatrice.Nebr 



KNICKEEBOCKER CASE 00. 

Clinton St. at Milwaukee Ave., CHICAGO, tt.t. 


SAMSON SPOT SASH CORD 


Jutrt quality, guaranteed free from all imperfections. 
Can be dietingulehed at a fiance by the Colored Spots. 
Speeified by architects and builders everywhere. 

We manufacture braided cord in all sizes and oolora, for 
all purposes. Carried by all jobbers. 

Bash Cord Shade Cord 

Clothes Lines Masons* Lines 

Solid Braided Rope Chalk Lines 

8end for catalogue and samples 

SAMSON CORD ASK WORKS - Boston, Mass* 

JOHN T. ROWNTRBB, UTO n Rep. 

San Francisco, Los Angeles, Seattle, 

Denver, 8 alt Lake City 


The Only Wrought Iron Anvil Manufac¬ 
tured in the United States 


JSfQ 




The body is made of wrought iron, the face of 
highest grade crucible cast steel. 

The COLUMBUS ANVIL & FOR GUN0 00. 

Columbus, Ohio 


“Forstner” Brace and Machine Bits 

For Fine Carpenter, Cabinet and Pattern Work 

BPECIAIiLT ADAPTED FOB HARDWOOD WORKING 
| u The Foster Labor Saving Auger Bit, unlike other bits, is guided 

PMMMMMMHB^^S by its Circular Rim instead of its center; consequently it wifi bore 

any arc of a circle and can be guided in any direction regardless of 
__ grain or knots, leaving a true polished surface. It is preferable and 

more expeditions than chisel, gouge, scroll-saw, or lathe tool eom- 
bined, for core-boxes, fine ana delicate patterns, veneers, screen 
work, scalloping, fancy scroll twist columns, newels, ribbon mould¬ 
ing and mortising, etc. 

Manufactured by THE PROGRESSIVE MFG. CO., Dept “A,” Torrington, C onn. 

Bnqulru of Tour Kardwazo Jobbers, or Writ* TJ§ Direot. Supplied in Sou Wzlto for Oatalogno 
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We Sell Hygrade Lamps 

because they are “persistently well made” with 
Massachusetts thoroughness. 

—because the Hygrade Line includes practically every 
type except miniature lamps. 

—because Hygrade Lamps are sold outright, without 
agency agreements, consigned stock or resale restric¬ 
tions. 

—because, however small his total sales, a dealer can 
make from the start a satisfactory profit from Hygrade 
Lamps. 

—because Hygrade Lamps are sold only under the 
Hygrade triangle trade mark, which is always in red 
on every Hygrade Lamp, carton and box. 
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“ THE 
“CANNON 
OILER" 


FORCES 
THE OIL 
ANYWHERE 


Cannon Pnmp 
Oilers 

Force the oil 
anywhere r e- 
gardlese of po¬ 
sition of can. 

1 pt., 1% pt., 

1 qt. 

Write for 
catalog. 

CANNON 
OILER CO. 

Keithsbnrg, HL 



PEERLESS STRAP WRENCHES 

Will not crush the thinnest tubes, and they can¬ 
not slip whfcn properly adjusted. Double woven 
linen strap is the strongest and most durable 
made. Patented cam locks the strap securely in 
any position. Wrench is drop-forged steel. 

The ideal french for polished pipe. 

GEORGE H. WILKINS GO. 

180 N. Market Street Chicago, EL 

SPEAKS SALES CO.. INC. Eepreeentattvea 
822 Higglna Bldg., Los Angeles 
Branches: San Francisco. Portland 



Sells to Every ^ 
Belt User 

^ for 

/< ^ ^ ^ V 0 * 5 ^ Belt Dr. 


Your market 

^ for Blue Ribbon 

<?+ Belt Dressing is 11m- 

^ ited only by the number 

V of belt users in yonr Viein- 

ity. The quality of the Dressing 
is high enough to suit the most dis¬ 
criminating purchaser. Ask yonr whole¬ 
saler for it or write for prices and samples. 
CD’C MCA AA 327 8. LA8ALLB ST. 
LH 9 ImU. Wv. CHICAGO, tt.t. 


TIE JOBBER'S RFC. OIL 


A Fast Selling 
Toaster 

Economical to operate. Insures crisp, evenly 
browned toast. Height 7 ins., length 7 ins., 
width 4 ins.; 400 watt. 

Practical design. All nickel plated. Complete 
with No. 16 Asbestos Covered Cord and 2-piece 
Hubbel Plug. LIST PRICE, $4.20 

Guaranteed one year. Immediate shipment. 




Electric Irons 

Without question one of the quickest selling 
low priced lines on the market. Write for 
full particulars. 

Western Agencies Co. 

285 Minna Street, San Francisco 
125 E. 9th St, Los Angeles 923 Pine St, Seattle 
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Voss 9-o’Clock Electric Washer 

BUILT FOR BUSINESS 

The illustration shows the VACUUM DASHER, 
which performs the operation of washing the clothes 
white without abrasion or tearing of garments, however 
delicate. 

We manufacture the dolly and disc type, as also the 
vacuum in both electric and power; also hand; and can 
furnish you stock from Portland or Seattle warehouses. 

Forty-three years of experience in building washers 
insures satisfaction to your customers. 

Write for Agency in Your Town 


R. ML BURTON BALES AGENCY 
Northwest Distributors, A1 Mira B uil d ing, Seattle, U.&A, 



GENUINE 


Hildebrandt Spinners 


Fish Oatehors for SO years. 
Tear customers want the genuine. A also, 
finish for any cams fish. Sand for 
THB JOHN J. HXLDXBRANDT 00- 
Log import, Indiana. 


EYELET TOOL CO. 

Manufacturers of Punches and Seta 
(hand drive and foot power) for 
Leather, Cloth and Metal. Pisel 
Tubes, Punches and Dies. All kinds 
and sixes made to order. Write Jobber 
Booklets free. Established 1858. 


BOSTON-MASS 


The 

Scbaw-Batcher Co. 

MCMKNTO, CAL 

WHOLESALE 

HARDWARE 

rips sad Rttfcgs I Safest & Co. 
Castas Steel BaBdere’ Hardware 


Spartks fiasds 



STOPPER 

ONE DAY ALARM 

With Radium Dial and Hands 


The radium material used on the dial and 
hands is of the highest quality and is 
guaranteed to last several years. 

Height... .5% Inches 
DlaL.S% Inch— 

Bowed Glass. 

Case is seamless 
brass, and with all 
o u 18 i d e fittings is 
highly polished and 
nickel plated. 

3% inch bell metal 
gong on back. 

Has silent switch 
on top for use whan 
alarm is not wanted. 

A ALARM CLOCK 

MORGAN & ALLEN CO. 

ISO Port Street, Sen Franotao, OeltfornJ* 
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Reading Bicycles 

We have taken the agency for the Reading Standard Bicycle and having 
a large stock on hand are in a position to supply the trade. 

Equipment is the best that money can buy. 

MOTOR SINGLE BAR 


No. 110 


All wearing parts are interchangeable on each model and with all other 

models. 

MOTOR DOUBLE BAR 


No. 164 


DUNHAM, CARDIGAN & HAYDEN CO. 

Exclusive Wholesale Distributors for Southern and Central California, 

Western Oregon and Nevada 

SAN FRANCISCO, CALIFORNIA, U. S. A. 
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YAKIMA 

Hardware Company 

YAKIMA, WASH. 

Jobbers of Standard Lines of Hardware 

Wholesale 


BUILDERS’ HARDWARE, ROOFING, 
STOVES, TIN AND ENAMELED WARE, 
IRON, STEEL, PIPE AND FITTINGS, 
BLACKSMITH AND WOOL GROWERS’ 
SUPPLIES, HOP AND FRUIT GROW. 
ERS’ SUPPLIES, SPORTING GOODS 
AND CUTLERY, AUTOMOTIVE 
EQUIPMENT 


Order* filled 
came d aj 
u received 



Prompt 

Oonrteona 

Service 


H. Roth & Sons 
Company 


SPECIALTY 

HARDWARE 

JOBBERS 


942-44-46 Mission Street 
San Francisco 
California 


We carry factory brands only under factory 
labels and numbers 

WHOLESALE ONLY 


WASHINGTON 

Hardware and Implement Underwriters 


SPOKANE, WASHINGTON 

IS CONDUCTED BY HARDWARE AND IMPLEMENT 
DEALERS FOR THEIR SOLE BENEFIT 
AND PROTECTION 

INSURES Stocks of Merchandise, Store and Warehouse Build¬ 
ings, Dwellings and Household Goods for Hardware 
and Implement Dealers. 

SAVINGS FOR 1920 

50-7o OF PREMIUMS 

This is for you if a member of your State Hardware or Implement Association. 


An inquiry addressed to 


E. E. LUCAS, Secretary 

will bring full particulars by return mm.\\ 
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A Peters G. A. H. 

One of the most notable features of the Grand American Handicap was the great number of shooters using 

The ® Brand 

and the number of events won or tied with these shells made it look like a Peters week 
® Brand Plums include the following: 

PBEX.TMTNABY HANDICAP 

H. K. MITTON, of Colorado, won this event from 19 yards. He dropped his first 
bird and then went 99 straight and 25 straight in the shoot-off. 

JUNIOR CHAMPIONSHIP 

TEDDY BEEM, JR., of Illinois, made the old timers open their eyes by breaking 
48 x 60 and 23 x 25 in shoot-off, winning the Championship. 

THE AMERICAN AMATEUR CHAMPIONSHIP AT 8INGLE TARGETS 

OSCAR HANSON, of Nebraska, broke 197 x 200, tying for the Championship. 

THE AMERICAN PROFESSIONAL CHAMPIONSHIP 

“POP” HEIKES, the Daddy of them all, kept up his old time G. A. H. pace and 
broke 195 x 200 from 18 yards, tying in this race. 

THE GRAND AMERICAN HANDICAP 

Shooting from 23 yards Woolf oik Henderson smashed 97 x 100 in the big event. 
CLASSIFICATION TROPHIES 

Class B. R. C. MILLER won with 99 x 100. Class D. H. F. BOPP (tie) score 97 x 100. 

Stock Peters Shells this Fall They’ll bag the game as they have broken the day birds. 

The Peters Cartridge Company - - Cincinnati, Ohio 

BBAX0HB8: NEW TOES—SAX FRANCISCO 
PACIFIC COAST BRANCH—685-87 HOWARD STREET, SAN FRANCISCO 

MARS HALL-WELL8 COMPANY, Portland-Spokane-Dnlnth-Winniper-Edmonton 
HIBBARD, SPENCER, BARTLETT A 0O„ Chicago, Ill. 8LOSS £ BRITTAIN, Inc., San Francisco 


Favorite Stoves and Ranges 

BEST IN THE WORLD 

BUILT IN THE MOST COMPLETE AND 
SCIENTIFICALLY CONSTRUCTED 
FOUNDRY IN THE WORLD 


A big line to choose from, 
consisting of pearl gray 
and royal blue porcelain. 

Gas, coal and gas combi¬ 
nations. 

Also regular line of Gas Ranges, with Porcelain Lined 
Ovens; full line of Coal and Wood Ranges in all finishes. 

This line should appeal to live dealers who are looking for 
a line that is right up-to-the-minute in modern construc¬ 
tion and finish. 

EXCLUSIVE AGENTS 

MANGRUM & OTTER, Inc. 

827-881 TVfiwrion St, San Fraadaoo 
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Hardware Specialists 

IN ALL THAT THE TERM 
IMPLIES 


We solicit your patronage and assure you of 
two things which will assist you in developing your 
business—SERVICE, Equal to the Best, and DE¬ 
PENDABLE QUALITY MERCHANDISE 

EVERYTHING IN HARDWARE 


Salt Lake Cftty, 
Utah 


The 5 sall Lake 
™ cHardw 


cHardware 60. 


Pocatello, 

Triuho 


THERE ARE MANY REASONS 


Fortk* 


and Increased Growth of Onr Trade 


K vm an mn «f 


If yaeanaat m 


tatty of showiig 
yea why it «■ la 

to your ■terotc n 


... 


Hi Wmm if Mr mi Spin Pu l i Mr 0m Cort— t n == 

EVERYTHING IN HARDWARE, IRON, PIPE AND HOUSE- 
HOLD UTENSILS, SPORTING GOODS AND CUTLERY 

THE THOMSON-DIGGS COMPANY, SACRAMENTO, CAL 
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HONEYMAN 
Hardware Company 

Park and (Hlaan Sts. Fourth and Alder Sts. 

PORTLAND, OREGON 

GOLDSMITH 

Football, Basket Ball and Athletic 
Supplies 

Boys’ Express and Overland 
Wagons, Velocipedes, Hand Cars, 
Automobiles and Bicycles 
and 

Flexible Flyer Sleds for the 
Holidays 

Electric, Gas and Oil Heaters 
Andirons, Fire Sets, Fire Screens 
and Spark Guards for the 
Fireplace. 


A. M. HOLTER 

Hardware Company 

Helena, Montana 


HOLTER 

Hardware Company 

Spokane, Wash. 

Established1S67 


WHOLESALE 

WHOLESALE 

Shelf and Heavy Hardware 


High Grade Auto 
Accessories 

Blacksmith Supplies 


Acme Paints 

Monarch Ranges 
Schnttler Wagons 
Mill, Mining and 
Logging Supplies 

Sargent Hardware 
Peninsular 

Stoves 
and Ranges 
Diamond Tires 

m 

Sporting Goods 



jUR Competent Salesmen, a 
large mail order depart¬ 
ment, a reputation for making 
shipments on time, cooperative 
with buyers of many years’ ex¬ 
perience, make us a reliable 
source of dependable service for 
general hardware, cutlery and 
automobile accessory lines. 

We sell to dealers only 

Wholesalers — Jobbers 




Strevell-Paterson Hardware Co. 

Sail Lake City 


Automobile Accessories 


Prompt — Courteous Service 
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Clover Leaf Manila Rope 


4 * 

Trade Huk 


The same careful attention is always given to the 
production of this staple commodity. 

Rope, or any other manufactured article is judged, 
like people, by service rendered. 

It is always a pleasure to advertise good goods, be¬ 
cause when people are never deceived, the next ad. 
attracts thoughtful attention. 

No better Pure Manila Rope made than 

CLOVER LEAF 

Manufactured by 


Trade Hark 


The Portland Cordage Company 

Portland, Oregon-Seattle, Washington 


GARDEN HOSE 



WRIT* FOB CATALOGUE AND PBICE8 


Goodyear Rubber Company 

ft. H. PEASE. Prert. J. A. SHEPPARD, Viee-Prert. H. B. PRASE, JIL, Treaa. a T. RUNYON, 8e*y. 
639 IftancB Stxwt No*. 61, 63, 68, 67 Fovth 8k. ft Vtea 8k. 

BAN FRANCISCO, CAL PORTLAND, OREGON 

GOODS SOLD TO THE TRADE ONLY 
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Front Door Handles | “Standard of the World” 

Casement 
Fasteners 


BUY IN THE 
WEST 


PROMPT 

SHIPMENTS 


We take care 
of the special 
requirements of 
our customers. 


No. 0336 


WESTERN BRASS MFG. CO. 

217-219 Tehama St, San Fraadaoo, QaL 


NEEDLES 


of all kinds and sizes for all purposes 
and needs. 


SACK 

BAG 


SAIL 

BALING 


Packing Mattress Upholstery 
For 

Grain, Flour, Sugar, Cereals, 
Minerals, Cotton, Burlap, etc. 

EVERY NEEDLE WARRANTED 

BARR BROS. COMPANY 

Needles and Cutlery 
Since 1873 

SalM Division 

HUGHSON & MERTON, Inc. 

Vo. 9 Main St., Ben Francisco 
SIB Fourth Am, V. T. 

1449 8o. Michigan Bird., Chicago 




CftfocUietti 


—Western Made for Western Trade 

—We have been manufacturing Quality Roofing for 32 years. 

—We make a grade and weight for every purpose. 

—We believe that it is to YOUR advantage to sell Pioneer Roofing. 
—Pioneer Roofing is a business builder. 

Samples and Prices on Request 


PIONEER PAPER CO 


LOS ANGELES 
CALIFORNIA 
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Sell Your Customers 
Known Satisfaction 

and your business is bound to grow 

Spark 

Cast Iron Range 

Bums either Coal or Wood 

Handsome in Appearance—Faultless in Performance 

Covers, 6-8 inch; Top Sur- Famished with or without 
face, 37x24; Size Oven, white enamel Splasher 
18 inch; Shipping Weight, Back, Polished Top and 
350 lbs. nickel finish. 

Send for latest catalog showing 
one hundred styles and sizes 

MANUFACTURED BY 

HAMMER-BRAY COMPANY 

Oakland, California 


□idi 



No. 9818 


0. UNDEMANN & CO. 

35 and 37 Wooster St, New York Established 1863 



* of JAPANNED. BRASS < 
TINNED WIRE 


A. L. Conger Co., 708 Market Stmt, Sea Francisco, OaL 
Bc pr ece nt a tlT O for California 
T. D. McLean, L. C. Smith Building, Bottle Watu, 
BcpreaantatiTo for Washington, Oregon, Idaho, 
Utah, Montana and British Columbia 



and securely bound with 
soft green felt — cannot 
mar the fineet furniture. 
Especially adapted for 
parlor or drawing room 
use. We have made it 
extra strong and flexible 
— will outlast any now 
on the market. 

Our 5 cent swatter is 
the best every sold for a 
nickel. It has a triangu¬ 
lar fold, permitting the 
insertion of your ad. if 
you desire. 

Now is the time to 
place stock orders. Well 
gladly quote prices and 
terms. 


Bird Cages and Cage Sundries Atlas Mfg. Ok 


raw xatxv, oonr. 

XUGMSOST ft VOVOV 

Pacific Coast Agents 
Baa Francisco, Los Angelas 
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Christmas 
Suggestion 3$ooks 

were mailed all dealers—Get one! 

It shows many lines suitable for 

3foli6a? Gifts 

Our stock is complete on all items 
shown (80 pages). 

See our general catalog for gen¬ 
eral assortment. 

Tool Chests and Kits 
Universal and Viko Aluminum Ware 
Griswold Cast Aluminum 
Casseroles and Pyrex Oven-Ware 
Electrically Heated Appliances 
Motor Driven Appliances 
Electric Cookers, Vacs and 
Washers 

Vacuum Bottle Goods * 

Pocket Knives, Scissors, Shears ^ 
Razors ^ 

Carving Sets and Silverware jOf 

Boys’ and Girls’ Bicycles, 

Wagons, Tricycles, Velocipedes •£ 

and Skates * 

Horsie Toddlers, Kiddie Kars 

and Coasters * 

Moral# • 

KM '***¥»*' 




1 


^SSm 


Baker, Hamilton & 
Pacific Co. 



San Francisco 
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YOUR CUSTOMERS WANT THE BOOMER 

IT YOU ONLY SHOW IT TO THEM 

BOOMER CANNON 

Adapted for every use. Suitable for Factories, Store or School Rooms. It is the strongest and most 
durable Cannon Stove made. Constructed so that a sheet iron drum may be attached, ana thus increase 

the heating capacity. 

Made in six sizes— 1 2 3 4 5 6 

Diameter of Fire Pots 13^" 16" 18" 20" 22" 24%" 

Weights 182 240 300 385 525 575 

OUR LOW PRICES WILL SURPRISE YOU—Write for them. 

THE HESS-SNYDER CO., Manufacturers MASSILLON, OHIO 

Trade Mark 4 4 Boomer” Registered—No. 58228 


California Stock Pattern 

We specialize in Stock and Ranch Knives for the Western trade. 

WESTERN STATES CUTLERY A MFC. CO. 

Write for Sample s and Price* Mfgr*. of Cutlery and Cutlery Products BOULDER, COLO. 


WHITE MOUNTAIN REFRIGERATORS 


‘The Chest With the Chill in It” 


The name “ WHITE MOUNT AIN ” for oyer 
forty years has been the symbol of refrigerator 
Quality, because w.e have spared neither Effort, 
Labor, nor Money to make the “WHITES 
MOUNTAIN” the best refrigerator in the 
World. 

Our “STONE WHITE” Refrigerator has 
provision chamber lined with Snow - White 
Solid Stone, Indestrnctible and Sanitary. A 
material that is heat-repelling and cold-retain¬ 
ing. 

To learn the excellent qualities 
found in all “WHITE MOUN¬ 
TAIN” Refrigerators yon should 
send for our finely illustrated 
catalogues and booklets. 

Maine Manufacturing Company - Nashua, N. H M U. S. A 

BRANCH OFFICE I: 

Mew York City Boston, Mam. Atlanta, On. Dallaa, Texas Ban FrancUco. Cat Denver, Colo. Melbourne, Arne. 

PACIFIC COAST DISTRIBUTORS 

San Frandaeo.Dunham, Corrigan k Hayden Oo. Los Angeles.California Hardware Oo. 

Sacramento .Muler-Enwrlght Oo. Seattle.Schwahaoher Hardware Oe. 

Portland.Honeyman Hardware Oo. 


POCKET KNIVES 
BUTCHER KNIVES 
PARING KNIVES 
RAZORS 
RAZOR STROPS 


HTTF.ARfl 

SCISSORS 

MANICURE GOODS 
FLASHLIGHTS 
FISHING TACKLE 
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MAGNETIC CLOTH 

OLBAira USB KAOIC 

and ia the most reedy seller of any domestie device 

lfflWWB 



No up-to-date kitchen is complete without one; no more 
worry over Dirty Pans; just a rub or two with Mag¬ 
netic Cloth and the pan is clean and sweet and sparkles 
like new. The Magnetic Cloth is made of a special 
crinkled spun wire fabric and fires excellent service. 


Retails for 
10 Cents 





T 

.-> 1 

Send us your 

. t® 

SF J 

jobber s name 
if he can't 
supply you. 





Manufactured by 

JOHN W. QOTTSCHALK MFQ. CO. 

Lehigh Are. and Mascher 8k PMladalpMa, Pa. 

McDonald a linforth. 

Pacific Ooast Reps., 789 Call Bldg., 8an Francisco 


Portland, Or. 
Seattle, Wn. 
Spokane, Wn. 

The Colorado 
Utah Hdw. 
Co. 

Grand Junc¬ 
tion, Colo. 

American 
Hdw. & Sup¬ 
ply Co., 
Pittsburgh, 
Pa. 

Eph Feig 
Grand Central 
Palace 
New York 
City, N. Y. 

Prescott & Co. 
Boston, Masa. 

H. E. Hessler 
Co. 

Syracuse, N.Y. 

J. F. Rappel 
Company 
Manitowoc, 
W 



■I ill'MFa ' ££ 

II 

. j »i;mr iliums=-\ % 


moaray^ySsT 

YOST GEARLESS MOTOR 
WASHERS 

are the Ideal Family Christmas 
Presents. They make Happy 
Homes. 

This is an ideal time to make 
a drive on Practical Holiday 
Purchases. Alertness to this 
opportunity means Increased 
Profits for Active Dealers. 

We wish you a most satisfac¬ 
tory Holiday Trade, a Merry 
Christmas and a more Prosper¬ 
ous New Year. 

The Yosf Gearless Motor Company 

Springfield, Ohio 


* r ‘S Worn ana Nov 




T»AOf 

SToVQIX j 


Makes Stoves Look Like New 

KELLS BUST; PREVENTS BUST- 
ING; CLEANS AND POLISHES. 
Write for Wholesale Prices 
SUPERIOR LABORATORIES 
General Offices, Dept. 26 
Grand Rapids, Mich. 
GENERAL SALES CORPORATION 
Pacific Coast Representatives 
718 Mission St., 787 Terminal St.. 
San Francisco Los Angeles 
Seattle, Wash. 


HERCULES COLD SODER 

THE METAL MENDER 



S' 

T : -Z'Z ' **■ ie Jd 

...... M 

-m, ^ Jr 

W< j • mm ^ Stir 


Mends any leek ia say metal quickly and permanently, 
without heat or acid. Just apply Hercules Cold Soder, 
a semi-liquid, from tube, covering hole or erack. Fixes 
household utensils, brass, granite, aluminum-ware, pipes, 
gasoline tanka, auto radiatora or cylinders. Finds pop¬ 
ular sale. National advertising ia intensifying demand. 
Aik your jobber. Write for booklet. 

HERCULES PRODUCTS CO. 

Dept. A COUNCIL BLUFFS, IA. 

NOWMAN COWAN CO., Pacific Ooast Representatives 
445 Rialto Bldg., San Francisco, Calif. 
AMERICAN MERCANTILE CO., 510 Battery Street, 
San Francisco, Calif., Export Representativas 
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COAL WILL BE SCARCE THIS WINTER 

Write Us for Prioee and Discounts on 

GLEEWOOD GAS HEATERS 

You can sell our 3, 4 and 6 BURNER 
HEATERS profitably 

In our FLOOR FURNACE you will find 
a Friend-maker 


Stocks Complete 


FOSS & JONES, Manufacturers 



pit l] - *l 


nrtsi 



DIXON’S 
Flake Graphite 

Constructive economy is the correct means 
for obtaining more economical power production. 

For instance, you can render your customers 
better and more dependable service by recom¬ 
mending Dixon’s Flake Graphite for cylinder 
lubrication. 

With graphitic lubrication the graphite is 
depended upon as the lubricating agent, the oil 
merely as the carrier. Consequently a cheaper 
grade of oil and a smaller amount may be used. 

Dixon’s “Ticonderoga” is the origin*! flake 
graphite. Sold for years in the red tins. 

Write for Booklet No. 230 C and dealer prices. 

JOSEPH DIXON CRUCIBLE COMPANY 

va/ Jersey City, New Jersey va/ 
2222 Established 1827 XGG R 


Quick Deliveries 

PASADENA, CALIFORNIA 


WMCff£STM 



ymiTYi 


First choice for lubricating, cleaning , 
polishing, and preventing rust in the 
home, the office, the factory, on the farm. 

It sells because it’s 
needed —repeats because 
it’s better. A good profit 
and a quick turnover. A 
splendid lubricant that 
will not gum. Stock now. 
WINCHESTER REPEATING ARMS CO. 

New Haven, Conn., U. S. A. 


THE PACKHAM 

S ta i n H> «Cri e nm e iw fc 

MADE BY 

THE PACKHAM CRIMPER GO. 



If Your Jobber Does Not 
Carry It, WriteUs 


SAFETY |NTERL0CKING 8tove AND furnace PIPES 


Fire 

Preventing 




Home 

Protecting 


Ambrose P. MeGulrk’s Patent 


0 „ r Aabeatoa-Covcrcd Interlocking Furnace Pipes, Iatsrloeking 8tore Pipes, Interlocking Asbestos-Covered Pine Thimble, 
SurHned Interlocking Ring Plue*^pe Md Inter^cki^ sre not ^niric. nor °**M* a * * 


■very home and factory owner is morally liable lor impending iiree on nil property, ana aunt 

**• TAWA 

SAFETY INTEBLOCKING STOVE PIPE 00., MT. PLEASANT, IOWA 
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FORTY HARDWARE MEN WAKE UP 


Shortly after noon, of a hot and sul¬ 
try July day, I entered the Automobile 
Supply Department of a prominent whole¬ 
sale hardware concern. Approximately 
40 high caliber employes were in the office 
section—behind the display cases, “ under 
the weather . 19 Languidly they peered 
over papers, samples, catalogues, etc., ap¬ 
parently feeling, hearing and seeing 
nothing. 

Action was as evident as though a calm 
night on the Sahara Desert. 

Ink must have turned to chloroform. 
Everyone seemed to honor work so well 
they did not bother it. 


I was scrutinizing a large sized elec¬ 
tric auto horn on the display case. I 
touched the button, never believing it was 
connected, and away she went with a 
sound that scared me stiff, and shocked 40 
men to their senses. 

In two minutes “the dead came to 
life”—and behold the change—shocked 
into action! 

Moral: Blow your horn. 

As easily as reading this print, with 
determination and action you can capi¬ 
talize on the 


GEM RAZOR REPLACEMENT PLAN 


In the Fall of 1919, the Gem Razor manufac¬ 
turers started placing on the market, through 
regular channels, the most efficient razor frame 
ever produced—technically known as 4 4 Model E. ’ 1 
Investigate and you will find a stronger 
spring to hold blade in and cover down; a new 
angle on the frame—accepted as universal, after 
constant test and experiment. Then observe the 
beveled edge of frame, removing all possibilities 
of * 4 sticking ,' 1 in razor’s progress over the face, 
whether a smooth one or with many lines, fur¬ 
rows or wrinkles. 


Results: Smooth action. 

In addition, 4 4 Model E” is attached to a 
shorter and heavier handle, giving correct bal¬ 
ancing qualities. 

Five apparently minor changes, with one posi¬ 
tive, important result, namely, a perfect shave. 

Burying valuable knowledge is a crime, 
therefore, it is necessary that the facts be given 
to your customers who do not possess a 4 * Model 
E.” That includes all Gem razors purchased 
prior to the Fall of 1919 at least. 


IMPORTANT TO GEM RAZOR USERS 

THIS IS 

“REPLACEMENT WEEK” 

ASK ABOUT “MODEL I" 


A sign as above, in your window, will start 
the event—an advertisement to that effect in 
your local paper will bring them in—and then, 
Inquire from every purchaser of Gem Blades, 
4 4 laid you purchase your razor prior to Fall 
1919 V' The answer governs the course of pro¬ 
cedure. 

TeU your customer the facts already given 
and show the 4 4 Model E” while doing so. He 
was prepared to spend 50 cents for a package of 


blades—now for an additional 50 cents he can 
obtain the blades, the 4 4 Model E” frame, im¬ 
proved handle and a new case. 

You merely Bell new complete Gem set. 

Yes, you are justified in smiling with confidence, 
for it means greatly increased razor business, a 
cleaning up of the market, and your store as the 
Shavers’ Shoppe, where things are done—timely 
and progressively. Watch how your.blade busi¬ 
ness will increase, too. 


IMMEDIATELY is the TIME you should put this plan Into work. 


Big Reduction in Typewriters 

We have made the greatest reduction in prices 
ever known in the history of typewriters, on ac¬ 
count of accumulated stock purchased from manu¬ 
facturers. 

Remingtons No. 10 $55.00 

Olivers No. 9 $45.00 

Underwoods No. 4 $55.00 

Gtraywood Envelope Sealing Machine—-New. 
Cost $35.00—Sell fer $20.00 
I Brand New MacRae’s Blue Book of American 
Manufacturers 

Cost $10.00—Never Used—Sell for $7.50 

Many Other Bargain* Sand for List 

H. HARTZMAN, 1125 13th Avs^ MoUae, Haris 


The BIG FOUR Strapper 

For Gillette Blades 

Manufatured by 

The Novelty Strapper Co. 

Nsw York 

For Sale by your Jobber 

Best for customers 
Best for your profits 

Western Sales Seneseatattve 
W. H. WILBURN 
002 Williams Building 
Ban Francisco 
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IT'S "SOME GUN" 

OUT SELLS 
OUT SHOOTS 
OUTLASTS 

All Others 

Stock this National Adver¬ 
tised Gun today. Sales com¬ 
pelling placard on request. 

WRITB 

BENJAMIN AIR RIFLE MFCL CO. 

611 N. Broadway 

ST. LOUIS MISSOURI 


“THE BENJAMIN” ^ 

A REAL AIR RIFLE 

This is the air rifle which is so much in demand by boys 
and men. It has the power, accuracy and reliability which 
makes an air rifle popular for target practice and small 
game hunting. 

SALES PROFITS SATISFACTION 

Order a temple gun today and give It a “tryout.” Its shooting qualities efll 
surprise you. If not satisfactory In every way return, at our expense. 

Pacific Coast Representatives: McDonald k Linforth, Call Bldg., San Francisco 


1880 


FORTY YEARS 

EXCLUSIVE AGENTS TO THE WESTERN TRADE 


1920 


ARROW 


BRAND 


CUTLERY 


ADOLPH BLAICH, Inc. 

Wholesale Only 


693 Mission Street, San Francisco, Cal. 

Samples and Prices on Request 



LMW 


Cash In 

All stores that cater 
to men who use safety 
razors, (and that 
means the big majori¬ 
ty), are now cleaning 
up between $7.00 and 
$15.00 per day with a 

Hatfield 

Complete 

Sharpening 

Machine 


Why not “cash in” right away—put a 12-blade 
Hatfield in your store-noise it around that you 
sharpen all makes of safety razor blades and 
you'll be surprised at the string of shavers who 
will make tracks for your store. 

Write for “Evidence” a folder which tells how 
much others are making in the Sharpening busi¬ 
ness with Hatfield machines. 

Everything is “going up”. Hyfield profits will 
help you to pay your rent. 

HYFIELD MFG. COMPANY 

21 WALKER ST. HEW YORK CITY 



HARRINGTON CUTLERY COMPANY 

SOUTHBRIDGE, MASS. 

Minnficturers of DEXTER Brand 


FINEST CRAPE FRUIT KNIFE MADE 

FOR SALE BY JOBBERS 

Western Soles Representative 
W. H. WILBURN 

602 Williams Building, San Francisco 


PAINTS ♦ STAI 


The complete, oompact, distinctive line in handy kovat- 
hold can*—full-aiic, full-measure. RETAILS 25 CENTS 
—no larger sizee. Big Value for user; Big Profit for 
You. A popular teller with Hardware trade. Assort¬ 
ment! contain all 29 colors; display matter included. 

Dealer's Assortment (SO Dos.).$54.50 

Jobber's Assortment (12 Dos.). 21.60 

Open Stock, all colors, per grow. 21.60 

2 % Freight allowance, F.O.B., N. Y., 2 % Cask. 

Write for Color Card, Circular and BookUt 

JMaMMuKBmrMnkCte 

169-17$ Second Ave., BROOKLYN—MEW TOES 

Townley Metal k Hdwe. Go., Kansas Oily, Mo. 

Pacific Wooden Ware k Paper Oo„ Oakland, (hi 
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“ATLAS” 

Shears and Scissors 

SHOULD BE IN THE STOCK OF 
EVERT JOBBER IN AMERICA 

The wonderful Atlas Brands are the best values 
in popular priced cutlery. Years of experience, 
with improved machinery and methods, now 
enable us to offer the wholesale trade a wonder¬ 
fully complete and up-to-date line of Shears and 
Scissors in all styles and sizes. 

Our Counter Display Carded Assortments 
sell Scissors for dealers very quickly. 



Send for New 19 Catalog 
We are prepared to make prompt shipments. 

THE ATLAS SHEAR COMPANY 

250 North Av., Bridgeport, Conn. 

Represented by 
JOHN T. ROWNTRBB, Inc. 

San Francisco, Los Angeles, Seattle, Salt Lake City and 
Denver 


Mi Hardware Won't Sell Itself 



Don’t keep your hardware out of sight, in odd 
shapes and sizes of boxes. Get it out where 
people ean see it. If you do this you will sell 
more, because your customers will then be re¬ 
minded of their needs. 

Put “ Duluth” Hardware fixtures to work for 
you, and they will pay for themselves in extra 
sales made. 

DULUTH SHOW CASE GO. 

DULUTH, MKOfESOTA 


CORBIN 

SCREW 

PRODUCTS 




Wood Screws, 
Machine 
Screws, Oap 
and Set 
Screws, Saw 
Screws, and 
Special Screws 
of every de¬ 
scription. 
Stove, Tire, 
Sink, and Ag- 
ricultural 
Bolts, Nuts, 
Eschntcheon 
Pins; Jack, 
Safety, Plumb¬ 
ers, Register, 
and Ladder 
Chains. 


We shall be pleased to furnish 
quotations immediately upon 
receipt of samples, blueprints, 
or specifications. 

CORBIN SCRBW CORPORATION 





American Hardware Corporation, 
Successor 

NEW BRITAIN, CONN. 
Branches: 

New York Chicago Philadelphia 
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RUTENBER ELEC¬ 
TRIC TABLE 
STOVE 


Is one of the Job¬ 
ber’s or Dealer's 
quick, sure sellers. 

Square oooking sur¬ 
face, seven by seven 
inches. 

Furnished complete 
with all the neces 
sary cooking utensils. 
Full nickel finished 


We manufacture a 
full line of Household 
Appliances. 

Write for our com- 
plete Catalog and 
Trade Discounts. 

RUTENBER 
ELECTRIC CO., 

1 Marlon, Ind., U. 8. A* 



Elgin Oil Heaters 


FULL STOCK 
READY 
FOR 

IMMEDIATE 

DELIVERY 


V SEND US YOUR 

▲as YOUB jobber RUSH ORDER 

ALL STANDARD FINISHES 

USE STANDARD WICKS 

Write for Catalogue and Prices 

ELGIN STOVE & OVEN GO. 

ELGIN, ILL. 

BEH a 0 0., 10 6 Franklin Stmt, Hew York Okiy 
Warehouses: New York, Philadelphia, Boston, Syracuse 


1 ■ *1 Ik 

li m imy 

■ nii 

rj lu | 



Hill! 




amount r e- 
quired In 
war stamps. 

Saves work 
and pre¬ 
vents i n ac- 
cu r a c y in 
counting 
postage re- 
q u 1 r e d by 
new war 
Revenue Bill 

Made only 
in 20 - pound 
capacity. 

Furnished In black enamel finish, glass front, 
steel top. 

Same style, tile top. 

Blue enamel finish, glass front, tile top. 

Zagat on the Trinsr. Your jobber oan supply 
yon. 

TUNER SCALE ft MEG. CO 

West Twenty-First Str ee t Chleago, Illino is 

W. P. HORN * 00. 

Pacific Coast Representatives 
Wilt* Building. Ban Francisco. Gal. 

XiM An»l*t, OaL Portland. Ora. kuttli, Waah. 


YOU EAT ICE CREAM ALL YEAR 
ROUND 

WHY NOT HAVE IT HOME MADEf 

S!i Acme 

2-Quart Freezer 

retailing at $1.50, 
will satisfy the cus¬ 
tomer who doesn’t 
want nor can afford 
to pay $6.50 to $8.00 
for a heavy 2-quart 
freezer. 



With an ACME, your customer needs 
little ice, and in five minutes can make 
perfect and delicious Ice Cream. 

Ask us for particulars or get your 
nearest jobber to quote price for next 
Spring delivery. 

MALE BY 

RITTER CAN & SPECIALTY CO. 

Philadelphia, Pa. 

Factory Selling Agents 
BEH A OO. 

106 Franklin Street, New York City 
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This Man Timed a Shave 


Have you noticed what a demand there has been for time and labor saving 
devices for use in homes and business places! Men (and women, too) are 
buying those things that help them save minutes. 

That is why more and more men are shaving themselves. They avoid wasting 
time waiting in barber shops. 


That is also the reason that so many men are buying and using standard razors. 
Razors that are always ready to strop and shave. 

The man who uses a GENCO Razor does not have to assemble it, run the blade 
through a separate stropping device, insert the blade in the razor and then 
adjust it before he actually begins to shave. Just a few licks on a good strop 
and a GENCO Razor is ready for the man's face. 

Then after the shave there is nothing to be taken apart, no teeth to be picked, 
no blowing out of lather and water. Simply wipe the lather from a GENCO 
and dry it thoroughly to prevent rust. 


Those are some of the reasons for the continual¬ 
ly increasing demand for Genco Razors. Here 
are a few more: 

They are guaranteed. 

They are nationally advertised. 

They are made in a variety of grinds and bevels. 
There is a Genco Razor for every kind of 
beard and skin. 


The Genco Advertisement In 
Saturday Evening Poet for 
December 4 win show the 
iUustration above. Buy a copy 
of the Post for that date, cut 
out the ad and attach it to the 
Inside of your show window. 
Couple up our advertising with 
your store. Make it work for 
you. 


Geneva Cutlery Corporation 

157 GATES AVE., GENEVA, N. Y. 

San Francisco: 693 Mission Street 
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The live hardware 
dealer says: 


“Three of a Kind Beats a Full 
House— 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 

Cambridge, Mass. 

The largest hose manu¬ 
facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands. 


“That isn’t good poker but it is good 
stockkeeping. I used to have my back 
room full of all kinds and sizes of hose. 
Somebody was stumbling over it every 
day in the week. 

“Now I have a clean fresh stock of 
£4ths hose neatly hung on rods, leaving 
the floor space free. 

“ ‘Three of a kind’ certainly—BULL 
DOG, GOOD LUCK and MILO, all 
.}^ths hose and all from the same 
maker.” 
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A Poor Rule That Don’t Work Both Ways 

S OME odd vagaries get into the never-ending controversy between “capital 
and labor.” Perhaps the oddest of them is the assumption on the part of 
“labor” that “labor” means any physical act performed for hire by a per¬ 
son who is a member in good standing of an organization called a union—even 
though such members constitute not more than six per cent of the laborers of the 
United States; and that “capital” embraces everything that has not thus far 
been appropriated for wages, says J. W. McEachren. 

Another vagary is that while “labor” holds that it has an “inalienable right 
to strike,” that is, to quit working for any reason or for no reason at all, “capi¬ 
tal” has no right whatever to reduce expense by curtailing production and re¬ 
ducing the number of men employed—that is, the number of “union” men. It is, 
of course, proper to lay off non-union men anytime. 

Over in England recently the miners were taking a vote as to whether or not 
they should strike for more wages and a reduction in the price of coal. As 
“labor” never yet has set a point beyond which higher wages would not be 
demanded, it is presumed that English miners would not set a point below which 
they would not demand that the price of coal be fixed. 

We cannot fancy a readier method of putting an industry quickly into bank¬ 
ruptcy than by increasing the cost of production and decreasing the selling price 
of the product. 

Overlooked One Side 

The leader of “labor” in the United States said recently that “what is needed 
above everything else today is continuous operation of industry, with a fairness 
and honesty and intelligence upon the part of employers that will make continu¬ 
ous operation possible”; but he neglected to add, “and with a fairness and honesty 
and intelligence upon the part of employes that will make continuous operation 
possible.” 

It’s a poor rule that won’t work both ways, and the present rules in the con¬ 
flict between “labor” and “capital” do not seem to be fashioned for working in 
.any but one direction. Mr. Gompers says “the mills and the factories should 
run,” but he appears to demand that “capital” shall do all the running, and 
* ‘labor” may rest now and then, take a “vacation” or even go on strike. 

When both sides to the controversy make rules that will work as well one way 
as the other, rules intended to secure fair play for all of labor as well as for all of 
capital, rules that will not be intended to affect six per cent of American 
workers and consider the other ninety-four per cent as beyond the pale, we may 
Look for a real advance toward the solution of our present industrial problems. 
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ASK YOURSELF 

How much time out of each twenty-four hours 
am I spending in an intelligent, sustained effort 
to expand my business and to build for larger 
success tomorrow? Am I constantly remember¬ 
ing that whatever is worth having, is worth 
digging after? 

Just what do you think you are? How do 
you sum yourself up? How do you price mark, 
and estimate yourself? We are just about what 
we think we are, when all is said and done! 
Are we relying too much upon someone else 
or are we developing a self-reliance which will 
make us strong to fight single-handed if need 
be, such obstacles as we may meet in our paths? 
Leaners are never nearly as strong as those 
who are leaned upon! 

Am I realizing fully the great importance 
of accurate cost accounting? A large number 
of business men fail because they do not make 
close analysis of the cost-end of every sale. Con¬ 
sequently they live in a Fool’s Paradise, making 
much smaller profits than they think they are 
doing. Sooner or later they are bound to meet 
disappointment and difficulties; for any normal 
individual will spend pretty freely if he thinks 
he is making plenty of money all the time. 
Don’t be an echo. Be an original voice. Lots 
of people are content to do today what they did 
yesterday and do it in the same way. Progress 
represents improvement and a desire for better 
things. Don’t let today be a mere echo of yes¬ 
terday ! 

When I meet someone who is grouchy, two 
conditions may obtain. Perhaps he is tired ; the 
tired person is nearly always depressed or irri¬ 
table. Perhaps the grouchiness is a mere reflec¬ 
tion of mv own mental attitude. If the grouchy 
individual is fatigued, possibly I can do or say 
something to make him feel a little more rested 
and cheerful. Certainly I can prevent his 
being an echo of my own personality, by cheer¬ 
ing up myself. 

The world is full of men today who are 
doing big things. There are a good many to 
be sure who are just echoes. I am going to be 
one of those who determine what the world’s 
echoes shall say, and I will try with all my 
power to add to the world’s sum of joy, and 
laughter, and happiness, and serenity, and kind¬ 
liness, and efficiency. Then I shall have no fear 
that the echoes I have started will ever come 
flying back to reproach me! 


REASONS FOR SALEMEN 

If it were not for uninterested buyers there 
would be no need for salesmen. You owe your 
job to them. Therefore, instead of bemoaning 
the fact that a prospect is not interested, try 
to get the viewpoint that if he were inerested 
there would be no need for your calling; a cata¬ 
logue or circular would be all that was neces¬ 
sary. 


HOW MUCH UNSALEABLE STOCK HAVE 
YOU? 

A statistician is one who collects figures on 
various subjects, analyzes them, classifies them 
and hands them out to the people interested for 
the sake of improvement. His work is very 
useful, but he sure does take the joy out of 
life on occasion by giving us figures which are 
disconcerting. 

For instance, he seems to have been travel¬ 
ing over the country taking a look at the shelves 
of country stores, and here is what he hands us: 

He says there are four hundred million dol¬ 
lars’ worth of unsaleable goods on the shelves 
and counters of the retailers of the country, 
and that most of this vast sum will be a total 
waste. 

Good Buying Not Easy 

This vast waste is due to two things, he 
explains—careless ' buying and poor selling. 
Every merchant should sit up and observe these 
two points. Because buying is easily done, 
most buyers are prone to believe that good buy¬ 
ing is an easy matter. 

That is where they are wrong, where their 
confidence deceives them, and they pay largely 
for their blunders, though perhaps they never 
know it. 

A good buyer in a store is justly considered 
a rare bird, and he is paid accordingly. For it 
is realized that upon his skill and judgment de¬ 
pends the profits or loss of hundreds of thou¬ 
sands of dollars. 

He must keep his finger upon the popular 
pulse with the greatest skill and care. He 
must realize that goods which have been staple 
and popular for years often go out of fashion 
on short notice. He must know that the buying 
mood of the public is fickle as the wind. One 
year they want quality regardless of price; 
another year they may want price regardless of 
quality. 

Knowing When an Article Will Take 

He must buy new and untried things. Other¬ 
wise he would become behind the time and be 
be dropped with haste. But it requires super- 
judgment to know whether any new article 
will “take” with the public, or receive the ab¬ 
sent treatment. Therefore he must experiment 
but if he is a wise buyer he will buy cautiously, 
in small quantities, and he will place the articles 
on sale in a conspicuous place to test the iD 
terest of the public. 

Always his thought is, “Is this what tht 
public wants?” He gives little heed to his own 
likes and dislikes of the things he buys. Hr 
effaces himself entirely and endeavors with a' 
his skill to become an interpreter of the publi. 
desires. 

Don’t get the idea therefore that buying is 
an easy and simple matter. Otherwise you will 
help swell this vast total of unsaleable goods on 
the shelves of dealers. 

Digitized by V^jOOQ 1C 



HARDWARE WORLD 


103 


The Grasshopper or the Ant 

Each Teaches a Lesson for Every Young Man 
and Woman 


T HERE comes to us a fable written by Rob¬ 
ert Quillen, and recently published, which 
carries with it a lesson for our present 
generation. 

We hear much about the world “owing us 
a living,” but nothing of what we owe the 
world. 

We have been preached at of what we ought 
to do for our fellow r man, but hear nothing of 
what this same strong fellow man ought to do 
for himself. 

We have sovietism and socialism given to 
us by politicians, sugar-coated over with nice 
sounding w r ords and phrases to mislead and 
beguile, until one can hardly blame the unthink¬ 
ing, easily misled grasshopper from being what 
he is. but it is high time that there should be 
something more of true worth taught. 

This is the fable: 

Once upon a time, in a day when fairy tales 
were true, there lived in the country a family 
of grasshoppers and a family of ants. Some 
authorities incline to the belief that the grass¬ 
hoppers w r ere addicted to the jazz dance and 
the fiddle, but one is at liberty to doubt this. 

The grasshoppers were industrious. They 
worked in the field, side by side with the ants, 
and they wore good clothes and chewed good 
tobacco. 

In those days, as now. the first impulse or 
instinct of mortal or insect was to fill his 
stomach. If men could eat without working, 
few would w r ork. 

The grasshoppers worked diligently at the 
task of gathering herbs and grains, but as 
fast as they gathered they consumed, so that 
the setting sun found them none the richer, save 
for a comfortable fullness about the middle. 

The ants did not neglect the business of 
eating. They fared well, but they had the 
savings-bank habit and they did not wear silk 
shirts while performing tasks that suggested 
overalls. 

The grasshoppers called the ants tightwads. 
They did not use this expression in the presence 
of the ants. It is well to keep on good terms 
with a tightwad. Perchance one may need to 
borrow from him before the next pay day ar¬ 
rives. 

Through the long summer the grasshoppers 
toiled and fed their faces, dressed to impress 


the neighbors and petted their appetites, and 
when the first frost of an early winter killed 
the green things in the field not one of them 
had a square meal in reserve. 

When grasshoppers find the rations short 
they cast about to find someone on whom to 
fix the blame. % As these stood in groups about 
the dismal field making talk concerning the in¬ 
justice of the general scheme of things, one of 
their number, who enjoyed making phrases, 
hopped on a withered flower stem and unbur¬ 
dened his mind. 

“We would not be hungry , 99 he declared, “if 
w r e had the courage to demand our rights. There 
is enough w T ealth in the world for everybody. 
All that we ask is a fair division. 

We are dead broke, while the ants have their 
barns filled to overflowing. Is this right? Is 
this justice? Is this democracy? 

I tell you, my downtrodden brethren, that 
we are victims of a greedy and hateful system 
and shall all miserably perish unless we estab¬ 
lish universal brotherhood and divide this sup¬ 
ply of food accumulated by the ants.” 

I realize that all this seems incredible, but 
I hasten to assure you that it happened once 
upon a time, in a day when fairy tales were 
true and grasshoppers knew nothing of savings 
banks and had no brains worth mentioning. 


A CRIME TO DO SO MUCH 

The story is told of a young man in Colo¬ 
rado, who was graduated this year from the 
University of Denver, that “he played football 
on Saturday, preached on Sunday, and on week¬ 
days earned enough to pay his way through 
college. He was president of the student body, 
a member of a fraternity and active in half a 
dozen clubs as well as pastor of a Methodist 
Episcopal church /’ 

In other words, this fellow brazenly violated 
every union rule by working wherever he could 
earn, working as long as he pleased, working 
as hard as he could, earning as much as he 
could, saving what he could, and acting in 
every way like a free and independent Ameri¬ 
can citizen. Nothing less than a grand jury 
of walking delegates could handle properly an 
outrage like this. 


For the convenience of our subscribers and advertisers, we maintain offices and our representatives will be 
found at any of the addresses mentioned below. Correspondence will receive prompt attention by addressing the 
office nearest home. 

Boatmen’s Bank Building Chicago 70 Fifth Ave. Phelan Bldg 1302 Young St. 

Broadway and Olive, St. Louis 421 Nat. Bank Bide:. New York San Francisco Dallas, Texas 

3S8 Taylor St. 624 Higgins Bldg. 507 Pioneer Bldg. 204 Scott Bldg. 220 Pacific Bldg. 

Portland, Ore. Los Angeles Seattle Salt Lake Vancouver, B. O., Can. 
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Merchants Should Profit By Experience 

(By Hamp Williams) 



N the general distribution of merchandise the 
manufacturer should furnish the jobber, the 
jobber the retailer, and the retailer the con¬ 
sumer. Each should charge the other a fair 
margin of profit, and the breaking over, or 
violation of that trust naturally opens up a 
market for the catalog houses. 

The catalog houses go direct to the con¬ 
sumer. The retailer sometimes breaks away 
from the jobber and goes direct to the manu¬ 
facturer, but in less pro¬ 
portion than the consum¬ 
er to the catalog houses, 
for the reason that he 
must buy in large quan¬ 
tities and wait too long 
for his goods to depend 
altogether on the manu¬ 
facturer. But there is a 
tendency to cut out the 
jobber altogether, not in¬ 
tentionally, however, but 
from force of circum¬ 
stances. We all have par¬ 
ticipated more or less. 

While I am a retailer, I 
believe we are more to 
blame for these condi¬ 
tions than any other 
distributing medium. 

In plainer words, we 
started it; we sold our 
goods too high. Our 
profits being great, we 
naturally became more 
and more reckless in 
handling our business. 

We sold on credit to 
customers who are not 
entitled to credit by any 
manner of means because 
we felt we were justified 
in taking tlie risk by 
reason of the excess prof¬ 
its, and the jobber did 
the same. Credits have 
been entirely too cheap. 

We also became reckless 
buyers and gave price 
little thought. 

These conditions had exactly the same ef¬ 
fect upon the jobber, and he too became in¬ 
toxicated with big profits. Finally some shrewd 
business men discovered what was going on 
and saw what they conceived to be an oppor¬ 
tunity to make a lot of money by going direct 
from the manufacturer to the consumer with 


HAMP WILLIAMS 

Here is an unusual article from an unusual 
retail merchant. Mr. Williams is a close observer 
aixl student of business and business conditions. 
He knows the advantage of keeping close relations 
with his jobbers, and what he tells the Hardware 
World readers is worth careful consideration. Mr. 
Williams invites any of our readers, manufacturers, 
jobbers, or retailers, to come back at him through 
our pages and tell him if they agree with him or 
not. Our columns are at the disposal of our 
readers. 


all kinds of merchandise, because it is the same 
in every line. 

These men started the catalog houses, and 
they started something when they did it. They 
started the jobber and the retailer to thinking 
and the manufacturer to acting. The trouble 
with us was we did too much thinking and 
talking, and not enough acting. 

Meat for the Catalog Houses 

We continued selling on long credits and 
getting big profits, until 
the catalog houses be¬ 
came so numerous and so 
well established with 
the customer, that we 
couldn’t throw them off, 
and then we began to 
fuss at the jobber, and he 
at the manufacturer for 
the very thing we our¬ 
selves were to blame for. 
This was meat for the 
catalog houses and they 
took advantage of it, and 
while we have been fuss¬ 
ing they have been get- 
ing business. 

But, this is not all. 
We have become re-in¬ 
toxicated with big profits 
during and since the 
war, and if we don’t 
watch we will go too far 
with it this time, and in 
the readjustment o f 
prices catalog houses will 
beat us to it, inform the 
consumer that goods 
have declined while we 
are watching our local 
competitors, and through 
our conventions and 
other means trying to 
persuade him to hold up 
the prices as long as pos¬ 
sible. 

While we are doing 
this and holding up the 
prices 30, 60 and 90 days 
after the decline, the catalog houses will put 
about 50 per cent of us out of business. We 
had better watch them. They know what we 
are doing, because we tell everybody. We talk 
in our conventions, and it’s no secret at all. 

But, one thing is certain. We don’t know 
what they are doing and will not know until 
after they have done it. 
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This brings me down to another serious 
matter as between jobber and retailer, both 
marked for the slaughter if we don't let up 
and change our manner of doing business. I 
say “We” because I am as guilty as others. 

Biting the Hand That Feeds Us 

When the retailers saw their business going 
to the catalog houses they blamed the jobber 
and began buying direct from the manufactur¬ 
er. The jobber saw what we were doing and 
naturally he must sell goods to somebody or go 
out of business, and he started selling the con¬ 
sumer. 

Now, if these conditions continue I predict 
many failures. The average retailer (and they 
are by far the largest distributors of merchan¬ 
dise of any in this country) cannot buy direct 
from the manufacturer. He has not sufficient 
capital to buy in large quantities and deliveries 
are too slow for him. 

When he goes out the jobber must turn 
retailer, as some of them are doing now, and 
this will keep up until finally the consumers 
will have to look altogether to the catalog 
houses for all their needs. Barefooted, he will 
have to wait three weeks for a pair of shoes 
from Chicago; and when they come they don't 
fit. He needs a quarter’s worth of nails and 
parcel post charges are more than the nails 
would cost, bought at home from the retailer. 

And, finally when all the jobbers and retail¬ 
ers are forced out of business, the manufac¬ 
turers and catalogue houses will have a conven¬ 
tion. Then and there they will decide the fate 
of the consumer, who is always the goat, and is 
now digging his own grave by patronizing the 
catalog houses and going away from the re¬ 
tailer, his neighbor and friend, who represents 
the only natural, safe and legitimate way of 
distribution. 

The retailer is going away from the jobber, 
his neighbor and friend, who represents another 
natural, safe and legitimate way of distribu¬ 
tion. The jobber is also going away from the 
retailer, his neighbor and friend, who represents 
another natural and legitimate channel of dis¬ 
tribution. 

We Can All Help Some 

Now, if the jobber will sell less to the con¬ 
sumers, and the retailers will buy more from 
the jobbers, that will help some. 

And, again, if the jobbers will make such 
prices to the retailer as will enable him to com¬ 
pete with the catalog houses that will help some 
more. After this is done, if the retailer will 
sell for cash, and meet any and all catalog 
house prices, that will also help. Then when 
prices start down don't let the catalog houses 
beat you to it. They have the same thing to 
combat as we—a lot of high priced goods on 
hand to sell when the decline comes. 

But, the difference between their way of 
doing business and ours is, that when they un¬ 
load these high priced goods and begin to get 


goods at a less cost they start selling for a less 
price, while we, or a good many of us, hold on 
to high prices regardless of the cost, until we 
are choked off by competition. Oftimes, when 
the jobber makes us a price to meet catalog 
house competition, we abuse it, and continue to 
sell at high prices, believing that the consumer 
will not find it out. But he does find it out 
and we do not know it. 


RATHER ODD WORSHIP 

One of the candidates for high public place 
in Washington says in a book he has written: 
“The man who builds a factory builds a temple, 
the man who works there worships there, and to 
each is due, not scorn and blame, but reverence 
and praise." 

Have you ever walked into one of these 
“temples," say, within the last year or so, and 
listened to the “worshippers?" 

Have you been struck by the “reverence" 
shown and expressed for the man who builded 
the “temple," and have you listened to the 
anthems of “praise" as they came from the 
lusty lungs of the “worshippers?" 

1 have. And if every factory is a “temple," 
and every man who works there a “worship¬ 
per," then I have to go into some far place and 
revise my conceptions of temple and worship. 


THE BEST TOWN ON THE MAP 

(By John C. Wright) 

It’s not in distant Asia, in Egypt or Japan. 

It’s not in France nor Russia nor on the Isle of 
man; 

It’s not in Greece nor Italy, nor far away as 
Nome— 

It’s in the county where you live—the town 
you call your home. 

Be always glad to praise it up, no matter where 
you are; 

Be ready to defend its name and spread it near 
and far; 

And when you hear some knocker knock, re¬ 
spond at every rap: 

“The town where I am living is the best one 
on the map." 


If any town in which you dwell is backward, 
dull or slow, 

Why don’t you try the boosting plan and help 
to make it grow? 

It’s little use to villify, to kick and run it 
down— 

Such antics never built a shack, nor ever made 
a town. 

If you would have your burg become a busy, 
growing mart. 

Just put your shoulder to the wheel and help it 
get a start; 

And let this little motto be enshrined beneath 
your cap: 

“The town where I am living is the best one 
on the map." 
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Beach out as far as you like after trade, but 
don’t overlook that which is within arm’s reach 
of your own door. 


Be fair—and that means not to take advan¬ 
tage of anyone’s ignorance or any peculiar com¬ 
bination of circumstances. 


When the boss makes a suggestion, do you 
try to see how you can adopt it, or do you try 
to see how you can get out of using it ? 


If your store methods cannot be improved, 
why are so many people showing a preference 
for some competitor’s store? 


SUGGESTIONS FOR SELLING KITCHEN 
CUTLERY 

The young housewife who has been forced 
into the kitchen by the shortage of domestic 
help during the past few years, has learned 
many things, among them the fact that nothing 
adds more to the efficiency of the household 
and kitchen than the utilization of good tools. 

How few women, for instance, own a really 
suitable set of knives for the preparing of vege¬ 
tables and meat ? The modem housewife should 
remember that her tasks are very similar to 
those of the professional butcher and that there 
are hundreds of forms and styles of meat-pre¬ 
paring knives in the market, all to be had at a 
very reasonable price and each serving a very 
distinct purpose. 

Professional butchers, for instance, are us¬ 
ing beef-shavers, boning knives, brisket knives, 
carving knives and many others. Each of these 
is used for a special part of the work and each 
is designed in the form most suitable and con¬ 
venient for use. 

A good set of kitchen knives should embrace 
the following selection: One large cook’s knife 
with large blade, having a well-rounded edge 
running to a sharp point. One scimeter steak 
knife for cutting large slices of meat or fish. 
A cleaver for the heavier work. A spatula, 
which is a long, flat blade used in the turning 
of pancakes and other such objects, also being 
used in connection with baking. Two or three 
knives for ordinary cutting; one of these should 
be well pointed, while the others should be of 
the more ordinary type. One or two small, 
sharp vegetable knives will come in handy. 

The selection of knives should be guided by 
personal taste. Don’t forget the grape fruit 
knives, and all the regular table cutlery, a plen¬ 
tiful supply of which, all set in proper order on 
the table, adds much to the reputation of the 
modern housewife. In the making of table and 
butcher cutlery the American manufacturers 
stand head and shoulders above the rest of the 
world. 


TEN THINGS FOR SALESMEN TO THINK 
ABOUT 

1. Our customers judge this company by 
what they think of you. 

2. Old customers are new customers who 
have been rightly treated. 

3. The recollection of pleasant treatment 
remains when everything else is forgotten. 

4. Do not expect a customer to believe what 
you do not believe yourself. 

5. Courtesy always pays—and you are paid 
to be courteous. 

6. Two are required to make service perfect 
the server and the served; and you are always 
responsible for your part. 

7. Our satisfied customers are our most 
valuable asset. 

8. Let your willingness outrun your obliga¬ 
tions. 

9. We exist not alone for today. We live 
for tomorrow also. 

10. No article on which is the name of your 
firm is completely sold until the customer re¬ 
turns to buy again. 

If you would be successful, never hesitate 
to work, for work is what makes the difference 
between what we would like to be and what we 
are. Indulge your imagination, for this picture- 
what you may be. Never stoop from a higt 
order of integrity, for integrity is absolute de 
pendability, and get ready to give service, for 
after all this is what you are selling—whether 
it is in the form of goods or advice or skill 
When you have learned to embody these ele 
ments into your day’s work, you wil* have n 
need to fear the future. 


SHELF ADVERTISING 

Do you know the shelves right back of you* 
counter are the best advertising space in the 
store ? 

These lower shelves should be used for pmf 
itable goods, with large, attractive, easy read 
ing signs, and changed often. 
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THREE MIGHTY WORDS FOR SALESMEN HELPS TOWARD GOOD SALESMANSHIP 


These are the magic words of salesmanship 
—Listen! Agree! Oblige! But the average 
untrained salesman does not know the power 
of these words, says Herbert N. Casson. 

Usually, he has three other words—Talk! 
Argue! Compel! These three words have 
spoiled many a sale and lost many a customer. 

Of course, we do not mean that a salesman 
should surrender to a customer; but we say 
that he should avoid all appearance of com¬ 
pulsion. 

The art of salesmanship is in getting the 
customer over to your point of view without 
pushing him. And the secret of doing this is 
really to desire to be helpful, both to your firm 
and the customer. 

If you don’t believe this, please give it an 
honest trial on at least three customers. Try 
it for one day, anyway, and see what will 
happen. Listen! Agree! Oblige! 

PRACTICAL TALKS BY BABSON 

(By Roger W. Babson) 

Have you ever had an idea? 

Nearly everybody has. 

I’ve often wondered why we don’t get the 
benefit of some of these splendid thoughts. 

I was talking it over with an advertising 
man and he offered a suggestion. 

“It seems,” he said, “that an idea is good 
only as it is used. 

“It is like our muscles. 

“Ideas need exercise to amount to any¬ 
thing.” 

You’ve met men that talk vaguely about a 
great idea they have. 

You meet them a couple of years later and 
they are still talking about the same idea. 

Frequently they live and die talking about 
this idea, and it is a crime, because the world 
has lost the use of a creative genius. 

Traffic in the think tank has been blocked 
by a single obstacle. 

If you want ideas, you’ll have to act on 
them. 

When an idea appears, get immediate action 
on it. 

If you can’t put it into practice at once, 
write it out in full and file it away where you 
can get it when you need it. 

The result is the same in either case—the 
decks are cleared and the door is open for 
another idea. _ 

THE FIRM FIRST 

Safety first is good, the customer first is 
better, but the firm first is best of all. If you, 
Mr. Salesman, don’t assist in every honorable 
way to make money for the firm, you are dead 
wood. But if you are loyal and live up to 
“firm first,” you are doing noble work, and 
your services cannot easily be dispensed with. 


There is a new revelation coming in retail 
hardware, just as there has been a new revela¬ 
tion in the world at large. It is broadening and 
brightening, with greater rewards for store 
owners and richer prospects for the store sales¬ 
men. Now is the time for every salesman of 
retail hardware to frame up the ten precepts 
of his business, as: 

Respect your store and your employer, for 
their importance is your importance. 

Do your week’s work in one week’s time and 
don’t try to stretch Sunday out to a loafing 
Monday. 

Call on the store manager oftener than on 
the cashier, because your money is where you 
make it. not where you find it. 

Don’t lay down on your trade. 

Don’t substitute and don’t try to sell any¬ 
thing that’s “just as good.” 

Don’t knock another salesman; it merely 
makes him knock you. 

Tell the truth about your stock—to your 
boss as well as to your customers. 

Don’t steal the store’s time. You might as 
well steal its money. 

If you can’t see opportunities, make them. 

Sell goods. 

There is only one thing to add to this review 
of retail hardware salesmanship: 

It is a good job, even when it seems like a 
bad one. All you need to do is to keep a tight 
grip on it, and keep on gripping. 


If your customer does not believe what you 
say about the goods, perhaps you have said too 
much. Don’t exaggerate values. 


The man who talks loudly and uses over- 
emphatic language worries and tires his pros¬ 
pect. Use a moderate tone of voice—rather 
a low one. This will concentrate the attention 
of the other person and will not irritate him. 


As soon as you begin to argue, you lose your 
hold on the other person and argument lines 
him up against you. Just listen, smile, illus¬ 
trate your point, and incidentally hand out 
some complimentary remarks to your hearer, 
and in nine cases out of ten, you will win the 
day. 


When you wish to convince someone of 
something, avoid questions — especially those 
which can be answered by the word “No.” 
Make positive statements and prove them, for 
statement without proof means little. When 
you begin to criticise something which your 
business prospect admires or is convinced is 
good—you virtually criticise his judgment. 
Don’t do that. Don’t knock. Just show why 
what you are offering is superior and worthy. 
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Make Christmas Buyers of Your Customers 


It is not necessary for the hardware 
dealer to play the role of Santa Claus 
in order to serve his customers during 
the holiday season. He is well situated 
to take advantage of the unmistakable 
trend toward practical, useful presents, as his 
store is stocked with articles which appeal to 
men, women and children. Numerous dealers 
have found it advantageous to advertise their 
stores as Christmas headquarters, and to supple¬ 
ment their newspaper advertising with various 
selling stunts, which include attractive displays 
of articles adapted for Christmas presents. 

The holiday trade is a prize sought after by 
the average merchant; for at this season net 
profits may be substantially increased. The well 
stocked hardware store may be made an at¬ 
tractive Mecca for the Christmas shopper who 
is in search of quality goods. 

Make Tour Stock Known for the Whole Family 
A stock of hardware includes something for 
every member of the family, while the range of 
prices covers a sufficiently wide scope to meet 
the requirements of any purse. The experienced 
shopper in search of Christmas gifts finds he 
can get more value for his money in the hard¬ 
ware store than anywhere else. 

Wide-awake hardware dealers are planning 
to take advantage of the opportunity which ex¬ 
ists for increasing trade during the coming 
holiday season, and are reviewing lists of ar¬ 
ticles which are likely to be in greatest demand. 
They realize that all the sales aids in use will 
avail them little unless they have a well selected 
stock. 


More Business, if Tou TeU About It 
In their advertising messages, dealers will 
place emphasis upon the utility of their stocks 
as gift possibilities, and will show the advan¬ 
tage of exchanging useful presents which will 
be a pleasant reminder to the recipients every 
day in the year. 

Some Presents for the Housewife 
Articles designed for the use of housewives 
easily become best sellers. 

Silver plated and nickel plated ware are 
in strong demand at Christmas time. 

Fancy teapots, 

Casseroles, 

Salt and pepper sets, 

Percolating urns, 

Sugar and cream sets. 

Fruit baskets, 

Butter dishes, 

Spoon trays, and 
Coffee sets, 

are gifts for ladies which can be counted on to 
please. 

Dinner sets, 

Berry spoons, 

Cream ladles, 

Gravy ladles, 

Fruit knives. 

Tomato servers, 

Pie servers, 

Sugar tongs, and 
Fruit knives, 

are offered as examples of useful, attractive 
articles, which dealers sell in large numbers for 
Christmas presents. 




Hut is a suggestion ft 


(ties window, showing merchandise particularly appealing to the women folk of the housotioi<L. 
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Occasionally a customer is found who de¬ 
sires to invest in an article of an extremely 
practical nature. This is why dealers recom¬ 
mend power washers as Christmas presents. At 
first thought it may seem that the power washer 
is out of place as a best seller at holiday time. 
In many homes, however, it would be more ap¬ 
preciated than any other article. 

Suggestions to the Husbands or Children 
The housewife who has been injuring her 
health and wasting time and energy bending 
over a tub and board when wash day comes 
around, is certain to be pleased with a power 
washer, which reduces her wash day into a wash 
hour, and removes from her mind the dread 
formerly attached to the coming of blue Mon¬ 
day. 

The holiday season is an excellent time to 
call the attention of men folks to the advantages 
of the power washer. The man who desires a 
practical present for a hard working wife can¬ 
not go wrong by selecting a modem power 
washer. There is so much interest shown in 


lightening the housewife’s burdens, that the 
opportunity for making power washer sales this 
season is unusually favorable. 

Gifts for the Entire Household 
Heating stoves, cook stoves, ranges and oil 
stoves are frequently purchased for Christmas 
presents. A new range, for example, is a present 
for the entire family, which will be particularly 
appreciated by the housewife. 

Other practical articles suitable for gifts 
include roaster sets in small, medium and large 
sizes, flour and bread boxes, sugar and coffee 
boxes, pie and cake closets, household scales, 
mop wringers and food choppers. 

The Modem Vacuum Cleaner 
The modem vacuum cleaner is a sample of 
the practical articles in demand for Christmas 
presents, as its ability to clean floors, upholster¬ 
ing, mgs, curtains, etc., without the work of 
sweeping or beating, endears it in the mind of 
the housewife. 

A dealer states that he recommends electri¬ 
cal devices, such as electric irons, hair driers, 


Here it a more 
elaborate sales 
window of Christ¬ 
mas gifts, one 
that wUl repay 
the time and ef¬ 
forts spent. Such 
windows should 
not be too crowd¬ 
ed, and Instead of 
decorating with 
palms, evergreens 
or bouquets of red 
berries would 
lend a holiday 
suggestion. 
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toasters and percolators, when a customer is in 
search of practical gifts. 

The Things Men and Boys Want 

The hardware dealer’s assortment of shot 
guns, rifles, pistols, cutlery, auto accessories and 
tools simplifies the selection of useful, desirable 
gifts for men and boys. 

“I am always glad to have lady customers 
look over my stock in search of presents for 
their male relatives,” explained a dealer. “My 
first move is to inquire regarding the hobby of 
the person for whom the gift is purchased. If 
a man doesn’t care for hunting or target shoot¬ 
ing, I find out whether he likes to overhaul his 
car, or make things with tools. Providing he 
is an amateur mechanic, I recommend something 
modem and complete in tool kits. 

Auto Accessories and Cutlery Make 
Desirable Gifts 

“My auto accessories department is filled 
with articles suitable for Christmas gifts. Spot 
lights, wrenches, valve grinding tools and vari¬ 
ous other articles are appreciated by the auto 
enthusiast. 

“My cutlery department is of interest to 
Christmas shoppers. A new knife is always ap¬ 
preciated by the man or boy who receives it. 
The youth of shaving age can make good use of 
a complete shaving outfit, while a good razor is 
often the best present a man can receive. 

Flashlights Instead of Candles 

“A line of flash lights will assist in getting 
the trade of Christmas shoppers. Nickel plated 
vest pocket flash lights, as well as the larger 
sizes, are suitable presents. It is safe to count 
on a good demand for flash lights during the 
holiday season. I display my line of flash lights 
in a show case, using advertising placards to 
attract the attention of customers who enter my 
store.” 

The dealer who sells toys is not wasting his 
time distributing worthless goods; for construct¬ 
ive toys have an important place in the house¬ 
hold. It is to the hardware dealer’s interests 
to supply his customers with good toys. A 
dealer who knows how to draw the holiday 
trade says he has built up a good business in 
structural steel building outfits, ice and roller 
skates, bicycles, tricycles and coaster wagons. 

“I feel that Santa Claus should present boys 
and girls with the kind of amusement devices 
which will assist in their mental and physical 
development,” remarked the dealer. “Take 
the structural steel building outfit, for example. 
It is something which every youth who is me- 
chancially inclined should own; for it teaches 
modem building principles and mechanics. 

Toys With Ideas Behind Them 

“I also make a specialty of the sale of elec¬ 
trical and mechanical trains. There is no better 
indoor amusement for boys than operating the 
trains. 

“I am also interested in pushing the sale of 


devices which assist the youth in enjoying out¬ 
door sport—sleds, skates and coaster wagons are 
very desirable presents for children, and sell 
readily. 

“There is a growing demand for carpenter 
tool outfits for the use of youths who are taking 
manual training in public schools, or who have 
inherited a desire to make things. The demand 
for such tool combinations is continually in¬ 
creasing. A line of toys assists in bringing the 
Christmas atmosphere to a hardware store, and 
putting the dealer in touch with new cus¬ 
tomers.” 



<£hc Itmgsbtllr ^Cumber ttampastg 

Santa Claus Hkaoquaivtkm 

The Toy Shop of Kingsville 

Toys. Dolls, Gamma. Novelties, Chine and Got Glass 



Kr D*ar Little Trlendt- 


, _ . t#11 11 •“rely bee been e Ion* tine 

elnce I was In flnftTlllm. Tss: It has been a year and a 
lot of thin*s have happened during that tie*,but I sincerely 
hope that you haTe been a good little boy or girl,for you 
know that your • 110 PAT TRIKHD • lovee good little children. 


How,what doee mj little friend want for ChrleteasT 
I hare Juft loti of toys that 1 has* aade up slnos I saw you 
leet and I as sura that seme of thsa will plsass you; 

1 want you to set my oowplets line of toye that I have laft 
with The Kingsville Lumber Cospany. You will find toye of 
every description,Dolls,Oemee,end lots of other pretty things 
that I haven’t time to tall you about nos,so I want you to tell 
your brothers and slaters If you have any and all your little 
friends, as well at papa and mamma to ooae and see than. 


Lhet year 1 case to you in an Aeroplane, but this 
year I am not going to tell you how I as coaling to Kingsville, 
but you can rest assured that I will be there without fall oo 
December 1st, at 2t30 P.M. and I sure want you to be at The 
Kingsville Lumber Company Hardware Store with all your llttls 
frlendo to meet me and see what 1 have for you ao a souvenir 
of my visit this year. It will interest you, beoauee If you 
are the luoky or.e you will reoelve s oaah prise. 

How I must olose as I have lets ef letters to write 
to the other children, to Ooodbye, X as going to look for you 
on Saturday, Deoember let. 


Tour loving, 
•Santa Olaus.* 


Typical of many HARDWARE WORLD subscribers is xht 
enterprising Kingsville Lumber Co. There are s large number 
of lumber companies who handle complete lines of hardware 
and household furnishings, sporting poods, accessories, toys, 
China and glassware. We have previously referred to their 
enterprise and progressiveness, and here is a copy of a letter 
they issued one Christmas a few years ago. It should serve 
to give merchants suggestions in the way of interesting the 
children of the household. 

The Kingsville Lumber Oo. maintain an up-to-date mailing 
list, not only of the grown people of their community, but of 
the children as well. Merchants in any community can a c\ 
upon this suggestion. 


There is a better market for smiles than 
frowns. 


A man succeeds in business because of what 
he knows, not because of what he thinks he 
knows. 


“I’ve always been that way and all onr 
folks were that way and I can’t help it” makes 
no excuse for continuing habits that are a 
detriment to your success. 
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Notice that two-thirds of “Promotion” con¬ 
sists of “Motion.” 


“To get more don’t only work more but 
work more intelligently.” 

Don’t simply see how you can “put in the 
day;” see how much you can put into the day. 


A man who sits down and reflects isn’t 
necessarily brilliant. 

Most people, instead of praying for grace, 
should pray for grit. 


It takes a rousing demonstration to get a 
small boy out of bed in the early morning. 


Don’t try to be funny with customers. You 
never know which ones haven’t a sense of 
humor. 


Watching your competitor’s store entrance 
to see when any of your own customers go in 
there is not going to keep them out. 



OPENIN&of ou^XMAS SECTION 

December 


Here explain 
all the features of your 
Grand Opening, complete 
ness of your stocks 

Anticipate the Unfilled c5tockhu Early — Better for Everyone 


reoiness to give 'Xmas 
service, presence 
of .Santa Clause, 
gifts to ehiMren,etc. 



Gifts forWomen 



Gifts forMen 



Gifts for the Housewife 


Close at 950 


copy 


Gifts for Youn* Fbople 


Give List 




For Baby 


Gifts for the Children 

Give Lta. 


TkeKa*e» 

wrapped 

free r x>f 

Charge. 


Firm Signature. 


Tree Xmas 

Cards T7n- 

i 



33 $ 


Sere is a splendid holiday suggestion for your holiday advertising, which may be varied to suit the condi¬ 
tions, by your local printer. 
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WHEN YOU TAKE YOUR SON INTO 
BUSINESS WITH YOU 

(Copyright by Elton J. Buckley) 

An editor who publishes these articles from 
time to time invites me to discuss the taking of 
one’s son into one’s business; in other words, 
the legal points which a man should consider 
when giving his son an interest in his business. 
Of course there are legal points in such a situa¬ 
tion, for taking one’s son in is not in any mate¬ 
rial sense different from taking a stranger in. 
In fact, as the attitude of a son is apt to be much 
freer than the attitude of a stranger, and the 
chance of trouble at least is as great, it behooves 
the man who takes in his son to consider even 
more carefully than the man taking a stranger 
in. First, because of the son’s possible attitude 
toward the father, and second, because of the 
father’s possible attitude toward the son. 

I have written more or less of the legal pre¬ 
cautions which one should take when he takes 
a stranger into his business, but not at all, I 
think, on the taking of one’s son in. 

Generally speaking, there are three ways in 
which a father may give his son an interest in 
his business. 

1. —If the business is incorporated, he may 
give him a block of stock. 

2. —If the business is not incorporated, he 
may give him a partnership interest. 

3. —If he does not wish to follow either of 
these courses, he can give him an interest in 
the profits. 

I have seen quite a few instances in which 
one of the first two plans was used, and nowa¬ 
days I never advise either of them at the start. 
A father will feel a great flush of pride and 
satisfaction because his son is coming in with 
him. Often nothing will do but to give him 
a substantial interest in the business, either 
through stock or partnership interest. He usu¬ 
ally doesn’t consider whether he and his son, in 
this wholly new relation, are likely to get along 
well. He does not reflect that in making the 
son a fellow stockholder or partner, he puts in 
the son’s hand a weapon which can cause him all 
manner of annoyance. 

In many cases of partnership between father 
and son there have been quarrels far more bitter 
than those between strangers. I can think of 
four cases offhand this minute where generous 
fathers gave sons partnership interests in their 
business, right at the start, and where the re¬ 
sult was the complete destruction of the friendly 
relations between the father and son and the 
very decided injury to the business. In one 
case the business was destroyed. 

I remember another case where a father 
incorporated his business and gave his son 25 
per cent of the stock, which made him an im¬ 
portant minority stockholder. Within six 
months friction developed and the business was 
being fought over in the courts before the year 


was out. The cause of it all was difference of 
opinion between father and son over the con¬ 
duct of the business. 

There was still another case in which the 
owner of a large retail hardware business de¬ 
cided to give his son an interest in the business. 
The son was an automobile salesman about 27 
years old and had made a moderate success. As 
a partner for his father, he was of course an 
unknown quantity. 

The father was all for giving the boy a third 
interest in the business at once, and intimated 
as much to the son. But before he did it he 
came to me for advice. I advised him not to 
give the son any interest whatever at first, but 
to give him a third interest in the profits, for 
a certain period, during which he could size 
him up and see whether he wanted him for a 
partner. He was very reluctant to do it, but 
I convinced him and he broached the matter to 
his son in that way. The latter was furious and 
greatly displeased, and an argument ensued 
which put an end to the whole project. Here 
the son revealed an ugly side to his character 
which would certainly have sent the business on 
the rocks if the father had carried out his 
original intention. 

“Be sure you are right, then go ahead,” ap¬ 
plies very closely indeed to this question of 
taking one’s son in partnership. Get him in by 
all means if you can—it must be an enormous 
satisfaction to have your own boy working side 
by side with you, if relations are congenial. But 
if it is hell to have to work with a stranger as 
an uncongenial partner, it is doubly hell to have 
to work with one’s own son in that way. No 
matter how much confidence I had in a son, and 
how well I thought I understood his capacity 
and his disposition, I should never give him an 
interest in my business until I had tried him 
out in the precise ways he would have to work 
if he were a partner. While he was doing that 
I should give him an interest in the profits, 
which would bring him the same financial re¬ 
turns as if he were a partner. If he stood the 
test, it would be easy to give him an actual 
interest; and I could do it then without fear. If 
he did not stand the test, there would still be 
time to avoid what might have been a fatal 
mistake. _ 

A SOLID REASON 

Two young men, supposed to be busily em¬ 
ployed in the rear of a Cincinnati hardware 
store while the principal looks after things in 
the front, were recently startled by the appear¬ 
ance of their employer while they were en¬ 
grossed in a game of dice. 

The proprietor was indignant. “How is it , y 9 
he demanded, “I scarcely ever find you fellows 
at work when I come in?” 

“Well, sir, I’ll tell you,” volunteered one 
of the youths. “It’s on account of those rubber 
heels you wear.” 
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NO ONE A FAILURE UNTIL HE LOSES 
COURAGE 

4 4 When you get into a tight place and every¬ 
thing goes against you until it seems as if you 
cannot hold on a minute longer—never give up; 
for that’s just the time when the tide will 
turn.”—Harriet Beecher Stowe. 

If everything went along swimmingly for¬ 
ever and a day, business would lose its zest and 
become a tame affair indeed. On the other 
hand, no one relishes the testing times when 
everything seems to go wrong in spite of fate. 
And yet those are the very times which make 
a career worth-while or worthless. 

Have you ever read a story written by some 
skillful fictioner, and been so held and thrilled 
by the suspense woven into the telling of the 
tale that you could not lay the book or maga¬ 
zine down until you found out the solution of 
the puzzle, or who won the girl, or committed 
the murder, as the case might be? 

Without that thrill and suspense, the story 
would not have interested you. It would not 
have been printed, for the editor would not 
have considered it w T orth paper and ink. And 
in the lives of the characters portrayed, that 
struggle was the most vital, the most decisive, 
the most determining of a life time. Doubt¬ 
less the characters, if they really lived, may 
not have enjoyed the struggle when they were 
going through it, but once it was triumphantly 
passed, they would not have eliminated it from 
their lives for anything in the world. It was 
the struggle which really counted! 

And so it is with all tight places and all 
struggles and business crises. At the time, we 
worry and perhaps figuratively speaking, 
sweat blood. There are times, too, when 
we feel that we cannot hold on a minute 
longer; that another six weeks like the last, or 
another month like the one we have just lived 
through, or even another day such as we have 
just finished, would be simply intolerable— 
and we bury our faces in our hands and say: 

44 We might as well give up. We cannot hold 
on any longer. And what’s the use of prolong¬ 
ing a losing struggle, or torturing ourselves 
any farther on the road to failure!” 

But not so fast, my friend, not so fast! You 
and I are not alone in the struggle. There are 
others who are having just as hard or harder 
times, and they are going through their testing 
periods even as we are. Remember you are 
not alone, and don’t give up. 

It is George Horace Lorrimer who says that, 
14 Because a fellow has failed once or twice, or 
a dozen times, you don’t want to set him down 
as a failure till he’s dead or loses his courage.” 

Too and I Are Not Dead 

That’s the point. We don’t want to give up. 
We are not permanent failures while we have 
the power to struggle unless we lose our 


courage. Then we are virtually dead ones in¬ 
deed ! 

Besides we always know that a time must 
come when the tide will turn; when we will 
have proved ourselves so steadfast, so cour¬ 
ageous, so worthy that help will come or 
events will change, and what seemed hopeless 
but a brief time ago, will be full of brightness 
and cheer. 

It was a man with a large number of in¬ 
terests who paced the confines of his office 
restlessly. He knew that the men on the 
street were saying that he couldn’t hold out 
more than half an hour longer. But none of 
them knew how he had fought for months and 
how he had twisted and turned to keep his 
business going. 

There were times when he took the receiver 
of his telephone in his hand to telephone to his 
bank that it was all up with him, but every 
time he drew back. lie would not give up. 
There were still twenty minutes before closing 
time. Something still might happen. Some¬ 
thing did happen! It was a telegram offering 
him an astonishing sum of money for holdings 
which he had considered utterly worthless. The 
day was saved and his career as well. 

But it is foolish to simply hold on and to 
make no definite effort to improve conditions 
at all. Struggle, but struggle to reach solid 
ground. Don’t give up when it is darkest, for 
it is always darkest just before the dawn. Keep 
your courage, and your courage will keep you! 


TALK LESS 

If all that we say 
In a single day, 

With never a word left out, 

Were printed each night 
In clear black and white, 

’Twould prove queer reading, no doubt. 

And then just suppose 
Ere one’s eyes he could close, 

He must read the day’s record through, 
Then wouldn’t one sigh, 

And wouldn’t he try 
A good deal less talking to do. 

And I more than half think 
That many a kink 

Would be smoother in life’s tangled thread, 
If one-half that we say 
In a single day 
Were left forever unsaid. 


WHAT A BABY CAN DO 


A baby will make love stronger, days short¬ 
er, nights longer, bank-roll smaller, home hap¬ 
pier, clothes shabbier, the past forgotten, and 
the future worth living for. Moral: Get— 
get—get—getta—Buy a baby. 


Digitized by 


Google 



114 


HARDWARE WORLD 


Getting Washing Machine Orders 
From Women 


Women Always Looking for Labor Saving 
Appliances 


W OMEN have welcomed the innovation 
of the washing machine as they have 
welcomed no other invention. Pleased 
with it? There is not enough that they can 
say that will express their gratitude, and so 
they do not try to express it. They merely use 
the washing machine faithfully and regularly 
and—tell the neighbors. 

The strange part of it is that as much as 
they enjoy the washing ma¬ 
chine, now that it has become 
a fixture and such a welcome 
fixture in their homes, they 
were really very slow in adopt¬ 
ing it. The average woman 
sent her clothes out to have 
them washed. 

If they were done satisfac¬ 
torily, well and good, if not, 
she changed her washwoman. 

The price was moderate. It 
was a job that she could not 
well undertake herself, and as 
long as the washing was done 
regularly and with a reason¬ 
able amount of satisfaction, 
the average housewife did not 
trouble herself further. 

When the Bunting Hard¬ 
ware Co. of Kansas City laid 
in its first stock of washing 
machines, they entered most 
modestly into the game and 
placed an order for but 
twenty-five machines. They 
felt hopeful about the result, 
but it was a new venture in¬ 
deed. When the machines be¬ 
gan to sell, the fact is, the 
manager of the store was as 
much surprised as he was 
pleased. 

• There were a great many 
reasons why the machine took 
so well. One was that the 
women always have their eyes 
open for labor saving devices, 
but the average woman is instinctively economi¬ 
cal. The initial cost of a washing machine is not 
inconsiderable and the housewife had to see 
where it would prove a good investment for her. 

The great wave of economy that swept 
over the country as a result of the enormous 
expenses incurred by the world war, resulted 


in the housewife having to bear the brunt of 
cutting down expenses. Labor advanced at a 
furious rate, but the salary of the mainstay of 
the family did not perhaps advance as furiously, 
and even if it had, with a considerable per¬ 
centage added to each expense of living, the 
salary must necessarily prove inadequate. 

Appeal to Economy One of the Best Selling Reason* 
With food so high and clothing so expensive 
and labor out of sight, the 
housewife was compelled to 
cut where she could. The 
more of the housework that 
she could do herself or have 
done in her own home, the 
more money there was left for 
all the other expenses that ac¬ 
crue in a household, and the 
expense of washing is perhaps 
the biggest single expense of 
the week. Many a housewife 
watched the increasing wage 
demanded by the menial, who 
regularly took care of this part 
of the work, with ever increas¬ 
ing dismay. 

To the average housewife, 
the weekly wash represents a 
few duties to her, such as 
checking out the clothing, 
checking it in again, when re¬ 
turned by the laundress, mend¬ 
ing, sorting and putting away 
the fresh, clean clothing. To 
others it means a laundress 
coming to the house and all 
the muss that is usually con¬ 
nected with wash day, perhaps 
bringing in the clothes at the 
end of the day, ironing, mend¬ 
ing and sorting. 

The busy wife and mother 
who takes care of her home 
and family, usually has all 
that she can do without doing 
the washing and ironing. Im¬ 
agine the worry that it caused 
her to have this expense increase, the laundress 
demanding more pay, running the bill up to 
$3.50, $4.00, then $4.50 a day, insisting upon 
breakfast, lunch and carfare, until she had in¬ 
curred an expense that it was hard to meet. 

This caused a great many women to turn to 
the washing machine and have the work done 



MISS LUOILE MacNAUGHTON 

The Bunting Hardware Company has 
been aa notable and as successful in its 
advertising managers as they have been 
in their general merchandising policy, and 
the present head of this department ia 
no exception to the rule. 

Miaa MacNaughton chose advertising aa 
her life work. and the hardware business 
chose her soon after her graduation from 
the University of Kansas, where she 
specialised in journalism, and was the ad¬ 
vertising manager of the college daily. 

Very naturally she is wrapped up in 
heT work at Kansas City, lightening the 
mannal labors of the women of her com¬ 
munity and incidentally making more 
heavy the coffera of the Bunting Hardware 
Company. 
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That Washing Machines can be need to make an attractive display is shown by the work of O. J. dress of the Banting 

Hardware Go. 


at home, perhaps by the maid, perhaps by them¬ 
selves. 

Make Use of All Methods of Publicity 

But in spite of the great numbers of wash¬ 
ing machines in use throughout the country, 
you will find numbers of women who have never 
used one, and a great many women who have 
never even heard of one. The Bunting Hard¬ 
ware store of Kansas City uses newspaper pub¬ 
licity to advertise their machine, but they are 
not satisfied with that. 

They use every other kind of publicity that 
they possibly can. They encourage each cus¬ 
tomer to advertise their machine for them. 
Nothing is better advertising than a satisfied 
customer, so when women hear of a neighbor 
using a machine that they can conscientiously 
praise, they will have a great deal more faith 
in that particular machine, than in one that 
they merely see advertised in a newspaper and 
hear mentioned in no other way. 

The Bunting store has such a big washing 
machine business and realizes the possibility of 
the washing machine business to such an extent 
that they go after sales good and strong. 

Selling Campaign Every Month 

One of their best methods of selling is to put 
on a regular campaign every three or four 
weeks. At this time they advertise extensively 
in the local newspapers. The advertising man¬ 
ager builds up ads calculated to draw trade. 
As a special incentive to buying during the 
sale or demonstration, a gift is given with each 
machine sold. 

This gift varies each time, but it consists 
always of washing machine supplies, such as a 
laundry bench, a willow basket, washing pow¬ 
ders, clotheslines, push brooms, 0’Cedar mops, 
electric irons, etc. 

How FoUoW-Ufc* Are Planned 

The advertising departments sends out a 
series of circular letters inviting prospective 
customers to come in and see the machine dem¬ 
onstrated, to come in this week and take ad¬ 


vantage of the special offer. A series of three 
good follow-up letters is usually sufficient to 
produce a sale. They are sent to the customer 
about three days apart, and as soon after the 
customer’s name is secured as possible, because 
this store believes in striking while the iron is 
hot. 

A cold prospect is no prospect at all. Other 
letters are sent to the sold customers, asking 
them to boost the machine to their friends and 
neighbors and offering them a prize for every 
washer they are instrumental in selling. 

i— r ■ ■ ■ 



Big Sale of Electric Washing Machines 

Wife a "Om Mlante" WaoMo* MkMm ,m cm »aak, wring m4 Hm wUfcowt 
«ar*. Electricity 4m M A C— ia tndojr m4m»m OeaMartrafiaa. 


CASH, Takes 
a Washer to 
Yonr Home 


PRICED FROM $99.00 
TO $151.25 



FREE 

With och Kleotno W«4wr dar- 
Ing d ci ao aa traUoa. 

THIS WEEK ONLY 

Oae wooden two-lub booth 
One banket 

Oaa 30-fL ciotbaaliaa. 

Total Value $6.50 



Here la a reproduction of the class of advertising which 
the Banting Hardware Go. finds particularly appealing to the 
women of their community. They always show a cat of a 
woman, neatly dressed, doing her week's laundry, an almost 
irresistible appeal to the women folk of the holsehold. 
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The accessories that go with the sale of washing machines are almost innumerable. Here is another practical sales window, the 
wore of that practical and excellent window trimmer, O. J. Gross of the Bunting Hardware Co. 


These letters are very well received by the 
customers and bring excellent results. One cus¬ 
tomer accompanied her list of names by a very 
human little note, in which she expressed her¬ 
self as very fond and proud of her machine, in 
fact, she wrote, there was nothing she had that 
she cared more for, unless it was her 4 'Old Man 
and her two boys. You may use my name if you 
like,” she said, "for I will sure recommend the 
machine.’’ 

Intelligent Salesmen and Women 
The Bunting Hardware Store has a group 
of salesmen and women who fully understand 
good salesmanship. They know the object they 
are selling thoroughly. They use their utmost 
skill in demonstrating the machine to the pros¬ 
pective customer and as far as possible they put 
themselves in the customer’s place. In using 
the customer’s viewpoint, they succeed in sell¬ 
ing, because they understand the difficulties 
under which the customer is laboring, and the 
difficulties which she is obliged to overcome. 

The first thing that the Bunting Hardware 
Company did in breaking into the washing ma¬ 
chine business was to pick a winner. 

Choose a Fool-Proof Article 
They bought a machine that had been 
proven and found perfect. It was a machine 
that had been tested for years under all sorts 
of circumstances, a machine that would wash 
clean, that would wash delicate clothing without 
tearing; one that would wash heavy work 
clothing and get it clean, one that would wash 
heavy sheets and bedding, one that had the 
washboard features embodied in the tub, one 
that had all the mechancial parts under the 
machine, in a place where they could be easily 
reached, but in a place where clothing could not 
possibly catch on the parts and cause accident. 
In fact, they got a machine that was as near 


fool-proof as it was possible to secure it. And 
in doing this they were very wise, for all sorts 
and conditions of women buy washing machines, 
women who are wise and women who are ignor¬ 
ant; women who are careless and women who 
are not. Washing is an operation that goes on 
in every home, so the high and low alike use 
the machine and the machine must be one with 
which no fault can be found. 

The Bunting Hardware store has an easy 
plan of so much down and so much each month, 
so that even the poorest customer can become 
the owner of one of their machines. And it is 
not the poor alone who use the payment plan. 
A great many other people find it very conveni¬ 
ent to use this system. They figure that the 
money they save on washing expenses will pay 
for the machine, and so the money that they 
save each week is laid aside for the monthly 
payment, with the result that the machine is 
very soon paid for. 

Spreading the Gospel of the Times 

0, mechancial devices in the home are great 
for the women, and the modem Eve would no 
sooner consider washing over a wash board in 
a tub, lifting and filling heavy tubs with water 
or bothering with changing an old fashioned 
wringer, than any farmer would consider cut¬ 
ting his wheat with a sickle, or the city man 
having his letters all written out in long hand. 

And so, as long as there are women in the 
world who do not own an electric washing 
machine, the washing machine business is going 
to be good. 


Better the peace of little than the panic of 
too much. 


The highest form of salesmanship is nothing 
but service. 
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Pushing Holiday Articles 


Suggestions Merchants Can Use in Increasing 
Sales 


^ The “Do your Christmas shopping 

r early”idea is gradually gaining ground, 
thanks to the vast amount of publicity 
it has received the past few years, but 
there are always people who need to be 
prodded each season if they are to get 
their shopping done in time, so no dealer should 
relax his efforts in this direction. 

It is greatly to the advantage of the mer¬ 
chant as well as the shopper to have this pre¬ 
holiday buying period exteneded over a month 
instead of a hectic week, and the plan adopted 
by Hartleys, Fairmont, W. Va., was productive 
of excellent results. Realizing the housewives 
were the principal buyers, they sent to a list 
of their patrons, about the first of December, 
a merry little jingle: 

THE WOMAN WHO WAITED 


The Sad Tale of the Woman who DID NOT 
do her Christmas Shopping Early. 

Said Hubby to Wifie, one morning at eight: 

“ Christmas shopping today; or waiting till latet" 
Said Wifie to Hubby, “I've time to spare; 

It's just past November, why hasten or caret" 


So she waited and waited till three days before 
The great day approached, then rushed to the store. 
But she gave to her spending not a single wise thought, 
So hectic her shopping, she simply just bought. 


She pushed and she grabbed, had scraps with her 
Neighbors, 

She was weary and torn, and sore from her labors. 
Till on gay Christmas morn, when others were jesting, 
She stayed in her bed, from shopping just resting. 


And the gifts that she sent were “sans" rhyme or 
reason, 

Dad’s gloves were too big; mother’s fan out of season. 
Brother Ted was the butt of many gay quips, 

For Sister had sent him some rouge for his lips. 


Dear Prue looked with horror on a lace undershirt, 
And Muriel gasped at a pipe, tagged for “Bert." 
While Hubby, atJas, had no present at all, 

For Wifie had blundered ana bought him a doll. 

Two Morals: 

Do your Christmas Shopping Early, 

Buy Sensible Gifts at HARTLEYS. 

Hardware Merchant Well Equipped for 
HoUday Trade 

The hardware man has gifts galore in his 
regular stock, even if he does not add a special 
stock of toys for the holiday trade (though it 
is an undisputed fact that the merchant who 
carries toys, dolls and games will have the 
biggest crowds coining to his store) and he 
should feature them prominently. 

Arranging a Skate Display 
Take the matter of skates, for instance. A 
mere display of them will arouse interest, but 



This Ice skate sales window can be put In by any merchant 
who will follow the directions In this article. 

place them on a model and arrange an appro¬ 
priate background and you will have that in- 
trest trebled. A handsome display of this na¬ 
ture was arranged by A. G. Spalding & Bros., 
Philadelphia, Pa. 

The background of the window was banked 
with branches of green, among which gleamed 
red berries. A large mirror was laid on the 
floor and soaped over to give it the appearance 
of ice. Around this was a deep border of cotton 
wadding. On the mirror stood a young woman 
in sport skirt of red, and sweater, scarf and cap 
of white. White skating shoes had steel runners 
attached; and the outfit was completed by an 
ice hockey stick that she carried. 

Selling Fishing Tackle In Winter 
And speaking of ice, the Foster-Farar Co., 
Northampton, Mass., did a fine business in 
fishing outfits last season by featuring the 
novelty of ice fishing. Their announcement 
read. 


FISHING THROUGH THE ICE IS THE 
GREATEST OF WINTER SPORTS 
If you are an ice fisherman, you know all about 
it. If you have not been, you have a lot of real 
enjoyment coming to you. We can outfit you with 
the proper tackle—tipups, lines, books and skimmers 
for keeping the holes clear of ice. 

Take along an outfit for your Christmas vacation. 
Buy one for your friend, and introduce him to the 
joys of this winter sport. 

FOSTER-FARAR CO. 


A live Seattle Institution 
A hardware concern that is a firm believer in 
toys, not only at Christmas, but at all seasons, 
is Spelger & Hurlburt, Seattle, Wash. The big 
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Bpelger * Hnrlbut always h*ve attractive sales windows. 
This reproduction on a small scale does not do Justice to them, 
but it serves to show they are Urge factors in the distribution 
of toys of every description, as well as household furnishings, 
wheel goods, hardware, etc. 


toy department is located in the rear of the 
store, so that to reach it one must traverse many 
departments—for though it is a hardware store, 
it is a thoroughly departmentized one—and thus 
have an opportunity to observe many household 
devices and outing paraphernalia. 

1 ‘One of our best classes of sellers , 19 said Mr. 
Lauridbon, in charge of the department, “is 
the toy aeroplane, especially the 25c variety 
that can be sent through the air by hand. We 
have sold several thousand of them this season, 
and expect to have the sales mount to almost 
double that amount during the holidays. We 
also carry all the parts for making the more 
expensive airplanes. One of our recent ads was 
devoted entirely to this little toy. It showed 
a number of the planes in the air, and was 
headed: 


A MODEL AEROPLANE THAT FLIES 300 FEET 
Buy a 'plane and have an aeroplane race—more 
fun than an automobile or horse race. 

Get one with one propellor or two; prices from 
$1.50 to #5.00. ^ i , 

Santa is coming from the North Pole m an 
aeroplane this Christmas. Tell him to bring you 
one of his latest models for a present._ 


The firm used their show window to back up 
effectively their printed page, as suspended 
from the ceiling by threads were half a dozen 
toy spinning planes. On a ledge rested two of 
the more expensive models, with little motor 
atachments, and in boxes were shown all the 
parts necessary for the construction of a first 
class toy airship. High up in the air was a late 
model bicycle, while on the rear wall were 
four panels showing bicycle races, bicycle tours, 
and groups of lads n wheels. This firm is one 
of the few hardware stores that carries a large 
stock of dolls. “All of our lines, with the ex¬ 


ception of a negligible quantity of cheap Japan¬ 
ese dools, are of American manufacture/ 1 said 
the saleswoman in charge of this section, “and 
there has been a splendid demand for them all 
fall—and, of course, once they are advertised 
for the holidays the sales will increase rapidly.” 

THE NEW FOURTEEN POINTS 

One of our “wet” correspondents suggests 
that since the first 14 points were early aban¬ 
doned, these should be substituted: 

1. That the name of Brandywine, N. Y., be 
changed to Coldwater, N. Y. 

2. That “Drink to Me Only With Thine 
Eyes” be made the National Anthem. 

3. That all mention of the Bourbon Kings 
be expunged from school books. 

4. That on account of being suggestive, rye 
bread be withdrawn from sale by all bakeries. 

5. That no part of a ship be referred to as 
the saloon, for the reason that such reference 
might raise false hopes. 

6. That all bars be removed from harbor 
entrances or be designated by some other name. 

7. That the word “port” be expunged from 
navigation charts and references. 

8. That the use of alcohol lamps be forbidden 
by law. 

9. That the nsless 9,000,000 white jackets 
and aprons in this country be sent to the starv 
ing Bolsheviki. 

10. That the word “still” be expunged from 
the American language and all dictionaries, and 
the word “quiet” substituted. 

11. That all mint be plowed under and va 
nilla beans planted. 

12. That any barber tantalizing a customer 
by using bay rum on his hair be given ten years 

13. That men with the “foot-rail” limp 
shall not be allowed to march in any public 
parades. 

14. That all pretzels shall be made straight, 
instead of bent in the old familiar style, 
avoid reminiscences. 

Don’t expect poor work now to lead to bril¬ 
liant work hereafter. 


I LOST THEM YESTERDAY 
The little cares that fretted me, 

I lost them yesterday 
Among the fields, above the sea, 

Among the winds at play, 

Among the lowing of the herds, 

The rustling of the trees : 

Among the singing of the birds, 

The humming of the bees. 

The foolish fears of what may happen, 

I cast them all away 
Among the clover-scented grass, 

Among the new mown hay; 

Among the husking of the corn 
Where drowsy poppies nod, 

Where ill thoughts die and good are born, 
Out in the fields of God. 

—Elizabeth Barrett Browning. 
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A Young Woman Who “Had to,” and Does 


S EVERAL months ago we had occasion to 
introduce to our readers Miss Ida M. 
Conklin, private secretary to President 
Frank A. Bare of the Tritch Hardware Co., 
Denver, Colorado. 

Yet it was a most formal 
and brief introduction. Since 
that time we have come to 
know Miss Conklin a little 
better, and we realize what a 
remarkable and noteworthy 
rise she has made among her 
fellow workers. 

Knowing that our readers 
will agree with us that it is 
pleasanter and far more worth 
while to count such a young 
woman as Miss Conklin as 
friend rather than acquaint¬ 
ance, we take the liberty of 
telling our readers a little 
more about her. Particularly 
should our women readers be 
interested in the rise of this 
young woman to a position of 
singular prominence and re¬ 
sponsibility in the hardware 
field. 

For, irrespective of the 
natural elevation of Denver which gives her 
somewhat of a handicap at the start, we believe 
wo are safe in saying that Miss Conklin holds 
one of the highest positions in the hardware 



trade that may be achieved by a woman in the 
United States. 

As the confidential secretary to President 
Bare of the company, she herself admits that 
“the work is fascinating, constructive and far 
reaching — each day brings 
new duties, new problems, 
new experiences, more knowl¬ 
edge and greater opportuni¬ 
ties in a rapidly growing busi¬ 
ness.* ’ 

Thrown on her own re¬ 
sources at the age of sixteen, 
when her father died, Miss 
Conklin had to support her 
mother and herself and four 
younger children. In a small 
mountain town she studied 
stenography at night with the 
only stenographer in the place 
and completed her course in 
six weeks. Then she took a 
position in a lawyer’s office 
for the large salary of one dol¬ 
lar a week. It was there that 
she studied and learned typ¬ 
ing. 

To secure an enlarged op¬ 
portunity for her abilities and her ambition, 
Miss Conklin moved to Denver. For a year she 
substituted in various offices to gain experi¬ 
ence. In this way she acquired familiarity with 
mining, law, railroad, patent and physicians’ 
offices. After this year’s work she was ready 
to become private secretary to the secretary, 
and later secretary to the general superintend¬ 
ent of the Denver Gas & Electric Light Com¬ 
pany. This position she held for several years. 

At the time of the war she was just as 
anxious as the other strongest men and women 
of the United States to enter the service of the 
government. She went to Washington and was 
one of the secretaries to the chief of the Speak¬ 
ing Division of the U. S. Food Administration. 
For a short time before returning to Denver, 
she managed the New York office of a Boston 
boot and shoe exporter. 

Denver could not get along without her, 
however, and after her short sojourn in New 
York she returned to become Mr. Bare’s sec¬ 
retary and learn the hardware business. 

Apt tribute to her ability and comment on 
her standing among the business women of 
Denver is the fact that she is secretary of the 
Business and Professional Women’s Club, where 
she is a leader in this worth while work with 
many of Denver’s most prominent and success¬ 
ful commercial women. She is also a member 
of Denver Civic and Commercial Association. 
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CHARGING MORE THAN LEGAL INTER¬ 
EST ON OVERDUE ACCOUNTS 

(Copyright by Elton J. Buckley) 

During the last month I have received from 
two different correspondents, located in widely 
separated sections, inquiries about a roundabout 
scheme of charging interest on overdue ac¬ 
counts. The scheme is new, and if it is getting 
circulated about as much as those inquiries 
would seem to indicate, it may be useful to 
write something about its legal status. 

The scheme is to charge a customer more 
than legal interest on overdue accounts, by 
calling the charges something besides interest. 
One of the inquirers who wrote to me printed 
on his billheads a statement that on all overdue 
accounts a monthly charge of 1 per cent per 
month would be made. The other one printed 
on his billhead the following: 

Credit is extended with the understanding that after 
thirty days a service charge of 1 per cent of account 
will be charged the 1st of each month. 

These correspondents want to know if it is 
legal to make a debtor pay what practically 
amounts to a penalty for delayed payment of 
his account. Obviously it would be a fine thing 
for merchants in general; whether wholesale 
or retail, if they could legally add 12 per cent 
a year to delinquent accounts, and collect it. 
In fact, if the security was good it would pay 
them to borrow from the bank at 6 per cent 
and let their customers hold it at 12 per cent, if 
such a thing could be done. 

I am sorry to have to express the opinion, 
however, that the plan is not legal. No cus¬ 
tomer in my judgment can be compelled to pay 
any such percentage, unless he agrees to it in 
writing, and if the 12 per cent is more than 
legal interest, which it is in most, if not all, 
states, the customer cannot be compelled to 
pay even after he agrees to it in writing. Under 
no circumstances can such a charge be collected 
from a customer who has not agreed to it in 
writing, merely by stating on your billheads 
that you intend to make it. 

The situation involves two questions: 1. 
Can a merchant collect interest at all on over¬ 
due accounts merely by putting a statement to 
that effect on his billheads; and if so (2), what 
percentage can he collect? 

Unless a merchant clearly notifies his cus¬ 
tomers that accounts not paid by a certain 
time will bear interest, or unless the customer 
has agreed to it, a merchant cannot collect 
interest at all on his overdue accounts. The 
reason is this: Fundamentally every merchant 
who sells net thirty days has a right to interest 
after the thirty days have passed without pay¬ 
ment. And he could collect it if he had never 
done anything to prevent him, but he has; he 
has let accounts go over thirty days without 
claiming interest, and has thus established a 
custom which he cannot break without notice 
to his customers. He can always break it at 


any time he wants to, but he must get clear 
notice to the customer. 

Print Notice on Billhead 

How shall that notice be conveyed? I ad¬ 
vised a client recently to print the following on 
the bottom of his billhead: 

The above account, if not paid by the expiration of 
the net payment period, will Dear interest at the rate 
of 6 per cent (or whatever the legal rate is) per annum 

After notice is thus given, the creditor can 
collect interest on accounts that run beyond the 
net period. 

How much can he collect? Never more than 
the legal rate. That varies with the different 
states. Some states have two legal rates, as 
for instance, in Ohio, where the legal rate is 6 
per cent, but where the parties can contract in 
writing to pay as high as 10 per cent. The 
same thing is true in several other states. In 
all these, however, the low rate prevails where 
no written contract has been made to pay the 
higher. Where collection is to be made merely 
by printing notice on the billhead, no more than 
the lower legal rate could be collected, for there 
would of course be no legal contract to pay the 
higher. 

No Authority for 1 Per Gent Per Month 

I have not examined the interest rate of all 
the states, but I know that there is no state in 
which the minimum legal rate is 12 per cent 
or 1 per cent a month, and I don’t believe there 
is a state in which the maximum legal rate is 
12 per cent. Therefore I can see no way in 
which a merchant who charges up his monthly 
1 per cent as a “service charge” cam ever 
collect it, and even if a customer agreed to pay 
that much in writing, his agreement could not 
be enforced, for agreements to pay illegal in¬ 
terest are never enforceable. 

The court always looks at the heart of 
schemes like this, and invariably calls a spade 
a spade. Thousands of devices have been in¬ 
vented to enable creditors not satisfied with 6 
per cent to collect more, and they have been 
called everything that ingenuity could devise- 
service charges, fees, bonuses, and what not, 
but if they after all only represented interest, 
they are called interest and judged by the 
interest laws. Twelve per cent on delinquent 
accounts would really be a penalty for default 
which the law will not tolerate. 

The correspondents who have written me 
and any others who want to experiment, ma) 
make their charge and try to get away with it j 
If they succeed all well and good. I do not 
advise them to bring suit to recover, however. 

The only exception to what I have said^ s j 
far as I know, is in the case of certain publi 
service corporations who are permitted t 
charge what is practically a penalty if bills an 
not paid on time. 


Don’t ride the high horse. The fall, whet 
it comes, is hard. 


Digitized by 


Google 



HARDWARE WORLD 


121 


USING BOTH “EYES” IN OPTIMISM 

There are two kinds of optimists. 
One believes that “the Lord will pro¬ 
vide.” The other believes that “the 
Lord helps him who helps himself.” 
One turns the dark cloud inside out 
and shows the silver lining. The other 
not only does this but always keeps that silver 
lining polished. 

One merely looks upon the bright side. The 
other uses each and every experience as a step- 
ing stone to success. One lets each day take 
care of itself. The other looks ahead. One 
floats with the stream. The other strikes out 
for himself. One is theoretical. The other is 
practical. 

The optimism that we need today and in the 
coming years is the practical kind; the kind 
which results in action. Developments made 
during the war have left the world with greater 
producing capacity than it has ever had before. 
If we are to make any permanent reductions in 
the cost of living we must keep the world pro¬ 
ducing up to its full capacity. 

When it is so easy to sell there is a tendency 
to become over optimistic, to become impracti- 
cally optimistic, to act as though this condition 
was going to last forever. In such a state of 
mind it is natural to give less attention to the 
serving and the pleasing of the patrons. 

Make Customers for Hard Times 

The practical optimist is now putting forth 
extra effort to please. He realizes that if pa¬ 
trons are made happy today, they will continue. 

In these days there is always a temptation 
to look at the immediate profits rather than 
the future ones; to speculate rather than to do 
business; to build business foundations with 
sand rather than with the cement of horse sense. 
The practical optimist makes no such mistakes. 
He builds solidly for the future. 

The practical optimist does all that he can 
to keep down prices and to keep up demand. 
He knows that it is only in this way that the 
production of the world can be sold and the 
prosperity of business can be continued after 
the world gets to producing at its full capacity. 

Capitalize Misfortunes 

The practical optimist capitalizes misfor¬ 
tunes. A great inventor awoke one night to 
find his plant in flames. He did not despair. 
He studied the action of the smoke and the 
flames and learned something from them that 
enabled him to perfect an invention, the returns 
on which more than paid for his loss. He capi¬ 
talized his misfortunes. 

A man started a new kind of store. He 
failed. He tried again and failed. He tried the 
third time and failed. He studied the cause of 
each failure, used the knowledge he gained in 
this way and started a fourth time. When he 
died, he left a fortune of many millions. He was 


a practical optimist. He capitalized his mis¬ 
fortunes. 

\\ bile Charles Goodyear was experimenting 
with rubber he was forced into bankruptcy. 
But he did not give up. He kept right on work¬ 
ing. He learned something from each mistake 
and each accident. He followed each new clue, 
lie finally solved the problem of vulcanizing 
rubber and not only paid his creditors $35,000 
but laid the foundation of the great rubber in¬ 
dustry and made the modern automobile possi¬ 
ble. Goodyear was a practical optimist. He 
capitalized his misfortunes. 

The main difference between the man who 
makes a great success in business and the one 
who fails is that one is a practical optimist and 
the other is not. One learns from his mistakes. 
One capitalizes his misfortunes. The other may 
despair. 

During the changing business conditions, 
in these days when we cannot tell what the con¬ 
ditions will be tomorrow, practical optimism is 
the only thing that will carry a man on to suc¬ 
cess. All of our optimism, today, must be 
strongly flavored with common sense. It must 
be practical. 

Don’t Wait for Production 

There are those who would have us stand 
and wait until production catches up with de¬ 
mand. The practical optimist nurses along de¬ 
mand so that it will keep pace with production. 

If we don't nurse along demand, if we don't 
keep it in a convalescent condition, it may have 
a relapse and die and then what are we going to 
do when production becomes normal, when the 
increased producing capacity of the world is 
operating in all its magnitude? The practical 
optimist says that we must not let demand die, 
that we must not stand still and wait, but that 
we must begin now to cultivate the business 
that we are going to be able to handle in the 
future. 

The practical optimist realizes that the more 
we produce, the more we have, and that we 
can't produce any more than we can sell. He 
knows that the present state of civilization is 
due to increased production which has been 
stimulated by constantly increasing selling 
efforts. 

The practical optimist knows that former 
business depressions have been due to standing 
still and waiting when people were buying more 
than could be produced. He is going to guard 
against another business catastrophe by using 
as great an effort to sell, not only the goods of 
today, but the goods which will be produced 
tomorrow, as he would use if he was already 
stocked with more goods than he could sell. 

This is no time to stand still. It is time to 
go ahead. The practical optimist knows this. 
History tells him it is true. 


Sourness spoils men, as well as milk. 
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Advertising Hints for the Retailer 


A DVERTISING is the sunshine of business; 
and most businesses thrive a great deal 
more in the sunshine than under the lead¬ 
en skies of modest obscurity. 

Advertising is printed salesmanship. 

It is telling people what you’ve got; and 
why it is an advantage for them to consider 
carefully the articles you offer. 

Most of all, it invites and induces them to 
come to your store, to trade, now. 

Remember that the customer isn’t buying a 
washing machine, a kitchen range, a vacuum 
cleaner or a set of garden tools to please you, or 
for the express purpose of giving you the profit. 

He is doing so because he sees it for his own 
advantage. 

When you have shown him that advantage, 
and have proved the quality and fairness of 
price, he is sold in his mind at least, and the 
only thing that will prevent a purchase is his 
financial inability. 

Perhaps you can even show him the expendi¬ 
ture is an investment which will pay for itself 
and yield returns. 

In that case, he may even see it to his advan¬ 
tage to borrow the money; or to purchase of 
you and pay in a negotiable note. 

If your advertising is to count, it must have 
the following characteristics: 

The Twelve Fundamentals 

1. It must be attractive to the eye and easy 
to read. 

2. It must not be stilted or cut and dried, 
but so direct and convincing that it will interest 
—just as you would talk it. 

The best reading is a simple style—not “full 
of fine words which are as applicable to hosiery, 
tires or motor cars.” 

3. It must be definite in its appeal. Adver¬ 
tising aimed at everybody, hits nobody. Think 
of some type of person and shoot it at him, as 
straight as you can say it. 

4. It must show the advantages and desir¬ 
ability of possession, to them—not only why 
you want to get rid of it. 

5. It must be “followed-up” intelligently, 
by phone, letter, personal persuasion, etc., when 
possible buyers come to the store. 

6. The advertising itself must be consistent, 
persistent and constantly changed in text. 

7. If possible, contract for the same news¬ 
paper space and bargain for a desirable location. 

8. Prepare your advertising well in advance. 

9. Require proof to be brought to you for 
correction. 

10. Never make claims or statements that 
you do not make good and cannot support by 
argument or test. Don’t challenge your reader’s 
common sense by empty claims that everybody 
else makes, nor by “pretty,” high sounding 
words. 


11. Connect your window displays with your 
printed advertising. 

12. Make your advertising timely. 

Attractive and Natural 


Advertising which is set in too small type 
or mentions too many articles, is difficult to 
read and repels at first glance. 

A good test of an advertisement which pulls 
is: Can you look at it and read all the headlines 
or leaders easily and quickly? 

If you can’t, boil it down—and cut out any 
“big words” which you or no one else common¬ 
ly uses. 

All capital letters are difficult to read, and 
many changes in style of type may look nice 
but are not effective in the reader's mind. 

Say what you’ve got to say in the most 
direct way, as though you were looking straight 
into the face of a customer. 

Be natural. Study successful advertisements 
in order to discover how their publicity differs 
from yours. 

Appeal and Advantages 

Some hardware men make the mistake of 
thinking that an advertisement should interest 
a majority of the paper’s readers. This is seldom 
the case. 

If you are advertising lawnmowers, you will 
not expect to interest the minors and society 
young misses. 

If you are talking about fine scissors and 
shears, your appeal will be to women and busi¬ 
ness people who have occasion to use them. 

If you are selling portable grain bins, the 
people who do not farm and have no such inter¬ 
ests, will not pay much attention. 

The point of all this is, advertising which is 
too broad is like bird shot discharged aimlessly 
into the air. 

It doesn’t make a big killing. Before you* 
prepare your advertisement decide on the class 
of people to whom those articles should appeal' 
and talk to such a one on paper. 

Show them why the articles are desirable 
from their standpoint—offering more in dura¬ 
bility, efficiency, economy, convenience, better 
work, more utility, saving time or effort. 

Imagine that you are one of these customers. 
What would you want? How would the price 
strike you ? 

Always try to quote a price in the paper 
rather than ask customers to call for estimates 
or prices. 

In short, leave every reader of your adver¬ 
tisement whom you can reasonably expect to do 
so, enthused and interested, and anticipate all 
reasonable questions he might ask. 

Advertising FoUow-Upe 


The other day a hardware man advertised an 
electric washing machine. He urged its advan¬ 
tages and every day changed his advertisement 
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enough, so that the people who had read once 
would keep on reading. 

Then he sent a representative from his store 
to call on likely prospects, explaining that the 
offer was a limited one and that he wanted to 
tell them and give them a chance to get in. A 
carload of washers was sold. 

The man who advertises, using a half page 
or a page space once in a while and then stops 
until he is ready for another flash in the pan, 
doesn’t get the best results. Use a little space, 
if need be, regularly. Contract for this and plan 
for it. 

Space and Layout 

Take a good-sized sheet of wrapping paper. 
Write out your advertisement with pen and ink 
or lead pencil, just as you want it to look when 
it will be set up. 

Make it four or five times as big as your 
advertisement will need to be. 

Give it thought and care. 

Weigh its appearance and selling advan¬ 
tages, then indicate to your printer how many 
columns wide and how many inches deep, you 
want it to run. 

Don’t forget a few cuts—not too many, but 
a good one now and again, thoroughly to the 
point. 

Take this layout to the printer in plenty of 
time. Copy rushed in at the last minute is 
hurriedly and poorly set up, and has the least 
desirable space. 

Your own space on the editorial or personal 
page is worth a great deal, as you educate 
people to look for, to discover, what new and 
interesting things you have to say. 

Proof and Reliability 

Call for the proof of your copy and correct 
it. Some mighty careful copy has been made 
utterly ridiculous by a misspelled word or a 
misplaced cut. 

Only the other day a druggist’s ad of a 
spring tonic had a cut with it showing a girl 
fainting or having a fit with her head bound 
up, and the words under it, “Run for the 
doctor.” 

Evidently the tonic had not agreed with her. 

You are paying good money for your adver¬ 
tising and it should bring results, but see to it 
that the preparations are properly made. 

It is a mistake to over-state values. Let the 
goods be a little better than your claim. 

A store which disappoints once has shaken 
confidence. 

Establish a reputation for never misrepre¬ 
senting or misleading, so that when people see 
your publicity they can say, “We can depend 
upon what Jones says. We’d better go down 
and get one of those things!” 

To destroy the confidence, you are spending 
good money to build up, is as stupid as to take 
a knife and sever the life line which the man 
in the boat has thrown to the despairing 
swimmer. 


Seasonable and Go-Related Advertising 

Naturally the articles advertised must be 
those which should occupy the attention at the 
time, of interested people. 

That does not mean, however, that garden¬ 
ing tools should not be featured until just when 
the first warm day comes and they are wanted. 

The dry goods man holds his blanket sales 
in mid-summer and his white goods sales after 
Christmas, urging early buying while the stock 
is complete. 

The obvious moral is, begin the advertising 
early enough to get people thinking about their 
own needs, in the articles which yon have to 
sell. 

Window displays can be and should be your 
strongest means of advertising. People are on 
the spot and will usually pause long enough to 
look in and see what is exhibited. If the news¬ 
paper publicity talks of the same things which 
the window shows, emphasis is given to the lines 
featured. People going by the window say to 
themselves: 

“Why, yes, I read of those lawn-mowers in 
the paper last night! Guess I’ll take a look at 
them,” or, “There are the sanitary garbage 
cans mother was reading about in Brown’s ad¬ 
vertisement. Reckon I’d better go in and get 
one now.” 

The window display strengthens the news¬ 
paper talk, and the newspaper advertising 
strengthens the window display. Drive them as 
a well-matched team, making each pull for the 
other. 

There is nothing mysterious about preparing 
good, straight-from-the-shoulder, result-produc¬ 
ing advertising, if one will say, on Tuesday 
morning each week, “That is my first job”; 
and observe the necessary steps. 

Once your advertisement has appeared In 
print, study it and determine in your own 
mind just where and how you might have im¬ 
proved it. 

Formulate that “where” and “how” in two 
or three brief sentences. 

Paste the clipped advertisement in a book 
kept for the purpose. 

Head the clipping with the date and the 
name of the newspaper in which it appeared. 

Add your own criticisms as a footnote, in the 
results observed within the ensuing week. 

The next time you prepare an ad, profit by 
your experience and thought. 

Such a book of clipped advertisements will 
prove very valuable to refer to from year to 
year—not only valuable, but interesting. 


WOULDN’T BE TRUE TO HIS NAME 

“Feyther,” said little Mickey, “wasn’t it 
Patrick Henry that said, 'Let us have peace?’ ” 
“Niver,” said old Mickey. “Nobody by the 
name of Patrick iver said anything like thot.” 


Life itself is aptly likened to a game. 
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SUGGESTION FOR A ROPE SALES 
WINDOW 

Here is an unusual display of rope that our 
sales window expert thinks could be utilized by 
merchants in their rope displays—one that will 
be sure to attract attention. We are indebted 
to the Columbian Rope Co. for this reproduc¬ 
tion, showing the various knots used by me¬ 
chanics generally. Any bright young man can 
easily duplicate these knots and incorporate 
them into a sales window of cordage products. 
Windows that are attractive as well as show 
the various uses of merchandise are very sure 
to prove good trade bringers. 

THE EVILS OF GOVERNMENT 
OWNERSHIP 

One of our Illinois subscriber associate edi¬ 
tors contributes this. 

There are 1001 reasons against government 
ownership with its resultant strangulation of 
individual or national development. Here are 
27 of them: 

Government ownership 
Discourages initiative, 

Promotes autocracy, 

Retards development, 

Breeds paternalism, 

Builds political machines, 

Confiscates property, 

Destroys efficiency, 

Extends governmental espionage, 
Perpetuates bureaucracy, 

Incites bolshevism, 

Creates class distinctions, 

Encourages official insolence, 

Impairs communication, 

Delays transportation, 

Makes people dependents, 

Rewards incompetency, 

Eliminates competition, 

Creates monopolies, 

Establishes w r age inequalities, 

Debauches the electorate, 

Entices people from farms, 

Discriminates against private enterprise, 
Imposes high taxes, 

Increases rates, 

Diminishes service, 

Spreads dry rot, 

Provokes profanity. 

* 1 Knock and it shall be opened’’ doesn’t 
apply to “knockers.” 

How few of us give thought to tact—con¬ 
sideration of others. It is the greatest aid to 
success. We doubt if success can be achieved 
without tact. Give the other fellow the benefit 
of the doubt. Do not hurt his pride; he may 
be sensitive and crawl into his shell and be done 
with yon. 


WHAT A GOOD FELLOW REALLY IS 

(By H. R. Isherwood) 

Beauty that is only skin deep finds its par¬ 
allel in the good fellowship that is only super¬ 
ficial. 

The “good fellows” we hail from day to 
day, the chaps who share our cars, lunches and 
cigars, may after all beat their wives or starve 
their children. 

Real good fellowship is Sincerity of Heart, 
Integrity of Mind, Appreciation of the Rights 
of Others, and Loyalty to Organization. 

Many men are corking good fellows up to 
the point where they are called on to do their 
part in support of the organizations in which 
they hold membership. The reasons for main¬ 
taining an organization are usually just as valid 
as the years pass as were the reasons for joining 
in the first place. 

The purposes of organizations are to foster 
good fellowship, to promote mutual understand¬ 
ing of ideas and aims, to insure the general 
prosperity of those represented, and in some 
instances, to provide definite benefits to mem¬ 
bers’ dependents. 

These are worthy purposes and, in any 
analysis, are of great importance. 

No organization can exist unless the dues 
which maintain it are paid promptly. Why 
not pay them cheerfully? It will not do at all 
to let part of the membership pay and the rest 
do nothing. It is not fair, it’s rotten. The 
amount of the dues is trivial as compared with 
the advantages provided; such dues should be 
paid without reluctance or procrastination. 

The good fellow who is really a good fellow 
meets such obligations gladly because he feels 
not only that he is receiving value in full but 
also that it is unfair and subversive of good fel¬ 
lowship not to pay along with the rest of the 
members. 

If there is honor among thieves, how much 
more should there be in the highest reciprocal 
relation between the members of organizations 
composed of gentlemen—and a gentleman is 
not a gentleman unless he is really a good 
fellow, in truth. 

Business is as much a game as golf or base¬ 
ball or football. 

WORLDY WISDOM 

Bessie was the dearest little dog, and her 
mistress was passionately fond of her. One day 
the little girl was told by her mother that she 
must not see Bessie for two or three days, and 
then, when at the end of the time she found her 
dog. it was with five puppies. 

“Why, Bessie,” said the little mistress as 
the little dog leaped into her arms, “why you 
dear little doggie, I didn’t know you were 
married!” 
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Big Ideas in a Small Town 

(By John J. Commons, Traveling Salesman) 


1 DIDN'T sell my man. The reason was this: 
A competitor with a line almost as good as 
mine, beat me to the business and I was feel¬ 
ing just a little bit grouchy and rather pessi¬ 
mistic. It was one of those towns on a branch 
line where they have “two a day, one each 
way,” and I had to sit in the little hotel lobby 
and fight flies for several hours before I could 
get back. 

Now, if there is one form of indoor sport 
that I don't especially care for, it is fly-swatting 
when I am the center of attraction. So to 
escape the flies, the heat and the odor from the 
dining room, I strolled out into the street. 

Sizing Up the Town 

It was a town with one .big hardware store, 
one small one, two or three groceries and a 
general merchandise store that carried an un¬ 
usually large stock of goods for a town of two 
thousand. I browsed around a while, asking 
first one town character and then another the 
question I am always asking relative to the 
activities of merchants, and of things in general 
that are of interest to me. 

The general merchandise store was of un¬ 
usual size, so I strolled in, met the proprietor, 
explained that I did not want to take up any of 
his time, but was interested in seeing what was 
going on—naturally complimented him on his 
neatly trimmed show windows, clean, well ar¬ 
ranged stock and general air of prosperity. 

“Make yourself right at home—very busy 
myself today; but ask the clerks anything you 
want to know and they will tell you.” 

“Thanks. With your permission, I will just 
satisfy my curiosity for observing the work of 
retail clerks.” 

Called Customers by Name 

A woman, obviously from the rural districts, 
entered. The young lady in the dry goods sec¬ 
tion called her by name and the cordiality of 
her voice and the sincerity of her smile undoubt¬ 
edly made the lady feel she was welcome. There 
was no time lost in learning what she wanted, 
which seemed to be only a square yard of brown 
canvas to fix up an incubator tray. 

Offers Suggestions 

“While you are here, Mrs. Brown, I want to 
show you some new patterns in gingham—just 
came in,” and with that the young lady began 
spreading before the prospective customer pat¬ 
tern after pattern of gingham, and the prospect 
very plainly was impressed. After showing 
several patterns and getting the prospect to 
commit herself to the attractiveness and quality 
of the goods being shown, the young lady said: 

“Ginghams like these are always staple—it 
is a good idea to have a few yards in the house 


—they make such nice dresses for the children! 
Now, Mrs. Brown, just as a matter of advice or 
suggestion, maybe you would like to have me 
cut off a pattern or two of these nicest pieces 
so you could have them around the house when 
you need them.” 

Sold Her Four Patterns 

The suggestion must have been a good one, 
because Mrs. Brown decided to take four pat¬ 
terns instead of “one or two.” I saw a ten- 
dollar bill change hands and Mrs. Brown did 
not get back much change! All of which goes 
to show that sales are sometimes made to people 
who do not enter the store to buy. 

One thing that impressed me in that store 
was the large number of attractive display cards 
that had been given prominence and the clerks 
apparently had been coached on the advantage 
of conserving their time, of making the sale 
easier by showing standard advertised brands 
and suggesting their purchase as an insurance 
of quality and as a guarantee of correct price. 

Reasons for Pushing Advertised Brands 
. Before I left that store I learned a new 
reason for handling trade-marked advertised 
lines. As I have said, the boss was a busy man 
—he was here, there and everywhere—there 
was nothing of fluster nor irritability about 
him. He was just plain busy, but never too 
busy to smile, pass the time of day, to answer 
the question of an inquiring clerk and to do the 
thousand and one things that would naturally 
be a part of the day's work for the owner of 
such a busy store in a farming community. But 
I did manage to get a word in edgewise, so I 
asked him to tell me if he would, why he 
featured so many standard brands. 

“You may think it's funny and maybe not 
good policy; but a few years ago I discovered 
that I was spending a lot of my time and that 
my clerks were spending a lot of their time, and 
of course of my money, trying to sell good* 
that people didn't know anything about. I 
had a sort of hazy idea that I was too busy ^ 
help a manufacturer sell goods that were not 
worth advertising—by the manufacturer him¬ 
self. 

Merchant Figured It All Out 

“So I began putting in standard brands a* 
the other kind moved out and in just a little 
while I had a lot of merchandise that was half 
sold when it went on the shelves, simply because 
the manufacturer had told the people through 
newspapers and magazines just what I was 
spending good money to tell them every day is 
the year. 

A Way of Saying It 

“We have originated a little phrase here in 
the store that all of us u»e^-sav it in just the 
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right way and the sale is cinched nine times out 
of ten, and quickly: 4 This is the so-and-so 
brand—of course you know without being told 
what that means/ Let a clerk say that to a 
prospective customer in just the right tone of 
voice and with proper inflection and facial ex¬ 
pression and it is just about all over except 
punching the cash register button/’ 

The hour I spent in that country store taught 
me that all good ideas are not confined in the 
city skyscrapers. And when I had a little chat 
with the advertising manager next trip in I told 
him that at least one of the boys on the road 
would be a stronger booster for his game in the 
future. 

That country store-keeper who taught his 
clerks to sell goods that were not actually 
called for or demanded and to save their time 
by pushing standard lines was an inspiration— 
and a valuable one, too! 

Merchant’s Reputation Grows as Quality of 
His Goods Grow 

Not being experienced in the art of weaving 
flowers of rhetoric into the phrases of elegance, 
I have been unable satisfactorily to express a 
certain thought that keeps bobbing up from 
time to time, to the effect that “a man is known 
by the company he keeps”—I’d like to para¬ 
phrase that old line from the copy books of 
youth to convey the thought that the reputation 
of a merchant grows right along with the repu¬ 
tation of the lines he handles. 

Maybe you will get the idea—maybe you’ve 
already worked it out in your own mind. I 
hope you have. 


We must settle down to real wurk, no ques¬ 
tion about that. The workers will win, the 
drones will be killed off. It is the law of the 
hive, and anybody who doesn’t look upon busi¬ 
ness as a bee-hive is lacking in imagination. 
Many get stung; service alone justifies exist¬ 
ence; the honey is sweet while it is being ac¬ 
cumulated, and then most of it, and sometimes 
all, is taken away at the end of the season. 
Verily, brothers, it is a great life if you don’t 
weaken! 


SLIGHTLY MIXED 

“I’m in a hurry,” he said, rushing into the 
hardware store. “Just got time to catch a train. 
Give me a corn-popper, quick!” “All right, 
sir,” replied the clerk. “Do you want a large 
pon-corner?” “No, just a medium sized—an 
ordinary porn-copper!” “How will this cop- 
poner do?” “Is that a pon-corper?” “Yes, but 
you’re getting twisted. You mean a con-porper 
—no, a pern-copper! No, a—” “I mean a con- 
porper!” “Oh, yes, a pon-corper!” “Yes. be 
quick! Gimme a pup-conner, and be quick!” 
“All right! Here’s your pun-cooper.” 


Carelessness and failure are twins. 


THE STUMBLING BLOCK 

(By Berton Braley) 

I’m the scorn of minds sulphitic of the esoteric 
critic 

Of the little group that calls itself “Elect.” 

Parlor Bolsheviks ignore me and the doctrin¬ 
aires all score me 

For the dogmas and the schemes that I have 
wrecked. 

Long-haired orators attack me with the thought 
that they can hack me 
Into pieces they are certain won’t be missed, 

While some proudly abstract thinkers put on 
philosophic blinkers 

Which prevent them from observing I exist. 

I am dull and unromantic and the theorists 
grow frantic 

When they find they cannot conjure me 
away; 

I’m the block on which they stumble, I’m the 
thing that makes a jumble 
Out of all the airy visions they display. 

Though the lights of hope may beckon I’m a 
thing that they must reckon 
Or their science and their skill will not avail, 

And their ships so proudly steaming to a port 
of which they’re dreaming 
Will be thrown in wreck upon me as they 
sail. 

I am stubborn, heavy, leaden and the thought of 
me may deaden 

Many notions that are glorious and fair, 

I’m a bore, I can’t deny it, and I wouldn’t even 
try it— 

I am solid, vulgar, tiresome, but I’m there! 

You can sneer and you can flout me, but you 
can’t get on without me, 

Though you suffer with convictions most in¬ 
tense. 

For your plan won’t last a minute if you 
haven’t got me in it— 

I am nothing more or less than Common 
Sense! 


To clothe our thoughts in others’ words 
May ofttimes save us labor. 

But let us not forget to give 
Due credit to our neighbor. 

Lest, when we spill some brilliant quip, 
Have set it down, or said it, 

It’s point is blunted when we find 
That somewhere else we’ve read it. 

Reflecting thus as I discuss 
My breakfast paper mush, 

I scan the host of scribes so caught 
By plagiaristic rush. 

But rather thus would I offend 

And brave each doubting Thomas, 
Than throw the gaff and save my face 
Behind inverted commas. 
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Displays That Lead To Sales 


£ The good salesman is the man who 

r directs the thoughts of the man or the 
woman to whom he is trying to make a 
sale. He talks in such a way and shows 
his goods or his samples in such a way 
that the prospective purchaser’s thoughts 
are just naturally led right up to the buying 
point. 

In the case of all people it is the things that 
they hear or see that has very much to do with 
what they think about. If the same idea is 
presented to us in many different ways we 
begin to believe that the idea is true. We may 
not reason this out but we naturally come to 
the conclusion that it is so. 

It is for this reason that when all sales 
effort, advertising, personal selling and window 
displays are working together, the sales become 
much larger. The combined effort serves to 
keep more people thinking more consecutively 
along the line of making purchases. There is 
not so much to cause their minds to wander. 
Building on a Central Idea 
If in addition to this concentration we can 
also tie the thoughts up to some central idea 
upon which everyone can agree then we have 
still greater force given to our selling effort. 
Community Clean-up Weeks, and the like give 
such an opportunity, but it is not necessary to 
wait for some community week or any other 
week for that matter in order to find some 
central idea. 

The grouping of the complete set of tools 
required to do any particular kind of work that 
people are likely to be doing at the time, the 
grouping of material that is needed for doing 
the sort of work that should be done, the gath¬ 
ering together of all the material and tools 
needed for doing any particular kind of work 
or job gives the basis of an excellent selling idea. 

It is always easy to forget certain items if 
we do not have a complete printed list. For 
this reason the advertising and display which 
serves the purpose of a complete printed or 
written list is bound to sell more goods than 
one which merely mentioned one item or a few 
disconnected items. 

One causes logical concentrated thinking 
and the other scattered and unconnected think¬ 
ing. The result is purchases in one case and 
perhaps in the other failure to purchase what 
the person actually started out to purchase. 

Everyone knows that a new idea is often 
able to drive an old one out of the mind and 
possibly postpone indefinitely the action that 
was suggested by the old idea. 

Making Displays Complete and Harmonious 
Displays, both in the window and in the 
store, should always be the illustrations that go 
*• ith all the other effort to sell goods. When 


they are looked upon in this light they are 
going to sell goods. When they are looked 
upon merely as a convenient storing of goods, 
they will not sell very many goods. 

If a household work shop is advertised in 
the papers it should be displayed in the win¬ 
dow. The complete shop should be shown 
already to use. In addition it will be well to 
show some of the things that can be done at 
home with a shop of this kind. Show some of 
the things that have actually been done with a 
similar set of tools and equipment in local 
homes by local men or boys and give the names 
and addresses of these men and boys if pos¬ 
sible. This will create a considerable greater 
desire to possess the whole outfit than, would 
be created if this added touch of things that 
have actually been made with such tools were 
not added. In some cases it may be necessary 
to show the tools and equipment in one window 
and the things that have been made in another. 

Such a display as this usually serves two 
purposes. The people who have made the 
things displayed feel flattered to have their 
handiwork given so much publicity and they, 
therefore, naturally feel more friendly to the 
store that makes the display. The people who 
see the display receive suggestions of the value 
of the equipment displayed and have a greater 
desire to buy. They may even want to buy to 
find out if they can’t make something better 
than the other people have. 

Tieing Up With National Advertising 

The selling value of the display can still 
further be increased by making use of the 
national advertising that the manufacturers 
have done. These advertisements may be clip¬ 
ped from the magazines themselves, or proofs 
of the advertisements may be secured from the 
manufacturers. Each advertisement should be 
mounted upon white cardboard. The number 
of advertisements used will depend to a con¬ 
siderable extent upon the advertising that is 
being done by the manufacturers of the goods 
displayed and upon the number of advertised 
brands that are placed in the window. 

These cards bearing the national advertising 
should be placed quite close to the window. If 
proofs are secured with no printing on the back, 
the paper proofs themselves may be pasted 
directly to the glass. This, however, cannot be 
done with advertisements that have been clip¬ 
ped from the magazines unless they are mounted 
upon cards or paper thick enough so that the 
printing on the back of the page will not show 
through. 

From each advertisement run a ribbon or 
paper streamer to the article displayed that it 
advertises. No comment will be needed. The 
advertisements and the goods make the con¬ 
nection in the onlookers’ mind that may be nec- 
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essary to cause a decision. In such a window 
display as this the only cards not made from 
the manufacturer’s magazine advertising is a 
card to bring out the main idea and of course 
the cards telling about the home made articles 
that are displayed. 

Such displays as this can be used to help 
sell kits of carpenters’ tools, and work benches 
for home use, kits of machinists’ tools and little 
machine tools for home use, small kits of tools 
for any special use, garden tools (in this case 
the articles suggested will be replaced by 
garden products), soldering kits, and a great 
many other things carried in stock. 

Clinch Windows With Display Inside 

There are a number of ways that the appeal 
can be made. The tools can be featured as 
something which when used cut down the cost 
of living and at the same time furnish much 
needed exercise. They may be made to appeal 
especially to boys and to the fathers of boys for 
boy use. They may be made to take advantage 
of the greatest appeal that is at the time at¬ 
tracting the attention of the people, just as the 
necessity of feeding the world was made the 
special appeal for the war garden during 
the war. 

It will be a mistake after going this far, 
however, not to go a little farther. If after 
seeing a display of this kind there is nothing to 
follow it up and strengthen it inside the store, 
a good many people who enter with their minds 
about hftlf made up to buy may change them or 
have their attention attracted to something else 
as soon as they enter the store. 


For this reason there should be a display 
similar in nature on the floor of the store. This, 
of course, need not be just like the one in the 
window, but it should carry out the same gen¬ 
eral idea. It should be designed to make the 
person who has entered the store want the goods 
shown a little more than he did before he 
entered. It should be so arranged as to make 
it just as easy as possible for the customer to 
ask about it and make up his mind to buy. 

Organized Effort to a Single End 

This store display will be most effective if 
it is placed near the door where it will be seen 
as the person enters and where it will be the 
first thing that will be seen. In order to make 
the largest possible number of sales, every 
person who sells goods knows that he must 
close one sale before he starts on another. If 
he keeps jumping from one thing to another he 
may cover a much larger variety of articles but 
he has failed to make any sales. 

In the window display we have tied up the 
goods with the national advertising in order to 
secure the full power of that advertising, in 
order to bring back to the people who see the 
display the idea of possession that entered the 
mind when that advertisement or those adver¬ 
tisements were read. This will aid in getting 
the person thinking along the right line. 

To carry out the plan of selling still further 
it will be necessary to have the first thing that 
the person sees as he enters the store help add 
to the desire to buy. Hence the display just 
inside the store. If we have someone near the 
display to make sales and answer questions, the 
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Her© is an effective display of the Keen Kutter line, recently made by the Neal & Gregg Hardware Co., 
at Olendale. The window has the merit of neatness, precision and all-around attack upon the weaknesses of 
every passer-by who is interested in tools. Merchants will find that manufacturers and jobbers throughout 
the country are more than ready to cooperate with the retaU trade in these cooperative displays. 
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last link is placed and the sales will be sure to 
mount much higher than they would if there 
had been anything to run the train of thought 
set up by the window off the track of purchase 
making. 

A great deal of the success connected with 
displaying goods depends upon keeping the buy¬ 
ing trains of thought on the right tracks until 
the purchases are actually made. It is easy to 
mix them up, it is easy to run the thought 
trains into the ditch. When the necessity of 
keeping the same idea uppermost until the cash 
is in the cash register is borne in mind, how¬ 
ever, it becomes very much easier. 


GOT HIS SCRIPTURE MIXED 

A Georgia Hardware World subscriber con¬ 
tributes this: 

A dark-complected parson, being invited to 
preach a sample sermon to the Quarterly Con¬ 
ference to show his knowledge of the Bible, 
before receiving license to sky-pilot a southern 
flock, addressed his hearers as follows : 

Once upon a time a man went down frum 
Jerusalem to Jericho, an 1 he fell among thieves, 
an* thu thorns growed up an* choked dat man, 
an* he went on and didn’t have no money, an’ 
he met de Queen of Sheba, an’ she giv him a 
thousan’ talents of gold an’ a hundred changes 
of raiments. An’ he got in thu chariot and 
drove furiously. An’ when he wus drivin’ along 
under a big tree, his hair got caught in a lira’ 
an’ left him hangup dar. Yes, suh! An’ he 
hung far forty days and forty nights an’ thu 
ravens brought him food to eat an’ water to 
drink. Tn’ one night while he was h an gin’ 
dar asleep, his wife, Delilah, come along an’ 
cut off his hair, an’ he fell on stony ground, 
and it began A o rain, an’ hit rained forty days 
and forty nights, an’ he hid hisself in a cave. 
An’ he went on an’ he met a man who told 
him “Come in, an’ take supper wid me.” But 
he said, “No suh, I won’t. I done married a 
wife an’ I cain’t come.” An’ -he man followed 
him in thu highways an’ the byways an’ compel 
him to come in an’ have supper wid him. And 
he rose up and went on to Jerusalem, an’ he 
seed Queen Jezebel sittin’ high up in de win¬ 
dow, an’ she laughed at him, an’ he say, “Throw 
her down out of thar,” an’ they throwed her 
down. And he sez, “Throw her down some 
more,” an’ they throwed her down seventy 
times seven, an’ of thu fragments they picked 
up twelve basketfuls. Now, whose wife do you 
reckon she will be in the day of Judgment? 


The Society for the Annihilation of Profi¬ 
teers, we understand, has memorialized con¬ 
gress for the passage of a bill authorizing a 
change in the spelling of the word “apparel,” 
viz: “abarrel.” 


Principles pay the best interest. 


A STUNT FOR SPECIAL SIZE BOLTS 

Several dealers who carry a stock of round 
iron in bars are doing a thriving business in 
“made-to-measure” bolts. 

Of course, it is impractical for a dealer to 
carry a stock of large bolts in every size that 
the public wants and calls for. 

Consider the many uses for the abnormal 
bolt: 

Tie and truss—rods for buildings. 

Stud bolts for concrete construction. 

Long bolts for mounting fire door hardware. 

Mounting shafting and installing machinery 
—and scores of other uses in every locality. 

There are very few dealers in heavy hard¬ 
ware but who have heard a dialogue something 
like this, spoken in their own stores: “Can you 
give mo 50 %" x 30" machine bolts?” “No, 
but I can order them; %" x 18" is the longest 
we carry.” “Can’t wait for shipment by 
freight, and express would make those bolts 
cost-?” 

Nine chances to one the customer goes out 
and has his bolts threaded from bar stock by 
some small machine shop or blacksmith. 

Here is a way to give your customers service 
and enlarge your bolt business. 

Get a bolt butter and install it near your 
stock of round iron and you can make bolts. 
How long? Limited only by the bar length of 
stock. What diameter? Limited by capacity of 
machine you procure. 

There are many rush jobs in every locality. 
Contracts to be finished by a given date or a 
forfeit paid. New equipment to be installed in 
manufacturing plants in the week-end shut 
down. Customers are willing to pay for service 
and pay well, if they can procure just what 
they want when it is needed. 

A threading machine or bolt cutter is a 
simple, self contained machine and can be op¬ 
erated by practically anyone with a little prac¬ 
tice. 

How is a special bolt made on a bolt cutter? 

1. Cut off the stock the desired length. 

2. Cut a thread on each end of the rod. 

3. Screw a tapped nut on each end of the 
rod. Carry a stock of standard size tapped nuts 
on hand and also a stock of blank nuts that can 
be tapped to any size up to 2-inch. 

That’s all you have to do, except, tell your 
world that you are equipped to furnish them 
with “Bolts and Service.” 

Simple, isn’t it? —Helix. 


REEG THE RHYMER’S PLANE TRUTHS 

I would say to the hardware dealers: 

Give ad-VICE when needed, but don’t tel: 
AWL you know. TRY and be on the LEVEL 
and SQUARE in AWL your dealings. 


The way to carry a stiff load is to have a 
stiff upper lip. 
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Stanley Works Western Representatives 


W HEN the Stanley Works purchased the Stanley 
Rule & Level Co. last spring and formed one 
great Stanley organization, the trade well knew 
the results would be far-reaching and that the 
Stanley name and Stanley Works were destined to ever- 
increasing importance in the hardware field. 

Thus the announcement that after the first of the 
year the Stanley Works will maintain their own selling 
organization in the far West, although of distinct 
interest is by no means unexpected. As a matter of 
fact, the reorganization of the far western sales ar¬ 
rangements by the Stanley Works is a step made 
practically necessary by the tremendous increase in the 
volume of sales to be handled and in the demands upon 
the sales representatives. 

No Change in Sales Policy 

R. N. Peck, vice president of the Stanley Works, 
has emphatically stated that the only change in the 
sales policy of the company will be that they will have 
their own direct representatives in the West who will 
represent no other line. Otherwise no other changes in 
their relations with the trade will be made. 


section of the country and all over the world, never¬ 
theless there has never been any change made in the 
western sales arrangement, Mr. Rowntree having been 
the only manufacturers ’ agent in tne United States to 
represent the Stanley Works. 

With the consolidation, however, and the additional 
lines of rules, levels, planes, bit braces and hammers 
manufactured by the Stanley Rule 6c Level Division, it 
was thought advisable to have their own sales organi¬ 
zation. 

Representatives Are Veterans 

In planning the new organization to handle the 
territoiy from Denver and El Paso west, out of the 

f oodness of his heart and the wealth of his associates, 
tr. Rowntree has turned over to the Stanley 
Works two of his very ablest lieutenants, L. M. Knouse 
of the San Francisco office, and Bruce Findlay, Seattle 
representative. Beginning the first of the year, Mr. 
Knouse will represent the Stanley Works in Los 
Angeles and Mr. Findlay will handle the Northwest. 

At the San Francisco office will be S. V. Armstrong, 
the kindly, efficient friend of the western hardware 



Straightforward in all business and 
social relations. L. M. Knouse typifies 
those things which should be the ideal 
of every American business man. He 
generously gives “Uncle John” (as he 
!a affectionately known by the Rowntree 
organization) a large share of credit for 
the methods on which he has built a 
sterling business career. 


Bruce Findlay is another member of 
the Rowntree organization who helped 
to develop the Stanley Works trade in 
the West and who will hereafter devote 
himself to their products exclusively, 
maintaining the same trade policy that 
has won the confidence of the buyers 
and merchants. He adds much strength 
to the organization. 


“Sam" Armstrong as the trade af¬ 
fectionately calls him. His name is a 
synonym for all that goes to make a 
true, fine and honorable business man, 
and we use those words in the most 
comprehensive manner. We have yet to 
hear of anyone, buyer or competitor, 
making a disparaging remark about him. 


It is but natural that arrangement should be made 
to carry on the new organization through men who 
know the problems of distribution, and who are thor¬ 
oughly familiar with the territory, and tried and true 
in representing Stanley products. It is further natural 
that these men and their principals, who have been so 
happy, so highly respected in their business dealings 
and their trade relations up to this time should main¬ 
tain the same standards of practice and the same 
policies that have characterized them in the past. 

For 31 years John T. Rowntree and his sales organi¬ 
zation have ably represented the Stanley Works in the 
West. So efficient and so sufficient has been the 
Rowntree organization that although the Stanley Works 
have their own sales representatives in every other 


trade who has hitherto so notably represented the 
Stanley Rule Sc Level Co. 

Each one of these men is a veteran in the hardware 
trade, each having worked up to his present position 
by his own efforts through long years of experience 
in both the retail and wholesale trade. If we were to 
name a hall of fame to include the outstanding per¬ 
sonalities in the western trade, we could not afford to 
omit either of these three. They are thoroughly rep¬ 
resentative of the highest type, admired, respected, 
looked-up-to by those with whom they do business, by 
their competitors and by their fellow men in every 
walk of lire. 

These three watchers and workers on the western 
frontier will have a huge organization behind them 
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which will be growing constantly, whose greatest prob¬ 
lem will be in distribution, to increase volume and de¬ 
crease costs. The Stanley Works is now a $15,000,000 
corporation embracing within its organization 21 manu¬ 
facturing plants and putting on the market a complete 
line of carpenters’ and other tools as well as wrought 
steel builders ’ hardware. 

L. M. Knouse decided on the hardware business as 
a career when a boy in Indiana. Bealizing that nothing 
or no one can grow without room, he went to Chicago 
as a clerk in a retail hardware store and later as order 
clerk with the old jobbing and manufacturing house of 
C. Sidney Shepard & Co. Promoted through various 
positions, he became manager of their Denver 
branch house. Seventeen years ago, John T. Rowntree 
paid him the compliment that he has paid to so many 
other outstanding young men of the trade by asking 
him to become a member of his organization. He 
managed their offices successfully at Denver, Portland 
and San Francisco in his years of service. 

Bruce Findlay was a Canadian by birth and had his 
early training in the retail hardware business in Van¬ 
couver, B. C., where he was an employe and later pro¬ 
prietor of a retail store. Moving to Seattle he was 
for a while a jobber’s salesman. Seven years ago Mr. 
Findlay joined the Rowntree organization and took 
charge of the Seattle office, where he has ably con¬ 
ducted himself and the affairs in his charge. 

S. V. Armstrong, native to Knoxville, Tennessee, 
traveled through the South for Sargent & Co., and 
finally moving west operated a retail business in San 
Francisco for some time. Later, joining the sales force 
of the Stanley Rule & Level Co., he made his home in 
New Britain. The lure of the West and his warm 
friendships took him back to San Francisco, where he 
has represented the Stanley Rule & Level Co. for a 
number of years, covering the western territory. 

Although there are these changes in name and posi¬ 
tion, the trade will understand there will be no change 
in personality or in the spirit of the business relation¬ 
ship or the trade policies that have characterized the 
affairs of the John T. Rowntree organization, the 
8tanley Rule & Level Co., and the Stanley Works up to 
this time. _ 


HE IS JUST AWAY 

I cannot say and I will not say 
That he is dead, he is just away, 

With a cheery smile and a wave of the hand 
He has wandered into an unknown land 

And left us dreaming how very fair 
It needs must be, since he lingers there. 

And you, oh you, who the wildest yearn 
For the oldtime step and glad return, 

Think of his faring on as dear 

In the love of there as the love of here, 

And loyal still as he gave the blows 
Of his warrior strength to his countiy’s foes. 

Mild and gentle as he was brave 
With the sweetest love of his life he gave 

To simple things. Where the voilets grew, 

Pure as the eyes they were likened to, 

The touches of his hands have strayed 
As reverently as his lips have prayed, 

When the little brown tnrush that harshly chirred 
Was as dear to him as the mocking bird 

And pitied as much as a man in pain, 

A writhing honey bee wet with rain. 

Think of him still as the same, I say; 

He is not dead, he is just away. 

—James Whitcomb Riley. 


SUCCESS DEPENDS UPON WISE 
CHOOSING 

All success in life, all business success de¬ 
pends upon wise choosing. 

Failure is the result of choosing unwisely. 

Life is one continuous series of choosings, 
decisions. 

When we start going to school we have to 
choose whether we shall apply ourselves dili¬ 
gently to our studies or dodge them. 

When we start work we have to choose 
whether we shall make it our first consideration 
and apply our whole selves to it, or whether 
we shall treat it as secondary to having a 
“good time.” 

In our youth we have to choose between 
giving rein to our appetites or keeping them 
under control. 

Every human being is early confronted with 
the problem of choosing what line, or mode, of 
life to adopt. 

Does it not seem to you, on reflection, that 
the reason why we make so many poor choices 
is that we do not attach adequate importance 
to each choice we make? 

Do we not often tell ourselves that it is en¬ 
tirely unimportant whether we choose one 
course or another? 

Life can be likened to a mosaic. Each parti¬ 
cle is small, but whether the whole mosaic is a 
masterpiece or a hideous monstrosity or merely 
mediocre depends upon whether its builder 
chose each particle wisely or unwisely. 

You and I are mosaic workers. 

Each day we have to choose a certain num¬ 
ber of particles to be fitted into the framework 
of our lives. 

Although we may not fully realize it, the 
beauty or the ugliness of the product depends 
on the choice we daily make of the kind of 
particles we use. 

Our choices are actuated by what we are, 
by what we have stored in our heads, by what 
we have in our hearts, by how we have disci¬ 
plined our bodies, by how we have shaped our 
ambitions. 

Our choices, in short, reflect ourselves. 

To make right choices we must strive to 
make ourselves right. 

—Forbes Magazine. 


It is alright to look out for the pennies, but 
learn to think in terms of dollars, and thousands 
of them. The man who holds a penny so close 
to his eye that he cannot see the sun, will never 
discover the wealth which lies all about him. 


Many a man fails because he has no goal—no 
definite object which he is working toward, or 
if he has an object it is one to be achieved in a 
day or a week. The port which determines your 
destination is the distant one. 
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Denver asf'a Jobbing Center 

(By Frank A Bare, President Tritch Hardware Co. and Chairman of the Jobbers’ Bureau, Denver Civic and 

Commercial Association) 


G EOGRAPHICAL and economic conditions 
invariably tend to produce i a given 
area one large jobbing center. In the 
Rocky Mountain region this jobbing center is 
Denver. The territory covered by Denver job¬ 
bers presents this outstanding feature—it is 
partially developed country. Because of this 
fact the relation of jobber and dealer is one of 
steady cooperation based upon mutual personal 
interest. 

The retail merchant is engaged in building 
up a community, and the jobber is pledged to 
aid him in every possible 
way. Their objects must be 
mutual and their efforts must 
be made in a cooperative way. 

It must be team-work. The 
first business of the jobber, 
therefore, is to thoroughly 
and carefully study the eco¬ 
nomic and industrial condi¬ 
tions of this rapidly develop¬ 
ing territory which he serves. 

It is then his further duty to 
stock, and keep a complete 
assortment of the merchan¬ 
dise that will fully meet the 
needs and requirements of all 
the local conditions. 

Have Cooperative Spirit 
Because of their pride and 
mutual interest in the growth 
and development of the 
Rocky Mountain territory, 
the dealer, traveling sales¬ 
men and jobber work togeth¬ 
er in a spirit of cooperation that reminds one of 
that old pioneer spirit when the aim of all was 
the upbuilding of this mountain country. 

Denver jobbers stand ready to forward any 
community movement in this Rocky Mountain 
region. This cooperative work is facilitated by 
the following conditions: 

First. An intelligent understanding of the 
requirements of the territory on the part of the 
Denver jobber, based on the careful study of 
the economic and industrial conditions of the 
community. 

Large Stocks—Quick Service 

Second: Large stocks of merchandise are 
carried which completely meet these require¬ 
ments. Every item carried by the retail mer¬ 
chant throughout Denver territory is carried in 
volume by some Denver jobber. These large 
and complete stocks are equal to any demand, 
-whether emergency calls by long distance or 
telegraph or those coming through the regular 


channels of mail order or traveling salesmen. 
In any case quick shipment is assured. 

Third. Doing business with Denver jobbers 
enables the dealer in this Rocky Mountain re¬ 
gion to conduct his business on less invested 
capital and to turn his capital more frequently. 
It is not necessary for him to cany a large stock 
of any item, because he can so quickly replenish 
his stock from a Denver jobber. He knows that 
a long distance message or a telegram will 
bring speedy results. Many points in this re¬ 
gion are served within twelve hours, where 
shipment from other jobbing 
centers would require from 
two to four weeks. It is an 
interesting fact that Denver 
jobbers carry in their ware¬ 
houses merchandise to the 
value of $35,000,000. 

Lower Freight Cost 
There never was a time 
in commercial history when 
as much capital was required 
to conduct a business as now. 
This makes the investment 
and turnover problem all the 
more serious. These condi¬ 
tions make it necessary for 
the merchant to secure his 
supplies as near home as pos¬ 
sible. The difference of just 
a few days in length of time 
required to receive goods 
figures into a big thing when 
multiplied by the number of 
shipments made throughout 
the year. The Denver jobber is prepared to 
give quicker service and lower freight cost than 
other jobbers serving the Rocky Mountain re¬ 
gion. Railroads branching out in every direction 
from Denver make prompt shipments possible. 
Nine trunk lines and their connections radiate 
out of Denver, aggregating more than 10,000 
miles in the territory served. Of the railroads 
which cover the West, Denver is the center, 
with nearly 200 trains, carrying to remotest 
communities in Denver territory supplies of 
merchandise, and hundreds of Denver salesmen 
cover this territory frequently, regularly and 
thoroughly. They are thus enabled to establish 
a relation of personal interest, which is of tre¬ 
mendous advantage to both the retailer and 
jobber. These traveling salesmen have their 
homes in different towns in this Rocky Moun¬ 
tain territory. They are thus personally inter¬ 
ested, together with the retailer and jobber, in 
building up and developing Denver territory. 
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LEARN SELF CONTROL MERCHANTS SHOULD READ HARDWARE 

(Copyright by Napoleon Hill) TRADE JOURNALS 


You can never become a great leader nor a 
person of influence in the cause of justice until 
you have developed great self-control. 

Before you can be of great service to your 
fellowmen in any capacity you must master the 
common human tendency of anger, intolerance 
and cynicism. 

When you permit another person to make 
you angry you are allowing that person to domi¬ 
nate you and drag you down to his level. 

To develop self-control you must make lib¬ 
eral and systematic use of the Golden Rule 
philosophy; you must acquire the habit of for¬ 
giving those who annoy and arouse you to 
anger. 

Intolerance and selfishness make very poor 
bed-fellows for self-control. These qualities 
always clash when you try to house them to¬ 
gether. One or the other must get out. 

The first thing the shrewd lawyer usually 
does when he starts to cross-examine a witness 
is to make the witness angry and thereby cause 
him to lose his self-control. 

Anger is a state of insanity! 

The well balanced person is a person who is 
slow at anger and who always remains cool and 
calculating in his procedure. He remains calm 
and deliberate under all conditions. 

Such a person can succeed in all legitimate 
undertakings! To master conditions you must 
first master self! A person who exercises great 
self-control never slanders his neighbor. 


YOU CANT AFFORD TO SELL CHEAP 
PAINT 

There is no question now that cheap paint 
never pays. However, many people have always 
insisted they would rather put on cheap paint 
and repaint oftener than to pay more for a 
more durable, lasting paint in the first place. 

Granting that there may have been slight 
grounds for such reasoning some years ago, 
when painters could be employed at 30 or 40 
cents an hour, can there be any question about 
it now that painters must have 80 cents to 
$1.25 an hour? 

With labor cost so greatly exceeding the 
cost of paint, shouldn’t every paint dealer make 
it his business to convince the customer that 
the best grades—the most durable, lasting 
paints—are cheapest in the long run ? 

To put it another way, can a dealer escape 
criticism and the probable loss of his customer’s 
trade if he doesn’t make every honest effort 
to show him that a second or third grade paint 
is not a good investment, because it costs just 
as much to have it applied as the very best 
grade, and it cannot be expected to give nearly 
the same service and wear. 

In short, cheap paint plus 100 per cent 
labor cost is dearer from a service standpoint 
than first grade paint plus 100 per cent labor 
'Ost. 


(By W. C. Cole, Former President Missouri Betail 
Hardware Association) 

The hardware dealer who reads the trade 
journals is always abreast of the times because 
he reads about what the other fellow is doing. 
The pages of the trade paper are the meeting 
place of many hardware minds on subjects that 
are interesting and instructive to all dealers. 
The hardware trade paper is to the average 
merchant what the post-graduate course is to 
the college student. 

It is the place wherein the exchange of ideas 
occur, and it is an all-year-’round convention 
of the best hardware merchants of the country. 

Through reading trade journals we have be¬ 
come personally acquainted with many of the 
best hardware men in the country, and we enjoy 
these friendships more than we can tell. 

The trade paper is also the modern market 
place. Years ago it was necessary for the hard¬ 
ware merchant to go to market once, twice or 
even three times a year, and visit the larger 
cities, in order to buy his supplies and see 
what new goods had been developed during the 
year. Nowadays all the goods are announced 
through the advertising pages of the trade pa¬ 
pers, and instead of the merchant now going 
to market once or twice a year, the trade papers 
come to him many times during the same period 
of time, and thus he is enabled to study closely 
the market conditions for the future and adapt 
and add to his stock new goods to take care of 
the growing demand. 

The trade papers are entitled to a great deal 
more credit than they have received for the de¬ 
velopment of the hardware business during the 
past twenty years. Show us a live hardware 
merchant today and we will show you a man at 
whose desk arrive many trade papers. By con¬ 
stantly studying the pages of the hardware 
journals you will be able to advertise your busi¬ 
ness to better advantage. You will learn much 
about cost accounting, because of the experience 
of other merchants, and you will eventually be 
able to select the right location. 

They will help you to keep your stock in 
proper shape, and many new ideas suggested 
about window trimming will produce additional 
profit for you at the end of the year. 

Here are some of the things which we have 
learned by our constant study of the hardware 
trade journals: 

We have learned to do better advertising. 
We have learned much about credits and col¬ 
lections. We believe our window displays are 
better than they used to be because we have 
watched through the trade journals what other 
hardware men have been doing. 


“It cannot be done,” cries the man without 
imagination. “It can be done, it shall be done,” 
cries the dreamer. 
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60% to 80% Profit For 
the Dealer Who Handle* 
This Perfect, Easy 
Working, Non • Sticky 
Wall Paper Cleaner. 



Put Up in 14-os. Cana, 
Packed 3 Dozen Cans to 
Fiber Case. Also Paoked 
in 20-os. Cans and 10-lb. 
Pails. 


\ 


The Largest Seller 
on the 

World's Market 
Today 


. CLEANS 

Wall paper 

AND < 

Window shad^ 

jHr*., *CADY MIXEO yS 
^-l^ORENE MFC CO.STlOii-' 


Can Be Ordered in 
Various 

Quantities to Suit 
Tour Needs 



*C 

H 

Paint 

# 

XsfeAner 
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THE ABSORENE MFG. CO. 


The Fastest Selling Specialty for the Paint Dealer 

EACH CAN OF ABSORENE THAT LEAVES TOUB STORE 
WILL MAKE THE BUYER HAPPY—AND HE’LL PURCHASE MORE 

The dealer who handles ABSORENE has the support of an intensive na¬ 
tional advertising campaign to the consumer, educational in scope and 
continuous thruout 1920 and 1921. 

Our practical “dealer helps”—the sterling quality of the product—the 
convenient size of the package—the liberal profit, make ABSORENE the 
ideal seller for the paint man. 

LITHOGRAPHED SHOW CARDS PACKED IN EVERY CASE 

Write your jobber or direct to us for our liberal dealer proposition 

HRH 9 THE TWIN SISTER TO ABSORENE — 

SPECIAL OFFER ON ONE GROSS TRIAL ORDER 

Order ONE GROSS of HRH from us direct. The price will be $12.00 
east of Rocky Mountains and west of New England states—we will 
allow the freight. Pacific and Atlantic Coast states will require a 
price of $14.00 to cover freight. With this first gross only, we will give 
288 FREE SAMPLE PACKAGES of HRH. 

200 four page FOLDERS to advertise HRH. 

Several Lithographed SHOW CARDS. 

THREE FIBRE BANNERS, size 12 by 40 inches. 

HRH retails at 15 cents per package and you get twice as many sample packages as your 
purchase of full sized packages—The samples always sell the goods. 

Good for balance of year 1920 only. Only ONE GROSS to a customer—One time only on this deal—Our 
profit is too limited to sell this trial lot through the jobber. You can't make a mistake on this deal— 
You could use a gross oi HRH in your own home and store within a year, for general house work— 
As k CLEANSER and Clothes Whitener, etc. 


i 


SL Louis, U. S. A. 
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ENAMEL AND VARNISH PRODUCTS 
BRING THE WOMEN’S TRADE 

There is no commodity that so appeals to the 
housewife, especially in these days of high cost, 
as a line of enamel, varnish and paints that the 
dealer can thoroughly recommend. 

Successful merchants who are giving any 
attention at all to the sale of such products, 
enthusiastically bear witness to the fact that it 
is one of the easiest and most satisfactory lines 
to sell to every woman who takes pride in her 
home and likes to feel that she can touch up or 
re-enamel a chair, a stand or a table. 

It is a satisfaction to know that she herself 
can do the work without having to send for the 
painter, who will “muss up things terribly.” 

In fact this appeal need not be confined to 
the women folk of the household, but nearly 
every family has one or more boys of an invent¬ 
ive turn of mind, who like to make things for 
the home, for mother and for sister, and when 
they can finish them complete with paint, var¬ 
nish or enamel them to match the rest of the 
furniture or the woodwork, they are enthusias¬ 
tic customers. 

This is trade that can be easily had in addi¬ 
tion to the daily opportunity to sell to your 
regular customers for their usual needs. 

Every manufacturer is glad to cooperate 
with merchants in furnishing window displays, 
sales helps and advertising campaigns. 


This work may be done at this season of the 
year as well as at any other. In fact, the dis¬ 
agreeable weather outside in many sections 
makes this an ideal time to feature these prod¬ 
ucts. Practically every hardware merchant 
handles these lines to a certain extent, and it 
will pay him to give far greater attention to 
them than has usually been his custom. 

Now is the time to get ready. 


YOUR WINDOWS WILL DO THIS FOR 
YOU 

Urging people to buy at your store—that 
is business. You haven’t the time to otand out 
on the sidewalk and personally talk with each 
passer-by, inviting them to come in and spend 
their money with you. But you can make your 
windows do this very thing. 

Manufacturers of the goods you sell will 
help you to dress your windows and make them 
so attractive that they are bound to pull money 
in off the street for you. 

Just ask them for sales and window trim¬ 
ming help and material and see. 


Robert S. Treman, president of the National Hard¬ 
ware Association, believes there will be no change in 
prices until next spring or summer, when the general 
public should begin to feel the effects of the decline. 
He believes if the immigration continues at the present 
rate, it will tend toward lower wages. 



Here is a suggestion that merchants can adopt in featuring their paint, varnish and enamel products. 
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Quality goods that build up a quality business, backed by an unusual, original advertising proposition. 
For one dealer only. 

GRASP THIS OPPORTUNITY—HUSTLING DEALERS 

Only one aggressive merchant in each locality reaps the harvest. You 
should be the man. If there is no Kyanize Agent near you—write for 
details—NOW—Today. 

ome.^wSShow. „ BOSTON VABNISH COMPANY o«}2 JSwSSSL 

519 w. Roosevelt Rd. Everett Station 49, Boston, Maas., U. & A. 269 Eighth Street 

WESTERN WHOLESALE DISTRIBUTORS 


SAN FRANCISCO 
Office and Warehouse 
269 Eighth Street 


Bogardns. Wickens, limited 
Vancouver, B. C. 


Sunset Faint Company 
Los Angeles, CaL, and El Paso, 


Campbell Hardware Company Timms, Cress ft Co., Inc. 

Seattle, Washington Portland, Oregon 

y Ogden Paint, Oil k Glass Co. 

aeo, Tea. Ogden, Utah 


“One Dealer Only Gets the Benefit of My Services” wu. 

More extensive and more powerful than ever are the advertising plans we have devised for 
our Exclusive Agents this season. In addition to a stronger magazine campaign there are 
smashing new displays, cut-outs and signs, including Winthrop Wise, the twenty-four-hour- 
a day salesman. ^ 

varnishes tCuanize enamels 
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WHO PAYS FOR ADVERTISING? 

If Properly Planned, It Taxes No One and Pays 
for Itaelf 

There is a great deal of misconception re¬ 
garding advertising as it affects prices of 
goods. A great many consumers think that 
because of the expense involved in advertising, 
an article advertised must necessarily cost 
more. Some dealers use this point as an argu¬ 
ment in selling an unknown, unadvertised item. 
They tell their customers that because no 
money is spent in advertising they can sell it 
cheaper than the price its advertised competi¬ 
tor sells at, thereby saving the customer 
money. A superficial view of the matter 
would indicate that this line of reasoning is 
correct, but a sincere study of the facts pointed 
out in the following article from Bulletin No. 
20, issued by Armour & Co., will convince any 
thinking person that such a view 1 is wrong. 

The dealer doesn’t pay for it—the customer 
doesn’t pay for it—and it is not taken out of 
the goods. 

Two minutes’ reading will prove to you 
that these are indisputable facts—and in a few 
lines we can show you conclusively how ad¬ 
vertising is paid for. 

Take, for example, a certain breakfast food 
manufacturer. 

Last year their gross sales amounted to 
approximately $123,000,000 and $1,000,000 
was spent in advertising. 

This figures out that the advertising cost 
one cent in every dollar and twenty-three cents 
order. 

Which would you rather pay—$1.23 for an 
order of nationally advertised goods, or $1.22 
for the same items, unadvertised, practically un¬ 
known, figuring introductory work by your 
clerks? 

Of course, that question is a foolish one on 
the face of it because your experience with 
rapidly turning advertised goods is daily proof 
of what your answer would be if that 1 cent 
difference were several times greater than it 
actually is. 

The fact is, you don’t even pay the penny 
of advertising cost r>er order of $1.23. 

Advertising itself made it possible for this 
manufacturer to sell you these products to be 
accepted by the housewives of America, so 
that his overhead expense is greatly reduced 
by the volume production advertising has made 
possible. Your overhead is reduced because 
the goods are more than half sold to customers 
before they reach your store. 

The cumulative good effect of national ad¬ 
vertising has enabled us to deliver dealer and 
consumer a quality unquestioned—at a price 
only possible because more people, every year, 
are satisfied with their value and prove it to 
both of us by patronage. 

The housewife does not pay for this adver¬ 
tising because she gets more quality for less 


money than she would otherwise have to pay 
—you do not pay for the advertising because it 
returns you many times its small fraction of 
your invoice in quicker-tum profits—and we 
do not pay for the advertising because it pays 
us. 

“Who pays for the advertising?” 

No one is taxed with it. 

Well planned, country-wide advertising al¬ 
ways pays for itself. 

It really does make two blades of grass 
grow where there would be but one—and the 
salesman who tells you his house “puts the ad¬ 
vertising dollars into the goods themselves” is 
admitting that his firm is out-of-date, unpro¬ 
gressive and selfish—because it takes hard 
.work to introduce unadvertised goods. His 
house wants you to bear the selling burden. 

For the day has passed when the house¬ 
wife will take any new product unquestioningly. 
She has to be “sold” on those unknown pro¬ 
ducts, which is time consuming educational 
work that should have been done for you by ad¬ 
vertising before she entered your store. 


CONFIDENCE 

Confidence is the basis of all satisfactory 
and enduring trade; of life itself. 

The maid has confidence in her lover. 

The matron has confidence in her husband. 

The babe has confidence in its parents. 

The sick man has confidence in his doctor. 

The business man has confidence in his 
lawyer. 

The capitalist has confidence in his invest¬ 
ments. 

The club man has confidence in his organiza¬ 
tion. 

The first law of outstanding business success 
then is—Confidence! 

First—Confidence in ourselves. 

Second—Confidence in our product. 

Third—Confidence in our policy. 

Fourth—Confidence of the public. 

Fifth—Confidence in our executives. 

The successful business is that in which 
these units of confidence are complete and co¬ 
ordinate. And without these, enduring success 
is not possible. 


BUT WHAT’S IN A NAME? 

Now that the nation is dry, an enterprising 
dopeologist has compiled the following for the 
benefit of the disconsolate “wets”; Rye, N. Y.; 
Bourbon, Ill.; Green River, Ky.; Cliquot, Mo.: 
Champaign, Ill.; Brandy Keg. Ky.; Brandy 
Camp, Pa.; Brandy City, Cal.; Port, Okla.; 
Sherry. Tex.; Brandywine, W. Va.; Ginn, Miss.: 
Wine, Va.; Tank. Pa.; Booze, Tenn.; Drinker, 
Pa.; Aqua, Va.; Vichy, Mo.; and Lithia, Fla. 
Take your choice. 


The Roemer Hardware & Implement Co. has re¬ 
modeled and enlarged its store at Hartford, Wisconsin. 
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Tamms RELIABLE FIVE Products 

Silver Bond Silica 25% added to Pure White Lead and Pare Linseed Oil increases the 
life of the paint and prevents chalking, peeling and blistering. 

35% Silver Bond Silica and 65% Pare White Lead thinned with Flatting Oil produces a 
beautiful soft tone, sanitary Flat Wall finish. Will stand severest washing test. 

SILVER BOND SILICA is as smooth and fine as white lead—and mixes easily on account 
of its extreme fineness. 

Prices F. 0. B. Tamms, Ill. 

6 Barrels—l%c per lb. 1 barrel—2%e per lb. New paper lined barrels extra, $1.25 each. 

350 pounds to the Darrel. 

Very Important —Write today for * * Silica Catechism,” it contains valuable formulas for 
mixing your own better paint at lower cost. 

Golden Yellow Ochre insures superior results because of its strong and clear tinting 
qualities. It is the Peer of all American Ochre and is very finely ground to a smooth, 
even texture. 

Prices F. 0. B. Tamms, HL 

6 Barrels—2%c per lb. I barrel—3c per lb. New paper lined barrels extra, $1.25 each. 

300 pounds to the barreL 

Natural Gray Ochro is a natural, not a compounded color, producing beautiful gray 
tints of any shade desired. Very finely ground and strong in tinting qualities. 

Prices F. 0. B. Tamms, Ill 

6 barrels—l%c per lb. 1 barrel—2%c per lb. New paper lined barrels extra, $1.25 each. 

350 pounds to the oaireL 

Danish Gilders Whiting is superior to the English Cliffstone Whiting for Ralsomlne, 
Fresco and Putty, because it is finer, whiter and more carefully prepared in grinding. 

Prices F. 0. B. Tamms, HL 

6 barrels—l%c per lb. 1 barrel—2%c per lb. New paper lined barrels extra, $1.25 each. 

350 pounds to the Darrel. 

Or&n Venetian Bed a very strong, dear Red Color that gives your tints a special 
individual tone. Very durable. 

Prices F. 0. B. Tamms, Ill. 

6 barrels—4%c per lb. 1 barrel—5c per lb. New paper lined barrels, $1.25 each. 

tirel. 


per lb. 

400 pounas to the barrel. 

Send us your next order—Buy direct 


TAMMS SILICA CO. 

Stock Exchange Bldg. 
CHICAGO, ILL. 




MINE 8 AND MILLS 
TAMMS, ILL. 
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ST. LOUIS ACCESSORY SHOW 

The Third Annual Exhibit of the Accessory 
Division of the American Hardware Mfg. Assn, 
will be held at St. Louis, Mo., Nov. 30, Dec. 
1, 2 and 3, just as this issue is going into the 
mails. Nearly 300 booths are being erected at 
the St. Louis Coliseum for the use of the asso¬ 
ciate members of the association, and every¬ 
thing points to a record breaking attendance. 

In conjunction with the Automotive Equip¬ 
ment Association show at Chicago in November, 
these two great buying opportunities draw vis¬ 
itors from the length and breadth of the United 
States and from Canada and the southern 
countries. 

Automobile accessory manufacturers are 
finding that complete distribution for them 
means catering both to the hardware and auto¬ 
mobile trade. Each has its place and each one 
is an important factor. As a matter of fact, the 
importance of the hardware merchant, both 
wholesale and retail, in distributing automobile 
accessories is growing constantly and rapidly. 

During these times of lull and uncertainty 
in the automobile business the hardware mer¬ 
chant is stepping in, with his steady resources, 
level head and his shrewd buying and selling 
experience to tide the automotive accessory 
manufacturer over the uncertain times. 

The year 1921 will particularly favor the 
hardware merchant who features his automobile 
accessory stock, for this is the year when re¬ 
newals and auxiliary appliances of a useful, 
economical and life-prolonging character are 
going to be especially to the fore. It is going 
to be much easier to sell a man a can of enamel, 
a quart of radiator fluid or a new tire than it 
ever was before, for he is not going to buy his 
annual 11 new model.” 

The automotive industry increased 750 per 
cent in the last five years. Who can expect a 
very permanent slowing down? 

With 8,000,000 motor vehicles in the United 
States, it requires 1,000,000 or more cars an¬ 
nually for replacement purposes alone, and the 
opportunity for accessories is correspondingly 
great. 


A. E. Ganaway is the new manager of the North 
Brothers' hardware and implement store at Gilbert, 
Arizona. Mr. Ganway was formerly at Phoenix. 


WANTED—SUNSHINE SPREADERS 

Shut a new-born baby up in a dark room, 
away from light and sunshine, and in a compara¬ 
tively short time it will go blind. 

Shut a merchant’s stock up in a dark dingy 
room, with poor ventilation, little light and no 
sunshine, and if his business does not die, it 
might far better, because it will always be puny 
and ailing. 

It makes no difference whether you are a 
Christian Scientist, or a shouting Methodist or 
a water-way Baptist, the fact remains that the 
human family never thrives on despondency and 
gloom. To be at our best, we demand sunshine 
in our business, in our home and in our lives. 
Physicians tell us that certain people are so 
physiologically, so chemically, physically consti¬ 
tuted, that while comparatively well themselves, 
they are spreaders of certain diseases, more par¬ 
ticularly typhoid fever. We do not know about 
that, we leave the guessing to the licensed guess- 
ers, but we do know that if a man would be 
successful in business, he must be a Sunshine 
Spreader. 


RELIANCE LOCK WASHER ASSORTMENT 

The Reliance 
Mann factoring 
Co., at Massillon. 
Ohio, is partica- 
larly featuring 
its hardware and 
garage lock 
washer assort¬ 
ment illustrated 
herewith. This is 
a substantial re¬ 
ceptacle which 
can be refilled as 
needed, contain¬ 
ing 4000 of the 
most useful sizes 
o f washers i n 
thin, medium and 
heavy sections of 
every bolt size 
from No. 4 screw 
to 1-inch bolt. 

The merchant who deals with machine shops, gar¬ 
ages and manufacturing concerns using bolts and 
screws to a large extent, will realize the value of such 
an assortment as this. Any merchant who cannot get 
the assortment from his jobber should notify the 
Reliance Manufacturing Co., at Massillon, Ohio, or one 
of the company's branches at New York, Detroit, 
Cleveland or San Francisco, California. 



The F. E. Clough Hardware Co. has been reorganized 
at North Fond Du Lac, Wisconsin, and will handle a 
full line of household goods, specializing on heating 
stoves and farming implements. 


J. B. Leonard and his son, John F. Leonard, are the 
new proprietors of the former business of George Im- 
hoff at Folsom, California. This business dates back 
to 1857, during the gold mining days. 


Fire, believed to have been of incendiary origin, re¬ 
cently destroyed the hardware establishment of the 
W. L. Shearer Co. at Toppenish, Washington. The loss 
was estimated at $37,000, which was covered by in¬ 
surance. 


Walters Bros, have bought the stock of the Cassel- 
ton Hardware Co., at Casselton, North Dakota. 


Wallace Hedrick has purchased the interest of Mr. 
Mitchell in the well known firm of Mitchell & Harris 
at Rupert, Idaho, and has already assumed the duties 
of co-partner. 


The Kerman Hardware Co., at Kerman, California 
has over 5400 square feet of floor space in its new 
building devoted to the display of shelf hardware, 
stoves, household goods and furniture. The machinery 
department of the Kerman Hardware Co. is located in 
a separate building. 
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Dividing 
■ Line ? ° 


I T doesnt exist. There is no longer 
a dividing line between tire sell* 
ing seasons. 

More and more the motor car is 
proving itself a necessity the year 
around, and the alert dealer who 
keeps his stocks right up to the 
minute and who—and this is more 
important—keeps pushing tires and 
advertising them right through fall 
and into winter, is the man who is 
cashing in the heaviest. 


Go right after this fall and winter 
business—don’t wait for it to come 
to you or perhaps drift by your door. 
There is a lot of it and with a depend* 
able, popular, nationally-advertised 
and nationally-trusted tire like Dia¬ 
mond you can run up that “total 
year’s sales” to a figure that you 
never thought possible. 


THE DIAMOND RUBBER CO. 

Incorporated 
Akron , Ohio 


Diamond Tires 
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PUSH VS. PULL IN SELLING 

In selling there are essentially two methods 
—the method of push and the method of pull. 

The older industries—the steel industry, the 
textile industry, the food industry—were well 
established on the method of push, which in¬ 
volved the idea of pushing the merchandise by 
personal sales efforts from the manufacturer 
to the jobber, thence to the retailer and thence 
to the consumer, who accepted what was of¬ 
fered him. When the supply catches the de¬ 
mand the system breaks down and the manu¬ 
facturer who has not entrenched himself with 
the consumer finds his merchandise backing up. 

Today as never before the method of pull, 
or the method of advertising to the ultimate 
consumer, is accepted by old concerns and old 
industries as a fundamental selling method. In 
the past five years there has been a remarkable 
growth in advertising volumes in all the leading 
industrial classifications. 

This growth was probably stimulated by 
war conditions, but a study of advertising con¬ 
vinces us advertising is on a sound foundation 
and the increase in volume is the natural evolu¬ 
tion of increased appreciation of the strongest 
selling force. 

In 1919 the aggregate expenditure of the 100 
largest advertisers exceeded eleven and a half 
million dollars, and showed an increase of ap¬ 
proximately one-third over the expenditure of 
the 100 largest advertisers in 1918. 

Advertising is proving advantageous to the 
manufacturer. 

It must also work to the advantage of the 
ultimate consumer — otherwise manufacturers 
would have failed to build permanent markets 
and would not be able with each succeeding 
year to spend more in advertising. 

Proved Advantage to Distributors 

It must also have proved to the advantage 
of distributing factors, otherwise sales resist¬ 
ance would have nullified the manufacturer’s 
efforts. Authoritative figures are lacking, but 
we are under the impression that with the ex¬ 
ception of a few concerns that grew great be¬ 
fore the development of advertising, those job¬ 
bing and retail establishments are showing the 
most rapid and most stable growth that take 
advantages of market opportunities created by 
the manufacturer’s advertising. 


HE KNEW THE PLACE 

“Now, boys,” said the teacher in the juven¬ 
ile Sunday school class, “our lesson today 
teaches us that if we are good while here on 
earth, when we die we will go to a place of 
everlasting bliss. But suppose we are bad, then 
what will become of us?” 

“We’ll go to a place of everlasting blister,” 
promptly answered the small boy at the pedal 
extremity of the class. 


THE SONG OP THE CATALOG FIEND 

(Dedicated to the man who “makes” the catalog) 

We're the goats of the organization) 

We are cursed and despised of men; 

Though we struggle and rave we are doomed to slave 
Next door to the Export pen. 

We cut and we paste till noonday, 

We paste and we cut till night, 

But with all of our skill let us try as we will, 

We can't get the damned thing right. 

The salesman goes out in the morning 
And calls on his trade with glee, 

The purchasing guy does nothing but buy, 

His hours are happy and free. 

The credit man fools with his blacklist 
And trade acceptance and dun; 

But we are the nuts who juggle with cuts 
From morn till the setting sun. 

So we play with our picture puzzle, 

And we build to the best of our ken, 

When the word comes across from the discount boss, 
To do it all over again. 

We're told to take out an item 
And we 're ordered to put it back 
Till we tear our hair and in daik despair 
We pass the buck to “Mac.” 

We toil with the Expert Reamer, 

At the Wasco line we slave; 

Our teeth we gnash over Weaver and Asch 
And at Bestone & Getone we rave; 

Wejmle at the name of Niehoff, 

Povasco our fury starts, 

And we curse the Lord at the name of Ford 
And his hundred and something parts. 

We're sick of the Wonder Worker 
And Crum is a bitter pill; 

We could take the axe to Johnson's Wax 
And old Doc Latimer's Still. 

We're fed up on Packard Bezel, 

On Overland, Buick and Stutz, 

But we’ll spoil the map of the venturesome chap 
Who mentions Top Prop Nuts. 

There's a Throne aloft in high Heaven, 

Where the angels with joy await 
To seat on High the thoughtful guy 
Who sends us a full page plate. 

But a pit is dug deep down in Hades, 

Where a lost soul will never be missed, 

And it's down below that the bloke will go 

Who says, “Listen, they've changed the list.” 

So we cut and we fit at our leisure, 

And we fit and we cut in our haste, 

Printers' ink is our favorite drink 
And we lunch on a pot of paste; 

We break all the ten commandments 
And we curse till we raise the roof, 

And our heatless days we spend in a maze 
Of pages of galley proof. 

For life is one long struggle. 

It seems never to go just right, 

But hang the man who'd throw up the can 
And give up the daily fight. 

For the joy of a thing accomplished, 

Imperfect as it may be, 

Can never be told in silver and gold, 

From work you get your degree. 


Steadman & Sons have disposed of their hardware 
stock to the Blanton Hardware & Supply Co., at Durant. 
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The Great Spirit 

The foundation of an Indian’s belief in the Great Spirit was 
confidence. He believed the Great Spirit made the crops 
abundant, the hunting good, victory in battle assured. 

Ever since the Standard Four Tire Company began produc¬ 
ing tires, it has been building up confidence on the part of its 
distributors, dealers and the motoring public. Thisconfidence 
has been built up through producing honest tires that have 
always done better than the claims made for them. 

Write or wire today for our exclusive territory proposition. 
STANDARD FOUR TIRE COMPANY 

Department T Keokuk, Iowa 

Branches at 


Indianapolis, Ind. 
245 N. Penn St. 


Atlanta, Ga. Los Angeles, CaL 

2 Courtland St. 342 W. Pico St. 

Denver, Colo. 1700 15th St. 


Standard Four Hires 

"Chief of the Tire Tftbe” 











144 


HARDWARE 

KNOW THE GOODS—AND THE NEEDS 

Knowing is the vital thing in business. 

Knowing provides the element of reliability 
—of sureness. It gives us ability to tell others 
what they desire to know; to make decisions 
for ourselves when we buy; to assist others in 
making decisions when we sell. 

Every buyer that passes your window or 
comes through your door has a particular need. 
Every article upon your shelf has its ability to 
serve. Both the need and the sale points exist. 
Become acquainted with them. Then link them 
together; their combination means one thing 
necessary to business growth—sales power. 

In business there is a perpetual struggle be¬ 
tween the guesser and the knower. In the 
wake of the guesser there is dissatisfaction and 
distrust; in the wake of the knower, satisfaction 
and confidence. 

As buyers we want dependable facts con¬ 
cerning merchandise. When somebody guesses, 
we suffer. As sellers we want dependable facts 
just as earnestly. When we give out the result 
of someone ’3 guesswork, our customer suffers 
and in the back-fire we are injured, because we 
lose good-will and confidence. 

The guesser sells once, and that time by acci¬ 
dent. The knower sells often, repeats his sales 
and has a large volume. He is equipped and 
qualified for the job of creative salesmanship. 

Two kinds of knowing are necessary to get 
goods across the counter regularly—knowing 
the goods, knowing the need of buyers. 


. STRAIGHT THINKING NEEDED 

What this country needs more than anything 
else is straight thinking! 

With twenty-five million straight thinkers 
in America, the cause of much of the restless¬ 
ness, inefficiency, animosity and apathy would 
be automatically removed. 

The pity of it is that the majority of the men 
and women are not thinkers—orderly thinkers. 
Their thinking apparatus is out of time, as 
undependable as the weather. 

Conditions, good or bad, are as we think. 
Our thoughts are the seeds which may yield 
happiness or grief, prosperity or poverty, tran¬ 
quility or strife, charity or selfishness, effi¬ 
ciency or inefficiency, industry or indolence. 

Thoughts are words expressed. Words incite 
men to action. Action brings results, good or 

bad. - 

A COMEBACK 

The lawyer was cross-examining a witness 
to a robbery. “When did the robbery take 
place ?” he asked. 

4 ‘I think—” began the witness. 

44 We don’t care what you think, sir. We 
want to know what you know.” 

44 Then if you don’t want to know what I 
think, I may as well leave the stand. I can’t 
alk without thinking. I am no lawyer.” 


WORLD 



NEW ONE HAND-Y ELECTRIC DRILL 

A one hand electric drill, designed for use in the 

f arage and machine shop, has recently been developed 
y the Knight Engineering and Sales Company of Los 
Angeles. 

The “ One Hand-y” elec trie drill has a splendidly de¬ 
signed pistol grip, with a convenient switch located un¬ 
der the natural position of the thumb, and affords com¬ 
plete control of the drill with one hand. It has ample 
power to carry a quarter inch drill bit, through either 
steel or wood, as fast as the work requires. 

The motor, designed by the engineering staff of 
the Westinghouse Electric and Manufacturing Company 
to meet the particular requirements of the drill, is air 
cooled and being of the universal type, will operate 
on either one hundred ten volts, direct current, or 
one hundred ten volts alternating current, up to seventy 
cycles. 

The drill, weighing only three pounds complete, is 
encased in a pure aluminum housing and is especially 
adaptable to garage and machine shop work, where 
numbers of small holes need to be bored in inaccessible 
places. 

Mr. Knight Long in Hardware Trade 
George L. Knight, inventor of the drill and president 
of the Knight Engineering and Sales Company, has been 
connected In various capacities with the hardware field 
since 1890. From 1907 to 1909 he was secretary and 
purchasing agent of the Pittsburg Gage and Supply 
Company, the largest mine, railway and mill manufac¬ 
turers and jobbers in the East. 

In 1910 Mr. Knight went to Los Angeles, where he 
has been engaged in the manufacture and sale of min¬ 
ing equipment until his recent announcement of the 
organization of the Knight Engineering and Sales Com¬ 
pany. 


Schooling & Kivett have opened a hardware store 
at El Kino, Oklahoma. Their stock will comprise hard¬ 
ware, household goods and farm implement lines. 


P. C. Hickerson is the new proprietor of the hard¬ 
ware and implement business of E. T. Hooper at Lan- 
kershim, California, and will specialize on electrical and 
plumbing goods. 


Warren Currier, vice president of the Imperial 
Valley Hardware Co., and for ten years manager of 
the Holtville branch of the company, has taken charge 

of the Brawley store. 
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DEALERS - 

Write for our book 
listing over 1500 
kinds of Harvey 
Springs and for de¬ 
tails of Harvey 
advertising helps. 


An Arch is as strong as its keystone 

A Spring as strong as its center 

Harvey Springs 
are Boltless 

T HE ordinary spring, weakened by a hole in its 
center, punched cold to accommodate a bolt, is 
like an arch with a weak keystone. The vital 
spot lacks strength. 

The Harvey Spring is boltless and has no weak 
spots. It is as strong at the center as at any other 
Doint. Instead of a bolt hole at the center each leaf 
las an indention on one side and a bead on the other, 
::orged hot in one operation. The bead of one leaf 
fits into the indention of the next leaf and the whole 
spring is held together by a strong clamp. No metal 
is removed and the steel fibres are unbroken. 


This feature, with that of the patented Harvey 
process of heat treating and tempering, gives the 
Harvey unexcelled strength and resilience. It adds 
safety and comfort to the motor car and lengthens 
the life of the driving mechanism. 

The Harvey Spring is practically unbreakable, 
even under unreasonable strains. Once sold it stays 
sold. 

Our broad, unconditional guarantee protects both 
the dealer and the purchaser. 


Harvey Spring & Forging Co. 

118C Seventeenth Street Racine, Wis. 


GUARANTEED 


EASY RIDING 
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SELL THEM WHAT THEY NEED —NOT 
WHAT THEY ASK FOR 

When a man wants something, he is per¬ 
fectly definite about it. He has an emotion- 
picture in his mind of the thing he wants which 
represents the acme of his powers of comprehen¬ 
sion and includes anything and everything with¬ 
in reach of his experience and memory that will 
fit plausibly into his mental 1 4 blue-print.’’ 
that’s what he wants! 

When this man comes to ask for the thing 
he wants—when he opens his mouth, he realizes 
that his mental picture may not exist or that 
two or three different people may have tried to 
make that “something” and, of course, each 
one has had a different ideal upon which they 
have built 

The fluency of the emotion that picked up 
the “want” in the man’s mind is not equally 
fluent when it comes to the “ask” and the man 
may be very shy, diffident or ill at ease. Many 
times he is unacquainted with what he can buy 
and hesitates because he doesn’t know the right 
name to apply to the thing. At any rate—what 
he asks for is very frequently a very different 
thing from what he really wants. 

The indifferent sales-clerk will not realize 
that. He will hear the question and answer the 
obvious and superficial way. Sometimes the 
answer is merely brief, sometimes it is con¬ 
fusing, and sometimes it is as awkward as the 
question. 

The salesman, hearing the question, has suf¬ 
ficient friendship and sympathy for all mankind 
to get an intuition or “hunch” of what the 
man is after and he draws the man out so that 
he gets a good notion of what the man wants 
to accomplish. Then the salesman can tell 
quickly if there is such a thing made. 

It may be something entirely different from 
what the man requested! But the man is both 
pleased and satisfied. 

Isn’t that really what we mean when we 
say, “Don’t sell ’em what they ask for—sell 
’em what they need!” — Helix. 


You cannot get away from it that the cor¬ 
rect foundation for wages or salary is experi¬ 
ence and ability. There is an old Welsh law, 
still to be seen in faded statute books of the 
Middle Ages, basing the cost of cats on the 
foundation already mentioned. The law reads 
that a “kitten from its birth until it can see 
shall be valued at a penny ; when it begins to 
mouse at two pence; after it has killed mice at 
four pence,” which, by the way, speaking of the 
high cost of living, was the cost of a calf in 
those same days. 


A NEEDED ACCESSORY 

The Imperial 
Auto Folding Steel 
Chair, illustrated 
herewith, is a nec¬ 
essary accessory for 
every automobilist. 
Facli owner will 
need one or more, 
ana it needs only to 
be d i s p 1 a ye d to 
make sales. 

While primarily 
designed as a con¬ 
venient auxiliar> 
seat in automobiles^ 
it is a convenient 
chair for the camp, 
launch and many 
other places where 
it can be easily car¬ 
ried folded up. 

The frame i s 
made of special oval 
formed steel, fin¬ 
ished with a durable 
and lasting coating of black Japan. The seat and back 
rest are padded with felt and upholstered with black 
waterproof art leather. 

These n ay be obtained in both adult and children’s 
sizes. 

The Imperial Bit & Snap Co. will be glad to give 
full data and information to any of our readers upon 
request. 


CANADIAN-DETROIT TWIST DRILLS 

The Detroit Twist Drill Company has announced 
the establishment of a manufacturing plant in Walker- 
ville, Ontario, known as the Canadian-Detroit Twist 
Drill Company. The Detroit Company decided several 
months ago that the growth of Canadian industry war¬ 
ranted the construction of a plant across the border, 
and the new company was accordingly incorporated. 
High speed drills and reamers will be manufactured, 
and a complete stock will be built up as soon as possi¬ 
ble. The nucleus of the Walkerville organization was 
formed from the personnel of the Detroit plant. 

About thirty men wiU be employed at the start, and 
the company expects to expand as fast as business 
conditions warrant. The officers and executives of 
the new company are as follows: President. Muir B. 
Snow; vice president, Lewis H. Jones; treasurer, H. H. 
Sanger; secretary, P. C. Hill; manager, R. A. B. Good¬ 
man; superintendent, Qeorge Johnston. Manufacturing 
operations have already begun, and the first drills were 
completed November 15th. 


The McKinley Hardware Co., Rock Island, Illinois, 
are adding auto accessories and supplies to their stock. 


The Wold Hardware Co. are new owners of the 
stock formerly owned by A. H. Kuehl, at St. Ansg&r, 
Iowa. 


The Carlinville Hardware Co., engaged in business 
at Carlinville, Illinois, handle complete lines of general 
hardware. 


Frank Eckhard, who recently purchased the hard¬ 
ware business of D. W. Pote & Sons, Stuart, Iowa, is 
handling a line of auto accessories. 



Make sure the prize you chase is worth the 
price. If you cultivate your talents you’ll al¬ 
ways find an opportunity to use them. 


The Brantley Bros. Hardware Co. have been incor¬ 
porated with a capital stock of $50,000, in Troy, Ala¬ 
bama, and will handle full lines of hardware, household 
furnishings, accessories and implements. 
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Ask your dealer for Boyco Products. 
If he cannot supply you, mall us your 
order with his name and address. Serv¬ 
ice will be rendered. 


Boyco Service Units are 
Business Builders 

Boyco Service Units build business because 
they are practical, common sense necessities 
to every motorist. They fill an actual need on 
every automobile, truck, tractor or other motor 
conveyance. Their sale is not confined to 
seasonable demand. They add dependable 
year ’round business in every locality. 


Writ© today for the Boyco 
Canteen and Carrier Book¬ 
let, containing full informa¬ 
tion regarding sizes, 
weights and other particu¬ 
lars. 


Boyle Manufacturing Co. 

Los Angeles 
San Francisco 


They are original, attractive and piactical in 
design. They consist of combinations of 
Boyco Autocans for Gasoline, Oil and Water; 
come in five sizes suitable for any individual 
requirement; and provide an ever convenient 
and ample emergency supply of fuel. 

In construction the Boyco Service Unit is built 
to last; to stand up under hard usage; and to 
adapt itself most handily to constant service 
on auto, truck or tractor. The Autocans clamp 
securely to the running board or like object 
and are held absolutely rigid with four 
points of contact. No amount of vibra¬ 
tion can loosen the containers, cause 
rattles, or bring about the loss 
of any part of the equipment 
along the road. 


Boyco Service Units are 
attractively finished; the 
Gasoline and Oil contain¬ 
ers being suitably paint¬ 
ed and stencUed. whUe 
the Water container is 
neatly covered with shod¬ 
dy blanketing. Note the 
compact, sturdy con¬ 
struction. 


Boyco Service Units mean 
desirable business to acces¬ 
sory dealers, garage pro¬ 
prietors, hardware m e r- 
chants and a 11 business 
houses who deal in materials 
and equipment for commer¬ 
cial and pleasure motor 
vehicles. 
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THE CONTRACT THAT WASN’T A CON¬ 
TRACT AND WHAT IT COST 
THE BUYER 

(Copyright by Elton J. Buckley) 

I have before me the report of a case, just 
decided by the highest court of the state in 
which it transpired, which holds a suggestion 
for readers hereof which may perhaps save 
them some future trouble. The case concerns 
the making of a contract to buy goods, and the 
point it makes is that you can’t hold the other 
party to a contract responsible under it unless it 
really was a contract. Sometimes a man thinks 
he has a contract when he hasn’t, but he could 
have had if he had taken the simple precaution 
which this case teaches. 

A, the seller in this case, offered to sell B 
certain merchandise at $17.75 per ton. The 
offer was in writing, and A wrote a note asking 
B to sign his acceptance at the bottom and 
return it so that the parties would have a com¬ 
plete memorandum of the transaction. 

B received the offer, and returned it signed, 
but he added to it these words, “Buyer’s 
weights to govern settlements.” Accompanying 
this was a letter noting the change and express¬ 
ing the hope that it would be satisfactory. 

A, the seller, got the communication, but 
made no reply to it. B took it for granted that 
A accepted the change and assumed that the 
transaction was complete. He did nothing more 
about it for a few weeks, or until the date 
when delivery was to have been made. When 
the goods didn’t come, he wrote to A and de¬ 
manded delivery. By this time the market had 
materially advanced. 

A refused to deliver, on the ground that 
there had never been a contract, and B went 
out in the market and bought goods at a con¬ 
siderably higher price. He then sued A for*the 
difference between $17.75 a ton and the price 
he had to pay. The lower court decided against 
him, and the Appeal Court affirmed. The 
theory on which the case was decided was that 
when B returned A’s offer with a new provision 
in it, viz: “Buyer’s weight govern settlement,” 
he did not accept the offer at all, but merely 
did what was equivalent to making a counter 
offer, which A didn’t accept. Therefore there 
was no contract and no obligation on A to 
deliver. 

I hope the readers hereof will pay some at¬ 
tention of this case, because thousands of buy¬ 
ers who get offers in writing leave the way open 
to a complete repudiation of the contract by the 
seller by tacking on some new condition which 
is not in accordance with the offer. Unless the 
seller explicitly accepts this new condition— 
and he should do it in writing if the rest of the 
contract is in writing—there is no deal, and the 
seller is not under obligation to do anything if 
he doesn’t wish to. 


The following from the decision states the 
law even more clearly: 

We are unable to see how, under this state of facts, 
the plaintiff can recover, having received a written pro¬ 
posal for a contract and having altered it in a material 
respect and returned it. The buyer here was in itself in 
the position of making a new proposal and admittedly 
it never received any assent to that proposal and with¬ 
out an assent, either expressed or implied by circum 
stances, of course, there was no contract. The conten¬ 
tion of the buyer, as we understand it, is that under the 
circumstances the defendant (the seller) was bound to 
make some answer to their communication and that i 
failure to do so amounted to an assent. We are clearly 
of opinion that the seller was not under any duty to 
make an answer to the communication and that he was 
not estopped by his silence. The rule is therefore 
discharged. 

In these cases business men fall into a rather 
widespread error, viz: that when somebody of¬ 
fers them goods on certain terms, and they 
agree to take them provided the terms are 
changed a little or something else is done, the 
seller is under obligation to refuse the new con¬ 
dition if he doesn’t want to agree to it. If he 
is silent they think he is bound to accept it. 
That is the error which B fell into in the above 
case, and the decision of the court shows where 
it landed him. There is nothing to it at all: 
the seller need not pay any attention to it. 

The moral is: If you suggest a change in 
any offer made you for the sale of goods, get 
the seller’s assent to it in writing. Naturally 
the same thing applies when a seller does it. 


MOTO-METERS IN ENGLAND 

George H. Townsend, president, and E. V. Henneckt, 
sales manager, of The Moto-Meter Company, Inc., ar? 
visiting England and France for the purpose of estaV 
lishing branch factories, which will produce Boy^ 
Moto-Meters for the European market. 

There has for several years been a rapidly growitt 
demand for Boyce Moto-Meters in every country wber< 
automobiles are used extensively, and this demand has 
now reached a point where it can hardly be supplied fcj 
the American company, which, since its establishment 
in 1914, has outgrown two factories and is crowding ti? 
third. The plant at Long Island has a production of 
8000 Moto-Meters a day. There are already more than 
3,000.000 in use upon passenger cars, trucks, tractors 
aeroplanes and motor boats. 


WANTS TO REPRESENT AMERICAN MAN 
UFACTIJRERS OF SPECIALTIES 

Editor Hardware World*. 

We are in position to represent American mannfa^ 
turers in the specialty line. 

We are particularly interested in securing a line o- 
corrugated fasteners, strappings, etc. 

We want to tell you that we prefer the Hardwak 
World to any other American journal we have see: 
We want you to continue this to us. 

Hamburg, Germany. L. WALTNER & CO. 


Arthur McCoy has purchased the interest of I 1 
Pilkinton in the Belding Hardware Co. at Beldit. 
Michigan. 


Claude L. Winter is the organizer of the Reliah 
Hardware ^o.. to conduct a wholesale and retail bus 
ness at Greenville, Michigan. 
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( xMe reputable tire dealer—keyed 
to the public demand for performance 
in tires — puts the same emphasis on 
reliability as the motorist does him¬ 
self. 

Users demand results from tires these 
days rather than over-rated mileages 
and selling talk, so care must be taken 
to stock from a line that the motorist 
knows has an established reputation 
for dependability. 

Revere Tires are reliable, sure sales- 
getters, and have long since taken 
their place among the first quality 
tires of the land. 


REVERE 

RUBBER COMPANY 

1788 Broadway New York 
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WHAT TONNAGE MEANS 

The term “tonnage” in the shipping busi¬ 
ness has five meanings, according as it refers 
to deadweight, cargo, gross, net or displace¬ 
ment tonnage. Deadweight tonnage is the dif¬ 
ference between the number of tons (of 2,240 
pounds) of water a vessel displaces “light” and 
the number of tons it displaces when submerged 
to the “load water line.” 

Cargo tonnage refers to either “weight” or 
“measurement.” The weight ton is the United 
States and Great Britain is the English long 
ton of 2,240 pounds. A measurement ton rep¬ 
resents 40 cubic feet of space. 

Gross tonnage refers to vessels and not to 
cargo. It is found by dividing the capacity of 
the vessel’s closed-in spaces in cubic feet by 100. 
A vessel ton is 100 cubic feet. 

Net tonnage is a vessel’s gross tonnage less 
the space occupied by crew, engine room, bunk¬ 
ers, et cetera. In other words, it is the space 
available for passengers and cargo. 

The displacement of a vessel is the absolute 
weight in long tons of the vessel and its con¬ 
tents. Its light displacement is its weight with¬ 
out stores, coal or cargo. Its loaded displace¬ 
ment is the weight of the vessel with cargo, 
fuel and stores. 

The Shipping Board, upon whose definitions 
the above has been written, gives the following 
relative tonnage figures for a modern freight 
steamer: If a vessel has a net tonnage of 
4,000, its gross tonnage will be 6,000, its dead¬ 
weight carrying capacity, 10,000, and its loaded 
displacement, 13,350 tons. 

—Scientific American. 


ACCESSORY MEN, NOTE! 

Here’s an advertising-selling idea used suc¬ 
cessfully by an accessory dealer in a small mid¬ 
dle western town. In his window he piled a 
number of broken automobile parts, such as 
worn piston rings, burnt bearings, and other 
parts that are frequently ruined by incorrect 
lubrication. Directly above this pile of parts 
he placed a sign reading: 


JUNK 

The Results of Hit or Miss 
Lubrication 


Alongside of this “junk pile” was a neat 
display of two or three well known brands of 
oil with a sign reading: 

Correct lubrication prolongs the life of your car 
and lowers your operating and upkeep costs. We 
have the correct lubricant for your car Come in 
and ask us. 


Did it pay? It sure did. 


When you work, work. When you play, 
play. Anything worth doing is not worth doing 
by halves. 



PART OF WELLS & WADES’ RECEI 

When Wells & Wade at Wenatchee, Washinj 
make out their income tax statement next year, 
will have to include among their income 25 x 
pounds of fish and charge this against the salary 
count. 

The accompanying illustration shows a ___ 
catch, which 25 employes of the company made 
Twin Lakes, near Wenatchee, after each of the employ 
had carried a length of pipe a distance of five 
and to an elevation of one mile. 

Twin Lakes is a forbidden fishing grounds 
peerless cutthroat eyeing station. Last year the su 
of fresh running water gave out at a critical time, 
180,000 young cutthroat trout would have been 
but for herculean efforts on the part of the 
warden. 

This year the Game Commission decided to 
600 foot length of pipe from a stream that flo 
into the lake down to the station, to insure a consl 
flow of water for the little fish. The pipe had to 
carried up to Twin Lakes, one mile above sea 
by hand, two-thirds the distance up Dirtyface Moun 
in the heart of the Cascades. Therefore, after 
labor had been done, the Wells & Wade employes 
turned loos" at Twin Lakes, and this record catch 
the results. About four hundred fish, averaging 
and one-fourth pounds each, were brought home by 
anglers. 

The Eastland Hardware Co., of Eastland, Texas, ] 
been incorporated with a capital stock of $120,000, 1 
J. Williamson, Joseph Burkett and Thomas HarrelL 

D. A. Williams of Williams-Counsell has purcha 
the remaining hardware stock of the Perkins Hard* 
Co., at Waukesha, Wisconsin. 

Whittaker Bros, are remodeling a new store build 
at Fowler, Michigan, where they will install stock 
feature automobile accessories. 


Frederick Genrich is the new owner of the H. 
Roehring business at Arpin, Wisconsin. He is inter 
in all lines, especially implemejata. 
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Body blows, head hooks, clinches— 
with pugilists involve stamina, highly 
developed strength and the will to win. 

—Just so with Viking Brake Lining 
for Fords which proves daily its ability 
to take “punishment,” and more of it, 
than any other Lining for Fords on the 
market. Viking always functions per¬ 
fectly and it lasts, longer. 


IJIAKE LINING 

A Exclusively for* Fo r d s 


VOGT MANUFACTURING CORPORATION 
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AN EASILY MADE MAILING LIST 

“We consider our system of securing and 
maintaining a mailing list the very corner-stone 
on which our business is built/’ says W. A. 
Denny, hardware merchant of New Hampton, 
Mo., who gives the details of his system as fol¬ 
lows: 

“Within the limits of our territory there 
are forty-eight school districts. In each we 
have what we call our agent. We select these 
agents from the best man or woman friend we 
have in the district and send them the blanks to 
fill in with the name of every person in their 
district, beginning with the man of the house; 
then the wife, if living; then the children, and 
the approximate age of each. 

“We explain just what we want done, and 
why, telling them as soon as they mail this list 
to us, we will mail them a check for $1; that if 
anyone moves into their district or moves out, 
if they will at once send us the names, we will 
send them five cents for each name. 

“Now, as soon as these lists arrive, our 
office girl takes them and typewrites the names 
of each family on a separate card, labels the 
leader card with the name of the school dis¬ 
trict, and the name of our agent for that dis¬ 
trict. 

“Behind this card go the names of everyone 
in the district. So there we have our trade 
territory card-indexed and absolutely as correct 
as we can get it in any way, and so arranged 
that it automatically changes when newcomers 
arrive, or movers go, covering 1000 families of 
5000 people.*’ 

For most stores, such a system would meet 
requirements very satisfactorily. It maintains 
a fairly complete and up-to-date mailing list— 
a dependable means for keeping in close touch 
with one's buying public by mail. Even a mail¬ 
ing list that tells only the name and address 
of every farmer in one’s territory is far better 
than no list. 

That has been proved by catalog houses, 
which, with only such lists to guide them, per¬ 
sistently get their advertising into farm homes 
and make enormous profits from aggregate re¬ 
turns. 


A STUDENT OF ECONOMICS 

A Prescott, Ark., lad is evidently a close 
student. 

“When water becomes ice,” asked his teach¬ 
er, “what is the great change that takes place?” 

“The greatest change, ma’am,” said the 
little boy, “is the change in price.” 


“To get workers on the high gear, give 
them a word of cheer.” 


“A sign of the times. There are no more 
‘janitors.’ They are all 4 superintendents r 
now.” 


BLACK & DECKER BENCH DRILLING 
STAND 



A new bench drilling 
stand which has just been 
put on the market by The 
Black & Decker Mfg. Go. 
takes %-inch, %-inch, 9- 
16-inch, %-inch and %-in. 
Black & Decker Portable 
Electric Drills, which can 
be quickly and easily de¬ 
tached. The bracket car 
rying the drill can be 
raised or lowered on i 
vertical column and is se¬ 
cured in any desired posi¬ 
tion by means of a split 
collar and clamping 
screw. The drill may be 
swung clear of the base, 
making it possible to nee 
this bench drilling stand 
for such work as applying 
ring gears to automobile 
axles, drilling in the ends 
of shafts, and other work 
too high to be drilled on 
the bench. 

An extra long feed 
lever gives a feed ratio of 
6 to 1. 100 pounds press¬ 
ure applied to handle, 
feeds a drill under 600 
pounds pressure. This 
means fast work with lit 
tie effort. 

The modern garage and machine shop find the 

portable electric drill indispensable and usually have 
frequent occasion to use a drill press or sensitive 

drill. This bench drilling stand adapts the drill * * with 
the pistol grip and trigger switch” to either use. 


Bade & Buetter is the new name of the firm of 
Bade Bros., Berger, Mo. 


Fair & Bryan are the new owners of the Gillalan 
Hardware & Implement business at Hardy, Montana. 


J. A. Peplinski Hardware & Implement Co., tt 
Pulaski, Wis., has been incorporated with a capital 
stock of $50,000. They handle full lines of hardware, 
implements, automobile accessories and housefumish 
ings. 


The Beacham-Mignardot Hardware Co. is planning 
to erect a two story building at Santa Fe, New Mexico, 
so they may carry increased stock in all lines of hard 
ware, housefumishings, automobile accessories and 
sporting goods. 


The E. M. Cope Commercial Co., Badlands, Califor 
nia, which was recently destroyed by fire, have been 
receiving their new stock, and are planning to add 
materially to their line. They report a most excellent 
outlook for business. 


The A. Stroota Hardware Co., Marathon, Wis.. has 
purchased a new store building, which will give them 
facilities for carrying an increased stock of everything 
pertaining to hardware, sporting goods, housefurnisb 
ings and other accessories. 


The Turner Hardware & Implement Co. have pur¬ 
chased the hardware stock of Hughes Bros., Oakdale. 
California, and will conduct the business as a branch 
of their Modesto establishment. They are one of the 
most enterprising concerns in California handling full 
lines of hardware, implements, housefumishings, auto¬ 
mobile accessories and sporting goods. 
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THE STANDARD PORTABLE ELEC¬ 
TRIC DRILLS AND GRINDERS WILL 
REDUCE COST AND SAVE TIME 


The Tools you take 
to the work. 


SPECIAL PROPO¬ 
SITION TO 
JOBBERS AND 
DEALERS 


WRITE US TODAY—AN EXCELLENT 
PROFIT AWAITS YOU 

EVERT TOOL GUARANTEED BOTH ELEC¬ 
TRICALLY AND MECHANICALLY 

BALL BEARINGS ARE USED THROUGHOUT 

We manufacture drills and grinders for every class 
of work in all sizes—Write for Illustrated Catalog 

THE STANDARD ELECTRIC TOOL CO. 

CINCINNATI, OHIO 
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USING THE USELESS 

What to do with the immense amount of 
furnace slag that accumulates in the iron 
foundries was successfully solved some time ago 
by an English concern, which has converted this 
slag into paving flags, paving tiles, bricks, etc. 

The process of making the paving flags is 
about as follows: The slag is carried to a 
crusher having a capacity of about one hundred 
tons daily, where it is broken up and then taken 
to screens, where it is graded, the coarse being 
run into cars to be used as ballast and the rest 
subjected to further crushing. The excess dust 
is removed by screening and used for the manu¬ 
facture of tiles. 

The slag suitable for paving flags is mixed 
in a dry state with a cement-like material and 
then water is added and the whole thoroughly 
incorporated. A pressure of four hundred tons 
is exercised upon this mixture by a hydraulic 
press and all the moisture is forced out, leaving 
a hard, dense block of uniform character. 

A different cementing material is employed 
in making tiles from the dust, the effect being 
to give the mixture a certain amount of plas¬ 
ticity which allows it to be moulded by mechani¬ 
cal means and permits it setting into a dense 
mass. If rapidity of production is desired the 
action of setting can be accelerated by artificial 
means and the goods made ready for use within 
twenty-four hours. The addition of coloring 
matter allows the construction of building 
blocks of various hues. Experience with these 
slag materials shows that exposure to cold and 
frost has no effect except to produce greater 
hardness in the material. 

We all like to read stories of success, for the 
reason that we take the part of the hero in¬ 
stinctively; and every time we do this our 
ideas are molded along those lines. Live suc¬ 
cess, think success, act success, and you will 
achieve success. 

Make every occasion count for something— 
either the making of friends, the securing of in¬ 
formation, the gaining of prestige, or the in¬ 
crease of capital in some way. Few people get 
rich, for the reason that they are prone to 
whittle from themselves in place of whittling 
towards them. 


“IF I HAD THIS OR THAT—” 

When Abraham Lincoln was a lad 
And lived in a hut in the wood, 

No books, no lamp, no time he had, 

And yet it is understood, 

He trudged many miles to borrow a Dook, 
The light of the flickering fire he took 
And studied whenever he could. 

And none of his friends ever heard him say, 
In a self-excu9ing and hopeless way: 

“If I had this or that, I could. , ' 

When Joan of Arc was a little maid, 
Untutored, gentle, good, 

And France was conquered and dismayed 
By England’s masterhood, 

She had no wealth nor armament; 

Alone with her faith, the little maid went 
And freed her land as she could. 

And nobody ever heard her say, 

In a listless, longing, empty way: 

“If I had this or that, I would . 19 

When young James Watt sat by the fire 
And watched the burning wood, 

He saw the kettle’s lid mount higher, 
Observed and understood; 

He had no need of a laboratory 
To plan the great steam engine’s glory; 

He used his eyes as he could. 

And he never once was heard to say, 

In a shiftless, thriftless, futile way: 

“If I had this or that, I would.” 

If now you will read your histories o’er 
(As I earnestly think you should). 

The fact will impress you more and more 
In the lives of the great and good, 

That they were those who never held back 
For circumstances or material lack— 

But arose and did what they could. 

And never a one was heard to say, 

In the weak, surrendering, doubting way: 
“If I had this or that, I would.” 


McCroskey & Co. are the successors to Mr. Williams 
in the hardware business at Primghar, Iowa. 

Austin & Rann is the new name of the business for¬ 
merly conducted by C. C. Austin at Perry, Mich. 

L. 8. Frantz will continue the hardware and sporting 
goods business of Burley & Frantz at Park City, Mont. 

The Cremers Hardware Co. are successors to the 
Schaefer-Brandtner Hardware Co., Albanu, Minnesota. 

Bailey & Stak of Saline, Michigan, have succeeded 
to the business of A. Rock, and are adding to their 
stock in all lines. 


LIFE! 

A little suti, a little rain, 

A little loss, a little gain, 

A little joy, a little strife, 

And this is life. 

A little work, a little play, 

Some kind deed done each passing day, 
A few good-byes, a setting sun— 

And life is done. 

—Nelson Weedon. 


Fred Kohler is erecting a new store building at 
Petersburg, Michigan, to take the place of one re¬ 
cently destroyed by fire. 

The McBain Hardware & Furniture Co., McBain. 
Michigan, have changed their name to the McBain 
Hardware Co., and increased their capital stock to 
$35,000. 


The Armstrong Hardware Co. is a new name for the 
business formerly conducted by Clarence W. Mathias 
at New Philadelphia, Ohio, and they will add materially 
to their stock. 
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When 


the weather is so cold that 
the bottom is going to drop 
out of the thermometer 


n VlVWiVvm D 

RADIATORS A 

will still be the popular 
radiator for Ford Carsj 
—because the scientific 
construction of the core: 
permits of a flexibility 
that will withstand freezing 
Retail Price #!2» 5 ^ 
The CORCORAN Wq Co. 

CINCINNATI 1 





/ fVr •'hr#' »* J* 






Dealers who are not selling 
Peerless Radiators should 
Investigate this wonderful 
replacement business. Ask 
your jobber or address Dept. 14 
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T TO C. W. GAUSE 

Here is a snapshot of 
E. C. Anderson on the 
grounds of the Hotel Del 
Monte, while he was in 
attendance at the conven¬ 
tion of Automobile Ac¬ 
cess o r y Manufacturers 
and Jobbers. Mr. Ander¬ 
son is comparatively a 
new member of the west- 
rn trade, but a mighty 
promising one and one 
who is making many 
friends as he moves about 
over the territory. Cer¬ 
tainly Mx Anderson could 
have no better introduc¬ 
tion to the trade than his 
v affiliation with C. W. 
Gause. 

Mr. Gause is, of course, 
known from east to west 
as a veteian hardware 
man and masterly repre¬ 
sentative of worthy manu¬ 
facturers. He received 
long training with the 
Simmons Hardware Co., 
and moving further west, 
he has ably represented 
in the West such manu¬ 
facturers as the Buffum 
Tool Company, Bridgeport 
x Hardware Company and 
others of no less import¬ 
ance. 

Mr. Anderson is a na¬ 
tive of Colorado, although he had his engineering train¬ 
ing in the middle West. Besides his technical engineer¬ 
ing studies, he has served some time as a banker and 
so he is qualified for his new work from the technical 
as well as tne business point of view. 

During the war, he served in the navy and it was 
as a naval cadet that he met Mr. Gause and became 
interested in the hardware business. With his release 
from the service, he took up his new work. 


NEW FACTORY SALES ORGANIZATION 

Thayer & Bower is a new firm of sales representa¬ 
tives, yet only new in the combination, for both the 
individual partners are familiar figures in the hardware 
trade in the United States. 

J. H. M. Thayer has been identified with the hard¬ 
ware business for the past twenty years in Boston, 
San Francisco and Los Angeles wholesale houses, in 
the capacity of salesman, sales manager and commer¬ 
cial manager. Fred B. Bower has also been associated 
with the Los Angeles jobbing trade for the last seven¬ 
teen years, and his reputation for “straight shooting” 
and high business standards is unapproachable. 

The headquarters of the company are at 845 Monad- 
nock Bldg., San Francisco, and in Los Angeles at 320 
Story Bldg. They will call on the wholesale trade 
only and are open to correspondence with manufacturers 
desiring representation in the western field. 


F. H. Dresser has purchased the stock of Tilton & 
Tilton, Moline. Kansas, and will add to their lines of 
hardware, household furnishings, implements, vehicles, 
stoves, silverware and automobile accessories. 


The Pope Hardware Co. has been incorporated at 
Monroe, La., by J. W. Pope, with a capital stock of 
$40,000. They will handle full lines of hardware, 
sporting goods, household goods and accessories. 


MODERN DITCHING IMPLEMENTS 

There is every indication that the time will come 
when hardware dealers, instead of selling picks, shovels, 
horse scrapers, etc., for ditching work, will be selling 
pointed steel bars, sledge hammers, mauls and dynamite 
for drainage projects. 

The reason for the change is that labor can no longer 
be employed, within reasonable cost limits, to wield 
the old implements. Modem conditions call for a 
method requiring infinitely less man-power. That means 
the method proved practicable by the army engineers 
while building cantonments. 

Officials of drainage districts are especially active 
at this time in familiarizing themselves with ditch 
blasting methods. In many sections of the country, 
especially the southeast, they are calling on experts to 
show them how to keep their drainage work going with 
small crews of men—and dynamite to play the heavy 
part. 

At Green Cove Springs, Clay Co., Fla., recently the 
drainage district men had a practical blaster show 
them how to ditch with dynamite. He made two test 
shots for their enlightenment; one a 40 foot section, 
five feet deep, 18 feet wide at top and ten feet wide 
at bottom, and the other 100 feet long, 4 feet deep, 
8 feet wide at top and sloping to 2 feet wide at bottom. 

The method used on tne big ditch was as follows: 
Soil was wet sand and muck. Three parallel rows of 
2-inch holes, 36 inches between rows and 30 inches 
between holes in the row were punched in the ground. 
Two pounds of 40 per cent ammonia dynamite was the 
charge in each hole. Each hole contained an electric 
blasting cap. The charges were wired and fired with 
a blasting machine. * 

For the smaller ditch but one row of holes was 
put down, spaced 30 inches apart and each loaded with 
1% pounds of 40 per cent dynamite. These charges 
were also fired electrically. 

The large ditch cost for explosives about seventy- 
three cents per lineal foot; the smaller one about twenty 
cents. 

After the tests the dealer on the ground immediately 
took orders for a ton of dynamite, 2000 caps, 2000 
electric caps and 2000 feet of fuse. And that was 
only a beginning, as this drainage district has a large 
amount of ditching to do. 

This is going to be a very profitable field for 
dealers in the near future. 


SIMONDS ESTABLISHES BRITISH SAW CO. 

Simonds Manufacturing Company, * ‘The Saw 
Makers” of Fitchburg, Mass., and Chicago, Ill., have 
just secured a charter and established a new company 
in Great Britain, to be known as Simonds Saws, Limited. 
An office and shop has been opened at 53 Bayham, 
Camdentown, London, N. W., where a full line of Si¬ 
monds Saw Steel Products as is demanded in Great 
Britain will be carried. The shop will provide for 
maintenance and repairs of saws, machine knives and 
other edge tools produced by the Simonds Company. 

Guy A. Eaves, formerly connected with the Fitch¬ 
burg plant of the company, has assumed the duties as 
office manager, and Leon E. Wilbur, a Simonds man, 
who has covered the Great Britain territory since his 
discharge from the army in France, will be associated 
with him. 

The Simonds Manufacturing Company now main¬ 
tains plants in Fitchburg, Mass., Chicago, Ill., Montreal, 
Canada, and a steel mill at Lockport, N. Y., where the 
steel used in the manufacture of Simonds Saw Steel 
Products is made. In addition to the new British 
branch, the company maintains twelve branch houses, 
located throughout the United States and Canada. 


Skelton & Wise, a new firm at 310 South Spring St.. 
Los Angeles, will handle fishing tackle and electrical 
supplies, hardware and garden tools. 
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YOUR JOBBER CAN FURNISH YOU WITH 

BEAR BRAND CANTEENS 


Patented 


INSIST ON BEAR BRAND 


If your jobber cannot supply you, send in your order to us direct and we 
will place it through any jobber you designate. 


WOOLWINE METAL PRODUCTS COMPANY 

Loe Angeles, California 

SALES OFFICES 

OMEB COX, Postal Tel. Bldg., San Francisco JONES & COX, Newhouse Bldg., Salt Lake City 
STMMFLE & COX, L. C. Smith Bldg., Seattle TAYLOR, YOUNGS & COX, 426 Temple Court 
STBIMPLE & COX, Corbett Bldg., Portland, Ore. Bldg., Denver. 

SANDS & COX, San Fernando Bldg., Los Angeles, El Paso, Arizona and New Mexico. 


A No. 311 “First Aid 99 in Operation 


Think of the convenience of being able to turn on the faucet and wash your 
hands after changing a tire. BEAR BRAND Canteen Units enable you 


This cut illustrates the double bottom and 
the reinforced legs of our Bear Brand 
Canteen. Also the double seaming of the 
sides to the body, showing five thicknesses 
of steel at the seam. 


New Improved Bear Brand Canteen 
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WHAT CAN A SELLER DO AFTER HE 
MAKES ONE BAD DELIVERY ? 

(Copyright by Elton J. Buckley) 

This letter from Denver ought to be of in¬ 
terest to everybody: 

Please give your views on this question. In March 
we sold a regular customer of our house 100 cases of 
-which we signed a guarantee should be up to cer¬ 
tain specifications of quality. About the time their 
order was going through our plant we were having 
trouble with labor, and some of these goods were off, 
that we admit. They were good and would have given 
satisfaction, but were not quite up to the specifications. 

We thought under the circumstances the customer 
would be willing to overlook the fact that the quality 
was a little lacking, so we sent the goods forward. We 
did not hear for about a week, and so thought every¬ 
thing was all right, when we got a letter stating the 
firm had just inspected the shipment and found it not 
up to contract, and rejecting for this reason. We had 
some correspondence in which we agreed to make an 
allowance, but this was refused, and we finally had to 
agree to take the goods back. This we did. We im¬ 
mediately shipped another lot which we knew was up 
to specifications, but the customer refused to take 
these in, on the ground that the deal was off on account 
of our having not made a good delivery the first time. 
Since the first delivery the market has gone off about* 
20 cents a case, and that we believed was the reason 
why the second lot was turned down. We therefore 
offered to make an allowance, but that was rejected, 
and we had to bring the goods back. 

Now, we are desirous of knowing whether we did 
not have a legal chance to make a second delivery, 
which we knew would be all right. If we have not of 
course we stand to lose money by the transaction. 

E. R.'B. & SON. 

The question therefore is, how many whaeks 
has a seller at delivery? When he has fallen 
down once—I mean when he admits that he 
has fallen down, as in the above case—can he 
come back with another delivery, and if he falls 
down on that, come a third time and so on in¬ 
definitely until he pulls through? Where is the 
line to be drawn, in other words? 

It seems to me that the question answers 
itself. If you give the seller a second chance, 
there is no point where you could draw the line. 
To be logical, you would have to go on and on 
with no end until a good delivery was made. 

No, the seller has one chance and no more. 
He must stand or fall on that. If he makes a 
bad delivery the first time, the buyer has a legal 
option to give him another trial, which is often 
done where the market hasn’t changed, or to 
call the deal off. The buyer in the case sub¬ 
mitted was not only wholly within his rights 
when he refused the second delivery, but he 
would have been a fool to accept it when the 
market had declined. 

Several cases similar to this have recently 
come under my own notice. They are about 
identical in their facts with the case above, 
except that the buyers in my cases had dis¬ 
counted their bills before discovering that the 
goods were not up to specifications. In these 
cases the buyers rejected, and demanded their 
money back. Here, too,* the market had de¬ 
clined. The sellers all came back with a prop¬ 


osition to let them try again on delivery, and in 
one case the buyer for special reasons did that, 
but mostly the buyers, of course, refused and 
continued to demand the refunding of their 
money. Eventually this refund was made, but 
in every case the seller considered himself 
squeezed and seemed to feel that ho had a legal 
right to make a second effort at a good delivery, 
and that if he had gone to law the court would 
have supported him. 

One of these cases had rather a humorous 
turn. When the first delivery fell down the 
market had declined, as stated. When the seller 
demanded that he be allowed to make another 
delivery, he was refused for obvious reasons. 
He therefore did nothing—neither refunded the 
money or tendered new goods. Later the mar¬ 
ket advanced, and when it reached a certain 
point, the buyer changed his demand to one for 
goods instead of money, at which the seller de¬ 
murred. And neither could see that his final 
position was in the least inconsistent with his 
first one. 


PROTECTS DRIVER FROM RAIN AND SUN 

Rain-Sun Vision Shields are fast becoming standard 
equipment for many cars in the West, and the up-to- 
date accessory department will do well to inquire into 
thiB accessory for the convenience of the motor driver. 

The Rain-Sun Vision Shield Company at Los An¬ 
geles manufacture both glass and metal shields. The 
advantage of the metal shield is the rain groove at the 
base of the shield, which acts as a gutter for the rain. 
Made of high grade automobile steel, the shield is 
steady and permanent and will not rattle. It is made 
to adjust to any car, either open or closed, and its 
angle may be adjusted to the sun. 

Carl L. Gardner and Al. Garside are the inventors, 
and have joint charge of production. Both are at work 
constantly, in active management of the factory, and 
give their personal attention to the problems which the 
shield and its distribution present. 

The John T. Rowntree Company are the sales agents 
for the shield, and have various offices throughout the 
West. East of the Rocky Mountains, C. N. & F. W. 
Jonas are the sales agents for the Rain-Sun Vision 
Shield. These two sales organizations are surely a 
guarantee for the shield and its makers. 


The Harris Curtis Hardware store at Taft. Califor¬ 
nia, has been damaged by fire to a small extent. 


The Sanford Hardware Co., Sanford, Michigan, are 
increasing their capital stock to $75,000. 

McLane & Selby have engaged in business at 3407 
East Broadway, Long Beach, Calif., handling full lines 
of hardware and housefurnishings. 

The Hord & Hall stock of hardware, housefurnish¬ 
ings, implements, etc., has been purchased by R. H. 
Hord, of Campbellsville, Ky., who will continue the 
business. 


The Farmers Hardware Co. has been incorporated at 
Cornelia, Georgia, with a capital stock of $15,000, 
handling full lines of hardware, implements and house- 
furnishings. 


The Farmers Supply Co., Linden, Indiana, has been 
incorporated with a capital stock of $20,000, handling 
full lines of hardware, housefurnishings, automobile ac¬ 
cessories and sporting goods. 
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K-9 Adjustable Wrench 


MOSSBERG 

ALL STEEL WRENCHES AND TOOLS 

A Business-Building Line 

T HE dealer who sells Mossberg Tools not only makes 
a good profit—he gets a quick turnover on his stock 
and builds up his trade through satisfied customers. 
The completeness of the Mossberg line makes the possi¬ 
bility of a sale greater. There is a wrench or tool for 
every purpose. 

The garage man, the motorist, the expert mechanic, each with his 
individual requirements, may find the right wrench among your 
Mossberg stock. 

The Mossberg reputation for strength and 



••COO'* Board, Assort¬ 
ment of Ford Necessities 


service helps you to make your sales—it builds 
your business. Write for complete 1920 catalog. 

BRANCH OFFICES 
Chicago. Ill., 180 N. Market Street. 

San Francisco, Cal., 626 Underwood Building. 

Los Angeles, Cal., 503 Equitable Building. 

Seattle. Wash., 214 Maritime Building. 

Dallas, Texas, 1129 No. Beckley Avenue. 
Atlanta, Oa., 314-315 Chamber of Commerce Building. 
Foreign 8ales Office, 47 Broadway, New York City. 
Montreal, Quebec, Drummond Building. 

WALTER L TUTTLE, 

President and General Manager 
FRANK T. CHA8E, 

Treasurer and Sales Manager 
EVERETT L. FORD, 

Secretary and Superintendent. 
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Socket Wrc 








160 


HARDWARE WORLD 


If you have half an hour to spare, don't 
spend it with someone who hasn't. 


The business you get from people because 
they ought to trade with you will never make a 
living for your family. 


Overconfidence in the loyalty of your cus¬ 
tomers may mean a loss of their trade to an 
enterprising competitor. 


That life is poor indeed which plans only 
for self and does not share in working out some 
big things which are a distinct contribution to 
life and society. 


STERLING TIRE CO.'S TWICE CHAMPION 
BASEBALL TEAM 

The Sterling Tire Baseball Team has for the second 
consecutive year won the pennant in the Rubber In¬ 
dustries Athletic League. The standing of the clubs 
at the end of the season was: 



W. 

L. 

Sterling Tires. 

.14 

2 

U. 8. Rubbers . 

.11 

4 

Ajax Rubbers . 

. 6 

7 

Goodyear Tires . 

. 2 

12 

Keystone Tires . 

. 2 

6 

Kelly-Springfields . 

. 1 

3 


This second victory is especially unusual, since the 
Sterling Tire Corporation is probably the smallest of 
the organizations represented in the league. 

The players for the champions were all recruited 
from the factory. None of them had played much more 
than the normal “open lot” games. The cup (which was 
donated by the India Rubber World Publishing Co.) 
most be won three times. Manager Rourke of the 
Sterling team announces that his tribe will be out for 
blood and the third leg of the cup next season. 


DEATH OF JAMES F. FAILING 

Surely we voice the united sentiment of the trade 
in the Northwest in our sorrow at the passing of 
James F. Failing, president of the Failing-McCalman 
Co., at Portland, and one of the real pioneer merchants 
of Portland. 

Mr. Failing moved to Portland from New York in 
1853, where he joined his father, Josiah Failing, who 
had settled in Portland two years before and estab¬ 
lished a general mercantile store, known as J. Failing 
& Co. Mr. Failing entered the business with his 
father and brother, Henry Failing, in 1860. Becoming 
a member of the firm of Corbett, Failing & Company 
in 1871, he was made president of Corbett, Failing i 
Robertson Company in 1893. 

When the Failing-McCalman Co. took over the old 
business in 1906, he remained as president. At the 
time of his death he was completing his sixtieth year 
of his active connection with the hardware business. 
In 1900 he retired, leaving his sons to represent his 
interest, but he remained president of the company 
until his death. 

Mr. Failing was an important figure in banking 
circles, as well as the hardware trade, for he had been 
for over forty-two years a director in the First Nation¬ 
al Bank of Portland. He was also prominent in the 
work of the Baptist church in the city and state. 

The business will continue under the active man¬ 
agement of Adrian McCalman and Mr. Failing’s three 
sons. 


Stewart Moore Hardware Co., composed of F. A. 
Stewart and W. A. Moore, Puyallup, Washington, are 
materially adding to their stock or hardware, imple¬ 
ments, sporting goods, automobile accessories, house- 
furnishings, etc. 


The Imperial Valley Hardware Co. stockholders 
have voted upon an increase in the capital stock from 
$300,000 to $1,000,000. The tremendous increase in 
the business of the company’s seven stores necessitates 
increased stock in all stores. 



STERLING TIRE OO. BASEBALL TEAM 

Standing, left to right—Brameld, 2nd base; Davis, pitcher; Rourke, 1st base, captain and manager; Mr. 0. 
Basten, vice president of Sterling Tire Corporation; Hess, 3rd base; Dittrich, center field; Jackson, left field. 
Seated, left to right—Marquard, outfield; White, right field; Botto, mascot; Roach, catcher; Calendriello, shortstop. 


Digitized by 


Google 




















HARDWARE WORLD 


161 


SAVE YOUR! FENDERS 


Merchant's Anti-Skid 
CHAIN TIQHTKNKR 

Loose ehiiai 
•Up igiimt 
fenders, m % r* 
\ ring and bend- 

ing them and 
\ creating an in- 
Tk V fernal r a c ket. 

Merchant's pre- 
Went this bj 
j/flk \ g r i p p ing the 
11 c h a in at fire 

Q I points, giving 
10 / an easy tension 

f all around. 

9 /Saves chains. 
/jf / Saves tires. A 
wonderful little 
r / accessory. Price 
/ per pair $1.00. 
w ■. H. Merchant Corp. 

236-8 Emma St. 
Syracuse, N. Y. 



If you are selling, or intend to sell, AUTOMOBILE 
ACCESSORIES send for "The Little Salesman," our 
dealers' wholesale net price list—it's the greatest onto 
supply catalog ever published, and free for the asking. 

NEW EMLANi HALS CO„ 1027 West Van Bnren Street, CMcogo 


THE MHOOTJURTWAIER STATION 

Twice th® service in half the time 


Air Pipe pulled down 
to inflate tire, will reach 
eitaer wheel ot any car 


SERVICE 


Service may have a number of meanings, but 
applied to the Romort Air and Water Sta¬ 
tion it means an air hose that never touches 
the ground, becoming dirty and grimy, to 
soil the hands and clothing, and water serv¬ 
ice that is ever available without trouble 
and loss of time. 

To the Dealer it means an ever increasing 
list of friends and customers. 

To the car owner it means the 
V cleanest, quickest and most effi¬ 

cient air and water service pos- 

Ll A postal to our Sales Dept, will 
bring full details. 


Manufacturers 
The Romort Mfg. Co. 

Oakfield, Wis. 


Sales Dept. 

The Zinke Co. 

1323 Michigan Ave. 
Chicago, HI. 
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A distributor may not haoe been appointed in your community and we may need each other 

THE EMPIRE RUBBER & TIRE COMPANY, Trenton, N. J. 


b 

1 
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THE 'ORN OP THE ’UNTSMAN IS 'EARD ON THE 'ILL 

The Biggs Kurtz Hardware k Implement Co., retail distributors at Montrose, Colorado, have taken the lead 
in their territory in introducing new methods ana keeping up with times. 

Here are two window displays which were used to great advantage during the hunting season. John B. Boss 
is the window trimmer for the company, and these two windows are tributes to his ingenuity, ability and his 
knowledge of the trade and of merchandising psychology. 



Notice that in the hunting 
window, featuring the deer, 
every device is used in stirring 
up the sporting blood of the 
passerby without forcing on 
him a great array of guns, 
ammunition and other supplies. 


This display window is 
based on the theory that the 
Creation of a demand and the 
desire to buy is more important 
than supplying the aemand 
and showing the articles. At 
least it is far more important 
when the show window is con¬ 
cerned. 


Mr. Boss reports that seven Montrose sportsmen went out the second day of the hunting season and returned 
with seven bucas, which we believe speaks for the thoroughbred sportsmanship of the community, as well as 
for the enterprise of the Biggs Kurtz Hardware k Implement Co.. 


B. £. Carruthers of the Astoria Hardware Co. was 
recently one of the two representatives of this city 
at the convention of the Botary Clubs of the North¬ 
west at Walla Walla, Washington. 


Harvey Avery, E. C. Atkins k Co.’s oldest sales¬ 
man, eighty-one years young, very nearly lost his 
life recently when he ascended in an aeroplane at a 
county fair to distribute advertising matter. The pilot 
tried to loop the loop, but was not high enough from 
the ground, and they crashed into the earth, hurting 
both men severely. 


J. Sand k Son, Detroit^ Mich., report that they have 
had the best year’s business tney have ever experi¬ 
enced. They have enlarged their plant, and are plan¬ 
ning for a busy year m 1921. Their products are 
meeting with much favor at the hands of the entire 
trade, as well as being most favorably received by 
mechanics generally. 


BENJAMIN TWO-WAY BROADSIDE 

The Benjamin Electric Mfg. Co., through its adver¬ 
tising department, has made great strides throughout 
the fall in cooperating with dealers and distributors in 
pushing the Benjamin No. “92” Two-Way Plug. 

Every few weeks suggestions and valuable material 
are mailed to distributors and dealers in Benjamin 
roducts. These include model window trims, counter 
iBplay boards, cut-outs, suggestions for local adver¬ 
tising and trade letters of an inspirational and inform¬ 
ing nature. 

The latest feature is a four color advertisement in 
four of the leading national journals, showing the plug 
in actual colors. Merchants are urged to take full 
advantage of this big advertising and tie their sales 
to it. 


The Valley Hardware A Implement Co. has taken 
over the furniture stock of Kellso k Goble, Grandview, 
Washington, whieh will be consolidated with its hard¬ 
ware stock. 
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WHO HAS THE RIGHT OP WATT 

The following illus¬ 
tration may be useful 
in impressing the users 
of motors, the right-of- 
way in driving and 
thereby avoiding acci¬ 
dents: 

Reports from the In¬ 
terstate Commerce Com¬ 
mission show that in 
1918 there were 2,270 
automobile accidents in 
the grade crossings in 
the United States. A 
total of 1,131 people 
were killed in these ac¬ 
cidents. In 1919 ap¬ 
proximately 10,000 
persons were killed in 
automobile accidents in 
the United States. 

Every motor vehicle 

under the laws should be equipped with good brakes, suitable signal service and anti-glare 
devices, or lenses, and other safety appliances, and always keep in mind that the vehicles ap¬ 
proaching from the right have the right of way. —The Leader. 



Bight of Way—In the above diagram, No. 1 has the right of way over No. 2; No. 2 has 
the right of way over No. 8; No. 8 has the right of way over No. 4; No. 4 haa the right of 
way over No. 1. Thia ia in accordance with the provisions of the automobile lawa. 


Many young fellows who formerly refused 
to recognize work even when introduced to it 
was forced in the army to labor from 5 a. m. 
to 8 p. m. and discovered that one could survive 
if called upon in commercial or industrial pur¬ 
suits to labor from 8 a. m. to 5 p. m. Good idea 
here. If we all would work even eight-fif¬ 
teenths as hard in peace times as we were will¬ 
ing to work in war times, many production and 
distribution problems would solve themselves. 
Less talk and more sweat, as Hoover inelegantly 
but most effectively says. 


There are some things that a committee can 
do that an individual cannot do. But, in a 
great number of instances, the average com¬ 
mittee is a body of men who take a week to do 
what one good man could do in an hour. 


“QUICK-LITE STUNTS” FOR COLEMAN 
DEALERS 

A * i Quick-Lite Stunt” book is now being sent by 
The Coleman Lamp Company of Wichita, Kansas, to 
all dealers. This first edition has sixteen pages 
chock brim full of helpful ideas and stunts used by 
hardware dealers all over the country to promote sales. 

Merchants tell how they double and treble their 
sales of nails, rope, furniture, etc., how they attract 
buyers to their stores, how they fix their window dis¬ 
plays and how they use other profit producing methods. 

This Stunt Book is but the first of a series promised 
by the Coleman Lamp Company. The next one will be 
entitled il Quick-Lite Trims” and will deal almost en¬ 
tirely with attractive window displays by the hardware 
dealer and for the hardware deafer. Another one will 
be 4 ‘Quick-Lite Ads” and will show live, snappy, 
business-getting advertisements exploiting various prod¬ 
ucts, written by hardware merchants. 


THE KNpCK THAT BOOSTED 

A merchant in a southwestern city has just 
sold a gas range to a woman he had never seen 
in his store before. Out of curiosity he thought 
he would ask her what brought her to his store. 

The customer replied: “I started down¬ 
town this morning to buy this brand of range 
because my mother had one and she said it was 
the best. I knew the name of the brand, but did 
not know who sold it. I went into another 
store and asked for it. 

“That man said he did not carry it because 
it was no good. He said I could only get them 
at stores like this one—he mentioned your 
name. I thanked him for saving me from 
running around any more. So I came right here 
and bought what I wanted.” 


Defeat is often a spur to victory. 


PEXTO CENTENNIAL HAND BOOK 

The Peck, Stowe & Wilcox Company have just 
mailed out to the trade hand book No. 20A. Centennial 
Edition, whose 400 pages are devoted to a complete 
description of their machines and tools for metal 
workers. 

This hand book is in no respect a catalogue. It is 
a complete manual for the sheet metal worker. It 
contains tables for his use, general information along 
the lines of sheet metal, the history of the hundred 
years of development of Peck, Stow & Wilcox, as well 
as a description and illustration of all Peck, Stow & 
Wilcox tools. 

Surely no sheet metal worker will want to be 
without this volume and surely every merchant numbers 
the sheet metal workers among his customers. Mer¬ 
chants will cement an everlasting friendship if they 
pass such a volume along to their customers. 
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There are Many Reasons 

FOB THE CONTINUED AND 
INCREASED GROWTH OF 
OUR TRADE 

If you are one of our customers you 
know them. 

If you are not one, we want the oppor¬ 
tunity of showing you why it will be to 
your interest to send us your orders. 


NASH HARDWARE CO. 

(WHOLESALE ONLY) 

SHELF AND HEAVY HARDWARE 

FORT WORTH 
WICHITA FALLS 


At Your Service Since 1872 


“You’re the Doctor, Bill” 

H OW much of your trade relies upon your judgment when 
they come to purchase automobile supplies? Quite a 
goodly number, we would suppose, for they have dealt 
with you a long time. So when you recommend a 

44 HEXALL’ ’ Socket Wrench 

Trademark Ref. U. S. Pat. Off. 

they naturally take it for granted that yon are selling them the moat 
dependable, most satisfactory socket wrench on the market. 

This is their attitude: “You won’t sell me something you wouldn't 
buy yourself, so if you say it’s O. K., I’m satisfied. You're tile 
Doctor, Bill." 

Faith like that must bo maintained. When you take down a “HEX- 
ALL" Set from your shelf and hand it over the counter—you can look 
your man squarely in the eye, knowing that you are giving him the 
best socket wrench in the world— conceded as such by a constantly 
increasing number of motorists, motor boat owners, aeroplane enthu¬ 
siasts who find in “HEXALL" every requirement of the perfect 
socket wrench. Besides, it’s guaranteed: 

“Break Any Sedgley Wrench and We 
Repair It — No Charge” 

The “HEXALL" Line—seven sets— a “HEXALL" for every ne e d 
carries an attractive profit; it is a consistent “repeater"—a distinct 
asset to any hardware or sporting goods store. Be sure it's a 
“HEXALL." 


Always keep a display of the “BABY" Hammerless Revolver 
on the counter and in the window. It's the smallest “death- 
dealer" on the market. Shoots 6 .22 caliber rimfire cartridges. 
Measures only 4 inches from muzzle to stock; weighs 6 oz. 


Dealers writ* jobber*; jobber* write as 

R. F. SEDGLEY, Inc. *«• 1897 

2311-13-15 North 10th St., Philadelphia, Pa. 

Pacific Coast Representatives: McDonald 4 LLnforth, San Francisco 




Patented May 1, 1017 
“HEXALL" Ratchet 8ocket Wrench No. 2, 
11 Pieces 



Patented Dec. 31, 1918 
“HEXALL" Socket Wrench No. 5, 


AUTO TOPS and 
Seat Covers 



Top Recovers, Seat Govprs 
Radiator and Hood Covers 

Side Curtains, Bain Guards 


Tire Covers, One-man Ford Tops 
Trimmers’ Material and Supplies 
Tents, Paulina and Wagon Covers 

Clifton Manufacturing Company 

Main Office and Factory 
Waco, Texas 

San Francisco, California 
Office: 609 Postal Telegraph Bldg. 

Los Angeles, California 
Office: 124 South Los Angeles 8t. 
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WE RECOMMEND HOME CALISTHENICS 

The cheapest and simplest gymnasium in 
the world, and one that will exercise every bone 
and muscle in the body and discover for you 
many new ones, is a flat piece of steel notched 
on one side, fitting tightly in a wooden frame, 
and, after being greased on both sides, rubbed 
into a stiek of wood laid lengthwise of a saw- 
buck. 


Pacts to the mind are a good deal like food 
to the body—they furnish the genuine nourish¬ 
ment without which weakness is bound to de¬ 
velop. 


Mistakes are among the most valuable equip¬ 
ments of the successful man—if there are no 
duplicates! 


“SANDY” PLUMMER IN NEW QUARTERS 

Sanford Plummer, one of the deans among manu¬ 
facturers ’ agents, has moved his offices into new 
quarters, 502 Atlas Building, Mission and Second 
Streets, San Francisco. Mr. Plummer has bee?< known 
to the trade for years, representing such institutions 
as the Beading Hardware Co., Gilbert & Bennett and 
Malin & Co., at his office, 111 New Montgomery Street. 

For the last year or two “Sandy” Plummer has 
not been up to snuff, and has spent a great deal of 
time at his home recovering his health. However, we 
are mighty glad to join with his good friends in know¬ 
ing that he is once more his old self again, and doing 
business in his old style. 


LAWS OP NATURE 

Nothing in nature is permanent; everything is con¬ 
stantly changing. Day changes into night, fair weather 
into foul, plants and animals die and decay, and even 
the solid rocks gradually wear away into soil and sand. 
These changes do not occur by chance, but each is 
the result of some definite law of nature. 

After more than fifty years of experience, guided 
by innumerable records, and tests under all conditions 
and climates, the Dixon Company adheres to the belief 
that what a protective paint wiU do, and what it 
costs to do it, are the real considerations in the value 
of a protective paint. Fifty years of experience and 
watchful care in keeping accurate records of results 
warrants this company in proclaiming Dixon’s Silica- 
Graphite Paint the unequaled protective paint for all 
metal or wood work. To its enduring quality is added 
its fine appearance. Made in four colors—black, nat¬ 
ural (dark gray), olive green and dark red. 


HAPPY THOUGHT LIVERY, $6 

Scene: Small town hotel, worried salesman 
at writing desk. Before him a small pile of 
money and a sheet containing a column of ex¬ 
pense account figures. 

He adds and frowns. Counts money and 
frowns again. Thinks hard. Frowns harder. 
Thinks harder. Frown disappears. Smiles. 
Leans back in chair. 

Holds left hand out in front of him, and 
says, “Giddap, hoss, giddap.” Holds attitude 
a minute. Then, “Whoa, hoss.” 

Adds to column of figures: 

“Livery $6.00.” 



No. 632 

Steel Two Burner Gas Plate 



The 



D O YOU wish to increase your sales in 
high grade Gas Plates f Then give the 
HEADLIGHT line a trial. Every one 
you sell means a satisfied customer and, as you 
know, a satisfied customer is your best ad¬ 
vertisement. The HEADLIGHT line is built 
to satisfy you and your customers. 

Now the unbreakable steel gas plate, which we 
illustrate, is something entirely different than 
any you have ever smd before, and is bound 
to please. Full steel top, body and legs, fin¬ 
ished in black, baked on enamel, with nickel 
plated valves and feed pipe. Has cast iron, 
star shaped, drilled burners, equipped with 
adjustable mixer cap. Note the wide top, 14 
inches, and compare it with any other gas 
plate you ever handled. Stands 10% inches 
high. The aristocrat of the gas plate line. 
Also made in a laundry style, standing 18% 
inches high. 

Write for our catalogue and price Hat. 
Manufactured by 

THE L. A. ALTHOFF MFG. CO. 

180 N. Dearborn St. Chicago, HL 
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FOR 48 YEARS 

Our CONFIDENCE in western merchants has 
meant GROWTH for na both. 

We want your GOOD WILL so that we can return 
it in kind for our mutual BENEFIT. 

WE DO NOT SELL CATALOG HOUSES 


EMPKIE- SHUGART- HILL COMPANY 

WHOLESALE HARD WARE 

ooxnron. bluffs iowa 



papSSSps 

i JiilrtWCT 
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NO BOLT-NO HOLE-NO HUMP - NO JOLT 


LOCKWOOD 

Hood and 
Radiator Covers 


Insure easy starting. Made of heavy, 
durable materials. Insure your engine 
against freezing. Pit perfectly and add to 
the style of your car. 


|OC KWOOD 

^:i iTAV-1 t jf -tnr-rx T--—) 
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ORIENTAL GLIMPSES THROUGH A VETERAN EYE 



1. The Morgan party stops at a gate In 
the wall that divides the north from the south 
of China, at an elevation of about 2000 feet. 

2. Natives bathing in the Yangtse River, 
Hankow, China. 

3. Mrs. Morgan, the local representative, 
and Mr. Morgan (with the camera) start for 
Hankow, China, from the interior. 



Through the kind cooperation of Earl R. 
Morgan, we are able to publish these views of 
the Orient as it appears to an American travel¬ 
ing representative. Mr. Morgan is director 
of sales for China and the Philippines for the 
American Hardware & Steel Products Co., of 
Seattle, Washington. 

For many years Mr. Morgan has traveled 
through the Orient for various American hard¬ 
ware interests and he is a veteran in the Chi¬ 
nese and Oriental trade. When last heard 
from he and Mrs. Morgan had just returned 
from the interior of China, where he reported 


that they met with some most amusing experi¬ 
ences, being at times between the lines of the 
different Chinese political factions in martial 
convention assembled. 

The faction in China that can get the most 
money to hire the greater number of soldiers 
wins the political contest after a little skirmish. 

Business has not been by any means good 
in the Orient, there having been many failures 
due to the unsettled exchange conditions, as 
well as the financial crisis in Japan. However. 
Mr. Morgan is happy and prosperous, whatever 
way the wind blows, as is evidenced by these 
snapshots. 


ADVANCE ON STEVENS GOODS SAY SAMMIE CARS SELL ON SIGHT 


The J. Stevens Arms Company has announced an 
increase in their selling prices on practically their en¬ 
tire line. This represents an increase of 10 per cent 
on some models and a somewhat higher percentage of 
increase on other models. This step was made necessary 
owing to the continually increasing costs of material. 

Tne Stevens Arms Company have orders on their 
books covering their production for many months, and 
it was not in accordance with the conservative policies 
of the company to accept orders for deliveries months 
in advance, when raw materials particularly were con- 
tinning an upward trend. 


The Carry sot & Daugherty Co. at Ft. Wayne, Indi¬ 
ana, has changed its name to the Carrysot Implement 
Co. The business is both wholesale and retail. 


The Reid Hardware & Furniture Co. has established 
itself in business at Phil Campbell, Alabama, and will 
specialize in automobile accessories, as well as the im¬ 
plement line. _ 

Charles G. Spencer of St. Louis, Mo., recently won 
the professional trapshooting championship.' Spencer 
is a member of the Winchester Shooting Team and is 
shooting the new ventilated rib trapgun. He recently 
broke 410 targets in succession in one shoot. 


It is the claim of the Western Toy Company that 
Sammie Cars sell on sight. Those progressive and 
thoughtful hardware men who have taken up the toy 
line as u feature of their business will probably readily 
agree with these manufacturers. At any rate, it is 
our advice to the hardware trade to look into the propo¬ 
sition of handling toys if toys are not already in their 
stock. 

One of the first toys to be investigated is the 
Sammie Car. This is an original and unique handcar 
for children, manufactured by the Western Toy Com¬ 
pany at Berkeley, California, and Niles, Michigan. 
From the dealer’s point of view it is a new idea and 
therefore easy to sell. Children take up the idea 
quickly and spread the good word around the neighbor¬ 
hood, so that one sale means several. 

Since Sammie Cars are easily converted to any sise 
from 2 to 8 years by adjusting the seat, the merchant 
is not in danger of becoming overstocked on odd sizes. 
It is proposed to advertise Sammie Cars nationally and 
the merchant who investigates now and has a stock 
when the rush comes will find himself fortunate in 
being able to fill the holiday demand. They are packed 
six in a box, knocked down, and are easy to set up. 
If your jobber cannot supply you, the Western Toy 
Company, either at Berkeley, California, or Niles, Mich¬ 
igan, will be pleased to handle any inquiries or orders. 
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WRENCHES 


The name Blackhawk on a wrench 
stamps that wrench as an accurate 
fitting, dependable tool—an ap¬ 
propriate wrench for expert ma¬ 
chinist or skilled mechanic. 


Sockets are machine turned from 
the solid steel bar and broached 
out. Safe guarded against rusting 
by a patented rust-proof process. 


Individual wrenches, standard 
combination sets, attractive dis¬ 
play boards for dealers. 


Every Blackhawk Wrench is guar¬ 
anteed. 


Write for catalog and prices. 


Manufacturers: We make 
wrenches according to specifica¬ 
tions. 


American Grinder Mfg. Co. 

MILWAUKEE, WIS. 


Re presen tod by 

C. N. & F. W. JONAS 


OFFICES AT 

Transportation Bldg.Chicago 

Equitable Bldg.Los Angeles 

111 New Montgomery St., San Francisco 

616 Pioneer Bldg.Seattle 

624 Forsythe Bldg.Atlanta 
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Here is a hunting den that will be sure to make its appeal. It is such a display as could be prepared by even 
the smallest retail store. It shows bo clearly its arrangement that it needs no description. We will be glad to 
receive any photographs of similar displays, or any improvements that might be made upon this. 


BE THANKFUL ALL IS NOT KNOWN 

A staid Boston journal tells us this: 4 4 When 
folk lie about you, don't get angry—suppose 
they had known the truth about you and told 
that." Epictetus said: 44 If a man has re¬ 
ported to you that a certain person speaks ill 
of you, do not make any answer to what has 
been told you, but reply: 4 The man did not 
know the rest of my faults, or he would not 
have mentioned these only.' " 


Force can rule some things temporarily, 
knowledge rules all things eventually. 


ONE EXPLANATION 

44 Rastus, what's an alibi!" 

“Dat's provin' you wuz at a prayer meetin’ 
whar you wasn't, in order to show dat you 
wasn't at the crap game whar you wuz." 


The Standard Spark Tlug of the World 

AC 

Champion Ignition Company, FLINT, Michigan 


Digitized by Tooele 











HARDWARE WORLD 


171 



Sterling Jacks Never Fail 


Republic Auto 
Parts Co. 

81 Tenth Street Long Island City, New York 

A SIZE FOR EVERY CAR 


Safest and most de- 
pendajle Jacks made, 
representing the high- 
e s t development o f 
Bturdy construc¬ 
tion. 

Correct design 
and work- 
in a n s h i p 
insure 
r e a test 
capacit y 
durability, 
safety and 
more per¬ 
fect ease 
of operation than 
any other Jacks 
of equal size. 
Sterling Jacks are ab¬ 
solutely guaranteed. 

8old by leading job¬ 
bers and dealers. Ask 
for catalog of 14 sizes. 


NEW ERA 



Ok’d by Underwriters 
Laboratories, Inc. 

Front and Rear. 

100% Interchangeable. 

No Dead Stock. 

Double Bars — double 
strength. 

Immediate Shipments. 

Send for Catalog 

New^Ira Spring A Specialty Co. 

65 Cottife Grove Are., Grand Rapids, Mich. 

“Bstter” SPRING BUMPERS 


BUTTERFIELD &.CO. 
REECE'S NEW SCREW PLATE 
'A\ Vis’; W\ Vic", •/*" 
WITH NO. 2 TAP WRENCH 


Butterfield “Reece’s” 

Screw Plate 

Requires 50% less power, cuts faster, more 
accurate and will outwear any other manu¬ 
factured. Dies are easily removed for sharp¬ 
ening and can be adjusted to .001 ef an inch. 

The “World’s Standard ” Screw Plates 



BUTTERFIELD & CO. 
DERBY SCREW PLATE 
14 INCH STOCK HOLDING V A 5 /, 6 3 / e 7, 6 
26 INCH STOCK HOLDING '/ z V Q 3/* 

WITH NO. IO TAP WRENCH 


1 



Butterfield “Derby” 
Screw Plate 

Without question the best and most popular 
Round Die Screw Plate on the market today. 

BUTTERFIELD & CO. Division 

Union Twist Drill Company 
DERBY LINE, VT. 

CHIC AGO STORE, 11 8outli Clinton Stmt 
PACIFIC COAST REPRESENTATIVE 
V. 8. Walah, 660 Mission St, San Francisco, CaL 
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0. M. THOMPSON 

Who has the distinction of buying for the sonthwesterlymost 
hardware house. 

AT THE SOUTHWEST CORNER 

The Western Metal Supply Co., jobbers at San 
Diego since 1888, enjoy the distinction of being the 
southwestern-most jobbing house in the United States. 
A full line, including iron, steel, heavy hardware, plumb¬ 
ing fittings, valves, irrigation supplies, tools, household 
oods, automobile accessories, etc., are carried by this 
ouse. They not only supply the trade at San Diego, 
but also the adjacent territory extending into Arizona. 
They also do considerable shipping to Lower California 
and the west coast of Mexico. 

The newest addition to the western family is C. M. 
Thompson. Mr. Thompson has had many years' experi¬ 
ence with the Whiton Hardware Company at Seattle, 
Washington. He entered the hardware business as a 
boy in Minnesota. 



KENNETH McKENZZB 

Sales Manager and Chief-of-Staff of the Western Hardware 
and Metal Co. 

Mr. Thompson has taken over the buying for all 
lines except plumbing, and Kenneth McKenzie, former 
buyer, has become general sales manager for the 
company. 

This is one of the few wholesale institutions in the 
United States with a house large enough to hold its 
wares. When a new building was constructed for the 
company several years ago, they built for the future, 
with the result that at the present time they have a 
fireproof building, four stories high and especially 
reinforced for their purposes, covering a square block 
and with plenty of floor space, so that their goods may 
be comfortably and safely housed and easily available 
for handling. In the near future we hope to publish 
photographs of the company's plant and officers. 


RUBBER CORPORATION ENLARGING 
BRANCHES 

So great has been the increase in the business and 
activities of the Rubber Corporation of America since 
the consolidation of the Sterling Tire Corporation and 
the Empire Rubber & Tire Co. into this new organiza¬ 
tion that it has been necessary to enlarge quarters at 
the general offices of the company, as well as at the 
various branches. The latest announcement comes 
from Kansas City, where the corporation has found it 
necessary to move from 21st and Grand Avenues to 
717-19 Wyandstte Street. 

The manufacturing companies remain separate and 
distinct, as before, there having been no change in the 
controlling interests of either. The sales organization 
is combined with general offices at 240 W. 55th Street, 
New York, and branches at Boston, New York, Philadel¬ 
phia, Pittsburgh, Buffalo, Chicago, Kansas City, At¬ 
lanta and San Francisco. 

The sterling branches in the following cities have 
been taken over by the former managers, who are now 
distributors for the Rubber Corporation of America; 
Newark. Paterson, New Jersey City, Philadelphia, Syra¬ 
cuse, Cleveland, Detroit, Indianapolis and Washington. 


Surber's Hardware has succeeded Spitler & Surber 
at Francesville, Indiana. 


SUPERIOR WEST BEND ALUMINUM 

Where is the hardware merchant who does not in¬ 
clude in his household goods department an aluminum 
line, thus taking advantage of the general growth in 
favor of aluminum goods and utensils among house¬ 
wives in general f 

In this connection, and among the other standard 
and reliable lines of aluminum goods is that of the 
West Bend Aluminum Co., West Bend, Wisconsin, an¬ 
nounced elsewhere in this issue. The company can 
conscientiously assure the trade that its line of alumi¬ 
num ware represents the highest development in modern 
cooking utensils, and that the merchant who handles 
it has the utmost measure of selling value at his 
disposal. 

At any rate our readers may be assured that this 
line will bear investigating, which is all that the 
company and its representatives desire. A copy of 
catalog No. 14 will gladly be sent upon request from 
the company's main offices, or from the western rep 
resentatives of the company, A. L. Groeschel, Ban 
Francisco, and the W. M. Clark Co., Portland. 


E. L. Peterson, president of the John Forrester 
Rifle Club, of Pittsburgh, Pa., reports that he has 
shot 20,000 rounds of ammunition with the .22 caliber 
Winchester musket NRA model, which he purchased 
on September 21, 1917. It is still in perfect condition. 
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Christmas 



FOUR PARTY SUIT CASE OUTFIT 


A complete outfit packed in a strong hand¬ 
some suitcase. Equipment includes one 
two-burner Auto-Kamp-Kook-Kit, coffee 
pot, condiment can, pump and funnel, to¬ 
gether with complete set of knives, forks, 
plates, cups, etc, for four persons. There 
is also a compartment for Thermos bottle 
or other extras. 




^Horning 

CSDTT 

The most appreciated gift. The gift that the 
whole family will enjoy for years to come. 

Auto-Kamp-Kook-Kit is the most popular 
camp stove on the market. Burns gasoline— 
built of best materials—light and compact— 
made in several sizes from one burner 
“Hunter’s Special” to the large four party 
suitcase outfit (illustrated). Prices range 
from $10.00 to $45.00. 

Auto-Kamp-Kook-Kit is advertised in all the 
leading outdoor magazines. Window display 
material, cook books, window cards, etc, fur¬ 
nished free. 

Get your stock in now. 


Prentiss-Wabers Stove Co. 

Spring St., Wisconsin Rapids, Wis. 
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DO YOU EVER FEEL ABUSED? 

When Abraham Lincoln was a young man 
he ran for the legislature in Illinois, and was 
badly swamped. 

He next entered business, failed and spent 
17 years of his life paying up the debts of a 
worthless partner. 

He was in love with a beautiful young wo¬ 
man to whom he became engaged—then she 
died. 

Entering politics again, he ran for congress, 
and was badly defeated. 

He then tried to get an appointment of the 
U. S. Land Office, but failed. 

He became a candidate for the U. S. Senate, 
and was badly defeated. 

In 1856 he became a candidate for the vice 
presidency, and was again defeated. 

One failure after another—bad failures— 
great setbacks. In the face of all this he event¬ 
ually became one of the country’s greatest men. 
When you think of a series of setbacks like 
this, doesn’t it make you feel kind of small to 
become discouraged, just because you think you 
are having a hard time in life? 


“BLAME IT ON THE TIRE” 

He didn’t pump it full enough, though all the 
air is free, 

He left it soft and spongy-like, and scooted on 
with glee, 

He skidded and he gridded and whooped 
through dust and mire, 

And when it burst 
He cursed and cursed, 

And blamed it on the tire. 

He drove it on the street car tracks with con¬ 
fidence superb, 

He scraped it on the lamp-posts and he scraped 
it on the curb, 


He slammed it and he jammed it any way he 
might desire, 

And when it popped, 

Right out he hopped, 

And blamed it on the tire. 

He cut it on some broken glass, but said that 
didn’t hurt, 

He kept right on through sand and mud and 
filled the cut with dirt; 

It spotted there and rotted there and soon he 
howled in ire, 

When up it blew, 

He blew up too, 

And blamed it on the tire. 

He put on chains that ground and chewed and 
gouged into the tread, 

He knew his wheels were out of line, “But 
what of that?’’ he said. 

He whizzed along and sizzed along, he picked 
up nails and wire, 

And when it banged, 

His fists he whanged, 

And blamed it on the tire. 

Who is this man? Go ask the boys who meet 
him every day; 

Go ask the boys who have to hear the things 
he has to say. 

He bores in and he roars in with wards of 
angry fire, 

Though he’s to blame, 

It’s all the same— 

He blames it on the tire. 

—Wilbur D. Nesbit. 


Four of the five small bore rifle events in the reeent 
Sea Girt tournament were won with Winchester Bolt 
Action Magazine rifles. The most important of these 
matches was won by a team comprised of Captain W. 
H. Richard, his son Virgil, Captain R. O. Miller. U. 8. 
A., and Captain George W. Chesley. The combined 
score of the team was 865. 


The COOK Phonograph 

“The Cook Phonograph is concentrated perfection of tone and tone- 
control so crystal-clear that no carefully interpreted theme is lost. 

“Its completeness in every detail is incomparable. The Reproducer, 
and its adjacent parts and the motor, with its marvelous smoothness, 
combine to make the Cook the peer of phonographic attainments — the 
cynosure of all eyes—‘the observed of all observers.’ ” 

ASK THE JOBBER’S SALESMEN — WE WANT AGENTS 

ERNEST C. COOK COMPANY 

Manufacturers of the Cook Phonograph “The Instrument of Quality” 
Main Office, 116 S. Michigan Ave., Chicago 
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DISPLAY THEM I I King “Multi-Tumbler” Padlocks 



You Sell 
Them 


Reichert 
Emergency 
Tire Chain 

No. 220 


Esily and quickly adjusted when you are in trouble. 
So simply constructed a child can install them. Place 
the malleable damp on the spoke, then slip the chain 
over the tire and hook the snap in the loop—that's all. 
No Jacks or tools are required. 

A set of four chains, packed in a bag, is suffifient to 
pull you out of the mud, sand or snow. No car complete 
without this accessory. It is cheap safety insuranoe. 

Write for full information and trade prices. 

Write os for name of your nearest distributor 

IMPERIAL BIT & SNAP GO. 

RACINE, W1B. 


Built to Serve 
Every Padlock 
Need 



Unusual strength 


1 qf hardened shackles 
—sixteen to twen- 
ty-four tumblers. 
Guaranteed to give satisfactory service— 
the customer to be the judge. 

THE KINO LOOK 00., CHICAGO, ILL. 

SALES REPRESENTATIVES 
8TJRPLE88, DUNN ft 00., 74 Murray St., New York City 
Chicago Office, 34 N. Ollntoa St. 



it 


I-tnlAEWD 1 

MUL 


The Lightest 
Efficient 
Electric Drill 


Compact and durable. 

Operated and controlled entirely by one hand. 

Chuck and bit concentric with hand-grip and thrust. 

Weight, three pounds—evenly balanced in hand when in service 
Pure aluminum housing. 

All bearings in bronze bushings—spiral cut gears. 

Universal type motoiv-developing 1-6 H. P. 

Switch always under control of thumb—cannot run idle 

8honld be in every garage, machine, electric and wood-working shop. 

livery mechanic needs one—a labor saving device 

Several nsers have reported that it has paid for itself in two to three 
aays' use. 

Equipped with Goodell-Pratt or Jacobs chuck. 


Write for Complete Information. 

KNIGHT ENGINEERING ft SALES 00. 

210 West 7th Street, Los Angeles, Calif. 


JOBBERS ATTENTION 


The One-Hand-Y drill la dis¬ 
tributed exclusively through 
the Jobbing trade. It ia a 
* 'best seller'' in the me¬ 
chanical tool line. 
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H. L. BOYD—SOUTHERN CALIFORNIA 
SECRETARY 

At its recent annual convention, the Southern Cali¬ 
fornia Hardware & Implement Association, at River¬ 
side, the association practically proved its strength by 
becoming a separate and independent association. 

H. L. Boyd has been elected secretary of the 
Southern California Association, and will devote his 
time to his secretarial duties. 

Under the new arrangement, the secretary of the 
Northern California Association will always be present 
at the annual meeting of the Southern California Asso¬ 
ciation. 

During the last year the Southern California Asso¬ 
ciation has added 24 new members to its membership, 
making a 10 per cent increase in membership. Meetings 
are held every month in Los Angeles, in addition to 
the semi-annual convention. 

Due to his new connection with the Otto Reiman Co. 
in the electrical field at Los Angeles, the hitherto ever- 
faithful Glen Marks tendered his resignation to the 
association. He has been faithful in service for many 
years, and has been a most efficient, active secretary. 
He is a partner in the new business, and will be forced 
to devote all of his time to private interests. 


“PRESS THE BUTTON TO SAFETY” 

Press the button*' is the watchword adopted by 
the Walker Motor Car Specialties Co., at Oakland, 
California, in connection with their Leader Auto Lock, 
which fits on the steering post of any car. 

In pressing the button of this safety lock the motor 
is shut off and the car is locked. The operator never 
forgets to lock his car, thus the ignition circuit is 
broken and the front wheels are locked at an angle, so 
that it is impossible to move the car or tow it away. 

The Leader Auto Lock can be installed without 
boring holes into the steering wheel or marring the car, 
and can be installed on any make of car that has spark 
or gas control mechanism on the steering wheel. 

The officers of the company are Norman De Vaux, 
president; R. C. Durant, first vice president; G. C. 
Walker, second vice president. The headquarters of the 
company are at 301 13th Street, Oakland, California. 


Peter T. Peterson has purchased the S. S. Patrick 
furniture and hardware business at Wenatchee, Wash¬ 
ington. Mr. Peterson was formerly a merchant of 
M ansfield. 


THE HARDWARE DEALER SHOULD 
HOLLER FOR HELP 

Dealers in hardware, implements and many other 
lines sell a good many things with which they are not 
thoroughly familiar. This is not surprising. No one 
man could become wholly practical in using and adjust¬ 
ing the many articles that go to make up a complete 
hardware stock. 

Yet a dealer frequently loses trade and loses chances 
to increase trade because customers sometimes fail to 
get results from commodities he sells them, which they 
do not handle just right to produce desired results and 
which the dealer himself cannot tell them how to use 
in any more than a general way. 

Fortunately, a great many manufacturers selling 
goods to the hardware and implement trades maintain 
service departments, including demonstrators, and if 
dealers would call on these service men for help when 
one of their customers has trouble with some specialty 
he has bought, oftentimes the customer could be 
changed from a knocker into a booster, and increased 
trade for the dealer would result. 

Dynamite is a commodity most hardware and some 
implement dealers sell. Few dealers are practical 
blasters. When their customers fail to get satisfactory 
results with the explosive the dealer usually throws up 
his hands, pleads ignorance and not only does hw 
customer fail to buy any more dynamite, but knocks 
it to his neighbors who are then also influenced not 
to buy any. 

A case of this kind occurred at Fort Myers, Fla., 
recently. The Franklin Hardware Company had sola 
the Ft. Myers Grove Company dynamite for clearing. 
The stumps looked easy to blast, but really had a 
peculiar root formation that made them very difficult. 
A stump of only eight or ten inches in diameter would 
have a lateral root system spreading out underground 
ten to twenty feet, each main root having a great many 
small roots shooting out from it, this root system 
anchoring the little stump most surprisingly fast. 

The grove people had succeeded only in splitting 
the stumps and had concluded dynamite was a failure 
for clearing work. The Franklin Hardware Company, 
at this critical point, hollered for help from the powder 
company *s service men. 

The demonstrator tried several methods on the un 
usual stumps. After blasting a dozen he hit on the 
right way to get them out cleanly. A large customer 
was saved for the hardware company. Wasn't that 
more sensible from a business standpoint than to have 
agreed with the dissatisfied customer that dynamite 
probably wasn't any good for that kind of work? 

As a proof that it was, the dealer nas sold the 
customer dynamite, fuse and caps with which to plant 
eight hundred acres of trees in blasted holes. That's 
some considerable item of trade, and more is coming 
as they are now using explosives successfully in their 
clearing and planting. 


STILLETTO CHRISTMAS SUGGESTION 
BOOK 


Baker, Hamilton & Pacific Co. have mailed to their 
customers an 80 page Christmas catalog, including pic¬ 
tures, descriptions and prices on all the goods of which 
there is a liberal supply in stock, and appropriate for 
Christmas sale. The items represent every department 
The book is appropriately printed in green ink, 
carrying the holiday color scheme throughout, and was 
especially edited and published for this holiday season. 
The stock was carefully checked over. 

Any merchant who has not yet received a copy of 
this booklet would do well to apply direct to the 
company; headquarters are at San Francisco. He will 
find it a ready and handy incentive to increase his 
business and a suggestive guide to the items in his 
stock, or which should be in his stock, for particular 
featuring during the holiday season. 
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The easiest way 
to see behind 


Back of minor 

showing JJC 

ttBSV 1 —*41-U 

KNOW WHAT 18 COMING BEHIND YOU AND 
BE SAFE BY INSTALLING A 

“COP-SPOTTER” 

Bear View Mirror 

Made of finest quality plate glass with 
ground edges. Mounted in a finely finished 
nickel-plated frame. Can be attached and ad¬ 
justed on any open or closed ear in a few minutes. 
Vibration proof. 

Price $4.00 

Jobbers and Dealers 

We have an interesting proposition for you. 
Manufactured by 

BERGER & COMPANY 

208 W. 11th St, Los Angeles 



Supply your trade with either 

BEATS-ALL Liquid or Powder 
RADIATOR CEMENT 

Two) Liquid, at 60s and 75c 
'jJtT —Sizw I Powder, at 36 c and 60c 

Why resort to a solder- 
i mEXts 5i ; ingiron —use BEATS- 
iUiikl hi!is foists! ALL. 

It’s SAFE AND DE- 
PENDABLE. When left 
in Radiator acts as a pre- 
... ... j ventive for new Leaks. 

Guaranteed to repair Leaks 
MkjjjK2?5 r ‘ . ^1 quickly and permanently. 

Dealers—Write today for 
our remarkable proposition. 

Manufactured only by the 

AUTO SPECIALTIES MANUFACTUMNtt CO. 

40 Elm St, Buffalo, N. Y. 

Branch Factory, 320 Market St*, San Francisco, OaL 



Carrying Complete Stock 
of Automotive Parts 
Equipment 
and Supplies 


EXCLUSIVE DISTRIBUTORS FOB THB 
FOLLOWING LINES 
Motnl Oil Momeoo Tool Kits 

Goaroae Pemko Ignition Parts 

Motile Tubes Lockwood Seat Cover* 

Stromberg Carburetors Badlator Covers, 

»Ui£Far^erf^SonBprlngi Pa Jj££{* kB B«nlp- 

_ Arrow Grip Chains 

Gabriel Snubbers Du Pont Top Material 

Gilmore Fan Belts Laidlaw Seat Cover 

Kay Bee Spot Lights Material 

Momeco Bronse DrlKnre Retreaders 


And a Complete Line of Mechanics' Tools and Garage 
Equipment 

Mew 1920 Catalog Furnished on Bequest 

M otor Mer cantile Company 

115-117 South West Temple Street, 8alt Lake City 



For Every 
Motor Necessity 

SEND FOR CATALOG NO. 250 

Walden -Worcester 

INCORPORATED 

WORCESTER,MASS* 
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B. & D. MACHINE BLOWER 



The Black & Decker 
Mfg. Co. are now mak¬ 
ing up their No. 46 
Electric Compressor 
Portable Automatic 
Tank outfit especially 
equipped with reducing 
valve, hose and blow 
gun for use in blowing 
out the dust from elec- 
trice motors and other 
delicate machinery. 

Instead o f using 
heavy, clumsy bellows, 
the Black & Decker 
portable compressor 
may be especially 
equipped for this pur¬ 
pose, while it is not in 
use inflating tires or 
supplying air for other 
purposes. This appa¬ 
ratus is used largely 
in machine shops, gar¬ 
ages, etc., to keep ma¬ 
chinery clean, and for 
cleaning gasoline en¬ 
gines. 


IMPROVEMENTS IN CANTEENS 

The Wool wine Metal Products Company of Los 
Angeles has eeme out with a number of improvements 
on the usual run of canteens and automobile service 
units, of particular interest to the trade. 

The canteens are all that careful selection of 
material and the best of workmanship can make them, 
double seamed and soldered, round cornered and air 
tested. The greatest improvement, however, in the 
srvice units is in the carrier, which is all steel and 
grips the canteens so tightly that they cannot rattle 
and at the same time are quickly and easily removed. 

There are two complete lines of * * Bear Brand ’ * serv¬ 
ice units, those with faucets and speuts, and those 
without; four combinations in each. There is a growing 
demand for the former, which is called the 1 * First Aid’ ’ 
outfit. 

The * 1 Bear Brand” standard, blanket covered, 
round canteens appear to be a great improvement in 
that they do away with the idea of the strap going 
entirely around the canteen through metal loops. The 
strap is fastened to a ring which is riveted to the body 
of the canteen at just the proper point to give perfect 
balance. 

The Omer Cox organization is distributing them and 
is adhering strictly to their accustomed policy of selling 
through jobbers only. 


IVORY HANDLE CO.’S CATALOG 

The Ivory Handle Company of Hopo, Arkansas, has 
iust published a most attractive and complete catalog, 
illustrating and describing the various handles com¬ 
prising its lines. 

The handles are made from best selected hickory, 
and the greater portion are rived or split out by hand 
and are made with the gprain in the same way as though 
they Were shaved or finished by hand. They are highly 
polished and have a hard wax finish. 


HOW THE VICTIM IN ONE CASE MIGHT 
HAVE ESCAPED 


(Copyright by Elton J. Buckley) 

Several weeks ago, in an article entitled “A 
Retailer Who Was a Victim of a Well-Known 
Legal Principle/’ I related the case of a retail 
druggist who went into a scheme worked by 
the Partin Manufacturing Co., of Chicago, Ill., 
to hold a ‘‘business bringing” contest over the 
most popular girl in the town. The druggist 
signed a contract to use the scheme and with 
the contract he signed some promissory notes. 
Later it developed that the scheme was a fraud 
which had been denounced by the Post Office 
Department; that the Partin Manufacturing Co. 
was crooked, and that the druggist had simply 
been taken in. ‘ ‘I’ll just refuse to pay the notes 
when they come due,” he said to himself, but 
when they came due it appeared that they were 
in the hands of the ‘‘innocent third party 
holder” who had acquired them for value with¬ 
out notice of the fraud,” and the druggist was 
obliged to pay them. There were six of them, 
each one for $150. The court held that not¬ 
withstanding the scheme was a thorough fake, 
the druggist must still pay the notes, because 
they seemed ‘‘to have been transferred to and 
accepted by the Desbress Co. (the innocent third 
party) in an apparently legitimate transac¬ 
tion,” and that that transfer ‘‘made them, 
under the law, immune from attack.” 

A Colorado Springs, Colo., correspondent 
who read that article in a Western paper writes 
as follows: 

What would have been the effect if party giving 
notes had written across the faee of them, “Thia note 
is not transferable”! 

Tell us about it in some future issue, not just neces¬ 
sarily in answer to this question, but to oover the 
question in effect on a note as so written. 

I never fail to read your articles; they are always 
interesting and helpful, yet I never have had any court 
troubles. Yours truly, 

JNO. W. GARRETT. 

Simply to write across the face of a note, 
“This note is not transferable,” would not serve 
the purpose. In order to safeguard the useful¬ 
ness of negotiable paper to the limit, the law 
resolves most doubts in favor of negotiability. 
The uniform act on negotiable piaper, which is 
in force in most States, provides that even lack 
of a date, or of a place where payable, or the 
inclusion of a confession of judgment, or a 
waiver of exemption, or an agreement to sell 
securities if the note is not paid, will not make 
a note non-negotiable. In spite of these defects 
or additions it is still negotiable. 

Perhaps I had better explain what I mean 
by “negotiable.” It means capable of being 
passed from hand to hand, like money, in such 
a way that the note or check is worth its full 
face value in the hands of a third party, in 
spite of defenses which might be raised against 
it between the original parties. 
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CHILD’S MODEL B 

OABBOir TBTBA OHLOBXDE 

Fire Extinguisher 

1 Qt. Capacity 

APPROVED BY UNDERWRITERS 

Very effective on electrical and gasoline 
Urea. Especially suitable for automobiles. 

A LINE WORTH HANDLING 

For Particulars Write to 

0. J. CHILDS CO. 



FIRE APPARATUS 


UTICA V. T. 


IMPORTANT 

SUPPLY HOUSES: 

Write for our Exclusive Agency Proposition (HW) for 
your locality. 

ALERT TOOL COMPANY 

837-30-41 North Sixth St., Philadelphia, Pa. 


Nationally known tire concern, thanks 
to certain fortunate circumstances, is able 
to take on the manufacture of a special 
brand tire with any tread design desired. 
Fo further particulars address 

RUBBER CORPORATION OF AMERICA 

240 West 66th St, New York 


THE ONLY VALVE GRINDER THAT 
DOES GRIND VALVES PROPERLY AND 
ON AN ABSOLUTELY CORRECT PRIN¬ 
CIPAL. 


PROPERLY BALANCED AND GEARED. 
USER CANNOT RING VALVES OR WEAR 
STEMS. 


ITS BALL BEARING RELIEVES USER 
OF ALL STRAINS. 


EIGHT YEARS ON THE MARKET IS 
PROOF OF ITS SUPERIORITY. 

UNIVERSAL EQUIPMENT & SUPPLY CO. sybacuse,h.y. 
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Therefore, to make a note non-negotiable— 
in other words, to keep it in the hands of the 
original holder so that your defenses, if there 
are any, can’t be taken from you—some very 
specific condition must appear on the face of 
the note. There are many cases which decide 
that it is not enough to write in it “this note 
is given on condition.’’ The condition must be 
written in, in such a way as to clearly inform 
third parties who might desire to take the note, 
that its payment will be on condition. 

For instance, it would be sufficient to write 
on the face of the note, “This note is not to be 
paid unless,” and then follow with the condi¬ 
tion. Or “this note is to be paid when the 
amount of it is realized from sales, otherwise 
to be null and void.” Or “the maker of this 
note reserves the option to return goods in lieu 
of payment. ’ ’ Or words reciting a warranty of 
the goods covered by the note, and providing 
that the note should not be paid until and unless 
that warranty is fulfilled. Or providing for a 
reduction in the amount of the note if the payee 
fails to deliver certain goods. Or providing that 
it shall not be payable if the maker sells a cer¬ 
tain quantity of goods by the date of maturity. 
Or “this note is to be payable solely out of 
certain increased profits to be derived from 
such and such a thing, and if sufficient profits 
are not so derived, the note shall be paid pro 
rata.” Or “subject to the terms of a contract 
entered into this day between the parties.” 

Practically all of the above phrases have 
been written by somebody across the face of 
promissory notes, obviously for the purpose of 
protecting the maker against the loss of his 


defenses, and have been sustained by the courts 
as creating non-negotiability; that is, they ac¬ 
complished the purpose. 

Of course, it would not do to litter all prom¬ 
issory notes up with conditions across their 
face. The purpose of negotiable paper is to 
allow it to pass from hand to hand more or less 
like money. In business this is a very useful 
purpose, and in most cases it should not be dis¬ 
turbed. But when a business man is asked to 
sign a note for something that he hasn’t gotten 
yet, and may not get, or get right; or is asked 
to sign a note in some situation wherein by the 
time the note is due, he may have a good defense 
against its payment, he should always protect 
himself against being mulcted in the way I have 
described. And he always can protect himself. 
For instance, many of these “business bring¬ 
ing” schemes which inveigle a business man 
into signing notes guarantee a certain increase 
in the user’s business. In such a case the man 
who signs the note should write across its face, 
“This note shall be payable only if such and 
such a contest increases my business 25 per cent, 
as guaranteed, by October 1,1920.” With these 
words on it, the schemer could not transfer the 
note to a third party and oust the maker’s de¬ 
fense. In fact, no really innocent third party 
would take over such a note. 

This plan of destroying negotiability offers 
perfect protection in every case where the 
maker of a note, for any reason, will be or might 
be better off if the note remains in the hands of 
the original holder. And, of course, the condi¬ 
tion to be guarded against will suggest the 
words to be written on the note. 


MODEL CORDAGE WINDOW DISPLAY 



For some time the ad¬ 
vertising and sales depart¬ 
ment of the Columbian 
Rope Co. has been working 
on a model window display 
to be sent out to the trade, 
thoroughly worthy of Co¬ 
lumbian Rope and a potent 
factor in advancing the 
sales and increasing the in¬ 
terest and knowledge of 
Columbian Cordage. 

At last the window has 
been perfected and here it 
is, as set up in the factory 
and ready for distribution 
amon£ the trade. The in¬ 
teresting diagram showing 
how Columbian rope is 
made and samples of the 
material that go into the 
making of the rope, the 
strands of rope showing the 
company’s famous red, 
white and blue ribbon trade 
mark, are all there in the 
window. 

This display is some¬ 
thing so far out of the or¬ 
dinary, so informing in na¬ 
ture, and so attractive and attracting, that we know there are few among our readers who will miss the oppor¬ 
tunity of trying it in their window. 

The making of cordage and the different uses of the rope are interesting and absorbing subjects about 
which the public has not been thoroughly informed, most suggestive subjects to work witj^. He 
or the progressive merchant. 
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UNITED AUTO SUPPLY CO. 

Jobbers and Factory Distributors 

Automobile Accessories 

711-715 MISSION STREET, SAN FRANCISCO 
Send for Our Latest Complete Accessory Catalogue 


PRESS THE BUTTON 

IT STOPS YOUR MOTOR_ 

IT LOOKS YOUR STEERING WHEEL 

Leader Steering Wheel Lock 

total a Leader aad Be Afforded tbe Security It Gives 

Can be installed on cars that do not have the 
spark or gas control mechanism under 
the steering wheel. 

Write for dealer’s terms. 

WALKER MOTOR CAR SPECIALTIES CO. 

301 Thirteenth Street, Oakland, Cal. 


A Match-A Scratch-And Its LIT! 


Quick to Light—-“Sells on Sight** 



Here are two ‘ 4 bright lights” that will show 
you the way to more sales. 

Both are guaranteed to generate and light 
with a match—give radiant, pure white il¬ 
lumination equal to 20 ordinary coal-oil 
wick lanterns or lamps. Three pints of 
common gasoline (one filling) gives 15 
hours’ continuous light. Minus wick, chim¬ 
ney, smoke, smell, grease, dirt, trouble or 
danger. You can sell either to every farmer, 
ranchman, dairyman, poultryman, truck- 
gardener and hunter in all your neighbor¬ 
hood. 

“NULITE” 

Lanterns and Lamps 



The new and 
wonderfully 
efficient gen- 
erator fits 
lamp or lan¬ 
tern — lights 
quick and 
sure. It is the 
reason why 
“Nulite” Lan- 
terns and 
Lamps give 
universal sat-, 
isf action J 


are selling at a record-breaking rate everywhere, because they are by far the best¬ 
looking, most durable, most simple lanterns and lamps ever introduced — made by a 
concern known as the leader in this line. 


Stock these two articles. Be the first in your town, if possible, to display them. You 
will find that it will pay—and pay big. The profit margin is generous. 

For prices write your jobber or us 


.NATIONAL STAMPING & ELECTRIC WORKS - - CHICAGO, U. Sp A. 
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AMERICAN RIFLEMEN MAKE NEW HIGH 
SCORES DURING 1920 

The year 1920 has been a great year for record 
breaking high scores in the long range individual rifle 
matches. Many things have combined to make this 
possible, and one of the most important and necessary 
has been the improvement in powder and in the match 
ammunition put out by the different manufacturers. 

When the call went out last spring for ammunition 
for the American Olympic Rifle Team, the various 
manufacturers made good so decisively that remarkably 
fine records were made in the try-out at Sea Girt. The 
winning lot put on a mean radius of 3.41 inches at 600 
yards. Frankford Arsenal came across by using 170 
grain bullets in all of their service ammunition for the 
national matches, and as it was well advertised in ad¬ 
vance, riflemen all over the country knew that they 
would have ammunition that could be expected to give 
good results at long range, because all of the ammuni¬ 
tion that would be furnished at the big matches would 
be loaded with heavy bullets and with great care. 

One of the finest scores made was in the Catrow 
Cup Match at Camp Perry, which consisted of seven 
shots each at 800, 900 and 1000 yards. Mr. J. W. 
Hession made a possible score of 105 and 14 bullseyes 
over at 1000 yards, or a total of 21 bullseyes straight 
at 1000 yards. 

The Governor’s Cup Match, consisting of 10 shots 
each at 200, 600 and 1000 yards, was another contest 
where a new high score was hung up. Capt. Charles J. 
Van Amburgh, one of the most popular members of the 
force of the Small Arms Firing School, made a 49 at 
200 yards rapid fire and possibles of 50 each at 600 and 
1000 yards, giving him a total of 149 out of 150 points, 
and the trophy. 

In the Adjutant General’s Cup Match, Hession put 
on a new world’s record score in competitive shooting 
at 1000 yards by making a possible score in the first 
stage at 900 and then adding a possible of 50 at 1000 
yards, plus 21 additional bullseyes or a grand total of 
31 consecutives at 1000 yards, this beating the previous 
record of 27 bullseyes at 1000 yards made by Col. C. B. 
Winder. 

The Wimbledon Cup Match, which consisted of 20 
shots at 1000 yards, was the most important individual 
long range match on the program. Riflemen all regard 
it as the long range championship of America and make 
great preparations for winning it. Very fortunately 
ior the popularity of the match, any rifle, ammunition 
and sights are allowed to be used in competing in it, 
and as a result everyone who enters uses his pet com¬ 
bination and feels that he can do himself full justice. 

This famous match had never before been won with 
a possible score of 100, but the long runs of consecutive 
bullseyes that were being made in previous matches 
gave everyone the hope that this year someone might be 
so fortunate as to turn the trick and make a possible 
score, or even better. 

W. R. Stokes of the Washington, D. C., Civilian 
Team, a young rifleman of exceptional ability and one 
of the high men on this year’s All American .22 Team, 
which defeated Great Britain in the International 
Match, shot in one of the early squads and made a 

P ossible score, plus one bullseye over, before he dropped 
or a 3. Many of the contestants thought that he was 
a sure winner, but Lieut. L. A. Yancy, one of the best 
shots in the navy, came across with the winning score 
by making 21 straight bulls before ho dropped out 
for a 4. This score out ranked the one made by Mr. 
Stokes and won the match. Both men shot special 180 
grain ammunition loaded with the same Hercules Pow¬ 
der that won for the American Olympic Rifle Team 
at Antwerp. 

One of the most important of the mixed range 
matches of the year is the President’s Match. This 
contest consists of 20 shots rapid fire at 200 yards, 20 
shots slow fire at 600, and 20 shots slow fire at 1000 
yards. Lieut. Michael Fody, U. S. Cavalry, won the 


match with a total score of 296, six points above the 
previous record. In winning this match he made one 
of the most remarkable groups on record at 600 yards 
by placing his 20 shots in a group the size of a target 
spotter. 

The Herrick Trophy Match, a team match that is 
shot over the Palma Course, consisting of two sighters 
and 15 shots for record at 800, 900 and 1000 yards, 
drew 48 team entries of 8 men each and resulted in a 
record-breaking score over the Palma Cour j. A team 
picked from the Civilian Team of Massachusetts cap¬ 
tured this match with a score of 1735 out of 1800 
points, beating the previous record by three points. 

Among the many famous Sea Girt matches is a 
contest known as “The Swiss Miss and Out Match.” 
Each competitor in it is allowed to fire at a 20 inch 
bull with a 16 inch counting center at 500 yards until 
he misses the bull. Last year a new record on this 
target w r as made by a contestant who scored 55 con¬ 
secutive 5’s. This year Sergt. Frank Ioerger, U. S. 
Infantry Team, scored 89 consecutive 5’s, before he 
held a little too low, for a 4. Nothing on record has 
ever before come close to touching this shooting and 
it will doubtless stand for many years as a record for 
aspiring riflemen to shoot at. He also used Hercules 
powder in making this wonderful new record. 

At Sea Girt are held the only 1200 yard matches 
that are staged in America. In addition to placing 
the targets so far from the shooters that the bullseyes 
look like pin heads, they cut down the size of the 
counting bull from 36 to 30 inches and as a result 
anyone who makes a long run of bulls in these compe- 
tions feels that he is doing real shooting, as well as 
being well blessed with luck. A score of 74 out of 75 
had been the record on this target for a great many 
years and it is very seldom that anyone comes close 
to equalling it, because of the extreme difficulty of 
making a good score on such a small target at this 
extreme range. However, this year Sergt. H. E. 
Stadie, U. S. Infantry, came very close to it with a 
score of 73. This means that he made 13 bullseyes and 
two 4 ’8 out of his 15 shots. 

All of these remarkable season’s records were made 
with ammunition tha* was loadeu with Hercules powder, 
which helped to make the American Olympic Rifle 
Team victorious at Antwerp. 


A CHRISTMAS MAGNIFIED 52 TIMES 

Surely the world is growing more sensible about 
Christmas giving. Shell boxes and plush albums are 
{^rowing scarce because givers are growing wiser. It 
is wise giving only that pleases permanently. You 
cannot do a better thing for anyone, anywhere, at 
Christmas than to make a present of a year’s subscrip¬ 
tion to The Youth’s Companion. For 52 weeks it will 
delight a whole family—every age—all wholesome 
tastes. 

Great serials, excellent short stories, editorials that 
father cannot equal elsewhere, family page, boy’s page, 
girls’ page and—well 52 crowded issues. You cannot 
ao better for your friends or better for your money. 
And a beautiful Christmas gift folder to announce the 
gift, if you wish it. 

Still $2.50 for a year of 52 issues, but this price 
not guaranteed beyond January 1, next. 

New subscribers for 1921 will receive: 

1. The Youth’8 Companion—52 issues in 1921. 

2. All remaining weekly 1920 issues. 

3. The Companion Home Calendar for 1921. 

All the above for $2.50. 

4. McCall’s Magazine for 1920, $1.50—the monthly 
fashion authority. Both publications for only $3.50. 

THE YOUTH’S COMPANION 
Commonwealth Ave. and St. Paul St., Boston, Mass. 

The Booz Hardware Co., at Booz, Alabama, has 
purchased the business of Lon Williams. 
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UNIVERSAL ELECTRIC CLOTHES 
WASHER 



All the while Landers, Frary & (Jlark are adding to 
the Universal line, making it more truly and thoroughly 
bear out its name, just as household hardware oppor¬ 
tunities increase. 

The latest member of the Universal family is the 
electrie clothes washer illustrated herewith. Simple 
and rigid in construction and fully enclosed in a cabi¬ 
net, it is said to be noiseless in its operation. The 
cylinder reverses every other revolution, combining the 
advantages of the revolving and oscillating principles. 
It is equipped with the latest improved safety features, 
applied to washer, wringer and motor. 

In entering the electric clothes washer field, the 
company’s main idea was to bring out a washer 
of superior mechanical construction, fully enclosed and 
suitable for the uses of the average housewife. 

The resulting machine comes only after months and 
months of experimenting and trial, and combines the 
resources, genius and experience of Landers, Frary & 
Clark. Every machine will be thoroughly inspected, 
properly oiled and securely packed before leaving the 
factory. Therefore every machine can be guaranteed 
to the trade and to the consumer. 


The Mangan Hardware Co., Beresford, S. D., has 
disposed of its stock to M. Skaff, who is handling full 
lines of hardware, housefurnishings, automobile ac¬ 
cessories, sporting goods, etc. 


lapirtaat h Inn Reader aad Advertiser ef Hardware Werld 

We ere Wholesalers and Jobbers of Everything our 
name implies. For prompt and future shipment. 

WHAT DO TOU WANT TO BUY OR SELL! 

Put us on jour mailing list. 

U. 8. A. Merchandise, Supplies k Material Company 
* * Straightforwardness—Sticktoitiveness*' 

Office: J. 0. HIB8CH 
0800 Manchester Are., St. Louis, Mo. 



OOTS AMP DAMP FURNI T UR E, MOPS 
Tints, Awnings, Covers, Leggina, Carpenters' 
Aprons 

4 Factories. Write for Prices. Prompt Shipments. 

TMIEIK BOCK ft RUBBER COMPANY - Ft Smith, Ml 


Tumblers 

PLAIN AND CUT 
OPTIC AND 
DECORATED 

Everyone Buys a Few 

TRY OUR ASSORTED 
BARREL 

SELLS ON ARRIVAL 

The BELMONT TUMBLER CO., Beliaire, Ohio 




GENUINE 

HUNTER’S SIFTER 

Standard of the World 
Since 1880 


Sectional View Order from your jobber. 
Showing Construction 


Combines strength, beauty, usefulness and dura¬ 
bility. Cleanliness always possible. Made In one 
piece of extra heavy tin plate, nickel trimmings. 
Handle swedged to body. No soldered joints to 
come loose. Easy to remove all parte for cleansing. 

THE FEED J. MBYEB8 MFC. CO. 
Bender Street Hamilton, Ohio 


I Want to Buy a Good 

-Hardware- 

Manufacturers’ Agency 

REQUIREMENTS: 

Accounts must be standard and 
sell to the Jobbing Trade only. 

Can handle territory from Den¬ 
ver west—or any part of it. If 
you want to sell out, write me at 
once. 


Also would Uk* to hear from factory agencies who 
have assigned to them bat do not cover either San 
Francisco or Los Angeles , or both. 1 have offices 
In both cities with salesmen continually covering 
the hardware and accessory fobbing trade. On a 
standard line 1 coaid offer sub~representation for 
Northern or Southern California that would be 
mutually profitable . 

ADDRESS BOX 624, CABE OF 

HARDWARE WORLD 

Nearest Office: 

Portland, Ore.; St. Louis, Mo.; 

San Francisco, OaL 
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WESTERN AND SOUTHERN HARDWARE 
CONVENTIONS 

Automobile Accessories Branch of the National Hard¬ 
ware Association Convention and Exhibition, Colis¬ 
eum, St. Louis, Mo., November 30, December 1, 2, 3, 

1920. Headquarters, Hotel Statler. T. James Pern- 
ley, secretary-treasurer, 505 Arch Street, Philadel¬ 
phia, Pa. 

Texas Hardware & Implement Association Convention, 
Dallas, January 18, 19, 20, 1921. Hotel headquarters, 
Adolphus Hotel. A. M. Cox, secretary, 1808 Main 
Street, Dallas. 

Pacific Northwest Hardware and Implement Associa¬ 
tion Convention, Seattle, Washington, January 18, 

19, 20, 21, 1921. E. E. Lucas, secretary, Hutton 
Building, Spokane, Washington. 

Western Retail Implement, Vehicle and Hardware As¬ 
sociation Convention, Kansas City, January 18, 19, 

20, 1921. H. J. Hodge, secretary, Abilene, Kansas. 
Missouri Retail Hardware Association Convention and 

Exhibition, Planters Hotel, St. Louis, January 25, 
26, 27, 1921. F. X. Becherer, secretary, 5106 N. 
Broadway, St. Louis. 

Mountain States Hardware and Implement Association 
Convention, Brown Palace Hotel, Denver, Colorado, 
January 25, 26, 27, 1921. W. W. McAllister, secretary- 
treasurer, Boulder, Colorado. 

Kentucky Hardware and Implement Dealers 1 Associa¬ 
tion Convention and Exhibition, Armory, Louisville, 
January 25, 26, 27, 28, 1921. J. M. Stone, secretary- 
treasurer, Sturgis. 

Indiana Retail Hardware Association, Inc., Convention 
and Exhibition, January 25, 26, 27, 28, 1921. (Place 
to be announced later.) G. F. Sheely, secretary, 
Argos. 

Oregon Retail Hardware & Implement Dealers’ Asso¬ 
ciation Convention, Portland, January 25, 26, 27, 28, 

1921. E. E. Lucas, secretary, Hutton \Building, 
Spokane, Wash. 

Wisconsin Retail Hardware Association Convention and 
Exhibition, Milwaukee, February 2. 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 

Michigan Retail Hardware Association Convention and 
Exhibition, Grand Rapids, February 8, y. 10, 11, 1921. 
Arthur J. Scott, secretary, Marine City. Earl S. 
Judson, exhibit manager, 248 Morris Avenue, Grand 
Rapids. 

Oklahoma Hardware and Implement Association Con¬ 
vention, Oklahoma City, February 8, 9, 10, 1921. W. 
B. Porch, secretary-treasurer, Oklahoma City. 

North Dakota Retail Hardware Association and Exhi¬ 
bition, Fargo, February 8, 9, 10, 11, 1921. Exhibit 
will be held in the Municipal Auditorium, February 
8, 9, 10. C. N. Barnes, secretary, Grand Forks. 
California Retail Hardware & Implement Association 
Convention, San Francisco, February 15, 16, 17, 1921. 
Le Roy Smith, secretary, 112 Market Street, San 
Francisco. 

Dlinois Retail Hardware Association Convention and 
Exhibition, Hotel Sherman, Chicago, Illinois, Febru¬ 
ary 15, 16, 17, 1921. Leon D. Nish, secretary, Elgin. 
Minnesota Retail Hardware Association Convention, St. 
Paul Auditorium, St. Paul, February 15, 16, 17, 18, 
1921. H. O. Roberts, secretary, Metropolitan Life 
Building, Minneapolis. 


Ohio Retail Hardware Association Convention and Exhi¬ 
bition, Columbus, February 15,16, 17,18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibition in Memorial 
Hall. James B. Carson, secretary, Dayton. 

Iowa Retail Hardware Association and Exhibition, Des 
Moines, February 22, 23, 24, 25, 1921. A. R. Sales, 
secretary-treasurer, Mason City. 

South Dakota Retail Hardware Association Convention, 
Sioux Falls February 22, 23, 24, 25, 1921. H. O. 
Roberts, secretary, Metropolitan Life Building, Min¬ 
neapolis, Minnesota. 

Panhandle Hardware and Implement Association Con¬ 
vention, Amarillo, Texas, May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Dallhart,, Texas. 

Southeastern Retail Hardware and Implement Associa¬ 
tion, composed of Alabama, Florida, Georgia and 
Tennessee, Convention and Exhibition, Atlanta, Geor¬ 
gia, May 17, 18, 19, 20, 1921. Walter Harlan, secre¬ 
tary, 701 Grand Theater Building, Atlanta, Georgia. 


NEW JUVENILE HANDCAR 

The new handcar for children, known as the Sam- 
mie Car, offered the trade by the Western Toy Com¬ 
pany, Niles, Michigan, is represented in the West by 
the Lloyd Sales Co., with headquarters in the Monad- 
nock Building, San Francisco. 

It is built sturdily throughout, hard maple wheels, 
with brars bushings, and all steel axles provide easy 
motion. The finish is in red, white and blue, with a 
silk like luster finish. 

The Sammie Car may also be used as a coaster at 
will, as the driving mechanism die engages and the 
wheel runs free. Indoors with the wheel running free, 
the car may be propelled by the feet like a walking 
car. Having three firm wheels to run on, the danger 
of tipping is slight and even a small child may with 
safety use the Sammie Car, in any of the three ways 
explained. 

Circulars may be obtained from the company, if 
interested dealers will send them a request. 


There are few things which cannot be ac¬ 
complished by diligence and skill—as skill 
comes from diligence and diligence is simply a 
matter of doing, we have the power in our own 
hands. 


TEXT FOR A HAMMER SERMON 
Try This in Yotur Window . 

The hammers we sell will pull a nail 
With equal ease by the head or tail; 

For the grip of the Claw will never fail 
Whichever the end included. 

In making tests we have often scored. 

And many a record we have lowered 
By pulling a nail through a two-inch board 
When only the point protruded. 

—SEES THE ETMHK. 


NORTHLAND SKI ( 


Pronounced\ 
Shee / 


WILL BOOST YOUR WINTER SALES 


More men, women and children want Northland Skis than ever before—get their business. Quick sales. 
Good Profits. We ship all orders at once. Write today for catalog of Skis, Toboggans and Snow Shoes. 
NORTHLAND SKI MFG. CO., Merriam Park, St. Paul, Minn. 
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W HEN the good ship “CORLO” cleared from Boston 
for Calcutta ninety years ago, it was little realized 
that she carried with her the beginning of a great 
business that is so linked with historical romance as to 
have become a national institution, for COLT’S FIRE 
ARMS are known the world over. 

NOW, Friend Salesman, we are not going to “advise” 
you on the best method of selling COLT’S FIREARMS— 
you know you own customers and have your own individ¬ 
ual “line” of selling argument, else you wouldn’t be the 
man behind the counter. 

But, we believe you may be interested in a few of the 
“COLT POINTS” that we try to hammer home to the 
consumer in our National Advertising. 

If & customer KNOWS the type of OOLT he wants, you have 
little to do but wrap up that model and check off another sale. 
BUT as there are so many different COLTS, adapted for various 
uses, it is always a good point, when a customer is in doubt, to 
first find out for what purpose the undecided inauirer wishes to use 
the arm, and then save time by showing and explaining to him that 
particular model. 

The more you know about COLTS and the better able you are to 
help the customer in his choice, the more confidence he will have in 
you and your judgment In future sales. 

If a customer shows a decided tendency for an automatic pistol, 
remember that 90% of this type is sold for pocket, home or office 
use—the Caliber .25, .32 or .380 Hammerless, Pocket Models cover 
this field. 

But remember also that the REVOLVER is still preferred by 
about 50% of buyers and carried by 90% of Police Officers, because 
of its simplicity. A little study or our catalog will show you a line 
of models that cover every possible use for tins style of arm. 

You can without mental reservation exhibit the COLT AUTO¬ 
MATIC as the safest in the world. It cannot be fired unless held 
in the hand properly, because it is ALWAYS safe until the trigger 
is pulled. 

Likewise the COLT REVOLVER is equipped with an automatic 
safety—the time tested Colt Positive Lock—which prevents abso¬ 
lutely any liability of accidental discharge. 

Space will rot permit our giving the many interesting features of 
COLTS, but we will gladly send you a little booklet that will tell 
the story of COLTS—a romance that you will find entertaining 
reading, with facts that will answer your customers’ questions— 
a point that will show them YOU know COLTS from the ground up. 

Colts patent fire arms mfg. co. 

HARTFORD, CONN., XT. S. A. 


OLT’S 


Manufacturers of 
Colt’s Revolvers 
Colt’s Automatic Pistols 
Colt's (Browning) Automatic Machine Guns 
Colt’s (Browning) Automatic Machine Biflee 

Illustrated printed matter mailed 
free on request 


FERE ARMS 


THE PROVEN BEST 
BY ANY TEST” 


Pacific Coast Rep r esentative: PHIL B. BEKRART CO., San Francisco 
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MAKING DIRECT ADVERTISING EASY 

Does direct mail advertising pay I It yon pnt that 
question up to the retail hardware trade, the country 
over, you know what the answer would be. But if 
you followed that with the natural query, “ Then why 
don’t you do more of itf” you would set a surprising 
variety of replies. “No time to write letters.’' “Don’t 
know just how to go at it.” “Can’t seem to get 
started.” “Can’t get my mind on it.” 



The MulUgraph Retailer Equipment No. S. Including No. 
36 Mnltlgraph Printer Senior, No. 30 Flexo-Type letter, No. 22 
Two-Roll Printing Ink Attachment, Stand, Stool, Assortment 
of Type, Ink, Type Oases, Ruling Lines, etc., and the Farring¬ 
ton Portfolio of Sales and Advertising Letters. 

The American Multigraph Sales Company of Cleve¬ 
land, Ohio, has given the trade the first satisfactory 
answer to this problem in the form of fifty well written 
circular letters, covering the leading lines of the 
average hardware store. The quality of the letters 
and their sales building appeal is assured by the fact 
that they were written by Frank Farrington, based on 
his intimate knowledge of retail trade conditions. 

These letters are not being sold by the manufac¬ 
turers of the Multigraph, but are included as part of 
the retailer’8 standard Multigraph equipment. The 
Multigraph with which these letters are supplied is a 
type designed particularly for retailer’s ubo. It is 
equipped with a two-roll printing-ink attachment, and 
wiH print direct from type, so that the user can run 
his own folders, flyers, bundle inserts, envelope en¬ 
closures and so on, and do his own printing at low 
cost. The letters can either be printed direct from 
type, or through a ribben, with characteristic Multi- 
grapn speed and economy in either case. 

The part of the work of printing that is considered 
most difficult and tedious-—that of setting the type— 
is made easy by the Flexo-Typesetter, which is included 
as part of the Multigraph retail equipment. 


THE HEAVENLY ORCHARD 

Aunt Callie was a very religious negro wo¬ 
man—of the shouting variety. She was telling 
the white children whom she nursed about 
heaven, and what she expected to do when she 
got there. 4 4 When I gits dar, honeys, I gwine 
take a crown what an angel gwine gimme, an’ 
put it on my haid. Den I gwine git out my lil’ 
old hahp an’ play some of dem heben chunes 
on it. Den I gwine stretch my lil’ white wings 
an’ fly fum cherry beam to cherry beam.” 


INTRODUCE STEAM PRESSURE COOKING 

It will well repay hardware and household goods 
merchants to interest housewives everywhere in cooking 
by steam under pressure. Thousands of them have 
already adopted it. More are adopting it daily. 

To meet this great and growing demand, the North¬ 
western Steel and Iron Works, Eau Claire, Wis., for 
over a year has been manufacturing and placing on 
the market the National Aluminum Steam Pressure 
Cooker. 

With the National in use, cheaper and tougher cuts 
of meat can be advantageously utilized. New, tasty, 
flavory deliciousness is brought out during the rapid 
steam pressure cooking process. Meat juices are not 
allowed to evaporate, or become weakened in flavor. 

National Aluminum Steam Pressure Cookers ars 
being nationally advertised in such magazines as ths 
Ladies’ Home Journal, The Country Gentleman, Good 
Housekeeping, Literary Digest, The Modern Priscilla, 
and many others. 

They are handled by progressive jobbers every¬ 
where. 


SPARK COAL AND WOOD HEATERS 

Hammer-Bray Co., of Oakland, are announcing else¬ 
where in this issue the Spark Combination Coal and 
Wood Heater, which should be especially appropriate 
at this time of the year. It is a fast seller and an 
attractive proposition to every stove merchant among 
our readers. It is fitted with cast linings, duplex 
grates and ash pan. and is made in two sizes to take 
18-inch and 21-incn wood. Hammer-Bray Company 
make a complete line of loth wood and gas ranges, as 
well as other household goods. 

As the time goes on the summer merchant will 
want to be prepared to supply the refrigerator demands 
of his customers, and he will find the Spark leeless 
Cooler an attractive item. The cooler is especially fitted 
for “greater capacity needs,” such as creameries, rail¬ 
road and lumber camps, hotels, groceries and fruit 
stores. A wide-awake merchant can do a big business 
next summer in larthering the sale of these coolers. 


SAN FRANCISCO FURNITURE EXCHANGE 

Members of the far western trade and our many 
readers who handle furniture in connection with their 
hardware and general merchandise stock will be inter¬ 
ested in the announcement that a great furniture ex¬ 
change is being built in San Francisco, rivaling the 
Manufacturers’ Exhibition Building at Chicago and 
the International Housefumishing Exchange in New 
York. 

An eight story and basement building on a lot 160 
by 140 feet is being constructed on the comer of New 
Montgomery and Howard Streets. This is near the 
center of the San Francisco hotel and business dis¬ 
trict, and there will be 200,000 square feet of floor 
space available for displaly. The new exchange will 
not open for another year, but already two-thirds of 
the display space has been engaged. Every factory 
in the present exchange at 1055 Market Street has 
signified its intention of displaying in the new building. 


ODE TO THE PLAYER PIANO 

Thou playest with regularity, 

Thou keepest perfect time, 

Thou playest all the tunes thou knowest 
And it doesn’t cost a dime. 


Thy notes fly up and down the scale, 
Thou never stopst for breath; 

But I suppose the same old tunes 
Will worry us to death. 
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Every moment of the day the new Domes of Silence Counter Display exerts 
its selling influence. 

This New Style Packing 

Attracts attention. 

Ties up the Domes with extensive National Advertising. 

Brings the sale to the Selling Point. 

Let the colorful counter display demonstrate its power. Order from your 
jobber today special assortment Dl, consisting of y± gross sets each of 
the following sizes: %-inch, %-inch, y 2 - inch. 

Domes of Silence save floors, rugs and furniture. Steady profit earners 
everywhere. 

HENRY W. PEABODY & CO.. 17 State St., New York City 

Domes of Silence Division 
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SLAYMAKER LOCKS AND THEIR MAKERS 

In line with our policy of bringing more 
closely to the knowledge of the hardware 
trade the home environment and particular 
advantages of various items of their stock, 
we are glad to publish this month a view 
of the Slaymaker Lock Co.’s factory, at 
Lancaster, Pennsylvania. 

We may venture to say that there is 
hardly one among our readers who cannot 
visualize the box in which various locks 
are packed or the counter display cards, 
containing an assortment of padlocks, yet 
probably few men in the trade have re¬ 
alized the extent of the factory where 
these padlocks are made. 

The Slaymaker Lock Co. manufacture 
padlocks in all sizes and grades and for 
all uses: Locker locks, cabinet locks, auto¬ 
mobile locks, rim locks, better grade pin 
tumbler locks, secure lever locks, various 
kinds of railroad locks, and bicycle locks. 
The business was started in 1888, and 
products of the factory go to practically all countries in the world, to which American goods are exported. 
The company has connections in Havana, Cuba; Rio de Janerio, Brazil; Buenos Aires, Argentine; London, Eng 
land; Brussels, Belgium; Copenhagen, Denmark, and Christchurch, New Zealand. 

The factory is equipped with special machinery, and 
is said to be one of the four largest padlock factories in 
the world. It is today under the active management of 
the original founder, S. R. Slaymaker, president and 
general manager; assisting him are W. Heyward Smith, 
assistant general manager, J. T. McGovern, Jr., adminis¬ 
tration officer; S. C. Slaymaker, secretary; E. Stehman, 
treasurer; George M. Miller, factory manager. 

Representing the Slaymaker Lock Co. in the West is 
A. C. Riddell, with offices in the Higgins Building, Los 
Angeles, and in San Francisco. 

Number 1098 Winning Friends 

While on the subject of Slaymaker locks, we cannot 
avoid mention of the phenomenal success and reception 
which the new No. 1098 has received in the West, par¬ 
ticularly among accessory buyers. The lock, illustrated 

herewith, i s especially 
made for automobile tire 
carriers and securely locks 
the extra tire to the rear 
of the automobile. It is 
hailed as the Universal 
Tire Carrier Lock and can 
be adjusted to any car, 
being particularly suited 
to Ford sedans, Haynes, 

II u p m o b i 1 e, Maxwell, 

Dort, Nash, and Oldsmo- 
bile. 

The inside measurement of the shackle is % of an inch. It is adjustable to 1% inehes, insuiing a perfect 
fit of the lock on the tire-c&rrier. Diameter of shackle is % of an inch. The case is of heavy, cast brass, 
polished and the shackle is a formed nickeled cteel rod. 




No. 1098 in Service 



BONE CUTTERS FOR POULTRYMEN 


REAL WORTH 


Every poultry raiser in your community is a pros¬ 
pect for a Stearns green bone, meat and vegetable 
cutter. It will well repay merchants to send for a 
catalogue and become acquainted with the dealer’s 
proposition of E. C. Stearns & Co., Syracuse, New York. 

The great factories of the company are solely de¬ 
voted to the production of bone cutters. Bone machines 
are either operated by hand or power, and range from 
a small machine, weighing 26 pounds, to their large 
machine, weighing 215 pounds, taking two men to 
operate. The Stearn cutter is said to be the only 
machine which employs a solid drop forged hardened 
steel cutter head, which mills the bone rather than 
cutting it. 


J. H. Voss is the successor to the business of Voss 
Bros, at Cawker City, Kansas. 


It is not what you pay, but what you get, that 
makes economy and guarantees satisfaction. 

When you use Dixon’s Silica-Graphite Paint, you 
get service for your money, which pleases and pays. 

You pay the full price for a good bond or share of 
stock, based on the steady, guaranteed interest. A 
cheap stock, bolstered by a fictitious interest payment 
for one or two years, is a trap, and not a good invest 
ment. 

A flashy ring sold as gold for $2.00 is a fraud on 
its price. If you buy a Tiffany gold ring and pay 
$30.00, it will give you $30.00 worth of wear ani 
satisfaction. 

Some paints cost less per gallon than Dixon’s, but 
Dixon’s gives “Tiffany Service,” to use our illustra¬ 
tion above. 
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A Novel Christmas Suggestion 

The New Cutlery Steel 

“NEITHER RUSTS, STAINS OR TARNISHES” 

At its name suggests, Stainless is an alloy steel 
that does not rust, and is immune to the effects 
of certain acids found in food. 

At a time when the “maid” problem has! 
reached such an acute stage, it is only natural| 
to look for the materials and appliances whichlj 
tend to reduce to a minimum work in the 
household. 

A plated knife is only an imperfect expedient 
for, while it saves frequent cleaning, it cannot 
be sharpened properly. 

Stainless does away with frequent scouring, 
so necessary with ordinary steel knives, and it 
can be sharpened to a keen edge. 

INCIDENTALLY STAINLESS SHOULD BE THE MEANS WHERE¬ 
BY SOME OF THE TRADE NOW GOING TO THE DEPARTMENT 
AND JEWELRY STORES, CAN BE BROUGHT BACK TO THE CUT¬ 
LERY AND HARDWARE ESTABLISHMENTS. 



Stainless cutlery is “made in America” by the following companies: 

American Cutlery Company.Chicago, Illinois 

Clement Manufacturing Co.Northampton, Mass. 

Failor-Martin Corporation.Bloomfield, New Jersey 

Lamson & Goodnow Mfg. Co.Shelburne Falls, Mass. 

Landers, Frary & Clark.New Britain, Connecticut 

Internptional Silver Co. (Rogers 1847). .Meriden, Connecticut 

John Russell Cutlery Company.Turners Falls, Mass. 

Northampton Cutlery Company.Northampton, Mass. 

Shelton Tool & Machine Co.Derby, Connecticut 

R. Wallace & Sons Mfg. Co.Wallingford, Connecticut 

Wm. A. Rogers, Limited.Niagara Falls, New York 

Washington Cutlery Co.Watertown, Wisconsin 

AMERICAN STAINLESS STEEL COMPANY 

1543 
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mRSSASDIT 

ETInnuFRCTURinc Company 

v FallRiuer ftiflSS. 


Bound To Pay Their Way 

zJfCasco rJxCops 


Think of the mops being used right in your town to¬ 
day ! Not a home without one, not a store, factory, 
office, hotel, or apartment house without several on 
the job. 

That is why, summer and winter, good mops are in 
steady demand. Are you making the most of this trade? 
Arc you stocking up with ordinary mops, made of poorly 
twisted, poorly selected yarns that have poor cleaning power, 
and soon wear out? Or do you aarry <J)fajco zJtfops, the stand¬ 
ard of their kind? 

Every c JtCasco % 5 )Cop is built to clean well and wear well — has 
38 years of manufacturing experience behind it. To thousands 
of customers the Masco label has come to mean a real assur¬ 
ance of efficiency. There’s the reason c JWasco tJtfops always 
pay their way and build trade. Write today for our catalogue. 

MASCO PRODUCTS 

Other Quick Selling Mateo Products 
MACHINED COTTON WASTE, MASCO MOTOR WASTE, CAULKING COTTON, 
WICKING, ROPES, AND TWINES 
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ARE YOU FOR BUSINESS 
PREPAREDNESS? 

Quite a change is coming ere long over the 
face of the world, and he is a wise plumber who 
recognizes the fact and prepares accordingly. 

If you are a working plumber and not a mer¬ 
chandiser you have a simple question before 
you, and the prospect is a pleasing one. The 
preparation required of you is easy and inex¬ 
pensive. 

A million houses must be built in the cities 
and towns of our land, and every house will 
call for plumbing work on a scale heretofore 
unknown. The “older of the day” calls for 
hot water heat, complete bath and toilet rooms 
and sanitary plumbing throughout. 

In addition the old houses must be modern¬ 
ized and this will spell a most pleasing amount 
of business. 

The only preparation required of a plumber 
for this is to have an ever-growing regard for 
his customers’ feelings. The rush and hurry 
of the past two or three years will slow down, 
the pace will become normal, competition will 
appear, house owners will grow more exacting, 
they will even have the courage to dicker on the 
price. And if they are not entirely satisfied 
they will be able to go to another plumber and 
give him the work. 

Now is the time, therefore, to re-establish 
your reputation for Good Service among your 
customers. This is the sort of preparation which 
will stand you in good stead against the day of 
less speed. 

If, in addition to being a plumber you are 
also a distributor of merchandise, then it be¬ 
hooves you to even more closely “watch the 
step” of the world. 

To be sure there is yet a shortage of mer¬ 
chandise and the demand is exceeding the sup¬ 
ply. But this condition is going to right itself 
sooner than the most of us anticipate. Slowly 
and gradually the production will creep up on 
consumption, and before we are aware of it 
there will be a slight excess of everything. Price 
then will recede, and the old-time conditions 
will prevail. 

Therefore the real wise and prudent mer¬ 
chandiser will begin to exercise care and cau¬ 
tion in his purchases. He will refrain from buy¬ 


ing large quantities of anything. He will begin 
to closely scrutinize qualities in all the goods he 
purchases, and he will post himself thoroughly 
on prices and not order without regard to the 
cost. 

It is very pleasing to have a store full of 
goods bought on a rising market, but it pushes 
the ends of the mouth downward to be heavily 
stocked on merchandise bought at the peak of 
high prices. 

The time begins to draw near when it is 
better to buy small quantities frequently, rather 
than place large orders. 


IT CAN’T BE DONE 

Statistics show that a very large per cent 
of the fatalities in business are due to the fact 
that merchants with limited capital are en¬ 
deavoring to finance the affairs of their cus¬ 
tomers. That is to say, probably 85 per cent 
of the merchants who fail in business undertake 
to carry the accounts of too many of their cus¬ 
tomers for too long a time. 

It can’t be done. 


Give people what they need and what they 
ought to have. Show them why they need these 
things and the reason that possession would be 
an advantage. Then you will have no trouble 
selling your goods or service. 


If you don’t like your job, get one that yon 
do like. People who find business a game of 
all-absorbing interest are the ones who travel 
farthest and amount to most. 


“Sometimes failure develops a man quicker 
than success would.” 


BUCK UP AND HUSTLE 

Don’t admit that you are licked ’til you are. 

And don’t acknowledge it even then. 

In spite of the jolt and jar, 

Just get up and try it again. 

Keep a-smashing and slashing along. 

On the line you know to be right, 

With your heart full of song, 

And your nerve going strong. 

And you’ll win every battle you fight. 
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The M. L Kline Co. 

WHOLESALERS 

PLUMBING, HEATING. MTT.T. 
and STEAM SUPPLIES 

EXCLUSIVE AGENTS FOB 

DURABLA PRODUCTS— 

Valve Discs 
Rod Packing 
Sheet Packing 
Union Gaskets 
High Pressure 
Gauge Glasses 

DURABLA denotes QUALITY 

SOLD OK A SERVICE BASIS 
•AM47-89 Front St, Portland, On 


Would you appreciate a dependable, 
positive and long-lived Forcing Pump ? 

C E 

° T 

H N i 




No. 5001 

With Cleanable Valve 
Aik your Cobber or write ne direct 

0. W. B. OOKKEXJUfl OO n DCO. 
Manufacturers of 
Pluubing Specialties 

200-211 Tehama St, flan Franctoo 


.^TRIMO 


Trimo Pips Wrench 
in steel or wood handle. 


Trimo Pipe Gutter 
one or three wheel 


ISWITH FLAT-LINK OH CABLE CHAIN 

Trimo Chain Wrench 
Eight sines, take pipe to 15" 


Trimo Nut Wtench 
steel handle only 


stands for good tools made by the Trimont 
Mfg. Co., which are the following: 

The Trimo Pipe Wrench 
The Trimo Chain Pipe Wrench 
The Trimo Monkey Wrench 
The Trimo Pipe Cutter (Hand) 

The four good points that make the 
Trimo Pipe Wrench superior are the 
Spiral Spring, always in place, the Steel 
Frame, that will not break, the Nut 
Guards that protect adjustment nut— and 
the Inserted Jaw in handle, that can be 
replaced when worn. Save time and 
money and buy Trimo tools, made by 

TRIMONT MFG. COMPANY 

ROXBURY (BOSTON), MASS. 
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PLUMBING INCREASES THE VALUE OP A 
BUILDING 

The intelligent real estate dealer is aware 
that a system of plumbing increases the value 
of the building far beyond the actual cost of 
the plumbing system. The hotel manager is 
able to charge from fifty cents to a dollar a 
day more for a room with sanitary conveniences. 
Running water in hotels is now considered a 
necessary adjunct by the traveling public. The 
plumbing system in a hotel not only adds to 
the comfort, convenience and health of the 
patrons, but is a source of revenue, which 
brings large returns for the owner. 

Housewife Owes a Debt of Gratitude 

The housewife of this country owes a debt 
of gratitude to the plumbing business because 
of the progress and measures adopted to lighten 
the labor of housework. Cooking, washing and 
the removal of the body and domestic wastes, 
formerly drudgery, are now simplified by sani¬ 
tary conveniences. , 

Formerly water had to be pumped or lifted 
and carried from the well, cistern ur spring for 
drinking, cooking, laundry, bathing and other 
household purposes, and the wastes had to be 
carried and emptied.. The water was often of 
questionable quality. The method and place of 
waste disposal in nine out of ten cases resulted 
in a nuisance. The back yard privy located at 
the greatest distance from the house to remove 
the possible odors in summer, added to the dis¬ 
comfort and inconvenience and the possibilities 
of added difficulties and irregularities in bad 
weather. 


Go back thirty years or even twenty years 
and compare women's work then and today, 
and it will be found that most of the drudgery 
existing has been eliminated by the plumbing 
system. Hot and cold water for drinking, bath¬ 
ing and domestic purposes is conveniently ar¬ 
ranged for use in the laundry, kitchen, bath 
and bed-rooms. Domestic and body wastes are 
swiftly and safely removed from the immediate 
premises by the drainage system. Labor has 
been reduced, comfort and conveniences added 
and personal cleanliness simplified, pure water 
supplied, foul odors, unhealthful conditions and 
the elements favorable to the origin and devel¬ 
opment of disease have been removed. 

Low First Cost of Plumbing False Economy 
Low first cost of plumbing installation is 
mistaken economy. A second-class plumbing 
and drainage system in cost will prove itself 
a second-class system in service. It costs as 
much to install and in a year or so in service 
will reveal the inefficiency of the fixture, de¬ 
vice or construction. Discomfort, inconveni¬ 
ence, cost of repairs, foul odors, insanitary and 
unhealthful conditions are the resulting penal¬ 
ties, which the occupant must pay. 

Sanitary Plumbing Better Than Medicine 
Sanitary plumbing is of more real value 
than medicine.. Plumbing provides means for 
keeping the body, wearing apparel, the house 
and our streets and alleys clean. Cleanliness 
means healthfulness. A plumbing system stands 
for cleanliness, which also means that the 
plumbing system prevents where medicine 
cures, and prevention is more desirable than 
the cure. 



A neat display room is a splendid asset to any plumber, and no line of merchandise adapts itself to making 
an attractive display so well as plumbing equipment. 
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“KWY- ETA" De Luxe 

The Silent Closet 

“Kwy-eta” De Luxe elimi¬ 
nates the embarrassing 
sounds of rushing and 
gurgling water. It has an 
unusually strong flush. 
“Kwy-eta” De Luxe is a 
beautiful closet. Not a single 
pipe, bolt or bit of metal is 
left exposed. Everything is 
covered with pure white 
vitreous china. 

It is guaranteed forever 
against defects in workman¬ 
ship or materials, as are all 


PLUMBING FIXTURES 

FOB SALE BT ALL JOBBERS 

Main Offices: 67 New Montgomery St. 
San Francisco. California 
Factories: 

San Pablo and Richmond, California 
Branches: Portland, Los Angeles 
and Salt Lucs City 


GENUINE 


ARMSTRONG STOCKS and DIES 



URIDGFPOrtT. CONN. 


ii siilUvUUUv.v \ 


•' w3L XV -v.-v * * 



PIPE CUTTERS 
Malleable Iron Pipe Vises 

MANUFACTURED BT 

THE ARMSTRONG- MFG. 00. 

276 Knowlton St. 

BRIDGEPORT, OOHN. 

New Tork Office: 248 Canal St. 


"Kolida? 

(Breetings 


WE WISH YOU A MERRY 
CHRISTMAS AND SINCERELY 
TRUST THAT 
THE COMING NEW YEAR 
WILL BRING THE BEST 
YOU HAVE EVER KNOWN IN 
HAPPINESS AND SUCCESS 


OTTO BERNZ CO., Newark, N. J. 

“Always Reliable” Torches, Furnaces, 
Braziers and Plumbers' Tools 
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Investigation has shown that in the absence 
of sanitary regulations and whenever each per¬ 
son is permitted to install a plumbing system 
according to his own ideas, insanitary condi¬ 
tions are sure to prevail. Shall the standard of 
plumbing regulations be determined by the 
person who fives in the house, by the owner, 
the manager, real estate speculator, material 
manufacturer or in conformity with the stand¬ 
ard of living and decency? 

A great many people still cling to the idea 
that plumbing codes are created and laws en¬ 
acted for the sole benefit of plumbers and that 
the public is made their legalized prey. 


He who knows not and knows not that he 
knows not, is a fool. Avoid him. 

He who know not and knows that he knows 
not, will learn. Teach him. 

He who knows and knows not that he knows, 
is afraid. Encourage him. 

He who knows and knows that he knows, is 
a wise man. Follow him. 


If you can learn nothing from the men you 
meet, it is because you don’t know how to get 
at what they know. It isn’t that they have 
nothing to teach you. 


“What did you stop that clock in your room 
for, Jane?” “Because, mum, the plaguey thing 
has some sort of a fit every mornin,’ mum, just 
when I wants to sleep.” 


A REAL MAN 

The best definition of a man I ever read is 
in the second verse of the thirty-second chapter 
of Isaiah: “And a man shall be as an hiding 
place from the wind, and a covert from the tem¬ 
pest; as rivers of water In a dry place, as the 
shadow of a great rock in a weary land. ’ ’ 

The world’s most important product is men. 
If we made one-tenth the effort to improve this 
product that we do to improve almost every 
other thing we produce, the real man of Isaiah 
might not be so hard to find. 

But there are such men, men who hide you 
from the wind and cover you from U*e tempest, 
men who are as rivers of water in a dry place, 
men who are the shadow of a great rock in a 
weary land. 

Fortunate indeed are they who know such 
men, doubly fortunate those who have the priv¬ 
ilege of being much with them. The shadow of 
a great rock in a weary land! Some place to 
creep into when you are footsore and discour¬ 
aged from tramping over the hot sands of the 
weary places. A shadow that enfolds and com¬ 
forts you and from which you go forth re¬ 
freshed and ready for life’s further struggles. 

I am sure there are many men of the Isaiah 
stamp among our readers—it pleases me to 
think of many more- than one. 


What you put into your head is very im¬ 
portant. What you deliver out of your head is 
still more important. 



Here is the way an enterprising western plumber keeps his display room. It always presents a neat and 
inviting appearance, ana he regards it as one of the best business bringing methods he can possibly employ. It 
is time well spent to keep it in this manner. 
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MADE WHITE 
STAYS WHITE 

Years of actual service under all conditions, have established 
the reputation for permanent wearing quality of 

Genuine Pyralin Snow White 
Bath Room Fixtures 

All our products are made strong and durable and are 
covered with genuine Pyralin—a pure white substance ap¬ 
plied in sheet form with our patent process. Easily kept 
purely sanitary by the use of soap and water. 

In buying white bath room fixtures 
insist upon the genuine Pyralin. 

C. F. CHURCH MFC. CO. 

HOX.YOXB, MASS. 

These goods can be obtained from the LEADING JOBBERS. 

INSIST ON THEM. If you cannot get them address for Informa¬ 
tion. W. E. Gilchrist, Pacific Ooast Repre se ntative, Monadnock 
Building, San Francisco, Oal. Sold by Holbrook, Merrill A Stet¬ 
son, Crane Go., A. H. Busch Co., and leading jobbing houses. 






THE PUBLIC DECLARES 

Our No. 10 Floor and Ceiling Plate the best universally 
used. It is the most satisfactory, most reliable plate made. 
All we ask is that you try it once—then compare it to any 
other plate you’ve used. We’re sure you’ll agree with us 
that this No. 10 is the winner. 

The Beaton & Cadwell Mfg. Co. 

NEW BRITAIN, OONN. 

New York Office and Store, 234 Water 8t. Pacific Coast 
Representative, Wm. P. Horn A Company, Rialto Bldg,. 
San Francisco; Dekum, Bldg., Portland; Hollenbeck Bldg.; 
Los Angeles. Middle Western Representative, Harry Ver- 
beck, 129 No. Clark St., Chicago, Ill. Western Canadian 
Agents, A. E. Hinds A Co., Chamber 
of Commerce, Winnipeg, Manitoba. r*| Ttxaun T\ 
Southwestern Representative, J. R. I I catalogue l 1 
Devereux, No. 858 Beaver Hall Ii I SwLEfS \\ 
Square, Montreal. Quebec, Canada. ILL — . x- -t— J Ll 


You have no idea how big the other fellow’s 
troubles are. 

Little Sarah Brown, on her way to school, 
fell into a pool of water, with the result that 
she had to turn homewards again, all dripping 
wet. The next day her mother sent the fol¬ 
lowing note to the teacher: 

“ Please excuse Sarah, as she fell in the mud. 
By doing same you will greatly oblige.” 

W. K. Weaver has opened a plumbing and electrical 
shop at Watts, California. 

Frie’nd Brothers, formerly of Lemon, 8outh Dakota, 
are proprietors of a new plumbing and heating shop at 
Selah, Washington. 



No. 82 Torch 
list price 
Each 116.00 
Ask for 
Discount 


The Best Time 

to put your stock in condition to 
supply the demand for A L. Fire 
Pots and Torches is NOW. Yon can¬ 
not afford to let yonr stock run low on 
these popular tools. Be ready and yon 
will be assured of good basiness this 
Winter. C. A L. Fire Pots and Torches 
are made by expert skilled labor and 
from the beat materials obtainable. 
They are sold under the maker’s guar¬ 
antee. Jobbers supply at factory price. 
Send for catalog. 


CLACTON A LAMBERT MFG. CO., Detroit, MidL, U.S.JL 


Digitized by 




.oogle 










198 


HARDWARE WORLD—PLUMBING AND HEATING 


CHRISTMAS GEWGAWS AND JIMCRACKS 

(By Harry Gale Nye) 

A guy who starts in to 
criticise Christmas has a 
job on his hands that will 
make him as popular as a 
strange dog h a n g i n g 
around a picnic lunch. He 
will have as many friends 
as a man who goes around 
giving advice to his mar¬ 
ried neighbors. 

Christmas as an insti¬ 
tution has a foundation 
resting upon the human heart and a superstruc¬ 
ture fabricated out of the songs of angels and 
the laughter of children—which are about one 
and the same thing. 

But— 

(Did you ever notice whenever there is a 
good thing some fellow butts in with a “but” 
and tries to jimmy itt But that is not the pur¬ 
pose of this, not by a long shot.) 

But I wonder sometimes if we haven’t wan¬ 
dered some distance away from the-shepherds- 
watched - their-flocks-by-night and peace - on- 
earth-good-will-to-men and gone chasing off 
after gewgaws and jimcracks. It won’t be 
very long before the Christmas shoppers will be 
spending a million dollars a day on State Street, 
and a few millions on Fifth Avenue, Broad 
Street and elsewhere. 

They may be short on shoes but the ormulu 
stuff must be had at this season of the year, and, 
if you don’t give away a lot of hand-painted 
pipe-racks and silver-plated nutcrackers, you’re 
considered a piker—if not by your friends at 
least by yourself. 

Now, I like to see people spend their money 
—especially when they spend it with me. I 
suppose if it were pipe dies we gave each other 
at Christmas instead of pipe-racks, I’d think it 
was the grandest idea in the world. But it 
isn’t; so I am here to argue against the blowing 
of so much wealth at Christmas on gewgawls 
and jimcracks. 

The Obsolescent “Remembrance” 

No, my stomach is all right, and business has 
been good and none of my relatives are in jail 
that I know of. I haven’t a grouch or a sore 
thumb—but—well, they talk about the obso¬ 
lescence of an automobile, and how it loses fifty 
per cent as soon as you drive it out of the 
agency. But for real obsolescence, for a record, 
the ordinary Christmas junk is batting around 
. 899 . 

Where are the necktie holders of yesterday t 
What has become of last year’s hand-embroid¬ 
ered coat-hangef t They are down in the cellar 
stuffing up the hole where the cat used to come 
in. The bargain basement hairbrush has molted 
and the cheap chair has the rickets. The gew¬ 



gaws and jimcracks that were to be constant 
reminders of and from our loved ones remind ns 
only when we fall over them in the dark or 
rake up the yard in the spring. 

Of course the doll has come apart and the 
toy derrick doesn’t work any more, but that 
is an entirely different matter. If the doll 
made the girlie smile once when she saw it 
Christmas morn or the derrick pulled even one 
“geewhillikens” out of the boy, it was a good 
investment. That is what Christmas is—a kid’s 
institution. It ought to mean enough to ns 
without a lot of the stuff we get—and it would- 
n’t mean anything at all to the kids without 
what they get. 

Or Buy Mother a New Sink 

If we big folks, though, are going to trade 
presents, let’s buy a few with care, and good. 
Let’s be sure that it’s what the other fellow 
wants and needs. Generally we give the other 
fellow what we want. Why, there is many a 
thing I have wanted for myself for years that 
I have given away regularly every Christmas! 
I don’t suppose I ever will be lucky enough to 
have one myself—and probably the other fellow 
is wondering what the dickens to do with the 
one I gave him. 

And now I come up to the. text and moral 
and all that sort of thing. We people who 
make and sell useful things have both a duty 
and an opportunity. Let’s get some of this 
hundred million dollars a day of loose change 
that is floating around at Christmas time. It 
will be a public benefit and incidentally yield 
a private profit. 

Let’s use our advertising space at Christmas 
time the same as the department store does. 
Let’s suggest some convenience for the bath¬ 
room or labor-savers for the kitchen. Let’s 
suggest that we buy mother a new sink. It will 
cheer her heart more and longer than anything 
you can find in a holly box. Perhaps the family 
would be willing to pool the Christmas money 
(except what is needed for the kids) on a new 
bathtub or something. 

There is no reason why the plumber should¬ 
n’t cut in and get a slice of the Christmas pud¬ 
ding; and in the long run, it will benefit the 
ultimate consumer a lot more than a box of 
cigars he can’t smoke or a flock of peacock- 
colored neckties that he can’t wear. 


SOUNDS THE SAME, ANYWAY 

“Does your wife pay you any compli 
ments?” asked Frederick Jimson, a Milwaukee 
dealer, of his friend, Benderly. “Never,’’ re 
plied Benderly. “Well, mine does; she flatter? 
me.” “Often?” “Oh, yes, frequently—par 
ticularly in winter,” replied Frederick. “ Why 
does she flatter you so much in winter?' 
“Whenever the coal fire needs replenishing she 
points to the fireplace and says, ‘Frederick the 
grate.’ ” 
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XOU GET THE SIMPLEST AND BEST 
COOK EVER MADE whon TOD SPECIFY 




Has Only One 
Packing which 
Is Readily 
Removed 


B. B. HIGH PRESSURE BALL COCK 

They can be had for top supply, bot- 
k tom supply, end supply, bottom supply 

pft * > low down and high low down, with 

^ either rough or nickel-plated nuts and 

a tails, also that the tail piece can be had 

. for lead pipe or threaded with any 

Bz thread desired, 

b Jfjf JN All sizes up to and including 4-lneh 

* . carried in stock. 

V° Special Packing’ Required. Ground 
£ Joint Coupling, wliioh is always tight, 

i Mo hammering. Renewable Beat of Steam 

1 Metal. Mo Singing or Whistling. Roller 

\ Bearing Beyer on Cam, Reducing Mo- 

tlon to lowest amount. 

BOSTON BRASS COMPANY 

^ Bacon and Plimpton St., Waltham, Maes. 





by f&yczrs * 


Sold by Jobbers of Plumbing Sap- 
plies Everywhere 


OVER 1200 PHILADELPHIA PLUMBERS 

ARB USING AND SPECIFYING 

SAVILL'S SWAN-NECK FAUCET 

Full-stream flow in a fraction of a minute. 

Gentle half-turn either way operates. 

Protective Stop on handle. Saves pinching. 

Best red brass, 85% copper. Saves replacing. 

Long noszle-outlet. Saves splashing. 

THOMAS SAVHl'S SONS, Wallace and Watts Sts^ Philadelphia, Pa. 

Send postal card for catalogue allowing 23 styles. 



Revolving Cabinets 

PLUMBERS, Hardware Dealers, Dealers in Auto 
Supplies, find our Cabinets invaluable. By using our 
Cabinets your stock is kept in good shape, clean, and 
where you can place your hand on any article instantly 
They pay for their cost in saving of time. Made in 
various styles and sises. Sold by all jobbers. 

American Bolt & Screw Case Co. 

Dayton, Ohio 



No. 10 Stool y 4 " to 4' 


Plates that Please 

OBDEB NOW 

and be ready with a stock 

Increasing Demand for “B & 0” Styles 

Catalog on request 

THE BEATON A CORBIN MFG. 00. 

Largest and Oldest Plate Company in the World 

Pacific Coast Representative 
W. ERWIN GILCHRIST 

681 Market St. San Vraneisoo, OaL 
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Your Business Figures 

(By Frank Farrington) 


H OW do you know how much profit to 
mark up on a bathtub 1 

Do you make the price on a basis of 
all the traffic will bear, or on a basis of what 
competitors are charging, or do you figure what 
it is going to cost you to sell that bathtub and 
add that cost to the wholesale price and then 
make an additional allowance for the net profit 
you must getf 

I have found many business men who do not 
know what their percentage cost of doing busi¬ 
ness is, and there are a good many plumbers 
who do not know just how to get at that figure. 
Of course, you divide the total expenses of the 
business by the gross receipts to get that per¬ 
centage expense. 

On this basis, if you are doing a $10,000 
business, with total expenses of $2500 for the 
year, your percentage expense is 25 per cent. 
That is, it costs you 25 per cent of your receipts 
for expenses before there is anything left for 
you, though your own salary, which you should 
estimate at a fair and fixed sum, ought to go 
into the expense account. Where your receipts 
are mainly for labor, with a small proportion of 
actual goods and supplies sold, the expenses will 
naturally run to a much larger proportion of 
receipts than in the case of business more nearly 
a merchandising proposition. 

Seep Sack Separate 

As a matter of fact, good judgment would 
dictate the wisdom of keeping the merchandis¬ 
ing and labor parts of your business separate 
from one another, and it is with the merchan¬ 
dising phase that we are concerned in this dis¬ 
cussion. It is important for the plumber to 
know whether he is making a profit on what he 
sells, and he needs to know how much he is 
making and how to find out about it. You will 
find the study of the figures of your business 
interesting, and certainly it is of vital import¬ 
ance to your success. 

Important to Know 

Among other things, you need to know how 
to find what percentage of your cost of goods 
your selling expense is. Well, if your expenses 
are 25 per cent of your receipts and your re¬ 
ceipts are $10,000, your expenses are, as I put 
them, $2500. Take the expenses from the re¬ 
ceipts and you have $7500 left, which might be 
the cost of your goods, assuming you have no 
net profit above the expense item. Divide the 
expense sum by the cost of the goods, $7500, 
and you get 33 1-3 per cent as relation of your 
expenses to the cost of goods. 

If you know, then, that to sell your goods 
will cost you a sura equal to a third of their cost, 
you know how much to add to their cost to 
cover your expenses. If the bathtub costs you 


$27, you must add $9 in order to get out even. 
You must add to the $36, thus estimated, the 
profit you want as a net return on your busi¬ 
ness/ and that ought to amount to 10 per cent 
of the gross receipts, unless competition forces 
it below that figure. 

Let us figure on this with the net profit in¬ 
cluded. That means, then, that your cost of do¬ 
ing business, together with net profit, amounts 
to 35 per cent of the receipts. That percentage 
of $10,000 is $3500. If you get this much gross 
profit, it leaves $6500 as cost of goods; $3500 is 
53.8 per cent of the $6500 cost of goods. This 
tells you that to the cost of the bathtub ($27) 
you must add 53.8 per cent of that cost to cover 
your cost of doing business and your net profit 
That makes the price about $41.50. You get 
53.8 per cent of $27 by multiplying the two 
numbers, of course, remembering in multiplying 
that th 53.8 should, for that purpose, be re¬ 
garded as all to the right of the decimal 
point—.538. 

These figures are not intended to be repre¬ 
sentative, but are taken arbitrarily for the 
purposes of making the illustration concrete. 

It is simple enough to substract the cost of 
a heater or bathtub from the selling price and 
find out what the gross profit on that item is, 
and you can divide that gross profit by the 
selling price and you will know what percent¬ 
age of the price is gross profit, but that 
information is of little value. It does not go far 
enough. 

Get Costs From Inventory 

In order to have a reliable figure repre¬ 
senting the percentage expense of the whole 
business, you must know the cost of the goods 
you have sold during a certain representative 
period. To find the cost of the goods you 
have sold during the year, take the total pur¬ 
chases of stock as shown by the year’s invoices. 
If the inventory at the end of the year is 
larger than at the beginning, subtract this in¬ 
crease in inventory from the total purchases. 
If the inventory at the end of the year is 
smaller, add that decrease to the total pur¬ 
chases. That gives you the cost of what you 
have sold during the year. 

Thus you have the cost of goods sold for a 
starting point in your figures. By subtracting 
this from the gross receipts you can get your 
gross profit (by making proper allowances for 
book accounts). By adding to the cost of goods 
sold the total year’s expenses and subtracting 
the sum from the gross receipts, you get yonr 
net profit for the year. 

To find out what percentage of your receipts 
your cost of goods is, or your gross or your net 
profit, or your expenses, divide any of those 
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SCAIFE “Copper-Brazed” Garden Hose Valves 

TANKS Recognized Quality 


For Air, Gas and Liquids 


Wm.&Scaife&SonsCo. 

H.PA. 




Pneumatic and Storage Tanks 

Range Boilers, Riveted 
or Welded 


SEND FOE CATALOGUES 

WM. B. SCAIFE AND SONS CO. 

PITTSBURGH, PA 


Which command repeat orders for you 



88 South Dearborn St. 


Chicago, HL 


Sizes %" to 2%" inclusive. Both bent 
and straight Hose Spout. 

HAYS MFG. CO., Erie, Pa, 

W. Erwin Gilchrist 
Pacific Coast Representative 
681 Market Street, San Francisco. 



Ny* tbo Dio Man 


I can’t tell a lie about a Nye Die 

It is not because I am so good, but because the Nye 
Die is. 

I couldn’t tell a lie about the Nye Die if I tried. 
Whatever I said about the Nye Die would be true. 
That’s just how good this good Die is! 

THE NYE DYE 

Cuts faster, cleaner, easier than any other— 

That it is made of the best tool steel— 

That it will save time, temper and material— 

That it is the best pipe threading tool on earth— 

That no other die is even in its class. 

Ain’t it the truthf 

Yours truthfully, 


;■ 

We tolamnly twear and affirm that the 
above atatemente are true, 

The Plumbers of America 



The Nye Tool & Machine Works 

108-128 No. Jeff arson St. 

i _ 


Vje Armstrong Dl# 


Chicago, m. 


Vy« Solid Dio 
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respective sums by the gross receipts, or sales. 

Any of these percentages of gross receipts 
may be used to enable you to find what per¬ 
centage of your cost of goods they would be. 
To find out what your gross profit percentage, 
for example, figures when changed into per¬ 
centage of cost instead of percentage of selling 
figures, use this method: Find the actual gross 
profit by multiplying the gross sales by the 
gross profit percentage. Subtract the sum thus 
obtained from the gross sales and divide the 
actual gross profit by this remainder. Thus: 
Your sales are perhaps $12,000. You have dis¬ 
covered by previous figures that your gross 
profit is 33 1-3 per cent of the sales; 33 1-3 per 
cent of $12,000 is found to be $4000. Subtract 
the $4000 from the $12,000 and you have $8000 
as the cost of the goods. Divide the $4000 by 
the $8000 and you get 50 per cent, which shows 
that your gross profit is 50 per cent of the 
purchase price. 

• In making up a set of business figures for 
comparative purposes, for comparing this year’s 
business with last year’s, or for comparing with 
jkhe business figures of someone else’s business, 
it is important that the same basis be used all 
the way through in both sets. That is, all per¬ 
centages should be based on either cost or sell¬ 
ing prices. To compare percentages in your 
business figured on sales, with percentages in 
iBome other business figured on wholesale costs 
would mean nothing. 

Figure Oort of Doing Business on Selling Price 

The proper way to figure cost of doing 
business and other percentages is upon selling 
prices. This is the usual way and the one gen¬ 
erally followed unless stated to the contrary. 
And the cost of doing business ought always to 
include the proprietor’s salary, interest on in¬ 
vestment, losses through unpaid accounts, etc. 

Business accounting has something about it 
that scares out many plumbers. Some men hate 
to dig into the figures of their business for fear 
of what they will find out, and that is just like 
being afraid to have the doctor examine you for 
fear he may find something the matter, or like 
not having an automobile engine inspected for 
'fear there is something wrong with it. 

You need to know what you have done 
during the year of business in order to know 
whether and how to continue. You ought to be 
able to figure each department of the business 
separately so you can determine whether you 
have some line of work or stock that is not pay¬ 
ing its way. The modern farmer keeps track 
of the output of each cow, and when he finds 
one that is only a boarder, he gets rid of her. 
You want to get rid of any line that is just a 
boarder. You ought to be as good a business 
man as the farmer. 

I In order to reduce percentages to actual 
;sums in your own business, from the cash re¬ 
ceipts of the year subtract the total payments 
for goods. This gives what may be roughly 


called the gross profits. From the gross profits 
subtract the total expenses, and you will have 
the net profits, if any. Of course, these figures 
are subject to changes in the inventory. If the 
inventory shows a gain, you have something to 
add to the profits. Add to the gross profits 
figure any increase in inventory, and likewise 
subtract any inventory decreases. 

When Tou Need Figures 

You may be satisfied to go along without 
keeping any accurate business figures. You 
may be making a living and perhaps increasing 
your stock on hand. You may be morally cer¬ 
tain of this and you may have plenty of money, 
but moral certainties cut very little ice when 
you want to sell your business or when you 
have to settle with the fire insurance company. 
Only actual business figures count in such in¬ 
stances, figures based on inventories, invoices 
and sales sheets. 

The buyer of a business is going to insist 
upon seeing just what you have done and how 
you have done it. He will want to see your 
bank book and he may inquire about items 
that lead him to suspect a padding of the sales. 
The fact that you have had a living and have 
laid up some money as you went along means 
nothing unless you can show that the money 
came from the business. 

In figuring your expenses don’t neglect to 
put in rent because you own your building. 
Some men reason that rent costs them nothing 
because they use their own building. That is a 
mistake, and there ought to appear in the ex¬ 
penses the items that correspond to rent, such 
as taxes, upkeep, depreciation, insurance, water 
rent, etc. The income tax requirements are 
opening men’s eyes to these things. You cannot 
keep $5000 or more invested in the building you 
use and figure no return from that investment 
without taking a loss you forget about. That 
$5000 would bring you 4 per cent in a savings 
bank. 

Get All the Expenses In 

Now and then there is a plumber who makes 
too small allowance in his expense account for 
help because members of his family help run the 
business and do not draw actual wages from 
him. When you leave out such items you may 
fool yourself, but you cannot in that way fool 
your banker when you get into a tight place. 
Get all the expenses in and allow for them in 
making your prices on work and goods and 
supplies. 

You need to know your net return because 
if your business does not pay you a suitable net 
profit over and above your salary allowance 
you might better be working for some one else 
with your investment where it will at least 
bring savings bank return, while you let some¬ 
body beside yourself take the risk,* and do the 
worrying. 

There are losses on depreciated stock that 
are not always taken as they should be because 
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the stock is not often inspected. There is de¬ 
preciation in tools and equipment which is not 
obvious because the outfit remains in use and 
apparently is efficient enough, but some day 
there comes a breakdown and the depreciation, 
if not previously taken bit by bit, comes in a 
lump and the business makes a poor snowing 
on that account. When it comes to insurance or 
to selling the business you will find the other 
fellow will take account of depreciation in 
equipment, even if you have neglected to do 
that yourself. 

Figuring depreciation on equipment annu¬ 
ally distributes necessary losses over such a 
period that they do not deceive you into think¬ 
ing you are worth more than you are. Even if 
you think this makes no difference to you, it 
will make a difference when you die or retire 
from business. 

Banker Wants Beal Accounts 

When it comes to borrowing money at the 
bank, the modern banker insists upon knowing 
what your business is doing. If you have little 
or no obvious assets, the banker is sure to want 
to know all about the figures of your business, 
percentages and actual amounts. If you have 
a large amount of tangible assets and still want 
to borrow, the banker then may be suspicious 
that there is something he does not understand. 
You will have to be able to show figures 
anyway. 


TURNER N«w Gasoline - Koroaono Torches 

The Burners are all constructed 
alike, containing all the patent fea¬ 
tures, however different in size ac¬ 
cording to price. The baffle in the 
burner will generate the low grade 
gasoline or kerosene without adjust¬ 
ment. The adjusting needle elimi¬ 

nates enlarging of orifices that make 
all burners useless. The flared tube 
will siphon the correct amount of 

air regardless of adjustment or size 
of flame. The patent pump involves 
the parachute principle. Leather is 
free and will not wear. Drip cup 
made of sheet steel stamped, copper plated. Burner 

generates easily and produces more heat on less fuel 

than our old line. Our Triple Jet takes the place of 
our well known Double Jet, involving all the new patent 
features. A trial order will convince you. If not satis¬ 
factory, money refunded. All parts interchangeable. 
Jobbers will carry repairs—not necessary to be without 
torch—fix it yourself. With ordinary use a torch will 
last a life time. 

THE TURNER BRASS WORKS - Sycamore, Iffinots, U. S. A. 


You cannot know what you are doing unless 
you have your business figures down in black 
and white, and you cannot show any one else 
what you are doing unless you have the figures. 
Bankers, prospective purchasers of the business, 
insurance men, and, in the end, the executors of 
your estate, all want figures, not guesses. The 
actual standing you hold in the financial world 
around you is based not on what you think you 
have been doing, but on what you have actually 
done and can prove by figures that you have 
done. 

Cut out the guesswork and get down to 
arithmetic. You will probably get your own 
eyes opened. Your business figures, when you 
make them for the first time, will contain some 
surprises for you. 



No. 71 Fire Pot. List Price, Each, $27.20 
Ask for Discount 

The Hottest Fire Made 

The No. 71 C. & L. Fire Pot is the Hottest Tire 
made and it is Smokeless, Odorless and Noiseless. 
Every mechanic knows what that means. The 
tank is made of seamless drawn steel, with aU 
fittings welded in, and is practically indestructi¬ 
ble. It has a sub-flame so that the burner can be 
turned down low when not in use, thus saving 
fuel and time. The No. 71 will heat 12-lb. coppers 
as fast as two mechanics can use them. Jobbers 
supply at factory price. Send for catalog. 

CLAYTON & LAMBERT MFO. CO. 

Detroit, Mich., U. S. A. 



STOVE & FURNACE REPAIRS 

Welding for AU Makes Repairs and Wicks for New Perfection and Puritan Oil Stoves and Heaters 

jobbers TVfY FR S. RUBENS WHOLESALERS 

PI AT 17 P Q °° ld » Nickel, Bronze, Copper, pi A T 17 P C 
I Lr\ 1 Hi IV J Brass, Blue and Gun Metal Oxidizing 1 L 1 Hi lx ij 

GALVANIZING RESILVERING RETINNING 

Demountable Rime, Etc. Head and Spot Lights Milk and Ice Cream Cans, Etc. 

Silver Ware Refinished 

1009 W. FIRST AVE. Also Rented for Weddings, Banquets, Etc. SPOKANE, WASH. 
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DEALERS!! 


“Lifetime” 
Trade Mark 
the Guarantee 
of Quality 



Manufactured 

at 

Oakland 


ALUMINUM PRODUCTS CO. of H** eg* OAKLAND, CALIFORNIA 


Spokane Stove & Furnace Repair Works 


INCORPORATED 


SPOKANE, WASHINGTON 


Jobbers and Wholesalers 

OF 

Stove Repairs 


MANUFACTURERS OF 


ORIGINAL DIAMOND 
STOVE BREAKOFF 

REPAIRS BACKS 

Efficient Service : Superior Quality : We Solicit Your Inquiries 

“The Largest Stove Repair House in the Northwest ” 
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The following are the present market retail selling prices of merchants in some of the large cities. At the 
request of many merchants in smaller towns and cities who do not have the opportunity of checking up their 
prices often, we revise these prices each month. In communities removed from the larger cities, transportation 
charges would of course be added. As the overhead expense of a retail business in any part of the United States 
ranges from Z0% to 2o%, many merchants use these prices to save time in figuring their own We will be triad 


AM M UNITIO N—Cartridges—M e t all ie 
Box. 
Semi-Smkla 

Blank Him Fire Less Smk Smkla 


22 


32 Short . 

.40 

.. . 

Blank Center Fire— 

32 S & W. 

.75 


38 S 6c W. 

.90 


38 Long Colt. 

1.35 


44 W 0 F. 

1.65 


Shot Rim Fire— 

22 Long . 

.65 

.70 

32 Long . 

1.20 

Shot Center Fire— 

82 SAW. 

1.10 


32 W 0 F. 

1.45 


38 8 A W. 

1.30 


38 W 0 F. 

1.65 


44 W C F. 

1.65 

1.90 

44 X. L. 

1.85 

2.05 

44 Game Getter. 

1.65 

1.90 

Rim Fire. Ball— 

BB Caps. 


.40 

CB Caps . 


.50 

22 Short . 

.30 

.35 

22 Short H P. 

.35 

.40 

22 Long . 

.40 

.45 

22 Long H P. 

.45 

.55 

22 Long Rifle . 

.45 

.50 

22 Long Rifle, H. P.. . 

.50 

.55 

22 W R F. 

.60 

.65 

22 W R F, H P. 

.65 

.70 

22 Win Auto . 


.65 

22 Win Auto, H P. 


.70 

25 Short Stevens. 

.70 


25 Stevens . 

.95 


32 Short . 

.75 


32 Long . 

.85 


88 8hort. 

1.10 


38 Long . 

1.40 


41 Short . 

1.20 


Center Fire Pistol— 

22 Win. 88. 

1.50 

1.75 

25 Colts Auto . 


1.60 

25 20 Single Shot. 

1.75 

2.05 

25-20 Win . 

1.55 

1.80 

25-20 Win HV. 


2.00 

7.63 MM-Mauser. 


2.40 

7.65 MM Mauser. 


2.40 

© MM-Luger . 


2.60 

82 Colts Auto. 


1.75 

82 Colts Short. 

1.10 

1.20 

82 Colts Long . 

1.25 

1.85 

82 Colts Police Positive. 

1.25 

1.85 

82 8 A W. 

1.10 

1.20 

82 8 A W Long. 

1.25 

1.85 

82-20 Marlin. 

1.55 

1.90 

82 Winchester . 

1.65 

1.90 

32-20 Win HV. 


2.00 

85 S A W Auto. 


1.75 

88 Colts Auto . 


2.50 

38 Colts Short. 

1.40 

1.55 


as to any prices quoted herein and ar 

38 Colts Long.. 

1.50 

1.60 

38 Colts Police Positive, 

1.40 

1.55 

38 S & W .. 

1.55 

1.65 

38 SAW Special. 

1.70 

1.80 

38 \\ inchcster .. 

1.85 

2.30 

41 Col18 Short DA . . . . , 

1.65 

1.80 

41 Colts Long DA. 

1.90 

2.15 

44 Boll Dog. 

1.75 


44 S A W Amer. 

2.00 

2.15 

44 S & W Hus. 

2.15 

2.30 

44 S A W Special. 

2.30 

2.50 

44 Webley . 

1.80 


44 Winchester . 

2 00 

2 45 

45 Colts . 

2.15 

2.40 

45 Colts Auto . 

. .. 

2.90 

Center Fire Military and Sporting— 

22 Savage . 


1.60 

250-3000 Savage . 


1.75 

25-21 Stevens . 

2.80 


25-25 Stevens . 

1.90 

2.85 

25-35 Winchester. 


1.40 

25-35 Short Range . . . . 


1.40 

25-36 Marlin . 


1.40 

25 Remington Rimless. . 


1.40 

6 MM U S N. 


2.10 

7 MM Spanish Mauser. 


2.10 

7.655 MM Bel Mauser. 


2.1 ) 

8 MM Mauser . 


2.10 

9 MM Mauser . 


2.30 

30-30 Winchester. 


1.60 

30 Remington Rimless.. 


1.60 

80 Government Riialesa. 


2.30 

303 Savage . 


1.60 

82 Remington Rimless.. 


i.eo 

32 40 Winchester . 

1.20 

1.35 

32 40 Winchester H V.. 


1.60 

32 Winchester Slf Ldg. . 


2.80 

82 Winchester Special. . 

. . . 

1.60 

33 Winchester . 


2.10 

35 Remington Rimless.. 


1.75 

35 Winchester . 


2.30 

35 Winchester Slf Ldg.. 


2.90 

351 Winchester Slf Ldg. 

. . . 

8.30 

38-55 Winchester Lead.. 

1.46 

1.75 

38-55 Winchester HV. . . 


1.95 

38-56 Winchester . 

1.45 

1.75 

40-60 Marlin . 

1.50 

• • * 

40-60 Winchester . 

1.50 

• . . 

40-65 Winchester . 

1.50 

1.75 

40-70 Winchester . 

1.55 

e • • 

40-72 Winchester . 

1.55 

1.80 

40-82 Winchester . 

1.55 

1.80 

401 Winchester Auto... 

... 

1.70 

405 Winchester . 


2.50 

45-60 Winchester. 

1.55 

. . . 

45-70-405 Government. . . 

1.55 

1.80 

45-75 Winchester . 

1.55 

. . . 

45-90 Winchester. 

1.65 

1.80 


oz, drop shot.$1.30 

3 drs x 1 % oz, 24 gra. x 

1 % oz. drop shot. 1 . 3 S 

BYi. drs. x 1 Vs oz, 26 gra. 

x oz. f drop shot. 1.2S 

3 K drs. x 1 % oz., BB shot, 

drop shot . 1 . 3 S 

3^4 dra. x Buck shot, drop 

. 1.86 

16 2^4 dra. x % oz., 22 gra. x 

% oz., drop shot. 1 lg 

2 % dr*, x % oz., BB shot, 

drop shot . 1 80 

20 2!4 dra. x % oz., 18 gra., x 

\ oz., drop shot. 1.16 

HIGH GRADE SMOKELESS— 

12 8*4 drs. x 1 % oz., 26 gra. x 

1*4 oz., chilled shot. 1.40 

3H dra. x 1 % oz., 28 gra. x 

1H oz., chilled shot. 1.45 

16 2% dra. x % oz., 22 gra. x 

% oz., chilled shot. 1 80 

20 2J4 dra. x % oz, chilled 

Bho * . 1.24 

2ft dra. x % oz, chilled shot 1.86 
Trap Loads— 

’II? 5 r ‘- x ol - 7 * i.»* 

s * d , r8 V, x 0, < 1.40 

Black Powder—Loads— 

12 3% dra. x 1 *4 oz., drop shot 1.06 
Capa and Primers— 

Percussion .20 

Musket Capa.. ^25 \! * * 

Primers, 100 in box... .35 ’’ * * 

Primers, 250 in box... .80 

Empty Paper Shells—Black poir.~ 
12, 16, 20, Ga. per 100. ... 1.50 

10 Ga. per 100. 1.65 

MEDIUM GHADE SMOKELESS— 
12, 16, 20, 28 Ga. per 

100 .:. 

10 Ga. per 100. 


1.80 

8.10 


8HELL8, LOADED— 
MEDIUM GRADE. 

BULK—SMOKELESS. 
12 8 dra. x 1 os.. 24 


are, x 1 


HIGH GRADE SMOKELESS_ 

12, 16, 20, 28 Ga. 

10 Ga. per 100. 

Empty Braaa Sheila— 

Best qual. 12, 16, 20 

28, Box 25. 

2nd Qual. 12, 16, 20 

28, box 25.. 

Wads— 

Cardboard, box 250... 

Black Edge, Reg, box 

250 . ., 

Black Edge, U, in., 125 

in box. 

Black Edge, ^ in, 250 
in box . 


8.80 

8.40 


8.76 

8.10 

39 

.60 


JO 


AJ>ZES—All makea of Lipped Ship Adzes, 4 to 6, $.5.50; 
larger, $6.00. 

Lippincotta—House, $8.50; 8hip, $4.00. 

Whites or Bartons—House, $5.00. 

Ship Axes and Slicks—AU makes Ship Axes, $5.50: all 
makes Slicks, 8 to 8V4, $5.00; Standard Slicks, $4.75. 
ALUMINUM WARE. CAST— 

Bottles, Hot Water- 

Universal . 8.50 

Griddle*— 

. 4.25 
, 4.85 
. 5.60 
. 5.00 
. 6.00 


Size 7 

Siae 8 . 

Sfce 0 . 

Size 10 . 

Size 12 . 

Kettlea, Berlin 

quarts.7.00 

4 quarts. 8.25 

6 quarts.10.00 

6 quarts.11.00 

Kettlea, Maalin— 

4 quarts. 6.50 

6 quarts. 7.00 

8 quarts. 0.75 

18 quarts.18.25 

Kettles, Tear— 

Size 6. 


Size 7. 9.50 

8ize 8.10.00 

Pans, Lipped Sauce— 

2 quarts. 6.00 

8 quarts. 6.75 

4 quarts. 7.25 

Skillets— 

Size 6. 4.50 

Size 7. 4.75 

Size 8. 5.15 

Size 9. 6.00 

Spoons, Basting— 

15-inch .30 

Spoons, Mixing— 

18-inch, Slotted.80 

Waffle Moulds- 

Size 7, Low. 6.00 

Size 8, Low.6.50 

Size 7, Deep. 6.50 

Size 8, Deep........ 7.25 


ANVIL8—Vuloan No. 2, 20-lb, $8.75; No. 3, 80-lb, 819 00* 
No. 4, 40 lb, $12.00; No. 5, 50 lb, $13.50; No. 6. 60 lb 
$15.00; No. 7, 70 lb, $17.50; No. 8, 80 lb, $19.50. Tren^ 
ton or Columbian—80 to 425 lbs, 85c per lb.; 70 to 79 lbt, 
35^c per lb.; 60 to 69 lbs, 86c lb.; 60 to 69 lbt, 87c lb. 
With Clip Horn 2c per lb. extra. 

ANTIMONY—Slab, 25e lb. 

APRONS—Carpentere—California Leg, 82.26; No. 18 i 4 «r 
Brown, $1.75; No. 8 Short Brown, 76e. 


_ 8.50 _ __ 

ANCHORS—8crewa per 100, 3-16, $4.15; *4, $6.25. 

Sebco, 8-16x *4 in. -K in. -1 in, $1.75 per hundred net 
K x)i in. *K in. -1 in, $1.96 per hundred net. 


UGURS—Greenlee Carpenters* 

Nat, No 

Size 

H 

% 

K 

Each . 

...$1.40 

$1.40 

$1.56 

Size . 


1H 

IK 

Each .... 


. 8.50 

4.00 

16ths .... 

. . .8-10 

11-12 

13 

60 each . . 

... 1.65 

1.80 

1.95 

62 each . . 

... 2.00 

2.15 

2.85 

16ths . 

... 17 

18 

19 

60 each . . 

... 2.40 

2.40 

2.70 

62 each .. 

... 2.90 

2.90 

8.25 

16ths. 

... 28 

24 

25 

60 each .. 

... 8.45 

8,45 

4.05 

62 each .. 

... 4.15 

4.15 

4.85 

16ths . 

... 29 

80 

81 

60 each .. 

... 5.70 

5.70 

6.75 

62 each . . 

... 6.85 

6.85 

8.10 


ASBEST08— 

Mill board, 80c lb.; Cat, 85* lb. 
Paper, 80e lb.; Cat. 86* lb. 


% 

8U0 

2 

4.75 
14 
1.95 

2.85 
20 
2.70 
8.26 
26 
4.06 

4.86 
32 

6.76 

8.10 


1 

$2.15 

2)4 

7.50 

16 

2.20 

8.60 

21 

8.00 

8.60 

37 

4.80 

6.76 


IK 

$8.76 

18.60 

10 

2.20 

8.00 

22 

8.00 

8.00 

28 

4.80 

5.75 
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HARDWARE WORLD 

RETAIL BELLING PRICES—Continued. 


Biggins, Coffee 


1.20 

1.80 

1.40 
1.60 
1.76 
1.90 
2.10 

2.40 


Boilers, Coffee 


Boilers, Rice 


0 
01 
00 
010 
020 
080 
040 
050 

60 
70 
80 
90 
100 

14 
16 
18 
20 
22 
24 
26 
28 
86 

26 
28 
80 
82 
84 
86 

Buckets, Covered 

21 .60 

21% .70 

22 .75 

28 .86 

24 . 1.05 

26 . 1.25 

28 . 1.50 

80 . 1.85 

82 . 2.25 

150 .75 

250 .85 

850 . 100 

450 . 1.18 

650 . 1.50 

850 . 185 

1050 . 2.25 

1250 . 2.50 


Bowls, Wish 


1.66 

1.85 

2.25 

2.75 

8.76 

1.85 

1.50 

1.75 
2.00 
2.25 

2.50 

8.00 

8.76 

4.50 

.55 

.60 

.70 

.80 

.95 

1.05 


110 

111 

112 

118 

502 

508 


Buckets, Dinner 


2.50 

2.60 

8.75 

9.15 

2.00 

2.25 


(ksmben 

1 .75 

1 % . .95 

2 .. 1.10 

8 . 1.25 

Chamber Covers 

10 .40 

1HO . .45 

20 . AO 

80 . A5 

Oo lenders 

1 . .75 

2 .85 

8 . 1.10 

104.75 

206 .86 

806 . 1.00 

407 . 1.25 

Cups 

8 (Mug).80 

6 .50 

8 .25 

9 .80 

10 .80 


L 

10 M.80 

11 .85 

A G ENAMELED WARE 

Kettles, Tee 

80 . 1.15 

81 .50 

32 . 00 

Pitchers, Molasses 

601 83 

25 .80 

40 . 1 85 


Pitchers, Water 

40 .45 

50 . 1.50 

84 . 75 

120 ...60 

60 . 1.65 

35 . *90 


Cups and Saucers 

20 .50 

400 .60 

70 . i.85 

86 . 1 00 

4 . . . . 1 65 

80 . 2.15 

90 . 2.50 

Pans, Milk 

Plates, Deep Pie 

89 . an 

Cuspidors 

10. 70 

Lsdles, Deep 

100 .40 


40 . 45 

11 . 36 

Plates, 8 hsllow Pie 

27 .. 

20 ftf) 

110 .45 


an i no 

120 .50 

20 .... '45 

28 . 85 

100 1 R 6 

101 .40 

30 . T 50 

29 .40 

200 1 25 

111 .45 

40. 00 

80 . 45 

240 . 1 80 

121 .50 

50 . 70 

Plates, Dinner 

19 .40 

Ron 1 05 

Measures 

60 . «0 

Dippers, Cup 
in 45 

80 . 05 

20 . 45 

02 .45 

100 . 1.05 

Pots, Fireless Cooker 
1450 . 2.25 


03 . 55 

120 . 1.15 

Dippers, Windsor 

110 . 50 

04 . 75 

Pans, Convex Sauce 

02 . 80 

1650 . 8 00 

05 . 1 00 

1850 . 8.25 

06 . 1.40 

11 Graduated ... .75 

Pails, Chamber 

1 . 2.00 

Pots, Coffee 

2% . 70 

112 .55 

03 . 05 

114 , . flO 

04 . t r 1 10 

uippers. Suds 

2 .60 

- 05 1 25 

3 .75 


5 . 85 

2 . 2 25 


15 . 1.00 

4 .. 

3 . 2 50 


25 . 1.10 

Dishes, Soap 

4 . 3.00 

012 2 40 

35 . 1.25 

Pails, Water 

Pans, Combination 
Sauce 

1 D . 2.25 

10 T $ 25 

45 . 1.35 

60 . 45 

55 . 1.50 

Fillers, Fruit Jar 

20 .. 40 

112 . 2.00 

114 . 2.25 

Pots, Tea 

00 . 75 

Flasks, Coffee 

Pans, Bed 

1 . 4.50 

Pans, Lipped Sauce 

10 . 40 

01 . 85 

0 . 95 

10 . 1.05 

20 . 1.15 

Funnels, Pieced 

01 AK 

Pans, Douche 

2 . 3.00 

12 . 45 

14 . 50 


Pans, Bread 

11 .60 

16 . 55 

40 1 45 

os :::::::::::: Is 

18 . 60 

20 . 70 

22 HO 

Pots, Straight Sauce 
018 . 1.25 

04 . 60 

12 . 65 

05 . 80 

06 . 1.00 

13 . 80 

Pans, Cake 

g . 40 

24 . 90 

020 . 1.25 

022 . i so 

Kettles, Convex 

02 . 80 

2 ft 11 ^ 

024 . 1.85 

10 . 45 

30 1 06 

026 . 2.25 

03 . 95 

no an 

Pans, Straight Sauce 

150 . 70 

028 . 8 00 

04 . l.io 

70 46 

030 . 8 25 

05 . 125 

OAA 66 

032 . 3 75 

06 1 85 

Pans, Com Cake 

706 . 80 

709 . 1.10 

712 1 25 

250 . 85 

Pota, Soup Stock 

818 . 18.00 

824 . 15.75 

336 . 18.00 

08 1 65 

350 . 1.00 

010 . 2.00 

012 . 2.35 

212 . 1.50 

450 . 1.15 

650 . 1.50 

Pans, Stew 

8 . 45 

Pans, Muffin 

012 n tfl 

214 . . 1.85 

218 ... 8 75 

216 . 2.15 

406 . 70 

4 . 55 

224 ii nn 

218 . 2.50 

409 . 95 

6 . 60 

2 BR * «An 

220 . 8.00 

412 .. 1.10 

Pans, Deep Pudding 

50 . 85 

6 . 70 

Roasters 

150 . 8 71 

222 . 8.85 

16 . 55 

Kettles, Limped Preserv- 
14 . . n * .... AO 

18 . 60 

20 . 70 

22 . 80 

100 . 40 

180 . 4 75 

150 . 45 

onn sn 

Skimmers, Flat 

1 A 4ft 

16 . 55 

nnn 66 

24 . 90 

12 

18 . 60 

20 . 70 

22 . AO 

400 . 60 

500 . 70 

600 $0 

Pans, Oblong Stove 

04 . 55 

100 . 65 

Spoons, Basting 

10 . 25 

12 30 

24 . 90 

AOO 05 

200 . 70 

14 3 (v 

26 . 1.00 

28 . 1.15 

1000 . 1 05 

300 . 1.00 

lfl . 3* 

Pans, Dish 

15 . 2.25 

RO 1 R5 

825 . 1.10 

1 A A A 

30 . 1.88 

32 . 1.50 

350 . 1.25 

400 . 1.35 

8 tesmers 

86 . 2.00 

40 . 8.00 

100 . 1.50 

425 . 1.50 

ft 1 G ft 

140 1 76 

475 . 1.65 

Steepsrs, Tea 
* . 70 

2 . , 00 

50 . 4.50 

170 9 no 

550 . 2.10 

Kettles, Milk 

71 . 75 

72 . 98 

210 . 2.25 

Pans, Square Stove 

110 . 95 

111 . 1.00 

800 . 8.50 

400 . 5.25 

Tubs, Oval Foot 

0 17$ 

73 . 1.10 

Pans, Rinsing 

08 . 1.25 

112 . 1.10 

1 200 

74 . 1.85 

113 . 1.25 

9 - - r - - - * 2 00 

Kettles, Tee 

71 . T5 

010 . 1.35 

114 . 1.50 

2 . $00 

014 . 1.65 

115 . 1.65 

4 - - r - - - T 8 75 

72 .95 

73 . 1.10 

74 . 1.35 

017 . 1.85 

Pans, Lipped Fry 

30 .45 

116 . 1.85 

118 . 2.00 

120 . 2.25 

Turners, bake 

18 . A5 

14 . AO 


Wieking, %-lb. balls, 70c each. 
Wieking, 1-lb. lots, $1.35. 

Cement, per sack, $7.25; per lb, 10c. 
AXES— Plumbs’ Hunter’s handled, 12 oz„ 


$2.00; 1 lb., $2.25; 


1% lb., $2.25. 

Boy Scout—Handled with sheath, $2.25; without sheath, 
$1.85; sheaths, 75c. 

Double Bit—Handled, $4.50; unhandled, $8.00. 

Single Bit—Handled, warranted, $4.00; second grade, 

$8.25. 

BAGS—WATER— 

% gallon.100 

1 gallon. 1.5C 

2 % gallon. 2.00 

5 gallon. 8.75 

BABBITT—Frictionless, 55c lb.; Magnolia, 50c lb.; No. 4, 
18c lb.; No. 2, 22c lb.; No. 1, 25c lb.; No. A (genuine), 



Faucet, 8% gallon.... 8.50 

Faucet, 5 gallon. 4.25 

Filter, 6 gallon. 6.25 


$1.10 per lb.; Challenge, $1.10 lb.; Special Motor, 
Excelsior, 30c lb.; Acme, 75c lb.; XXXX Nickeled, 
BARS—Crow, Pinch Point No. 10, 20c lb. 

20c lb.; Lining No. 30, 20c lb.; Digging 
Tamping No. 25, 16c lb.; Claw No. 20, 20e lb. 
Wrecking, Goose Neck No. 8657—% a 18, 56c _ 

Neck No. 3659, \ x 24, 85c each: Goose Neck 
\ x24, $1.00 each; Straight Chisel No. 14, %xl5, 
BATTERIES, DRY CELL—Columbia. No. 6 , 60c CM 
60c each; No. 16, $1.40 each. Rea Devil or Red _ 

6-D, 60c each. Hot Shot Multiple, No. lt»62, m 

No. 1662. $4.35 each. Ever Resay, same price as (_, 

Red Seal same price as Columbia and Ever Htofrtpf 
Sparkers. 1 

BELLS—Alarm—House, 90c each. Cs IL.ateel, Ire* 
each; Call, bell metal, bronze base, $1.40; Goa 
steel, 90c; Gong, polished bell metal, 6*iad 
6 -inch, $3.75; 7-inch, $5.25; 8-inch, $7.25; It 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


BELLS—Continued— 

12-inch, $23.50. Rotary door, bronze, 85c each; steel, 85c; 
iron, 85c; copper, 85c. 


BOARDS, WASH—Brass, $1-25 each; Toy, Zinc, 25c; Single 
Zinc, 85c; Double Zinc, $1.15; Qlass, $1.10; Bine Enamel, 
$1.75; Single Zinc, 95c. 


BELLS—Farm—(100 lb.), $16.00. 

BELL8—Kentucky Cow—No. 0, $1.75; 1, $1.45; 2, $1.15; 

3, 85c; 4, 75c; 5, 70c; 6, 45c. 

BELLS—Electric—2 V* inch, Eclipse Iron Box, 90c each; 6-la. 
Nonpareil, $1.00. 


BELL STRAPS— 

Oow—1% lb., $1.00; 1H lb., $1.15; 1% lb., $1.35. 
BEVELS—Sliding T—No. 18, 6-in., $1.10; 8 in., $1.35; 10-in„ 


$1.60. No. 25; 6-in., 75c; 8-in., 
$1.00. No. 1—Odd Jobs, $1.10. 

85c; 10-in. 

90c; 

12 in., 

B IBBS—Compression— 

tt-in. 

%*in. 

%-in. 

1 -in. 

Plain—Rough brass . 

_ 1.50 

1.95 

2.60 

• • • • 

Finished brass 

_ 1.70 

2.15 

2.85 

5.20 

Nickel plated 

_ 2.00 

2.45 

3.20 

5.65 

Hose—Rough brass . . 

_ 1.70 

2.15 

2.85 

9.90 

Finished brass 

_ 1.95 

2.40 

3.10 

5.75 

Nickel plated . 

_ 2.25 

2.70 

3.45 

... 


BITS—Auger— 


16ths 

R. J. 

Irwin 

Irwin Car 

Common 

3. 


$ .60 

$1.25 

$ .30 

4. 


.55 

1.25 

.30 

5. 


.55 

1.25 

.30 

6. 

.75 

.55 

1.25 

.35 

7. 


.60 

1.25 

.35 

8. 


.60 

1.25 

.35 

9. 


.65 

1.35 

.40 

10. 


.70 

1.50 

.40 

11. 


.75 

1.65 

.45 

12. 


.75 

1.85 

.45 

13. 


.85 

2.00 

.55 

14. 


.90 

2.10 

.55 

15. 


1.00 

2 25 

.65 

16. 

. 1.40 

1.00 

2.50 

.70 

17. 


1.25 

,,, , 

.75 

18. 

. 1.75 

1.20 

... 

.80 

20. 

. 2.00 

1.40 

... 

.85 

22. 

. 2.25 

1.60 

. .. 

.95 

24. 


1.80 


1.10 


Bits in Sets—Common, 6 bits, $4.00; 8 bits, $5.00; 

13 bits, $7 50. R. J„ 13 bits, $10.50. Irwin, 18 bits, $8.50; 
8 bits, $5.50. 

Ship Auger Car Bits same prices as Ship Augers. 
Expansive—Clarks' small, $2.50; large, $3.50; Steers, 
small, $3.75; large, $4.75. 

Expansive Bit Cutters—Clark’s No. 1, 45c; No. 2, 55c; 
No. 3, 75c; No. 4, 85c. Steers, No. 1, 75c; No.2, 80c; No. 
3, 85c; No. 4, 90c; No. 5, $1.25. 


BIT HOLDERS—Extension— 


Millers Falls, No. 8— 


12 . 


15 . 


18 . 


91 . 

. 2.35 

24 . 


Millers Falls, 

No. 5 1 — 

12 . 

. 1.75 

15 . 



18 1.90 

21 . 2.00 

24 . 2.35 

Stanley, No. 1— 

12 .2.00 

16 2.15 

18 . 2 25 

24 . 2.35 


BLOCKS—Wood Tackle 


12 . 

Steel Tackle 


Com 

Com 

Com 

Pat 

Pat 

Pat 

Sngl. 

Dbl. 

Triple 

Sgl. 

Dbl. 

Triple 

1.00 

1.80 

2.50 

1.40 

2.60 

8.35 

1.20 

2.15 

8.00 

1.55 

2.95 

8.80 

1.25 

2.30 

8.15 

1.65 

8.00 

4.05 

1.50 

2.75 

3.85 

1.95 

3.75 

5.10 

1.80 

3.30 

4.70 

2 25 

4.35 

5.80 

2.50 

3.85 

5.80 

2.95 

5 35 

6.95 

3.85 

5.90 

8.25 

4.50 

7.75 

9.80 

6.00 

. .. 

. . . 

6.90 

12.00 

15.20 



Tackle—Dbl. 

Galv.— 

176 


Size 

Single 

Dbl. Triple 

% 

3. . . . 

.95 

1.75 


1 

4. ... 

1.15 

. 2.15 

2.45 

1*4 

5. . . . 

1.35 

2.35 

2.55 

m 

6. . . . 

1.50 

2.75 

8.35 


1.... 

. 1.50 

2.75 

4.00 

2 

S. ... 

. 2.75 

4.50 

5.10 

2 V4 

lO. . . . 

4.25 

7.00 

7.50 No. 20 

Wood Snatch— 



12" 

6_ 


.. . . 

4.50 

14" 


Complete. 


8 . 

lO. 

13. 


6.50 No. 700 Climax— 
9.00 12" Complete... 

11.00 


. .20 
. .20 
. .25 

. .85 

. .69 

. .65 

. .85 

44.00 

50.00 

28.00 


BLOWERS— 

No. 400 Champion, without Tyere Irons, $40.00; 
Champion, complete, $42.50. 

No. 40 Lancaster, complete. $31.50. 

Royal H, without Tvere Irons, $46 00; complete 
No. 200 Buffalo, Complete—12-in„ $44.00; 14-in., 
No. 700 Climax—12-in. complete, $28.00. 


No. 400 

$48.50. 

$50.00. 


BOARDS, IRONING— 

With Table—No. 2. Plain, $2.50 each; No. 10 Springer, 
60x15 in., no sleeve board, $5.50; No. 20 Springer, 54x13 
in., no sleeve board, $5.25; No. 40 8pringer 50x12 in., no 
sleeve board, $4.50. 

Without Table (skirt Boards)—4-foot, $1.35 each; 5-foot, 
$2.00; 5 V*-foot, $2.25; 6-foot, $2.50. 


BOLTS—Common 

Carriage— 






Size 3-16"&*4" 

5-16 

* 

99 

7-16" 

V*" 

IV* 

.25 

1.65 

.35 

2.30 

.45 

3.15 

.60 

3.85 

.70 

4.70 

2 

.25 

1.80 

.40 

2.50 

.50 

3 40 

.65 

4.20 

.80 

5.20 

2V* 

.30 

2.00 

.40 

2.70 

.55 

3.65 

.70 

4.55 

.85 

5.70 

3 

.30 

2.15 

.45 

2.90 

.60 

8.95 

.75 

4.90 

.90 

6.15 

3* 

.35 

2.30 

.45 

3.10 

.65 

4.20 

.80 

5.25 

1.00 

6.65 

4 

.40 

2.50 

.50 

3.30 

.65 

4.45 

.85 

5.60 

1.05 

7.15 

4* 

.40 

2.65 

.55 

3.50 

.7v/ 

4.75 

.90 

5.95 

1.15 

7.60 

5 

.45 

2.80 

.55 

3.70 

.75 

6.00 

.95 

6.30 

1.20 

8.15 

5V* 

.45 

3.00 

.60 

3.90 

.80 

5.25 

1.00 

6.55 

1.30 

8.65 

6 

.50 

3.15 

.60 

4.10 

.85 

5.50 

1.05 

7.00 

1.35 

9.10 

6V* 

.55 

3.50 

.70 

4.55 

.90 

6.15 

1.10 

7.35 

1.45 

9.60 

7 

.55 

3.65 

.70 

4.75 

.95 

6.40 

1.15 

7.70 

1.50 

10.10 

8 

.GO 

4.00 

.75 

5.15 

1.05 

7.00 

1.25 

8.40 

1.65 

11.05 

9 



.85 

5.60 

1.15 

7.50 

1.35 

9.10 

1.80 

12.05 

10 



.90 

6.05 

1.20 

8.05 

1.50 

9.80 

1.95 

13.05 

11 





1.30 

8.65 

1.60 

10.50 

2.10 

14.00 

12 





1.40 

9.20 

1.70 

11.20 

2.25 

15.00 

14 




• • • • 




• • • • 

2.55 

17.00 

16 






.... 

a • • • 


2.85 

18.90 

18 









8.15 

20.90 

20 







. . . . 


8.45 

22.85 


BOLTS—Expansion—(See SHIELDS). 
BOLT8—Stove— 



V*. f 

>-32" 

3-16" 

% 


5-10" 



Size— 

Doz. 

100 Doz. 100 Doz. 

100 Dos. 100 Doz. 100 

% . . . . 

.10 

.70 

.10 .70 ... 





V*.... 

.10 

.70 

.10 .70 .15 

1.00 




%.... 

.10 

.70 

.10 .70 .15 

1.00 

.. . 




.10 

.70 

.10 .70 .15 

1.00 




% . . . . 

.10 

.75 

.10 .75 .15 

1.00 

T - - 



1 . . . . 

.10 

.75 

.10 .75 .15 

1.05 

.20 1.50 .25 2.20 

1V4.... 

.10 

.80 

.10 .80 .15 

1.10 

.20 1.55 .80 2.80 

1%-... 

.10 

.85 

.10 .85 .15 

1.20 

.20 1.65 .30 2.40 

1%.... 

.15 

.90 

.15 .90 .15 

1.25 

.25 1.75 .30 2.55 

2 . . . . 

.15 

.95 

.15 .95 .20 

1.30 

.25 1.85 .35 2.70 

2 V* ... . 



.15 1.00 .20 

1.35 

.25 1.95 .35 2.90 

2 V* . . . . 



.15 1.05 .20 

1.45 

.25 2.00 .35 3.05 

3 . . . . 



.15 1.20 .20 

1.60 

.30 2.15 .40 8.35 

3V*.... 



.20 1.35 .25 

1.85 

.30 2.40 .45 3.70 

4 . . . . 



.20 1.50 .25 

1.95 

.85 2.65 .50 4.50 

OLT8—Machine, Square Head and 

Nut— 





V4 

99 

5-16" 

% 


7-16" 

Size 

Doz. 

100 

Doz. 

100 

Doz. 

100 

Doz. 

100 

1-1V* 

$0.40 

$2.55 

$0.45 

$3.00 

$0.55 

$3.75 

$0.65 

$4.20 

2 

.40 

2.70 

.50 

3.25 

.60 

3.85 

.70 

4.50 

2 V* 

.40 

2 80 

.50 

3.35 

.60 

4.10 

.75 

4.80 

3 

.45 

2.90 

.55 

3.55 

.65 

4.30 

.75 

5.10 

3 V* 

.45 

3.00 

.55 

3.70 

.70 

4.55 

.80 

5.40 

4 

.45 

3.15 

.60 

3.90 

.75 

4.80 

.85 

5.70 

4 V* 

.50 

3.30 

.60 

4.10 

.75 

5.05 

.90 

6.00 

5 

.50 

3.40 

.65 

4.25 

.80 

5.30 

.95 

0.30 

5 V* 

.55 

3.50 

.65 

4.45 

.85 

5.50 

1.00 

0.00 

6 

.55 

3.65 

.70 

4.65 

.85 

5.75 

1.05 

6.90 

6 V* 

.55 

8.75 

.75 

4.80 

.90 

6.00 

1.10 

7.20 

7 



.75 

5.00 

.95 

6.25 

1.15 

7.50 

8 



.80 

5.35 

1.00 

6.75 

1.20 

8.10 

9 



.85 

5.75 

1.10 

7.20 

1.30 

8.70 

10 



.90 

6.05 

1.15 

7.70 

1.40 

9.30 

11 



.95 

6.45 

1.20 

8.15 

1.50 

9.90 

12 


. . . 

1.00 

6.75 

1.80 

8.60 

1.60 

10.5$ 



" 

% 

" 

% 

90 

% 

99 


Doz. 

100 

Doz. 

100 

Doz. 

100 

Doz. 

100 

1-1% 

$0.80 

$5.10 

$1.20 

$7.80 

$1.70 ! 

>11.65 



2 

.85 

5.75 

1.25 

8.40 

1.85 

12.35 

2.50 

16.80 

2 V* 

.95 

6.35 

1.35 

8.90 

2.00 

13.20 

2.65 

17.85 

3 

1.00 

6.60 

1.45 

9.50 

2.10 

14.00 

2.85 

18.90 

3 V* 

1.05 

6.95 

1.50 

10.10 

2.25 

14.85 

3.00 

19.95 

4 

1.10 

7.35 

1.60 

10.65 

2.35 

15.70 

3.15 

21.00 

4 V* 

1.15 

7.70 

1.70 

11.25 

2.50 

16.60 

3.30 

22.05 

5 

1.20 

8.10 

1.75 

11.75 

2.60 

17.35 

3.45 

23.10 

5 V* 

1.30 

8.55 

1.85 

12.35 

2.70 

18.15 

8.60 

24.15 

6 

1.35 

8.90 

1.95 

12.90 

2.85 

19.00 

3.80 

25.20 

6 V* 

1.40 

9.30 

2.05 

18.50 

8.00 

19.80 

8.95 

20.25 

7 

1.45 

9.65 

2.10 

14.10 

8.10 

2$.65 

4.10 

27.30 

8 

1.60 

10.50 

2.30 

15.20 

8.35 

22.25 

4.40 

29.40 

9 

1.70 

11.25 

2.45 

16.35 

3.60 

23.75 

4.75 

81.50 

10 

1.80 

12.00 

2.65 

17.50 

3.85 

25.55 

5.05 

83.60 

11 

1.90 

12.75 

2.85 

18.65 

4.10 

27.25 

5.85 

35.70 

12 

2.05 

13.50 

2.95 

19.75 

4.35 

28.90 

5.65 

87.80 

13 

2.15 

14.40 

3.15 

20.90 

4.60 

30.50 

6.00 

89.90 

14 

2.25 

15.15 

8.30 

22.05 

4.85 

32.20 

6.30 

42.00 

15 

2.40 

15.95 

3.50 

23.20 

5.10 

33.80 

0.60 

44.10 

16 

2.50 

16.75 

3.65 

24.45 

6.35 

35.50 

0.90 

46.20 

17 

2.65 

17.50 

8.85 

25.50 

5.55 

87.15 

7.25 

48.30 

18 

2.75 

18.25 

4.00 

26.60 

5.80 

88.75 

7.55 

50.40 

19 

2.85 

19.00 

4.15 

27.75 

6.05 

40.40 

7.90 

52.50 

20 

8.00 

19.85 

4.35 

28.90 

6.30 

42.10 

8.20 

54.60 

21 

3.10 

20.60 

4.50 

80.00 

6.55 

43.75 

8.50 

50.70 

22 

3.20 

21.40 

4.70 

81.20 

6.80 

45.40 

8.85 

58.80 

23 

3.35 

22.20 

4.85 

32.30 

7.05 

47.00 

9.15 

60.90 

24 

3.45 

23.00 

5.00 

33.45 

7.30 

48.70 

9.45 

63.00 

25 

3.55 

23.75 

5.20 

34.55 

7.55 

50.30 

9.75 

65.10 

26 

3.70 

24.50 

5.35 

35.75 

7.80 

52.00 

10.05 

07.20 

27 

3.80 

25.30 

5.55 

36.90 

8.05 

53.60 

10.40 

09.30 

28 

8.90 

26.10 

5.70 

38.00 

8.30 

55.26 

10.70 

71.40 

29 

3.95 

26.85 

5.85 

39.15 

8.55 

57.00 

11.00 

73.50 

80 

4.00 

27.65 

6.00 

40.30 

8.80 

58.50 

11.85 

75.00 
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HARDWARE WORLD 

RETAIL SELLING PRICES—Continued. 


BOLTS—Barrel- 

Extra Heavy Wrought 
Steel, Japanned— 

4- inch . .20 

5- iach .25 

6- inch .80 

8-inch .60 

Cast Iron, Japanned— 

• inch .15 

4- inch .15 

5- inch .20 

6- inch .25 

8-inch .40 

CHAIN— 

Cast Iron, Japanned— 

6-inch .50 

8-inch .60 

10-inch . 85 

Cast Iron, Amber or 
Bronzed— 

4-inch . .45 

6-inch .60 

8-inch .75 

Cast Iron, Ant. Copper 
or Dull Brasa— 

4-inch . . .*.75 

6-inch . 1.00 

8-inch . 1.25 

CUPBOARD, Japanned— 

8-inch .55 

6-inch .75 

10-inch . 1.76 

Cupboard, Other FinUhes- 

8-inch .75 

6-inch . 1.00 

BOLTS—Toggle—(See Toggle 
BOILERS—Range— 


30 gallon . 
40 gallon . 
52 gallon . 
66 gallon . 
82 gallon . 
100 gallon 


FLUSH, Angle—All Finishes, 
Cast Bronze— 

2- inch .40 

81-inch .50 

4- inch .55 

6-inch .70 

LEVER—Cast Bronze, All 

Finishes— 

8 M -inch . 1.10 

5- inch . 1.25 

T-HEAD—Wrought Bronze, 

All Finishes— 

3- inch .35 

4- inch . 40 

5- inch .45 

6- inch .50 

Cast Bronze, All Finishes— 

3- inch .50 

4- inch .55 

5- inch .70 

FOOT— 

Cast Iron, Japanned— 

6-inch .45 

8-inch .55 

10-inch .85 

Amber or Bronzed— 

6- inch .55 

8-inch .75 

Other Finishes— 

4-inch .75 

6-inch . 95 

8-inch . 1.10 

Foot Wrought Steel—Cup¬ 
board, Japanned— 

8-inch .65 

6-inch . 1.00 

10-inch . 2.25 

Bolts). 


Standard. 

. 22.50 
. 27.50 
. 44.50 
. 64.50 
. 76.85 
.105.85 


BOTTLES—Vacuum- 
Thermos— 


Universal— 


Universal— 

21 .8.25 


Ferrostat— 

504R .11.00 

505R 2-qt.16.00 

505N .16.50 


FILLERS—Thermos and 
verBal— 

% Pint. 

1 Pint . 

1 Quart . 

LUNCH KITS— 

Thermos— 

892 and 396 . 

393 and 397. 

394 and 398 . 

Universal— 

310 . 

320 . 

410 . 

510 . 

4070 . 

8070 . 

Thermos—Food Jars. 1 

600 . 4.50 

601 . 5.50 

602 . 7.75 

Thermos— Jugs. 1 

556 . .._10.25 

557 .10.25 

Thermos—Oases— 

104. 

104Q . 

114 .1 

114Q . 3 

180 . 1 

180Q . 3 


BOXES—Mail—Apartment— Standard style, $5.00 each; with 
mouthpiece and electric push button, $5.25. 

House—Oast Iron, 6x12, $1.25; Steel, 12x5 %x2 in., 
$2.75; Copper Finished, 10x5x2 in., $4.00; Sheet Metal, 
1x4x10 in., 30c; Sheet Steel. 11x5x2 in.. $2.25. 

Rural Delivery—Standardized, 18%x6%x7% 
Standardized, 23%xllxl4 in„ $4.25. 

BOXES—Mitre— 


Goodell— 

1285 26x4. 27.75 

1305 25x5. 30.75 

1306 30x5. 33.00 

Stanley— 

50Vfc . 13.50 

246 . 25.50 

858 . 82.00 

460 . 35.00 

Acme— 

72 .12.50 


78 .21-5$ 

74 . 28.06 

75 . 14-06 

New Langdom Imp- 

72 25.00 

78 25.75 

74 .31.50 

75 .33.00 

Steam's Perfection— 

20 ... 5.25 


BRACES— 

P. S. & W., No. 508, $1.85 each; 510, $1.40; 8808, $2.50; 
8310, $2.75; 3708, $3.75; 3710, $3.85; 8712, $4.00; 

4608, $4.50; 4610, $4.75; 4612, $5.00; 5008, $5.25; 5010, 
$5.75; 5012, $6.00; 5014, $6.25; 7008, $5.75; 7010, $6.00; 
7012, $6.25; 8208, $7.75; 8210, $8.00, 8212, $8.25. 

Stanley Ratchet, No. 921, 8-inch, $6.25; 10-inch, $6.50; 12- 
inch, $6.75; 14-inch. $7.00 

Stanley Corner, No. 992, 8-inch, $9.00; 10-inch, $10.00. 
No. 982, $5.75. 

BRACKETS—Shelf— 


Japanned— 

8x 4 . 

Pair 
... .25 

Copper, 
3x 4 

Brass, Nickel—Pair 

.40 

4x 5 . 

. . . .30 


.50 

5x 7 . 

... .40 

5x 7 

.70 

6x 8 . 

... .45 

6x 8 

. 90 

7x 9 . 

. . . .50 

7x 9 

. 95 

8x10 . 

. . . .60 

8x10 

. 1 00 

10x12 . 

... .75 

10x12 

. 1 30 

12x14 . 

... 1.25 

12x14 



BRADS—Wire— Bulk per lb. % -lb. pkga. k-lb. pkge. 

Vi and % -inch.30 .25 .15 

34 to 1 Vk -inch.25 .20 .15 

lk to 2-inch.20 .20 .15 

BRASS—Sheet—Soft, per lb., 75c; Half Hard, 80c; Sign, 80c; 

Spring, $1.05. 

BREAD AND CAKE MAKERS—Universal—No. 2, $2.75 each; 
No. 4, $4.50 each; No. 8, $5.50 each; No. 44, $4.50 each. 

BRIGHT WIRE GOODS—See Hooks and Eyes. 

BROOMS—House or Parlor— 

Finest selected, 16-15 in., $1.50 each; second grade, 14H 
in., $1 .35; third grade, 14 in., $1.10; common, 86c; Ware¬ 
house, $1.25; Railroad or Smelter, $1.25; Switch, small 66c, 
large, 90c; Toy or Hearth, 1 sew, 80c; 2 sew, 40c. 

Push or Street 


Bassine, 14-in. 1.75 

Bassine, 16-in. 2.00 

Steel Wire, 12-in. 1.00 

Steel Wire, 18-in.1.60 

BRUSHES— 

CASTING— 

Round .80 

Oblong.60 

Counter— 

Dusting, com.90 

Extra quality.1.20 

White bristles.1.75 

FLOOR— 

Fibre, 12-inch. 1.50 

Fibre, 16-inch. 1.90 

Hair, 12-inch .2.10 

Hair, 16-inch .2.65 

Mixed, 12-inch.1.75 

Mixed, 16-inch.2.00 

Bristles, 14-inch.5.00 

Bristles, 18-inch.6.25 

Garage— 

Fibre, 16-inch.1.00 

Fibre, 18-inch.2.26 

Fibre, 20-inch.1.60 

Paint—(Chinese bristles)— 


Rattan, 6 rows, 12-in. 1.50 
Rattan, 6 rows, 14 in. 1.60 
Rattan, 6 rows, 16 in. 1.75 
Rattan, 8 rows, 14 in. 1.25 


Fibre, 24-inch.1.15 

Gear— 

Handles.65 

Hand or Nail..... .10 

Horse— 

Rice Root, 12 V4 lb .. .75 

Rice Root! 18 lb- 1.15 

Palmyra Fibre, 12 % 

lb.65 

Palmyra Fibre, 18 lb. .15 

Mixed Fibre, 18 lb.90 

Ox Fibre, 8Hx9 in.. .75 
Ox Fibre, 4Kxll% in. .85 
Kalsomine— 

7-in., single.1.40 

8x7 % in blocks.... 6.75 
Marking—(Round)— 

White bristles— 

%*% in. .10 

11% in. a5 


Grade. 

1 

t 

8 

4 

5 

2 % -inch. 

.. .80 


.66 



8 -inch . 

.. .40 

.55 

.85 

1.60 


8 %-inch. 

.. .55 

.75 

1.05 

SJ5 

His 

4-inch. 

.. .70 

1.00 

1.65 

2.75 

8.50 

4%-inch. 

e • see 

1.60 

... • 

8.50 

4.00 


Hoofing—Knotted— 

8 knots, 14-lb. 

4 knots, 18-lb. 

Sash—Chisel Point— 

%xlH-in. 

%xl%-in. 

% x2-ln.. 

1x2% -in.. 

Scrub- 

Grey Tampico, 10*.. 
Gray Tampico, 11*.. 

Ox PibreTr'. 

Ox Fibre, 10*. 

Ox Fibre, 12*. 

White Tampieo, 8*.. 
White Tampieo, 11*. 
White Tampioo, 12*. 
Shoe- 

Dauber, wood. 

Dauber, iron. 

Brush only, % -in.... 


Brush only 1%-in... 

Combination .. 

Extra bristles. 

Best 1%-in. bristles 
Sink- 

Ox Fibre. 

Split Bamboo. 

Shaving—Rubber Set— 
Ebonlzed handle .... 
Boxwood, small . • • • 
Boxwood, medium.. . 

Boxwood, large. 

White Bone, small... 
White Bone, medium 

Octagon Bone. 

Octag. Bone, polished 
8tencil— 

1%-in., 2%-Ib.. 

1%-in., 9%‘lb. . 

1 %-in„ 6-lb. 

l%-ln„ 6-lb.. 
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BRUSHES—Continued— 



CHISELS— 

Socket 

Window— 


Squeeges, 10-ln. 

.80 


Firmer 

Gray fibre. 

, .75 

Squeegee, 12-in. .... 

.85 


Bev. Edge 

Black horsehair .... 

, .90 

Squeeges, 14-in. 

.40 

%. 

.95 

Pope’s Eye . 

, 1.15 

Squeeges, 16-in. 

.50 

% . 

- 1.00 


BUCKETS—(See Gale. Ware)— 

BURNERS —Lamp—%-inch wick, 10c each; 1-inch, 15c; 1%- 
inch, 30c. 

Lantern—For Cold Blast, %-inch wick, 10c each; 1-inch, 
15c; For Kerosene, %-inch, 10c; 1-inch, 15c; Lard, Sperm 
and Sig. Oil, %-inch, 10c; 1-inch, 15c. 

Rubbish —No. 1, 20-inch Steel, $9.00 each; No. 8, 80- 
inch Steel, $15.00. 

BUTTS—(See Hinges)— 

OALK8—Boot—Screw, all sites, box of 50, 75c; Drive, all 
sizes, box of 100, 85c; Tote, blunt, side, heel or country 
pattern, 15o lb. 

OANT HOOKS— Maple HdL Hickory HdL 

2%x4% . 8.00 8.65 

2%x4% . 8.25 8.75 

CAPS—Roofing. Per lb., 20c. 

CARBORUNDUM—Grain, per lb., bulk, 50c. 

CARRIERS—Timber—No. 425, 4-ft. maple, $3.75. 

CARRIERS—Hay—Using Manila rope for steel, wood, cable 
track, $12.00 each; using wire cable or manila rope for steel, 
wood, cable track, $15.75; 81ing, $22.00; Steel Hay Carrier 
Track, 35c foot; Steel Hay Carrier Hanging Hooks, 25c 
each; Rafter Brackets, 15c. 

CATCHERS—GRAS8—No. 9, all duck, $2.25; 10G, Galv. Bot¬ 
tom, $2.35; 11 all duck, $2.75; 12G Galr. Bottom, $2.75; 
RR1, $1.00; Eureka, 85c; 16G, $1.50; 6G, $1.85. 

CESSPOOL8—BELL— Hinge. 

2-inch 6x0 Bell. 1.40 

8-inch 9x9 Bell.2.00 

4-inch 18x18 Bell. 4.75 

CHAINS—Tire. 


Loose. 

1.15 

1.80 

8.75 


Siae 

Tire—Weeds 

Pair 

4% x33 . 


8 x30 . 

. . 4 50 

4 %x34 . 

. 7.50 

8 %x30 . 

.. 5.00 

4 % x35 . 


8 % x32 . 

. . 5.50 

4%x36 . 


4 x31 . 

... 6 00 

4% x37 . 

. 8.75 

4 x32 . 

. . 6.00 

5 x35 . 

. 9.00 

4 x33 . 

.. 6.50 

5 x36 . 


4 x34 . 

.. 7.00 

5 x37 . 


4 x35 . 

.. 7.50 

5%x36 . 


4 x36 . 

.. 7.50 

5 % x37 . 


4% x32 . 

Dozen pair lota, 

.. 7.00 

5%x38 . 


10% off. 



501 

602 

70S 


2.75 

8.25 

4.50 


Universal 

0.2.50 

1 .3.00 

2 .3.50 

3 .4.75 

304 .1L00 

Russwin 

OR.2.75 

1 R.8.25 

2 R.4.00 

8 B.5.50 


%. 
%. 
%. 
%. 
%. 
1 . 
1 %. 
1 %. 
1 %. 


1.05 

1.10 

1.25 
1.30 
1.35 
1.40 
1.60 
1.75 
2.00 

2.25 


1 

1 % 

1 % 

1 % 

1 % 

1 % 

2 


5-16. 

lv:. 


Cold 

Com. 

.20 

.25 

.25 

.30 

.40 

.45 

.75 

.80 


Cold 

Spools 

.85 

.85 

.40 

.45 

.55 

.65 

.90 

1.00 


Whites 

Pocket 

Inside or 
Outside 

No. 2 

Bev. Edge 

Bevel 

1.80 

1.20 

1.85 

1.85 

1.25 

1.86 

1.40 

1.80 

1.86 

1.45 

1.85 

1.40 

1.50 

1.40 

1.50 

1.55 

1.45 

1.65 

1.65 

1.55 

1.75 

1.75 

1.60 

1.85 

1.90 

1.75 

2.00 

2.00 

1.85 

2.25 

2.15 

1.95 

2.60 

2.30 

2.10 

2.75 


Blacksmiths' 

Bucks No. 4 Cold or Hot lye 

. .90 


.75 

• . . 


.86 

. 1.46 


1.00 

• ... 


1.25 

. 1.50 


1.60 

. 2.00 


2.50 

. 216 


2.00 

Cepe 

Round 

Diamond 

Nets 

Point 

.65 

.50 

.50 

.60 

.50 

.55 

.65 

.55 

.60 

.75 

.65 

.75 

.85 

.70 

.85 

.90 

.90 

1.00 

. .. 

• 

1.25 



1.50 

each; 1 

$11.25; 

2, $12.75; 

0 . 

(.35 ; 2, 

$7.50; 8, 

$6.75; 4, 


CHAIN—New German Straight Link (Coil)— 

6-0, 15c ft.; 6-0, 14c; 4-0, x8c; 8-0, 11c; 2-0, lie; 0, 10c; 
1. 8c; 2, 8c. 

Norway Straight Link (coil) —%, 85c lb*; %, 85c lb.; %, 
80c lb. 

Passiag Link (coil)—4-0, 15c ft.; 8-0, 13c ft.; 2-0, 12c ft. 
Proof Straight Link (coil)—3-16 black, 30c lb.; %, 30c lb.; 
5-16, 25c lb.; %, 20c lb.; 7-16, 20c lb.; %, 20c lb.; 
%, 20c lb.; %, 20c lb. 

Proof Twisted Link (coil)—3-15 black, 83c lb.; %, 80c 
lb.; 5-16, 30c lb.; %, 30c lb. 

B. B. Proof Straight Link (coil)—5-16, 25c lb.; %, 25c lb.; 

%, 25c lb.; %, 25c lb.; %, 25o lb. 

Twisted Machine Coppered (coil)—4-0, 20e ft.; 8-0, 18c 
ft.; 2-0, 17c ft.; 0, 10c ft. 

Jack: Iron—No. 20, 7%c yd.; No. 18, 7%c; No. 16, 7%c; 
No. 14, 7 %c.; No. 12, 10c; No. 10, 12 %c; No. 8, 15c; 
No. 6, 25c. 

Jack: Brass—No. 120, 10c yd.; No. 118, 10c; No. 116, 
12 %c; No. 11% 20c; No. 113, 25c; No. 112, 80c; No. 
110, 40c. 

Safety Brass and Nickel Plated—Ot) and N00, 20c yd.; 0-N0, 
25c yd.; 1-Nl, 30c yd.; 2-N2, 40c yd.; 3, 45c yd. 

Sash—-01 Copper Plated, 5c ft.; 02 Copper Plated, 5c ft.; 
XXXX Copper Plated, 20c ft.; 02P Steel Plain, 3%c ft.; 
10 Cable, 30c ft.; 56 Universal, 7c ft. 

Sash Chain Fasteners—10, 20c set; 100, 45c set. 

CHALK—Carpenters’ White, Blue, Red, 30c doz.. Railroad, 
30c doz. School, 5c doz. Lumber—Dixon’s Black, 75c doz.; 
All colors, $1.20. Metal Workers’—Solid Soapstone, 25c 
doz.; Solid Soapstone, Chisel Point, 40c. Oil Checking— 
5-in. Black, red and blue, 45c doz.; 6-in. t 50c. 

CHECKS—Door—All makes. Liquid Checks—A-ll, $7.00; 
B 12, $9.50; C-13, $10.75; D-14, $12.75; E-15, $16.85; 6, 
extra large, $22.50. For hold open arm, add $1.25 each. 
Screen Door Check—No. 01, $3.85. 

CHOPPERS—Meat and Food— 

Enterprise 

5.4.50 

10.. . . 7.00 

12.6.50 

22 . 11.00 

82.14.00 


Improved Cylinder 
$8.75. 

Sturges Steel —No. 1, $10.85; 1, $12.65; 8414.65. 

Glass Family—Universal, No. 15, $2.75; 125, $8.25; 185, 

$4.00; 145, $4.50. Dazey, No. 10, $2.00; 20, $2.50; 80, 
$3.25; 40, $4.00. Extra Jars, Dazey, No. 10, 65c; 20. 
95c; 30, $1.25; 40, $1.50. 

Tin without Dasher — 1% gal., $1.50 each; 2 gal., $1.55; 
3 gal., $1.60; 4 gal., $1.75. 

Dash—IX Tin—2-gal $2.25; 4-gaL, $1.75; 6-gal., $8.26. 
Dash and Handle— 26c extra. 

CLAMPS—Stearm'a Special Joiners'— Opens 1 ft, pair $6.50; 

1% ft.. $7.00; 2 ft., $7.25. 

Carpenters’ — Opens 8 ft., pair, $10.50; 4 ft., $11.65; 
6 ft., $18.00; 6 ft„ $22.00; 8 ft., $28.50. 

Carriage Makers—-Common. 2 %-inch, 85c each; 8-inch, 
$1.00; 4-inch. $1.35; 5-inch, $1.75; 6-inch, $2.25; 8-inch, 
$3.50; 10-inch, $4.35; 12-inch, $5.75. 

Quilt Frame—No. 1, 10c each; 8, 20c; 82, 20c; 88, 20c. 

CLEANERS—Window— 

Rubber— 

10-Inch.45 16-ineh.05 

12-inch.60 18-ineh.75 

14-inch. .60 

CLEVISE8—Malleable, 25c lb. Steel, 4", 

30c; V*, 80c; 8", 85c. 

CLIPS—Wire Rope "Bulldog"—8-16 to % inc„ each, 15e; 

%, 20c; %, 25c; %, 85c; %, 50c; 1-in., 65e; 1%-in., 60s. 
CLIPPERS—Bolt— 


Wood Floor— 

14-inch.60 

16-ineh.78 

25c; 5", 26e; 6", 


New Easy— 

No. 0. 

. . . 4 25 

Extra Cutters— 

No. 0 . 

.. 2 25 

No. 1. 

. .. 5 75 

No. 1 . 

, 2 75 

No. 2. 

... 8.00 

No. 2 . 

. . 8.75 

No. 8. 

... 10.60 

No 8 . 

. . 4.75 

0. K.— 

10-inch . 

-2.85 

14-Inch . 

. . 8.00 


CLOCKS—(Alarm)—Ace, $3.75 each; America, $2.10; Auto¬ 
matic, $6.00; Bingo, $4.00; Brownie, $4.50; Circle, $3.25; 
Columbia, $3.75; Ideal, $3.00; Indian, $2.10; Iron Clad, 
$3.25: Lookout, $2.50; Prompter, $3.25; Simplex, $6.00; 
Sleepmeter 2, $4.00; Sleepmeter 3, $3.25; Startle, 23.50; 
Tattoo Jr., $4.25; Tattoo Int, $4.25. 

NOTE—A Government War Tax of 5 per cent has been 
levied on all retail sales of clocks. The retail dealer is re¬ 
quired to keep a record of all sales and pay the tax Into the 
Collector’s office each month. 

CLOTH—Emery, Nos. 00 to 2%, 10c straight; Nos. 1 to 2, 
15c. Carborundum or Aloxite—Nos. FF-90, 15c straight. 

CLOTH, WIRE— 

Hardware Galvanized— 

Mesh. Sq: ft. 

1 inch.18 


% inch.14 

% inch.14 

2 mesh.10 

8 mesh. .10 

4 mesh.10 

6 mesh.18 

8 mesh.14 


Screen Sq. ft. 

12 M—Black.04% 

14 M—Black.05 

16 M—Black.06 

14 M—Bronze.16 

14 M—Galvanized .. .05% 

16 M—Galvanised . . .06% 

14 M—Opal or Gahr. • .06 
16 M—Opal or Galv. .06% 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


COCKS— 


No. 


Each 

No. 

Each 

Ball 660 

— %-inch. 

.. 1.60 

Floats 395—5-inch... 

.55 


%-inch. 

.. 1.85 

6-inch. . . 

.85 


% -inch. 

.. 2.35 

7-inch.. . 

1.50 


1 -inch. 

.. 4.25 

8-inch.. . 

2.35 


1 i^-inch. 

. . 6.75 

10-inch.. . 

4.25 

1285 

% -inch. 

. . 2.65 

Gat Hose—%-inch... 

.55 


%*inch. 

. . 2.85 

%-inch. . . 

.60 


%-inch. 
1 -inch. 
1 %-inch. 

.. 3.65 
.. 6.65 
. .10.25 

%-inch.. . 

.80 

Service, 

Standard—Square or Flat Head— 




% m w 

1” 1%" 1 %" 

2" 

Each .. 

.75 

.80 .90 

1.00 1.75 2.60 3.75 

6.50 


JOOKERS—Fireless—Duplex—No. 25, $20.00 each: No. 30„ 
$33.50; 35, $22.25; 50, $33.75; 55, $36.00; 60, f40.00; 
70, 156.00. 

Legs—Set, $5.00. 

Soapstone Discs—Each, $1.50. 


DRILLS— 

Goodell-Pratt Bench Drills— 


No. 

Each 

No. 

Each. 

8 . 

. 7.50 

12A . 

,. 6.50 

8% . 


87. 

. 12.00 

9% . 


9 7. 

. 12.75 

10% . 

.24.00 

118. 

. 7.50 

490% . 


Hand— 


1003 13.00 

1005 21.50 

11 . 22.00 

Goodell-Pratt Breast Drills— 

6 5.85 

07 5.50 

245 5.00 

279 18.25 

Millers Falls (Breast) — 

12 7.50 


1 . 

2 . 

2B . 

3A . 

5 . 

98 . 

105 . 

306 . 

343 . 4.00 

1980 . 5.75 


3.50 
5.25 

4.75 
4.00 
4.00 

5.75 

3.75 

5.50 


20 

21 

22 


Drill Presses—Miller* Falls 


11.00 23 . 7.50 

15.00 210 .15.00 

5.00 


COOLERS—Water—Galvanized lined—2-gal. with push faucet, 
$5.75 each; 8-gal., $7.00; 4-gal., $8.75; 6-gal., $10.50; 8- 
gal., $13.00; 10-gal., $15.00; 14-gal., $20.00. 

COPPER—Sheet, 65c lb.; Bars, round, 70c lb.; Tubing, 75c lb. 


COPPER WARE—Rome Nickel Plated— 


Tea Kettles. 


5 pints .., 

_ 2.75 

8% inch. 

.. 8.50 

6 pints .. 

_ 3.00 

9 % inch. 

.. 8.75 

Tea Pots. 


10% inch. 

.. 4.25 

2 pints .. 

_ 2.00 

Coffee Pota. 


8 pints .'. . 

.... 2.25 

8 pints . 

.. 2.25 

4 pints .. 

_ 2.50 

4 pints . 

.. 2.50 

5 pints .. 

_ 2.75 


COPPERS. 80LDERING—Family— 


1 . 1.05 

2 1.50 

Tinners— 

% pound, per pair.30 

1 pound, per pair.45 

1% pound, per pair.60 

2 pound, per pair.75 

3 to 14 pounds.65 


CORD—Sash, Common—Per Hank: No. 6, $2.15; 8, $3.10; 
10, $4.75; 12, $5.95. 

Silver Lake—Per Hank: No. 6, $3.00; 8, $3.95; 10, $6.05; 
12, $8.75. 


CORD, TINNED PICTURE— 

No. 00, 10c pkg.; 1, 15c; 2, 15c; 8, 20c; 4, 25c. 


CRAYON—Lumber, 10c; 8oapstone, 5c. 


CULTIVATORS— 

Norcross, 1 GC-5, each, $1.25; 5N, $1.50; 8N, $1.25; 
Midget, 60c. 

Pull Easy, PEC, each, $1.85; PE5, $1.50; PEW2, $5.00. 


CUTTERS—Pipe—Barnes, No. 1, $4.35 each; 2, $4.75; 3, 
$ 9 . 75 ; 4 . $ 19 . 50 ; 5 , $ 29 . 25 . 

Saunders—No. 1, $3.75 each, 2, $5.50; 3, $13.25. 
Trimo—No. 1, $4.35 each, 2, $6.00; 3, $9.75. 


DAMPERS—Stove Pipe—No. 3, 25c each; 4, 25c; 5, 30c; 
6, 35c; 7, 50c; 8, 80c; 9, $1.15; 10, $1.50. 


DIVIDERS—Wing. No. 1. 35 & 50. 6-in., 75c pr.; 7-in., 90c; 
8-in., $1.00; 10-in., $1.25. No. 35, 6-inch, 75c pair; 7-inch, 
85c; 8-inch, $1.00; 10-inch, $1.25; 12-inch, $1.35; 14-inch, 
$ 2 . 50 . 

Excelsior—6-inch, 90c; 8-inch, $1.26; 10-inch, $1.65. 


DOORS—Ash Pit— 

8x8 . 2.00 10x12 . 2.75 

8x10 .2.25 12x15 . 5.50 


A8H TRAPS—Common, 7x9, 80c; Adams Double, 90c. 
DOORS—Screen— 

241 Common Vam. %-in.—2-6x6-6, $3.75; 2-8x«-8, $3.90; 
2-10x6-10, $1.00; 3x7, $4.25. 

100 Galv.—2-6x6-6, $3.25; 2- 8x6-8, $3.75; 2-10x6-10 

$4.00; 3x7, $4.25. 

200 Galv—2-6x6-6, $3.75; 2-6x6-8, $4.25; 2-10x6-10, 

$4.50; 3x7, $4.75. 

400 Galv.—2-6x6-8, $5.00; 2-10x6-10, $6.00; 3x7, $6.50. 
276 Black 1%-in.—2-6, $4.35; 2-8, $4.50; 2-10, $4.75. 
311 Black 1% in—2-6x6-6, $5.25; 2-8x6-8, $5.50; 2-10x 
6-10. $5.75; 3x7, $6.00. 

391 Galv.—2-8x6-8, $6.25; 2-10x6-10, $6.50; 3x7, $7.00; 
8x6-8, $7.25. 

525 black—2-8, $7.25; 2-10, $7.50; 3x7, $7.75; 3x6-8, 

$ 8 . 00 . 


Hand Drills— 


No. 

Each 

No. 

Each 

4 

.3 00 

455 . 

.. . 9.25 

4% . . 

. 2.80 

545 . 

. . . 12.00 

5% . . 

. 5.20 

550 . 

. . .10.50 

5%B. 


555 . 

. . .13.75 

49 

2 30 

1430 .. 

. . . 4.50 

53 

3 70 

1445 . 

. . . 8.00 

54 

4 90 

1455 . 

... 9.25 

1 54 

. 5 00 

1530 . 

... 6.50 

259 . . 

. 6.40 

1540 . 

. . . 10.00 

329 

.3 40 

1545 . 

. . . 12.00 

379 

.3 50 

1550 . 

. . .11.75 

385 

. 8 40 

1555 . 

. . .18.75 

445 . . 

. 8.00 




Chain Drills—Goodell-Pratt 


307 , 

.4 50 

318 . 

_ 7 00 

31 6 

. 4 50 

1500 . 

_4.50 

317 ! ! . 





Yankee Automatic 


41 . . . . 

. 3.00 

44 . 

_ 3.75 

42 

. . 2 50 

50 . 

_4.80 


Yankee Chucks and Drill Points 


No. 

Set. 

No. 

Set. 

300 

1 15 

805 . 


301 ’. ! ’. 





Yankee Drill Points 


Set of 8 , $ 1 . 00 ; each 15c; 2 

for 25c. 



Bits, Wood (Syracuse Pattern) 


Thirtyseconds— Ea. 


Ea 

2 

. 25 

12 . 

... .50 

3 

25 

13 . 

... .55 

4 

.... 25 

14 . 

... .60 

5 ; 


15 . 

. . . .65 

5 

. ... 25 

16 . 


7 

.30 

17 . 

... .75 

8 

.35 

18 . 


9 . 

.40 

19 . 

.90 

10 . 

.45 

20 . 

. . . .95 

r i 

45 

24 . 

. . . 1.25 

Bit Stock Twist Drills for metal or wood— 


1-16 


15-32 . 

... .80 

3-32 

.20 

% . 

. . . .90 

% 

.23 

17-32 . 

. . . 1.00 

5-32 

.25 

9-16 . 

. .. 1.10 

3-16 

.30 

19-32. 

. . . 1.20 

7-32 

.35 

% . 

. . . 1.30 

% 

.40 

11-16. 

. . . 1.40 

9-32 

.» .45 

% . 

. . . 1.60 

5-16 

.; .55 

13-16 . 

... 1.80 

11-32 

.60 

% . 

... 2 00 

% 

.65 

15-10 . 

. . . 2.20 

13-32 

.70 

1 . 

. . . 2.40 

7-16 . 




Straight Shank Carbon Steel, 

Short Set— 


1-32 

.15 

7-32. 

... .25 

3-64 

.15 

15-64. 

. . . .25 

1-16 

.... 15 

% . 

... .30 

5-64 ! 

.16 

9 32 . 

... .35 

8 32 . 

.15 

5-16. 

... .40 

7-64 

.15 

11-32. 

... .45 

' 

.15 

% . 

. . . .50 

9-«4 

.15 

13-32. 

... .60 

5 32 ! 

.15 

7-16. 

... .70 

11 -64 

.20 

15-32. 

... .85 

316 . 

.20 

% . 

... 1.00 

13-64 




Straight Shank, Wire Gauge Carbon Steel— 


1 to 

5.25 

80 to 40. 

.16 

6 to 

10.22 

41 to 45. 

.16 

11 to 

15.20 

46 to 50. 

.15 

16 to 

20.20 

51 to 65. 

.15 

21 to 

25.20 

56 to 00. 

.15 

26 to 

30.16 

61 to 80. 

.15 

31 to 

35. 
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DRILLS—Continued. 

Sebco "Star”— 

H .18.00 9-16 .36.00 

% 22.00 % 38.00 

7-16 .26.00 Vi .52.00 

H .30.00 

ELECTRICAL APPLIANCES— 


Universal Goods— 


Dishes. Chafing— 


E9437 . 

. 18.50 

*921 . 

15.75 

E9439 . 

. .20.00 

*940 . 

25.00 

E9635 . 

. . 15.00 

E9850 . 

22.50 

E9637 . 

. . 16.00 

Grills— 


E 9 6 3 9 . 

. . 17.50 

E982 . 

12.50 

E 9 6 4 6 . 

. .21.00 

E984 . 

15.00 

E9649 . 

. .23.50 

Heaters, Immersion- 

— 

E9676 . 

. .13.50 

E970 . 

7.00 

Ranges, Table— 


Irons, Curling— 


E9*41 . 

. .24.00 

E9901 . 

7.25 

Stoves—• 


E99011 . 

8.00 

E998 . 

. . 11.00 

Iron*, Pressing— 


El 997 . 

. .11.00 

E901 . 

10.00 

E9960 . 

. . 10.00 

E902 . 

8.50 

Toasters— 


E905 . 

8.50 

E943 . 

. . 9 75 

E9023 . 

7.50 

E946 . 

. . 8.50 

E9035 . 

8.50 

Urns, Coffee— 


E9051 . 

9.50 

E916 . 

. .21.00 

E9081 . 

9.00 

E919 . 

. .22.50 

Irona, Waffle— 


E9136 . 

. .18,00 

E930 . 

20.00 

K9146 . 

. .23.50 

Pads, Heating— 


E9149 . 

. .26.50 

*9940 . 

13.50 

E9166 . 

. .28.50 

Percolators— 


E91C9 . 

. .31.00 

*9025 . 

13.50 

E9176 . 

. . 19.50 

E9027 . 

14.00 

E9179 . 

. .21.00 

E9029 . 

15.00 

E9166044 . 

. .52.25 

E9435 . 

17.00 

E9169044 .. 

. .54.75 


Hot Point Goods— 

Chafing Dishes—No. 20501, $14.00 each; 20502, $21.00; 
20503, $23.50. 

Coffee Percolators—No. 20610, $11.00 each; 20611, 

$12.50;; 20620. $15.00; 20621, $15.00; 20622, $19.50; 
20650, $19.50; 20651. $26.00; 20652, $29.50. 

Grills—20101, $12.50 each; 20103, $15.00; 20104, 
$11.50. 

Percolator Sets—414S4, $51.75; 414S6, $41.75; 415S5, 
$48.75. 

Curling Irons—112L1, $8.00; 112L2, $7.00. 

Heaters, Air—30501, $21.00; 30502, $28.50; 30503, 
$38.50; 30603. $40.00; 30604, $54.00; Hedlite, $12.00. 
Heating Pads—50142. $10.00; 50151, $12.50. 

Immersion Heaters—50201, $6.75; 502U2, $8 25; 50203, 
$9.75. 

Pressing Irons—11103, $9.75; 11203. $7.25; 11205, 
$8 25; 11206, $8 25; 11307, $10.50; 11308, $10.75; 11310, 
$12.00; 11312. $17.00; 11315, $18.50. 

Ovenette—No. 40701, $8.50. 

Stoves—No. 20301. $8.50; 20302, $8 50; 40101, $9.00; 
40102, $10.25; 40103, $14.25; 40104, $16.50; 40105, 
$19.50; 40106, $7.50. 

Toasters—114T5. $9.75; 114T5H. $8 50; 115T1, $9.50. 
Vacuum Cleaners—No. 60102, $37.50 each; 60103, $42.00. 
Attachments, $11.00. 


ELECTRICAL SUNDRIES— Each 

Attachment Plugs, No. 903, Benjamin.35 

No. 500, Bryant .20 

Bells, 2 H inch Eclipse, Nonpareil, Iron Box. 1.00 

3-inch Eclipse. Nonpareil. Iron Box. 1.00 

Buzzers, Nonpareil, Iron Box. 1.00 

Watch Case .75 

Pair 

Cleats, 2 and 8 wire, unglazed.06 

Each 

Clusters, No. 92, Benjamin, 2-light. 1.35 

No. 93, Benjamin, 3-light. 1.75 

No. 94, Benjamin. 4-light . 2.35 

Porcelain Rings for Clusters.20 

Foot 

Cord, No. 18, Green and Yellow Twisted Lamp.06 

No. 18, Heater, Twisted.15 

Each 

Fuses, 6, 10. 15, 20, 25, 30 amp.10 

Globes. 6x3*4, R. I. Ball.60 

8x3 H or 4, Ball. 1.25 

Knobs. No. 5H, solid.OSH 

No. 5H. split.06 

Lamp Guards, Style A —16 C. P.40 

Style H—16 C. P.35 

Style H—32 C. P.45 

Loxon, 40 watt (guard only).65 

Loxon, 60 watt (guard only).70 

Key for Loxon Guards.10 

Foot 

Loom, 7-32 (250 feet in coil).10 

H (250 feet in coil).11 

Each 

Receptacles. No. 226. Porcelain Cleat.30 

No. 195, Freeman Key, brass.70 


Each 

No. 188, Freeman Key, brass...80 

Rosettes, No. 319, Cleat, Mesco No.16445.20 

No. 333, Concealed Mesco No. 16447 .30 

Switches, No. 4U0, Common Snap, Mesco 5121.50. . 

No. 403, Indicating Snap, Mesco No. 5123.50 

No. 459, 3 way Snap, and Mesco No. 5129.96 

No. 4401, Single Pole Push, and Mesco No. 5011.. .64 

No. 4403, 3-way Push, and Mesco No. 5012.89 

No. 707, Single Pole, 1-way Baby Knife.40 

No. 708, Single Pole, 2-way Baby Knife.60 

No. 709, Double Pole, l*way Baby Knife.65 

No. 7lu, Double Pole, 2-way Baby Knife.85 

Sockets, H-inch and Pendant Cap Key BB.55 

Pull Chain . 1.00 

Shades, 8-inch Tin Cone.55 

10-inch Tin Cone. .60 

8 inch Flat Tin .50 

10-inrh Flat Tin.. 

Shade Holders, 2 H-inch P. & A., BB. *15 

3 %-inch P. & A., BB.25 

Tubes, Porcelain, 5-16x3 .02 H 

5-16x4.04fc 

5-16x5 .06 

5-16x6 .07 

Lb. 

Tape, Durafix Friction, H lb. rolls.95 

Sticktite Friction, H-lb. rolls.95 

Paraweld Rubber, H-lb. rolls.85 

Foot 

Wire, No. 10, S. B. Solid R. C. 05H 

No. 12. S. B. t Solid R. C. 04 

No. 14, S. B., Solid R. C. ’.03 

Lb 

No. 18, Single Bell .. . 1.25 

No. 20, Twisted Bell. 1.40 

100 Feet 

No. 18, Black R. C. Fixture. 1.50 

EMERY—Per lb., 25c. 

Stones—See Stones. 

Cloth—See Cloth. 

Wheels—See Wheels. 


FASTENERS—Casement, common brass plated, 35c; Sash, 
common brass plated, 20c, two for 25c. 

FAUCETS—Cork Lined— 8-inch .20 

7-inch, each.15 9-inch .30 

FIBRE WARE—Funnels—1-qt., $1.50; 2-qt., $2.25. 

Lunch Boxes—25c to 40c. 

Measures—1-pint, $2.25; 1-qt., $2.50; %-gal., $3.00; 1- 
gal., $3.75. 

Pails—12-quart, $2.00. 

Spittoons—4x9-in., $2.50; 5xll-in., $2.75; 6xl3-in„ $8.50 
Tubs. Oval—18-inch, $5.00; 23-inch, $8.00. 


FIGURES AND LETTERS (STEEL) — 


Figures 

Set 

Each 

Letters 

Set 

Each 


inch. . . 

. . 1.50 

.25 

H inch. . 

. . 6.00 

.85 

3-16 

inch. . . 

. . 2.00 

.80 

% inch.. 

. . 4.50 

.25 

% 

inch.. . 

. . 2.50 

.35 

3-16 inch. . . 

. 6.00 

.30 

5-16 

inch. . . 

. . 3.00 

.45 

H inch. . 

. . 7.50 

.35 

% 

inch. . . 

. . 3.50 

.65 

5-16 inch. . 

. . 9.00 

.40 


FILES—Band Saw, slim, 4 inches long, 20c each; 5 inches, 
25c; 6 inches, 30c; 8 inches, 40c; 10 inches, 65c. Knife, 
Bastard, 4 inches, 40c; 5 inches, 45c; 6 inches 50e; 8 
inches, 60c; 10 inches 70c. Regular Taper, 3-3 % inches, 
15c; 4 inches, 15c; 4H inches, 15c; 5 inches 20c; 5H 
inches 20c: 6 inches. 25c; 8 inches. 40c; 10 inches 60c. 
Slitn Taper, 3-3 H inches, 15c; 4 inches, 15c; 4 % inches, 
15c; 5 inches, 20c; 5 H inches, 20c; Hinehes, 25c; 8 inches, 
35c; 10 inches, 45c. Warding, Bastard, 4 inches, 30c; 5 
inches, 35c; 6 inches, 40c; 8 inches. 45c. Flat Bastard, 3. 
4 inches. 25c; 5 inches 25c; 6 inches, 30c; 8 inches, 40c; 10 
inches. 50c; 12 inches, 70c, 14 inches, 95c; 16 inches, $1.25. 
Half* Round Bastard, 3. 4 inches, 35c; 5 inches, 40c; 6 
inches. 45c: 8 inches 55c;- 10 inches. 65c; 12 inches, 85c; 
14 inches, $1.10; 16 inches $1.45. Mill Bastard, 3, 4 inches, 
20c: 5 inches 25c; 6 inches, 25c; 8 inches. 30c; 10 inches, 
40c: 12 inches. 55c; 14 inches, 80c; 16 inches $1.10. Round 
Bastard, 3, 4 inches. 20c; 5 inches. 25c; 6 inches, 25c; 
8 inches. 30e; 10 inches, 40c; 12 inches. 55c; 14 inches, 80c; 
16 inches. $1.10. Square Bastnrd, 3. 4 inches, 30c; 5 inches, 
30c; 6 inches, 35c; 8 inches, 40c; 10 inches, 55c; 12 inches, 
75c; 14 inches, $1.00; 16 inches. $1.35. 

FIXTURES—Grindstone—Auto—01, $2.00; 02, $2.50; 15, 

$125; 17, $1.35; 19, $1.50; 21, $1.75; Am. Heavy—17, 
$1.00. Extra Shafts, 15-inch, 50c; 17-inch, 50c. Extra 


Cranks, 25c. 

FLASHLIGHTS—Eveready Daylos— 

Tubular Nos. ...2602 2604 2612 2616 2619 2627 2628 

Complete. ea....$135 $1.70 $2.00 $2.00 $2.25 $1.35 $1.10 

Case & Bulb, ea. 1.15 1 35 1.50 1.65 1.75 .85 .75 

Tubular Nos.2630 2631 2632 2633 2634 2638 2659 

Complete, ea_$1.55 $1.85 $2.25 $2.75 $2.35 $3.10 $3.25 

Case & Bulb, ea. 1.05 1.50 1.75 2.25 2.00 2.75 2.75 

Pocket Nos.6954 6961 6962 6971 6972 6991 6992 

Complete, ea. ...$125 $1.00 $1.25 $1.00 $1.25 $1.25 $1.50 

Case & Bulb. ea. .95 .70 .85 .70 .85 .95 1.10 


Tubular Battery Nos. 705 706 790 791 

Battery onlv, each .$ .50 $ .25 F .85 $ .30 

Pocket Battery Nos... 700 703 750 751 792 798 
Battery only, each. . . .$ A .40 8 .80 8 .40 8 .80 $ .4* 
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RETAIL SELLING PRICES—Continued. 


FLASHLIGHTS—Continued— 

Kwiklites 

Tubular Noa...5220 5221 5223 5229 5331 6240 6240B 
Complete, ea...$1.35 $1.70 $2.00 $2.00 $2.25 $1.55 $1.70 
Case & Bulb, ea. 1.15 1.35 1.50 1.65 1.75 1.25 1.40 

Tubular Nos . .6241 6241B 6249 6249B 6343 6343B 6851 
Complete, ea...$1.85 $2.00 $2.35 $2.55 $2.25 $2.45 $2.75 

Case & Bulb, e. 1.50 1.65 2.00 2.20 1.75 1.95 2.25 

Pocket Nos.2472 2573 8475 3475B 3577 8577B 8579 

Complete, ea_ 1.00 1.25 1.25 1.35 1.50 1.65 1.90 

Case & Bulb, ea. .70 .85 .95 1.05 1.10 1.25 1.50 

Watch Chain Nob. 6289 6239B Watch Chain Bat’y No. 1204 
Complete, each... .$1.00 $1.10 Battery only, each....$ .25 
Oaae and Bulb, each .75 .85 

Battery only, . w 

— NobTT.: 1202-1203 1206—1207 1271 1301 1808 1309 
Bach . .$0.30 $0.35 $0.30 $0.30 $0.80 $0.50 $0.40 $0.40 

FLATTERS—Blacksmith—2-in., $1.25; 2%-in., $1.65; 8-in., 
$2.00; 8%-in„ $3.00. 

FORGE8—No. 150 Chicago, $16.35; No. 151 Chicago, $17.00. 
Buffalo—No. 310 Steel Ball Bearing Rivet, $83.00; No. 722, 
$33.00; No. 742H, $40.00. 

FORKS—Hay—Nellis, 94 tingle harpoon, $6.25; 95 double 
harpoon, $3.85 ; 96 double harpoon, $7.75; 97 double harpoon, 
$4.25; 98 double harpoon. $7.85. Grapple, No. 99 (4 tines), 
$15.50; No. 100 (6 tines), 218.00. Jackson Patterns, 4 ft., 
$19.00; 4% ft., $19.75; 5 ft., $23.00. 

FREEZERS—Arctic— 

Qta. Each. 

1 4.00 2 6.45 

S . 4.60 3 7.65 

8 .4 . 9.45 

4 . 6.80 6 11.85 

« ..! ?2 .? . 


$23.00. 


2 . 

. 6.45 

3 . 

. 7.65 

4 L . 

. 9.45 

6 . 

.11.85 

r . 

. 15.40 

10 . 

12 . 

.20.50 

.24.50 

15 . 

.29.25 

20 . 

.38.00 

$2.00; 14-in., 
l, $1.75; 14-in., 

$2.25; 16-in., 
$1.85; 16-ln M 


Altitude Gauges, $5.85. 

Steam Gauges, 4%-in. face I C, $5.85. 
Thermometer, Straight, $1.50. 
Thermometer, Angle, $1.76. 


GLASS—Window— 

SB Grade— Large Lots Small Lots 

Single Strength .70% 70% 

Double Strength. 75% 05% 

Extras for Putting in Glass Per Light 

First 8 Brackets.50 

Second 8 Brackets.75 

Third 3 Brackets. 1.00 

Larger Lights.$1.00 per hour, per man 

GLASSES— 

Ground Level— Proved Level— 

1% .50 1% .15 


GLASSES, GAUGE— 


Proved Level— 

.50 1% . 

.60 2 . 

.65 2% . 

.70 8 . 

.75 8% . 

Standard Extr 

%A% % %*1 

.35 .85 .5f 

.35 .50 .6C 

.45 .60 .7C 

.55 .65 .82 

.60 .IS .92 

.65 .80 

.70 .90 

.80 1.00 


Extra Heavy 


8 . 11.10 

Toy . 4.00 

White Mountain 
1 5.55 


GARBAGE CANS—(See Cans)— 

GATES—Molasses and Oil— , t 

Stebbina— %-inch, 75c each, 1-inch, 90c each; 1%-inch, 
$1.00; 1 %-inch, $1.25; 2-inch, $1.35. 

Perfection— % -inch, $1.85 each; 1-inch, $1.50; 1 %-inch, 
$1.75; 1 %-inch, $2.10; 2-inch, $3.00. 

Lock Fast—%-inch, $1.45 each; %-inch, $1.65; 1-inch, 
$1.85; 1 %-inch, $2.00; 1 %-inch, $2.25; 2-inch, $2.50. 
Enterprise, Self Measuring—No. 61, Faucet, $10.50; 97, 
Pump, $24.00. 

GAUGES— BUTT —Stanley— 

No. Bach No. Each 

98 . 1 85 77 . 1.65 

94 . 2.15 71 . 1.15 

05 . 2.00 90 .85 

95% 1.65 91 . 1.65 

Marking—Stanley— 92 . 2.25 

61 . .25 97 . 1.00 

64 .50 98 . 1.90 

65 . 1.00 


GLOBES—Lantern—Cold Blast—Plain, 25c each; Bullseye, 

40c; 2 Plain, 25c; 2 Bullseye, 40c; 2 Ruby, 55c. 

Railroad—Clear, 30c each; Green or Red, 85c. 

Tubular — Clear, 10c each: Plain, 25c; 8-0 Ruby, 75c; 4-0 
Bullseye, 40c; 5-0 Wizard, 25o; 6*0, 25c each. 

GLUE—Dry— 

No. or Brand Lh. 

AAA .M 

B .70 

OX.45 

D .85 

GX .50 

LXX .45 

Imperial Liquid— 

Size . 1 Oz. % Pt. % Pt. % Pi 1 Pi. 1 Qt. l.Gal. 

List, Doz_ 1.06 1.80 2.80 4.50 7.00 11.25 54.00 

Sug. Ret. Ea.. .20 .80 .80 .50 .85 1.50 4.50 


Le Page's Liquid- 

Size . 1 Oz. 2 Oa. % Pt. % Pt. % Pt. lPt. 1 Qt 

List, doz.1.60 1.65 1.80 2.80 450 7.00 11.25 

Sug. Ret. Ea... .20 .20 .80 .80 .50 .85 1.50 

GOUGES—Outside and Inside— 

Witherby No. 820—%-inch, $1.50, %-lnch, $1.50; %-ineh, 
$1.50; %-inch, $1.60; %-inch, $1.65; % -inch, $1.75; fl¬ 
inch, $1.85; 1-inch, $2.00; 1%-inoh, $2.25; 1 %-inch, *2.50; 
1 %-inch, $2.75; 2-inch, $8.00. 

Bucks Nos. 40 and 41—%-inch $1.25; 8-16-ineh, $1.25; 
%-inch, $1.25; %-inch, $1.86; %-inch, $1.40: %-inefc, 
$1.45; % -inch, $1.60; -inch, 11.55; 1-tech, ti.65; 1V 
inch, $1.85; 1^-inch, $1.95; 1%-inoh, $2.15; 2-ineh, $2.85. 

P. 8. * W. Firmer— 


lPt. lQt 
7.00 11.25 
.85 1.50 


1.50 

1 inch. 

... $.10 

1.50 

1% inch. 

... 2.25 

1.65 

1% inch. 

... $.50 

1.70 

1% Inch. 

... 2.75 

1.80 

2.00 

2 Inch. 

... 8J6 


Boilers, Coffee 

1% quarta.90 

2 quarts. 1.10 

8 quarts. 1.85 

4 quarts. 1.90 

6 quarts. 2.15 

8 quarts. 2.60 

10 quarts. 8.00 

12 quarts.8.40 

Boilers, Wash 


18 

21 

22 


... 2.75 
. .. 3.25 
. .. 8.50 


Bowls, Wash 

11 

inch diam... .40 

13-inch diam 

. . . .50 


Buckets, 

Fire 

12 

quarts. . 

. .. .90 

14 

quarts. . 

. .. 1.06 

14 

quarts.. 

... 1.25 


Buckets, 

Well 

10 

quarta.. 

.. . .90 

12 

quarts.., 

... 1.00 

14 

quarts.. 

... 1.10 


Cans, Ash 

10 gals. 4.80 

16 gals. 5.75 

20 gals. 6.75 

23 gals. 7.75 

Cans, Garbage 
5% dis. in lots 3 doz. 
Smooth, Pail Handle 
2 gals. 1.25 

5 gals. 1.65 

6 gals. 2.00 

8 gals. 2.35 

10 gals. 2.75 

16 gals. 3.25 

Corrugated, 

Side Handles 

15 gals. 6.75 

16 gals . 7.25 

21 gals. 8.00 

Gasoline Cans 

(1 P A B, 1) 

5 gals. 2.50 

1 gal.85 

(Side faucet) 

5 gals.2.50 


GALVANIZED WARE 

(Top faucet) 

5 gals. 2.50 

Oil Cans 

1 gal.70 

2 gals. 1.15 

5 gals.2.50 

(Double seamed) 

5 gals.2.00 

(Side faucet) 

5 gals. 2.50 

Dippers 

1 quart.30 

Coal Hods 

16 inch. 1.00 

17 inch . 1.20 

Camp Kettles 

1 gal.40 

1% gals.55 

2 gals.70 

3 gals.90 

4 gals. 1.05 

Cement Pails 
14 quarts. 2.65 


(Puritan) 

14 quarts.8.00 

Chamber Pails 


10 

quarts 

. 1.25 

12 

quarts. 

. 1.35 


Stock 

Pails 

14 

ouarts, 

. 1.10 

16 

quarts. 

. 1.25 

18 

quarts 

. 1.35 

20 

quarts 



Water 

Pails 

8 

quarts 

.55 

10 

quarts 

.65 

12 

quarts 

.75 

14 

quarts 

_ .85 

16 

quarts 



(Extra 

quality) 

12 

quarts 

.1.25 

Refrigerator Pans 

12-inch ., 

.80 


.95 

16-inch . 

. 1.15 


Water Pots or 
Sprinklers 


4 quarts... 

. .. 1.10 

6 quarts... 

. .. 1.35 

8 quarts... 

. .. 1.50 

10 quarts.. 

... 1.75 

12 quarts.. 

... 2.00 

16 quarts.. 

. .. 2.50 

Foot Tubs 

(oval) 


.. . .95 

17-inch ... 

. .. 1.00 

18-inch .. . 

. .. 1.20 

20-inch . . . 

. .. 140 

21-inch . . . 

. .. 1.75 

Wash Tubs 

18-inch ... 

. .. 1.75 

20-inch .. . 

... 2.00 

22-inch .. . 

... 2.25 

24-inch ... 

... 2.75 


(Extra heavy) 

20-inch . 2.65 

22-inch . 3.00 

24-inch . 3.25 
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RETAIL SELLING PRICES—Oontlnn ed. 


GRAPHITE—FUke, par lb., 80c. 

GREASE—AXLE—1 lb. cans, 15c each; 8 lb. cans, 40c; 5 lb. 
cans, 65c; 10 lb. pails, $1.35; 25 lb. pails, $3.00. 

Cup Grease—5 lb. cans, $1.00 each; 10 lb. cans, $1.75; 
25 lb. cans, $3.75. 

Transmission—5 lb. cans, 20c each. 

GRINDSTONES— 


Loose— 

Cwt. 

19 inch . 

. 1.65 

15 to 40 lbs. 

6.50 



40 to 200 lbs. 

6.50 

Mounted—Hand— 


Over 200 lbs. 

7.00 

7 inch. 

. 3.00 

Fixtures snd Axle— 


8 inch. 

. 3.25 

15 inch . 

1.35 

10 inch.. 

. 4.00 

17 inch . 

1.50 

12 inch. 

. 4.50 


No. 6, 1.60; Atkins No. 24, $1.60. One Man Cross Out, 
No. 218, 45c; Supplementary, 30c. Auger M. F. No. L 
$1.00; No. 2, $1.25; No. 3, $1.75; No. 4, $4.75; No. 6 Com, 
15c; Pecks Adj., 50c; Pratts Ratchet, $4.75. 

HANGERS, BARN DOOR—Richards-Wilcox— 

No. With Brackets 44-1 for 63 track.... 2.00 

20%B for 31 track... 5.10 44-2% for 65 track.. 4.00 

27H 3 J o" ck .;V 7 50 Myer. No. 3. 8.50 

Without Brackets \fv«r B Nn a. o 7* 

80 for 30 track.2.40 f >erB „°‘ .. * 

135 1 for 31 track_ 3.50 Lanes No. 25. 1.40 

38-1 for 61 track.... 1.65 Wilbern, rnd. tr., No. 5 8.00 

HANGERS, PARLOR DOOR—Complete with track— 


Richards-Wilcox, Double. 


14 


Pedal Mounts—Prices range from $9.75 to $20.25, according 
to material and quality. 


HACKSAW BLADES— 
Lenox, Power— 
Lgth. Wdth. 


8 ” 

10 " 

10 " 

10 " 

12 " 

12 " 


9-16. .. . 

% . 

*4 . 

1 . 

%. 

% . 


Lt. Heavy. 17 

.90 _ 

1.15 .... 

1.35 1.95 

.... 2.45 

1.35 .... 

1.60 2.35 


%.2.30 . ... 

1. 3.25 4.15 

Hand, Lenox— 

Length. Each 

8- inch.10 

9- inch.10 

10- inch.10 

11- inch.10 


Doz. 

.75 

.85 

1.00 

1.10 


No. 11, 14-in..*.... 

.. 5.00 

15 . 

Size. No. 221 

25 . 

. . 12.00 

16 . 

17 . 

26 . 

. . 12.00 

18 . 

27 . 

. .13.15 

Prouty, No. 5S. 

28 

14.25 

29 . 

*. ! 15.40 

Prouty, No. 6D. 

210 . 

. .16.50 

Lanes, No. 0105. 


7.15 

8.25 

.9.40 


Richards-Wilcox, Single. 


14" 

%..., 

.. 1.70 


iz-incn.. 

Hand, Starrett, 

. .10 

Victor, 

1 .zu 
Star— 

HASPS—Common— 

14" 

*4... 

. . 1.90 

2.75 

8-inch . 

. .10 

1.00 

Size 20, 5-in., each, 

14" 

1. . . . 

.. 2 65 

3.50 

9-inch . 

. 10 

1.00 

10-in., 15c. Size 30, 

16" 

%... 

.. 2.15 

3.15 

10-inch . 

. .15 

1.25 

10-in., 30c. 850, 8-in., 

16" 

1. . . . 

.. 3.05 

3.90 

12-inch . 

. .15 

1.35 

each 20c; 8 in., 25c. 


Lanes, No. 0105A. . . . 4.65 
Lanes, No. 0105NT ... 8.75 

No. 11, 7-in. 2.50 Lanes, No. 105A.9.45 

Size No. 221 Lanes, No. 105. 9.75 

13 . 6.00 Lanes, No. 105NT_7.75 


Sizs 36, 


, 15c; 
10c; 
6-in., 


HACK SAW FRAMES—M. F.—4B, 75c; 6, $2.50; 9, $1.85; 
15, $2.75; 77, $1.00; 78, $1.50; 1027, $2.50; 69, $3.30; 
69B, $2.65; 14, $3.50; 4 Milford Adj., $3.75; 7 Milford Adj., 
$1.65; 36 % Disston, $1.50; 40 Extension, 75c. 

HAMMERS—No. 41%, $8.00 each; 11%, $2.50; No. 2 Ball 
Pein, $2.25. 

HAMMERS—Maydole Carpenters’ Nail—No. 1, $2.35 each; 
1%. $2.25; 2, $2.00; 11, $2.35; 11%, $2.25; 12, $2.00; 
12%. $1.85; 13, $1.75; 14, $1.65; 34. $1.50; 611%, $3.25; 
710, $3.U0; 711, $2.35; 711%, $2.25; 712, $2.00; 713, 
$1.75. 

Maydole Chipping—No. 100, $1.90 each; 101, $1.75; 

102, $1.55; 103, $1.40. Maydole Cross Pein—No. 174, $1.50. 

Maydole Machinist Ball Pein—375, $2.50; 376, $2.40; 377, 
$2.25; 378, $2.15; 379, $2.10; 770, $3.25; 770%, $2.75; 
771, $2.50; 772, $2.25; 773, $2.00; 774, $1.85; 775, $1.75; 
776, 1.50; 777, $1.45; 778, $1.35. 

HAMMERS— 


Plumb's Carpenter’s Nail— 

Ki . 1.25 

TO 1%. 1.25 

A 11 . 1.20 

A 11%. 1.15 

A 12 . 1.10 

C 11% . 1.50 

O 12 . 1.45 

P 80 . 2 25 

P 81 .2.15 

P 82 . 2.00 

P 83 . 1.90 

P 84 . 1.80 

P 85 . 2.25 

P 86 . 2.16 

P 87 . 2.00 

Plumb's Engineer’s— 

261 . 2.10 

262 2.25 

263 2.50 

264 2.75 

Plnmb’a Machinist’s Ball 

Pein— 

18 .60 

1870 . 1.75 


1371 . 1.75 

1372 . 1.75 

1373 . 1.85 

1374 . 2.00 

1375 . 2 15 

1376 . 3.35 

1377 . 2.50 

1379 . 2.90 

Plumb’s Riveting— 

220 . 1.35 

221 . 1.26 

222 . 1.85 

223 . 1.50 

251 . 1.75 

252 . 1.80 

253 .1.85 

254 2.00 

Plumb’s Brick — 

461 2.00 

462 . 1.75 

8154 . 1.15 

8155 . 1.85 

Plumb’s Prospector’s Pick 

470 . 2.75 

471 .2.85 


HANDLE8—Adze, extra select, 21.00; second growth, $1.00. 
Axe—Single or double bit. Boys’ No. 1, 60c; Boys’ axtra 
select, 60c; Turned No. 1, 60c; extra select hickory, 85o; 
second growth, $1.00. 

Chisel—Hickory, 10c; Leather Tip, 15c. 

Hammer and Hatchet—Second growth hickory, 12 Inch. 25c; 
14 inch, 25c; 18 inch, 30c. 

Pesvey Handles—- 

Select Maple 

2%x4 . 

2%x4% . 

2%x4% 1.25 

2 % x5 . 1.40 

2%x5 1.65 

2%x5% . 

3 x5% . 


Rock Maple 


1.60 

1.75 

2.00 


2.45 


Select Hickory 
2.30 
2.40 
2.50 
2.65 
8.80 
4.45 


Pick—36-inch Drift, Select, 75c; Extra Select, $1.00; Rail¬ 
road No. 1, 50c; No. 2, 60c; Select, 85c; Extra Select, $1.15. 
Sledge—86-inch, Select, 60c; Second Growth, 75c. 

Saw, Hand—Disston, No. 7, 50c; No. D8, 85c; No. 12. $1.25. 
Crosscut, Disston, No. 112, $1.00; No. 113, $1.25; No. 114, 
$1.50 Simonds Rsversiblt Guard, per pair, $1.00, Bimonds 


Hine-e— 912 , 3-in„ each, 15c; 4%-in., 15c; 6-in., 20c; 

8-in., 25c; 10-in., 40c; 12-in., 55c. 

S. C. 912—3-in., each, 20c; 4%-in., 25c; 6-in., 80c; 

. 8-in., 40c; 10-in., 55c. 

1308%—3-in., each, 25c; 4%-in., 35c; 6-in., 40c. 

Lock—27 Prouty, each, 60c; 28 Prouty, each, 70c. 
Safety—915, 3-in., doz., 20c; 4%-in., each, 25c; 6-in., 

each, 40c. 

S. O. 915—3-in., each, 25c; 4%-in., 80c; 6-in., 45c. 

S. C. 917—8-in., each, 25c; 4%-in., 30c; 6-in., 45c. 

925—Each, 40c. 

925Z—Each, 65c. 

8. O. 1310—3-in., each, 55c; 4%-in., 65c; 6-in., 95c. 
941—Each, 65c. 

941J—Each, 70c. 

HATCHETS—Underhill Star, No. 10, Chicago Pat., $8.25; 

No. 5, Boston Pat., $3.25; No. 15 St. Paul Pat., 83.25. 

Sayre—Boston, No. 30, $3.00; Chicago No. 40, $8.25. 
Flooring—Plumb, $3.50; White $4.00. 

Broad—1 Plumb, $3.00; 2, $3.25; 8, $8.50; 4, $4.00; 5, 
$4.50. 

Bench—(single or donble Bevel)—8 White. $8.00; 7, 
$3.25; 6, $3.35; 5, $3.50; 4. $4.00. 

Claw—1 Plumb, $2.50; 2 Plumb, $2.65: 8 Plumb, $2.75. 
Shingling—1 Plumb or equal, $2.25; 2, $2.50; 8, $2.75. 
Half—1 Plumb or equal, $2.35; 2, $2.50. 

Barrel or Fruit Box—Sayre 400, $8.00; Sayre 401, $2.75. 

HEADS—MOP—Cotton—No. 9, 50c each, No. 12, 70c; No. 15, 
85c; No. 18, $1.00. Linen, No. 012, 90c each; No. 015, 
$1.15; No. 018, $1.85; No. 020, $1.50. 

HINGES— 

Wrought Brass—No. 75, 85c pair; No. 76, 80c pair. 
Wrought Steel—No. 1420, 2%-in., 85c pair; No. 1421, 
%-in„ 30c; 3 in., $1.35. 

Screen—No. 5908, %-inch, 65c; No. 5908, 1%-in., 75c; 
No. 5908, blued, %-in., 70c. 

Counter Flap—No. 9001, $1.85. 

Light Tee Hinges—No. 904, 8-in., 20c; 6-in., 85c. 

Extra Heavy Tee Hinges—No. 908, 4-in., 45c; 6-in., 
75c; 8-in., $1.00; 10-in., $1.35; 12-in.. $1.85; 14-in., $2.15. 

Light 8trap Hinges—No. 900, 8-in n 20c; 6-in., 40c; 
Heavy, No. 902, 4-in., 80c; 6-in., 60c; 8-in., 75c; 10-ia., 
$1.15; 12-in., $1.60; 14-in., $1.85. 

Heavy Galv. Strap—No. 1802%, 6-in„ $1.00; 10-in., 

$2.25; 12-in., $3.00. 

Gate Hinges—No. 124, 90c; 284-254, $1.10; 274, $1.45. 
Gate Latches—No. 7, 85c: 9, 40c; 14, 40c. 

Hook and Eye Hinges—%-inch, 85c; %-inch, $1.25; %* 
inch, $1.85. 

Wronght Hook and Eye Strap Hingea — No. 10, 95c; 

12, $1.10; 14, $1.25. 

Chicago Floor Hinges—DB6281, l%x 1%, $6.25; l%x2, 
$8.50; l%x2%, $12.50. 

BUTTS— 

Ball Bearing Bntts—BB241F, 8%x3%, $1.75-4x4, $1.85: 
5x5, $2 25; BB241SF2, $1.75; $2.00; $2.25; BB241H, 
$1.75; $2.00; $2.25. 

Chicago Butta, Single Acting—2002 Jap., 8-in- $2.00: 
4-in., $2.40; 5-ln„ $2.75; 6-m., $8.45. 2282DDB and 

2172AC, 8-in., $2 60; 4-in., $3.25; 5-in., $3.75; 6-itt* $4.75. 
2112NP, 8-in., $3.50; 4-in., $4.10; 5-in.. $5.00. 

Donble Acting—2001J, $3.80; $3.85; $4.50; $5.60; $7.15; 
$10.30; $14.25. 2171A0 and 2281AB, $4.80; $5.10; $6.00; 

$7.60; $10.00; $14.00; $19.25. 

Galvanized Butts—No. 1334, 2%-in., 60c.; 8-in., 80c; 
4-in., $1.40; 5-in., $2.45. 
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30c; 3x3, 50c; 


50c; 

65c; 


25c; 

60c; 


BUTTS—Continued— 

Light Loose Pin Butts—289D2&F, 2x2, 

289SF2, 45c; 60c; 289N, 55c; 70c. 

Plain Bevel Edge Surface Butts—165D2-F, 2 %-in., 

3- in., 65c; 4-in., 80c. 165SF2, 2 %-in., 55c; 3-in., 

4- in., 85c. 

Plain Steel Butts—No. 808, 2%x2%-in., 20c; 3-in. t 
4-in., 45c. 

Sherradized Butts—SC804Z&ZZ, 2 %-in., 50c; 3-in., 

4-in., $1.10; 5-in., $1.80. 

Wrought Steel Butts—241D2-F, 2x2, 45c; 3x3, 55c; 4x4, 
70c; 5x5, $1.40. 241SF2, 2x2, 50c; 3x3, 60c; 4x4, 85c; 

5x5, $1.35; 241H, 2x2, 55c; 3x3, 60c; 4x4, 85c; 5x5, $1.35; 
241N, 3x3, 65c; 4x4, 90c. 731%, 2x2, 45c; 3x3, 50c; 4x4, 

70c; 5x5, $1.30. 733, 3x3, 55c; 4x4, 75c: 5x5, $1.40. 

Wrought Steel Plated Butts—286D2&F, 2-in.. 30c; 

2 %-in. 35c; 3-in., 40c. 286H, 35c; 40c; 45c. 286N, 40c; 

45c; 50c. 

Wrought Steel Butts—No. 804, 3x3, 35c; 4x4, 60c; 

5x5, 70c. 

Wrought Steel Butts—No. 838, 1%-in., 15c; 2-in., 20c.; 
3-in., 25c. No. 840, 15c; 20c; 30c. 

Wrought Plated Butts—291D2&F, 2 %-in., 40c; 3-in., 45c; 

3 % -in., 60c. 291SF2&H, 2%-in„ 45c; 3-in., 50c; 3%-in., 

60c. 291N, 2%-in. f 50c; 3-in., 60c; 3%-in., 70c. 

HOLLOW WARE—STEEL—Bailed Griddles, Cooking surface 
12 inches, $1.95 each; 13 inches, $2.30; 14 inches, $2.50. 

Handled Griddles—Cooking surface 9 inches, $1.30; 10 
inches, $1.50; 11 inches, $1.65. 

Spiders—Diameter, bottom, 8 inches, $1.10; 9 inches, 
$1.20; 10 inches, $1.50; 11 inches, $1.75; 12 inches, $2.00. 

HOLLOW WARE—CAST—Bailed Griddles—Diameter, top 

11% inches, $2.40; 13% inches, $3.15; 15% inches, $3.75. 

Handled Griddles—Diameter, top, 8% inches, $1.25; 9% 
inches. $1.35; 10% inches, $1.75; 11% inches, $2.10. 

Spiders—Diameter, bottom 8% inches, $1.50; 8% inches, 
$1.60; 9% inches, $1.95; 10% inches, $2.40; 10% inches, 
$3.00; 11% inches, $3.60. 

Long Griddles—7%xl6% inches, $2.30; 8%xl9 inches, 
$2.85; 9%x21 inches, $3.75; 12%x24% inches, $5.40; 

13%x25 inches, $7.50. 

Dutch Ovens, without legs—Capacity 5 qts., $4.60 each; 
6 qts., $5.25; 8 qts., $6.30; 12 qts., $7.75. 

Flat Bottom Kettles—Capacity 6 qts., $3.50; 7 qts., $4.10; 
9 qts... $5.00. 

Regular Kettles—6 qts., $3.60; 8 qts., $4.10; 10 qts,, 
$5.00. 

Scotch Bowls—3 qts., $2.20; 4 qts., $2.65; 5 qts., $3.00; 
6 qts., $3.65. 

Yankee Bowls— 4 qts., $2.85; 6 qts., $3.00; 7 qts., $3.60; 
9 qts., $4.00. 

Ham Boilers—No. 8, $7.15 each; No. 9, $7.75. 

Waffle Irons, regular style, $2.75. 

No. 40, steel... .20 .25 .30 .40 


.45 .50 


HOOKS AND EYE8—(Price per dozen) — 




Screw Hooks 

Screw Eyes 


Steel 

Brass 

Steel 

Brasi 

0 . 

.85 


.65 


1 . 



.50 


2 . 

.60 


.45 


3 . 



.35 


4 or 104. 



.30 


5 or 105. 

.35 


.25 

.75 

6 or 106. 


1.25 

.20 

.60 

7 or 107. 

.20 

.60 

.15 

.45 

8 or 108. 

.15 

.75 

.10 

.40 

9 or 109. 


.60 

.10 

.35 

10 or 110. 

.10 

.50 

.10 

.30 

11 or 111. 

.10 

.40 

.10 

.25 

12 or 112. 

.10 

.30 

.10 

.20 

13 or 113. 

.10 

.25 

.10 

.15 

14 or 114. 


.20 

.10 

.10 


Size 

No. 40, steel. . . 


Gross lots, 35% off list. 
Ceiling — Ea. 

2%-inch cast iron.60 

2%-inch cast iron.... 1.50 
2%-inch, other finishes 1.60 
.65 
.65 
.40 
.45 
.45 
.70 


Cast, coppered 

Wire, coppered. 

Wire, Japanned. 

Wire, tinned. 

Wire, nickel plated.. 
Wire, brass plated... 

Coat and Hat— 
Double, cast, heavy.. 

Single, cast .. 

Medium, cast . 

Heavy, cast. 

Cast, nickel plated. .. 
Cast, copper finish. . . 
Cast, brass finish . . . 
Cast, bronze, all fin.. 

Porcelain, solid. 

Wire, Japanned .... 


.80 

.55 

1.00 

1.50 

1.35 

1.25 

1.15 

4.75 

.15 

.25 


Wire, tinned.30 

Wire, nickel plated. . . .40 

Clothes Line— Ea. 

Malleable iron, Jap... .10 
Malleable iron, Galv.. .15 
Grass— Ea. 

14-in., 16-in., 18-in_ .05 

Bronzed .65 

12-in. enameled, green .60 
12-in, enameled, black .75 
Finest quality steel.. .90 

Forged tool steel.60 

Hammock— Ea. 

To screw.15 

With plate .15 

Hay Fork— Ea. 

%-inrh pi. wr’ght steel .30 
%-inch pi. wr’ght steel .45 
%-inch galvanized ... .15 

%-iach galvanized ... .15 

7 JH-inch galvanised.. 0/4 
%-inch *»Wania«4 ... 


HOSE FIXTURES—Hose Washers—%-inch, do*., 5c; bulk, 
45c lb. 

Hose Couplings—Cast Brass, Common—%-inch, 80c each; 
%-inch, 30c; 1-inch, 45c.. Heavy Brass, Clincher, %-inch, 

35c; %-inch, 35c. 

Brass Hose Clamps—%-inch, 5c each: %-inch, 6c; 1- 
inch, 15c; 1 %-inch, 20c; 1 %-inch, 30c; 2-inch, 35c. 

Galvanized Steel Hose Clamps—%-inch, 5c each; %-inch, 
5c; 1-inch, 5c; 1 %-inch, 15c; 1 %-inch, 20c; 2-inch, 25c. 

Hose Menders—Clincher, %-inch, 10c each; %-inc h. 10c. 
Sherman Seamless Brass, %-inch, 10c; %-inch, 10c. Wood, 
%-inch, 2%c; %-inch, 2%c. Caldwell Hose Straps, %-inch, 
2 % c; % -inch, 2%c. Caldwell Hose Strap Pliers, No. 1 

for % or %-inch Hose Bands, 20c each. 

Hose Nozzles—Boston, %-inch, 90c each. Magic, %-ineh, 
$1.25. Oakland Pattern, %-inch 65c. 

HOSE, GARDEN—Coupled in 50 ft. lengths—5 ply, %-in- 22e 
per ft; 5 ply, %-in., 27c; 6 ply, % in., 27c; 6 ply, %-in^ 
33c; 7 ply, %-in. f 30c; 7 ply, %-in., 87c; Tested, 6 ply, 
% in., 24c; Tested, 5 ply, %-in., 30c. 

Reel, not coupled—Goodrich Ribbed, %-in., 85c per ft: 
%-in., 45c; Second quality, %-in., 32c; %-in., 42c; Third 
quality, %-in., 26c; %-in., 32c. 

IRON SHEETS— 

Galvanized— 

10 to 20 . 

20 to 30 . 

Black Sheets— 

10 to 16. 

18 to 24. 

26 to 30. 

Corrugated Sheets, Galvanized— 

26 Ga.13.00 

28 Ga.12.00 

Iiockface Siding .11.50 

Brickface Siding 28 Ga. 8.25 

IRONS— 


Cut Sheets 

Full Sheets 

. . .21 

.16 

. . .21 

.16 

. . .16 

.12% 

. . .18 

.14 

. . .19 

.15 


Plane, Stanley or Bailey— 

2%-inch Single... 

. . 1.05 

1 %-inch—Block . . 

. . .55 

1 % -inch Double. . . 

. . 1.25 

1 % -inch Single. . . 

. . .80 

2-inch Double. 

. . 1.45 

2-inch Single .... 

. . .85 

2 %-inch Double. . . 

. . 1.55 

2 %-inch Single . . . 

. . .90 

2%-inch Double. . . 

. . 1.65 

2 % -inch Single . . . 

. . 1.00 

2%-inch Double. . . 

. . 1.70 


.95 


IRONS—Sad. Common, 25c lb. 

Mrs. Potts—No. 50, $3.00 set; 

70, $4.25; G. Pressing, 15c lb.; T Tailors* Goose. 15c 
lb.; N Gasoline, $5.25 each. Handles, 35c; Asbestos No. 60, 
$2.45. 

KITS—Lunch— 

Thermos—391-395, $3.75; 392-396, $4.00* 393-897, $4.25; 

394-398, $5.00. 

Universal—310—$5.00; 410, $5.25; 510, $5.75; 320, 

$4.75; 4070, $6.50; 3070, $4.50. 

KNIFE—Corn- 

Corn King, 60c; No. 12 Handy, 65c. 

KNIVES AND FORKS— 

Iron handled, set, $1.75. 

KNIVES—Hay- 

Lightning, $2.25; Iwan Sickle, 

$3.25; Heaths Upright, $2.75. 

KNOBS— 

Maple base, each, 

LACING—Belt— 

Rawhide, Cut 

Size %, per ft.04 

Size 5-16, per ft.04 

Size %, per ft.05 

Size %, per ft.07% 


$3.25; Iwan Serrated. 


1% 

2 

2% 

3 

3% 

4 

6 

Size %, 

.30 

.25 

.30 

.40 

.45 

.50 

.90 

0 and 1, 

.85 

.90 

1.50 

1.50 

1.75 

2.00 

4.40 


Wire 


; doz., 

85c. 

.04 

2, coil . . 

.04% 

3. coil . . 

.05 

0 M, 1 M, 

.07% 

.09 

.10% 

10 . 

.75 

8, 9, 10 . 
6, 7 _ 


Hooks 


Dot 

.05 

.05 

.10 

LADDERS—Extension, No. 1, 45c foot. Step, Climax, 70« 
foot; Special, Crescent, 55c foot; Standard, 40c foot. 

LAMPS—Coleman Quick-Lite No. CQ329, $9.50; Quick-Lit* 
No. LQ327, $8.50. 

LANTERNR—Dietz Tubular. 

Hot Blast Lanterns 
Little Star Tin Lanterns .90 
HI*Lo Tin Lanterns... 1.25 
Victor Tin Lanterns. . .95 

Monarch Tin Lanterns .95 
O. K. Tin Lanterns... 1.00 
No. 2 Royal Tin Lants. 1.10 
Cold Blast Lanterns 
Junior Tin Lanterns. . .95 

Junior Brass Lanterns 1.75 
Junior Brass Nickel- 
plated Lanterns.... 2.00 
No. 2 Crescent Tin Lan¬ 
terns . 1.85 

No. 2 Blizzard Tin Lan¬ 
terns . 1.45 


Same, Brass Fount and 

Top . 2.75 

No. 2 Large Fount Bill¬ 
iard Lanterns.1.65 

Little Wizard Tin Lan¬ 
terns . 1.10 

No. 2 Wizard Tin Lan¬ 
terns . 1.45 

Same, Brail Fount and 

Top . 2.00 

No. 2 Large Fonnt Wii- 

ard Lanterns.1.65 

Same, Brass Fonnt and 

Top . 2.10 

Dash and Wagon Lanterns 
Buckeye Dash Lant'ns 1.35 
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Junior Wagon Lant’ns 1.75 
Roadster Wagon Lan¬ 
terns . 1.75 

Driving Lanterns 
Eureka Driving, plain 

lens . 2.00 

Same, with optical lens 2.35 
Octo Driving, pl’n lens 4.00 
Same, optical lens. . . 4.75 
Union Driving, plain 

lens . 4.50 

Same, with optical lens 5.00 
Mill Lanterns 
Watchman’s Mill Lan¬ 
terns, enamel fin... 2.25 
Underwriter’s Mill Lan¬ 
terns . 2.50 

No. 2 Blizzard Mill Lan¬ 
terns . 3.50 

Fire Dept. Lanterns 
King Fire Dept. Tin 

enamel finish .4.75 

Same, Kickellplated on 

Tin . 5.25 

Same, all Brass. 6.00 

Same, Nickel-plated on 

Brass . 6.50 

No. 2 Wizard Fire Dept. 
Brass Founts with 

enamel finish . 5.00 

Same, all Brass. 6.50 


Same, Brass, Nickel- 

plated . 7.00 

Wall Lanterns 

No. 15 Wall Lanterns 2.50 
No. 25 Wall Lanterns 2.75 
No. 30 Beacon Wall 

Lanterns . 2.75 

No. 60 Beacon Wall 

Lanterns . 8.75 

Street and Hanging Lanterns 
Pioneer Street Lan¬ 
terns, Tin . 7.25 

8ame, Brass Founts... 9.25 

Same, all Brass.12.00 

Pioneer Hanging Lan¬ 
terns, Tin . 7.75 

8ame, Brass Founts. .. 10.75 
Platform Lanterns 
Imperial Platform Lan¬ 
terns .12.50 

No. 1 Climax Platform 

Lanterns . 5.00 

No. 2 Climax Platform 

Lanterns . 5.25 

Nos. 1 and 2 CJimax 

Nested .10.50 

Unclassified Lanterns 
Police Flash Lanterns 1.50 
Traffic Signal Lant’ns 4.00 
No. 12 Display Stand 
and Assortment, .. .24.50 


MOWEBfi—Lawn 

Great American— 

15 inch.24.00 

17-inch.26.00 

19 inch.29.00 

21-inch.32.00 

Common— 

12-inch. 9.00 

NETTING, POULTRY—Hexagon, 
2 inch, 20-gauge—List roll, 
24 in., $3.92; 30 in., $4.68; 
60 in., $8.91; 72 in., $10.69. 


14-inch. 9.50 

16-inch.10.00 

Pennsylvania— 

14-inch.22.00 

16- inch.25.00 

17- inch.36.00 

19 inch.40.00 

21-inch.44.00 

Galvanized after Weaving— 
12 in., $2.14; 18 in., $3.08; 
36 in., $5.35; 48 in., $7.18; 


LEAD—Bar, 25c lb.; Calking (100 lbs), 17c lb.; Pig (100 
lbs.), 16c lb.; Sheet (full), 26c lb.; Wool, 35c lb. 


Sell Full Roll—12 in., $2.40; 18 in., $3.45; 24 in., $4.40; 30 
in., $5.25; 36 in., $6.00; 48 in., $8.00; 60 in., $10.00; 72 
in., $12.00. 

Sell Cut (lin ft.)—12 in., 2c; 18 in., 3c; 24 in., 4c; 30 in., 
5c; 36 in., 6c; 48 in.; 7 He; 60 in., 9c; 72 in., 10He. 

1 H -inch, 20-gauge—List Roll, 12 in., $3.15; 18 in., $4.58; 
24 in., $5.78; 30 in., $6.90; 36 in., $7.88; 48 in., $10 50* 
60 in.. $13.13; 72 in., $15.75. 

Sell Full Roll—12 in., $3.55; 18 in., $5.10; 24 in., $6.50; 
30 in., $7.75; 36 in., $8.85; 48 in., $11.80; 60 in.. $14.75: 
72 in.. $16.75. 

Sell Cut (lin. ft.)—12 in., 3c; 18 in., 4^c; 24 in., 6c; 
30 in., 7c; 36 in., 8c; 48 in., 10Hc; 60 in., 13c; 72 in., 16c. 

1-inch, 20-gauge—List Roll, 12 in., $4.95; 18 in., $7 12* 
24 in., $9.08; 30 in., $10.83; 36 in., $12.38; 48 in., $16.50; 
60 in., $20.64; 72 in., $24.75. 

Sell Full Roll—12 in., $5.55; 18 in., $8.00; 24 in., $10 20; 
30 in., $12 20; 36 in., $13.90; 48 in., $18.55; 60 in„ $23 25; 
72 in., $27.85. 


LEVELS—No. 36, 12-inch, $3.35; 18-inch, $4.00; 24-inch, 

$4.75. No. 37, 12-inch, $4.50; 18-inch, $5.25; 24-inch. 

$6.25. 

Marx Aluminum—12-inch, $3.75; 18-inch, $4.50; 24-inch, 

5.50; 28, $6.25. 

No. 95, 24-inch, $8.00; 26-inch, $8.25; 26-inch, $8.50; 
30-inch, $9.00. No. 96, 24-inch, $10.00; 28-inch, $10.5$; 
30-inch, $11.00. 

Special Nos—No. 0, $2.00; 15, 24 and 26-inch, $4.75; 15, 
28 and 30-inch, $5.00; 25, $5.50. 34, $1.85; 4524, $5.00; 

4424, $6.50; 45 H, $5.25; 90, $3.75; 93, $5.00 ; 103, $1.00. 

LEVERS—Ice Box—Brass, 4H-inch, $1.35 each; 6-inch, $2.25; 
9-inch, $4.25. Galvanized, 4H-inch, 50c; 6-inch, $1.25; 9- 
inch, $2.00. Tinned, 8H-inch, $1.65; 11-inch, $2.65; 14- 
inch, $4.00; 16-inch, $5.75. 

LIFTERS—Hot Pan—25c each. Stove Cover, wire circular 
hanlde, 15c; straight wire handle, 10c. 

Transom, Coppered—V*x3-in., 45c each; H*4, 50c.; 5-16 
x4, 80c; 5-16x5, 90c. 


LINES, (7LOTHE8—Cotton, Braided—No. 350, 65c each; No. 
450, 45c each. 

Cotton. Twisted—No. 140, 50e each; 150, 55e. 

Wire Twisted—50 foot 20 gauge, 50c; 75 foot 20 gauge, 65c; 
100 foot 20 gnuge, 75c; 50 foot 18 gauge, 70c; 75 foot 18 
gauge 85c; 100 foot 18 gauge, $1.05. 

Wire, Solid—100 foot 9 gauge, $1.00 each. 

LOCKS—Rtm—8teel, 75c set; Cast, 60c set. 

MANILA ROPE— 8-16-inch to Hinch, 50c per lb; %-ineh 
and larger, 45c. 


MATS, DOOR—Cocoa Fibre, Fine, 14x24, $2.00; 16x27, $2.50; 
18x30, $2.75. 

Cocoa Fibre, Medium—16x27, $3.25; 18x30, $4.25; 20x88, 
$5.00; 22x36. $6.25. 

Steel—15H*23H. $3.00 each; 17H*30, $4.00; 2lHx36, 

$6.00. 

Steel Matting in Rolls-—Per sq. ft., $1.20. 


MATTOCKS— Each. 

Short Cutter, Standard, 6H lbs. 1.75 

Long Cutter, Standard, 6 lbs. 1.75 

Pick, Standard, 6 lb. 1.75 

Handled, D E 8. 1.00 

Handled, C E 3H. 1.65 

Handled S Q 3H. 1.25 


MAULS—Post—10-lb., $1.80 each; 13-lb., $2.35; 16-lb., $2.85; 
18-lb., $3 25; 20-lb., $3.60. 

Ship or Top—35c lb. 

Wood Choppers'—Adze or Round Eye, 30c lb. 

MTLL8—Cider — 

Junior.42.00 Senior .65.00 

Medium.48.00 Force Feed .30.00 


MOPS—Handled— 
Brown Daisy 

6 85 

8 1.15 

7BD.1.25 

0BD.1.50 


O-Cedar 

8 1.25 

4 1.75 

10B . 1.50 

11B . 1.50 


Cotton 


120 ... 

... .90 

140 ... 

... 1.10 

180 ... 

... 1.35 

220 . . . 

. . . 1.50 


MOP STICKS—No. 2, 25c each; No. 7, 50c each; No. 13, 50c 
each; No. 70 or Janitor’s, $1.00 each. 


Sell Out (lin. ft.)—12 in., 5c; 18 in., 7c; 24 in., 9c; 80 in. 
11c; 36 in., 12c; 48 in., 16Hc; 60 in., 21c; 72 in., 25c. 

% -inch., 20 gauge—List Roll.12 in., $8.55, 18 in., $12.30; 
24 >n., $15.68; 30 in., $18.71; 36 in., $21.38; 48 in., $28.50; 
60 in., $35.63; 72 in., $42.75. 

Sell Full Roll—12 in., $9.60; 18 in., $13.85; 24 in., $17.65; 
30 in., $21.05; 36 in., $24.00; 48 in., $32.00; 60 in„ $40 10* 
72 in., $48.10. * ’ 

Sell Cut (lin. ft.)—12 in., 8Hc; 18 in., 12Hc; 24 in., 16c- 
30 in., 19c; 36 in., 21c; 48 in., 29c; 60 in., 36c; 72 in., 48c. 


NIPPERS, CUTTING— 
Kraeuter’s— 


5 inch . 1.35 

6- inch . 1.50 

7- inch . 1.85 

8- inch . 2.15 

Nettleton’s— 

6-inch . 2.00 

8-inch . 2.40 

10-inch . 2.90 


NIPPLES—See Pipe Fittings— 


12-inch . 


8.10 

14-inch . 


3.75 

Utica— 



Compound, 

5H-!nch. 

2.65 

Compound, 

7 H-inch. 

8.15 

Compound, 

9-inch. .., 

. 3.75 

Common, £ 

i-inch. . ..., 

. 1.60 

Common, 6 

i-inch.. 

, 1.85 

Jeweler’s, 

3H-inch. . 

. 2.00 

Jeweler’s, 

4H inch.., 

. 2.25 


NUTS—Cold Punched U. S. S. Hexagon, Tapped—Size 5 

for 5c; 5-16, 3 for 5c; %, 3 for 5c; 7-16, 2 for 5c; H, 2 for 

5c; 9-16, each 5c; %, eaeh 5c; H, 2 for 15c; % each 10c; 

1 inch, each 15c. In quantity sell at cost, plus 50 per cent. 

Hot Pressed U. S. 8. Square, Tapped—Size H. Bug 
retail, 10 for 5c; 5-16, 6 for 5c; %, 5 for 5c; 7-16, 8 lor 5c; 

H, 3 for 5c; % 2 for 5c; %, each 5c; % each 10c; 

l*in., 2 for 25c. In quantity sell at cost, plus 50 per cent. 


ng, Tapped, U. S. 8.—8-16, 30c doz.; H. 85c; 5*: 
; %, 55c; 7-16, 75c; %, 90c; %, $2.00 


OAKUM—Plumbers, 20c lb.; Navy, 80c lb.; Best Unspun, 
35c lb. 


OIL—3-in-l, 1-oz. bottle, 25c each; 3-oz., 35c; 8-oz., 65c; 2H* 
oz. can, 35c. Household Lubricant, 4-oz. can, 25c each; 8- 
oz. can, 35c. 


OILERS— 

Oopperized Steel— 

13 .40 

14 .45 

14B .55 

15A .60 

16 .65 

Gannon Pump—Brass— 

11 .2.75 

12 .8.00 

13.3.50 

Cannon Pump— Tin — 

1 .1.75 

2 .2.00 

2 H .2.25 

OPENERS (CAN)— 

No. Sack. 

4 .16 

16 .15 

100 . so 


8 . 

.. . 2 25 

Felloe — 

8 . 

. . 1.75 

4 . 

.. 1.85 

5 . 

.. 2.00 

6 . 

.. 2.15 

Zinc, Chase’s— 

00. 

... .15 

0 . 

. .. .15 

1 . 


2 . 

... .25 

3 . 

... .80 

4 . 

... .85 

5. 


6 . 


No. 

Eaeh. 

146 . 

... .16 

840 . 

... .80 
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HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


OVENS, PORTABLE—Bo»»— 

No. Bach. 

012.5.25 

055 . 5.75 

0200 . 5.25 

450 . 5.50 

Perfection— 

121 G . 6.25 

Pinney A Boyle— 

13 3.25 

17 4.00 


No. Bach. 

550 . 5.50 

700 . 5.50 

750 . 6.50 

755 . 6.75 

17 G. 4.25 

122 G. 7.50 

33 . 3.50 

37 4.15 

37 G . 4.25 


2883 . 4.50 

. 1.85 

°1I :::::::::::::: To 

18 L. 

21 .50 

Vs V. . 55 

76 . 86 

78 . 1-JO 

96 . 

96C . 

121 . 55 

54ll . 1-W 

Slaymaker— 

1902 . 76 

PAINT SUNDRIES— 

Alcohol— (Denatured)— 

1 gallon. 

6 gallon .1.90 

Alum— 

Pwd, leas than 100 
lba, lb. 

Benzine— 

New cans, caad, gal .60 
Old cana, uncad, gal. .40 

Coal Tar— 

5-o»i.®»|- -5® 

1-Gal .G»l. .58 


Oreoaote— 
GaL .... 


Distillate- 

Light, pal.40 

Glue— Lb- 

No. 2 Gelatine.50 

Chicago White ... .50 

Kalsomine, White— 

Bbla, 380 lba.08 

Kege, 100 lba..... .08% 

4 25 1b. pkga. bulk .09 

25 lba., bulk.09 

Leaa 25 lba.09% 

100 lba. 51b. pkga. .09 
Leaa 100 lba. pkga. .09% 
Lamp Black—Bear Brand— 

14-8.ao 

Linaeed Oil, Boiled— 

5’s .Gal. 1.65 

l’g .Gal. 1.90 

% ’a . %-Gal. 1.05 

u’e .Qt. .60 

% 'a .Pt. .85 

Raw Linaeed Oil, 2c leaa 
than price ef boiled. Paint¬ 
ing contractors* prioe on 
Linaeed Oil, 5e above coat, 
according to quantity. 

Oil— Gal. 

Floor.75 

Gloaa .1.58 


Lard, No. 1.1.80 

Lin-O-Oil.90 

Neatafoot No. 1... 2.40 

Neutral .60 

Paraffine.70 

Paint, Dry Colors— 

Umber.18 

Chrome Green, Med .20 

Graphite.06 

Princese Metallic.. .06 

Sienna.11 

Venetian Red.08 

Yellow Ochre .05 

Painters’ Petroleum— 

1-Gal .Gal. .40 

Paints. Ready Mixed—let 
grade, white— 

Gala. .GaL 4.40 

%-gala. ...%-Gal. 2.80 

Quarts.Qt. 1.25 

Pints . Pt. .70 

%-pints . ...%*Pt. .40 

1st Grade, Colors— 

Gala.Gal. 4.25 

%-gals. ...%-Gal. 3.25 

Quarts.Qt. 1J0 

Pints .Pt. .65 

%-pints ...,%JPt. .85 

2d Grade, White or 

Colors— 

Gala.Gal. 2.90 

%-gals. ....%-Gal. 1.60 
Quarts ..Qt. .95 

Inside Floor- 

Gals.Gal. 2.90 

%-gals.%-Gal. 1.60 

Quarts .Qt. .95 

Porch— 

Gala.Gal. 4.25 

% -gala. ...%-Gal. 2.25 

Quarts .Qt. 1.20 

Plaster Paris— 

Leas sack, lb...... .08 

Putty, Bladder— 

Leaa than 100 lba. .07% 
Putty, Bulk— Lb. 

1-lb. Cana.15 


PACKING—Sheet Rubber—Standard I C., 35c lb.; Rainbow, 
90c. 

Italian Hemp—Comomn, 75c lb. 

Square Flax, braided, $1.50. 

Piston Spiral—Steam, high pressure, $2.50; steam or 
water, low pressure, $1.1 . 

PADS—Sweat—No. 63 N12, Red Edge, $1.25; No. 146 A 12, 
Blue and White striped, $1.75. 

PADLOCKS—Corbin— , _ , 

No Each. No. Each. 

958 .35 1903 .60 

2802 % 45 9902 .85 

2822% 65 9902 N C.75 

Hi 9 .. 1.25 21090 . 1.00 

2K7Q ... 2.10 Yale- 

2883 4.50 453 j. 45 

. x.85 563 X ..IM 

0 « . AO 585 . 2.50 

if i* .:::: « ess . 2.25 

j?.:::::: so sos . 2.50 

..86 sos* . 3.00 

960 .............. II g33 . 8.50 

:::::.i.» |«. til 

SMjmrter- . 76 g4S4 ;;;;;;; . 8 .50 


2- lb. Oona ...., 

3- lb. Cana ...., 
5-lb. Cans ...., 

10-lb. Cans ...., 
25-lb. Cans ..,., 

85 lb. Cana . 

Rosin— 

Lb.. 

Tints, Kalsomine— 
Barrels, 280 lbs., 
Kegs, 100 lbs.... 

100-lb. bulk. 

25-lb. bulk. 

Less 25 lbs. 


100 lba., 6-lb. pkts. .09% 
Leaa 100 lba. 5-Tb. 
pkga.10 


PANS—Acme Frying- 

No. 00, each. 

No. 0, each. 

No. 1, each. 

No. 2, each. 

No. 3, each. 


Turpentine— 

5*a.Gal. 2.05 

l’s.Gal. 2.17 

%’a .%-Gal. 1.25 

%’s .Qt. .7# 

%’a .Pt. .40 

Painting contractora* prioe 
on turpentine: 5 gals, or 
more, 2c above coat; lest 

5 gala., 5c above coat. 


No. 4, each.55 

No. 5, each.60 

No. 6, each.80 

No. 7, each.90 


PAPER—ASBESTOS—1-16 and under, full roll, per lb. t 13c; 
cut, per lb., 25c; over 1-16, full roll per lb., 14c, cut, per lb. 
25c; Asbestos Millboard, 30c per lb. 


BUILDING— 

P&B 

Imitation P A B 

No. 

1—500. 

. . 4.25 

14.75 

No. 

1-1000. 

8.00 

8.75 

No. 

2-500. 

6.25 

7.25 

No. 

2-1000. 

. 12.00 

6.25 

No. 

8-500. 

. 9.00 

9.75 

No. 

3-1000 . 

. 15.00 

13.40 

Red Resin—17-lb„ $2.00; 

20-lb., $2.25; 

25-lb., $2.75; 


30-lb. f $3.25. 

Black Glazed—No. 1, 500 aq. ft. Toll, $1.75; 1000 aq. ft. roll 
$3.00; No. 2, 500 sq. ft. roll, $2.50; 1000 aq. ft. roll, $4.50; 
No. 3, 500 sq. ft. roll, $3.25; 1000 sq. ft. roll, $6.00 

FELT—Asphalt saturated, per roll, $8.50; Deadening, per 
lb. 09. 

INSULATING—No. 8, per roll, $2.25; No. 10, per roll, $8.50. 


ROOFING— 

Standard or Cronolite 

1 ply square. 8.25 

2 ply square.8.75 

8 ply square.4.60 

Malthoid or Rubberoid 
Roofing— 

1 ply . 4.00 

2 ply .. 5.00 


3 ply . 6.00 

Malthoid Junior.4.25 

Roofing Cement— 
Preservative 

Bbla.. per gal.90 

5 Gal., per gal.1.26 

1 Gal., par gaL. 1.85 

Pint.80 


SAND AND EMERY—(Per quire of sheets)- 



0 

% 

1 

1% 

2 

2% 

8 

Carborundum .. 

. .80 

.96 

1.10 

1.80 

1.60 

1.75 


B. A A. 

. .45 

.50 

.55 

.60 

.75 

.85 

.95 

Aztec . 

. .40 

.45 

.60 

.60 

.70 

.75 

.90 

Aloxite . 

. .80 

.85 

.90 

1.00 

1.10 

1.20 

1.45 


SHEATHING — Red or gray —20-lb„ $1.85 per roll; 25-Ib„ 

$2.25; 30-lb., $2.75. 

PEA VIES— 


Socket. 

Maple. Hickory. 


Socket. 

Maple. Hiekory. 


2.25 

214x4 .... 

.. 4.35 

5.25 

2%x4% .. 

.. 6.26 

5.75 

1J0 

2y 4 x4% .. 

. . 4.50 

5.50 

6 . 

.. 5.85 

6.00 

.65 

2%x4% .. 

. . 4.65 

5.75 

8x5 . 

.. 6.00 

6.75 

.85 

2%x5 .... 

.. 4.85 

5.85 





PERCOLATORS, COFFEE—Universal— 


44 . 

46 . 

48 . 

.6.75 

74 . 

76 . 

79 . 

. ft 50 

52 . 

.5.75 

714 . 

.9 25 

54 . 

. 6.25 

464 . 


56 . 

. 6.75 

466 . 

. 

58 . 

.7.50 

469 . 

. ft 75 

64 . 

.6.50 

474 . 

. 7 75 

66 . 


476 . 


69 . 

. 8.00 

479 . 

. 9 25 

614 . 




Percolator Tops, 

lOe each. 




PICKS—Drifting, 3-lb., $1.40 each; 4, $1.50; 4%, $1.75; 5, 
$2.00; 6, $2.25. 

Railroad—5-lb., $1.50 each; 6, $1.65; 6%, $2.00; 7, $1.75. 

PINS—Clothes— C—Common, 10c doz.; US—Spring, 20c; H— 
Hoyt’a Spring, 15c. 
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HARDWARE WORLD 


RETAIL BELLING PBICES—OontinttBd. 


PIPE— Standard Black Galvanized Cutting and 

Cut Full Out Full Threading 



Length 

Length 

Length 

Length 

Cuts Threads 


Pr. Ft. 

Pr. 100 

Pr. Ft. 

Pr. 100 

Each 

Each 

%-inch. . 

. .07 

5.85 

.09% 

8.38 

.04 

.08 

%-inch. . 

. .08 

6.50 

.11 

8.90 

.04 

.08 

%-inch. . 

. .08 

6.50 

.11 

8.90 

.04 

.08 

% -inch. . 

. .10 

8.45 

.13 

10.65 

.04 

.08 

% -inch. . 

12% 

10.75 

.16 

13.15 

.04 

.08 

1 -inch. . 

. 17% 

16.00 

.22 

19.65 

.04% 

.09 

1 % -inch . . 

. .23 

21.25 

.28 

26.45 

.05% 

.11 

1 %-inch. . 

. .29 

26.50 

.35 

31.55 

.06 

.12 

2 -inch. . 

. .37 

34.00 

.46 

42.50 

.07% 

.15 


PIPE—Gas and Water—Black—%-inch, 6%c foot- %-inch, 7c; 
% -inch, 7c; %-inch, 9^c; %-inch, 12c; 1-incn, 18c; 1%- 
inch, 25c; 1^-inch, 30c; 2-inch, 40c. 

Galvanized—%-inch, 9c foot; %-ineh, 10c; %-inch, 10c; 
%-inch; 12c; %-inch, 15c; 1-inch, 22c; 1%-inch, 30c; 1%- 
Inch, 40c; 2-inch, 50c. 

PIPE, STOVE—Nested, Full Jointa—3 inch, 45c joint; 4-inch, 
45c; 5-inch, 45c; 6-inch, 50c; 7-inch, 50c. 

4-inch, Japan, 45c; 5-inch, Japan, 45c; 3-inch, Galva¬ 
nized, 40c; 4-inch, Galvanized, 50c; 5-inch Galvanized, 60c; 
6-inch, Galvanized, 70c. 

Half Joints—5-inch, 20c joint; 6-inch, 25c. 

Taper Joints—6-inch to 5-inch, 45c joint; 7-ineh to 6-inch, 
45c. 


PIPE FITTINGS—Price each—Black. 



% 

% 

% 

% 1 

1% 1% 

2 

Bushings . 

.10 

.10 

10 

.10 .10 

.10 .15 

.20 

Caps . 

.10 

.10 

10 

.15 .20 

.25 .30 

.50 

Couplings . 

.10 

.10 

.15 

.15 .20 

.30 ,35 

.50 

Crosses. 

.20 

.20 

30 

.40 .60 

.65 .75 

1.30 

Elbows, 90 degree. 
Elbows, 45 degree. 

.10 

.10 

.15 

.15 .20 

.30 .40 

.65 

.10 

.10 

15 

.20 .30 

.50 .60 

.85 

Elbows, Reducing. . 

.15 

.15 

.15 

.25 .30 

.40 .45 

.85 

Elbows, Side Outlet 


.10 

.20 

.30 .50 

.75 .95 

1.60 

Elbows, Street.... 

.io 

.10 

.15 

.25 .25 

.35 .45 

.85 

Floor Flanges. 

.20 

.20 

,25 

.30 .30 

.35 .45 

.60 

Lock Nuts . 

.10 

.10 

.10 

.15 .20 

.25 .25 

.35 

plugs . 

.10 

.10 

.10 

.10 .10 

.10 .10 

.15 

* Reducers . 

.29 

.10 

.15 

.15 .25 

.25 .35 

.60 

Return Bends, Close 


.25 

.30 

.35 .60 

.80 1.00 

1.45 

Tees . 

.io 

.15 

.15 

.15 .25 

.40 .50 

.85 

Tees, 4-wav . 


.15 

.25 

.30 .55 

.90 1.30 

2.10 

*Tees, Reducing. . . 

.20 

.20 

.20 

.30 .30 

.50 .65 

1.15 

Unions . 

.25 

.25 

.30 

.35 .40 

.60 .75 

.95 

Galvanized. 

Bushings . 

.15 

.15 

.15 

.15 .20 

.20 .25 

.40 

Caps . 

.10 

.10 

.15 

.20 .25 

.45 .50 

.75' 

Couplings . 

.10 

.15 

.15 

.20 .30 

.45 .55 

.65 

Crosses . 

.25 

.25 

.40 

.60 .90 

1.05 1.40 

2 25 

Elbows, 90 degree. 
Elbows, 45 degrees. 

.10 

.15 

.20 

.20 .35 

.50 .65 

1.10 

.10 

.10 

.20 

.30 .40 

.75 .85 

1.30 

Elbows, Reducing. . 

.20 

.20 

.20 

.30 .40 

.65 .75 

1.40 

Elbows, Side Outlet 


.20 

.25 

.45 .75 

1.10 1.35 

2.40 

Elbows. Street.... 

.io 

.15 

.20 

.40 .45 

.60 .75 

1.40 

Floor Flanges. 

.40 

.45 

.50 

.55 .60 

.75 .85 

1.20 

I>ock Nuts . 

.10 

.10 

.15 

.20 .30 

.35 .35 

.60 

Plugs . 

.10 

.10 

.10 

.10 .15 

.15 .20 

.30 

‘Rednoers . 

.25 

.10 

.20 

.25 .40 

.45 .55 

.95 

Return Bends, Close 


.35 

.45 

.50 .90 

1.35 1.60 

2.50 

Tees . 

.is 

.20 

.25 

.25 .40 

.65 .85 

1.50 

Tees. 4-way . 


.20 

.35 

.45 .80 

1.30 1.80 

3.00 

‘Tees, Reducing . . 

.25 

.25 

.30 

.45 .50 

.85 1.10 

1.85 

Unions . 

.35 

.40 

.40 

.50 .65 

.90 1.15 

1.45 

NIPPLES—Black. 

Close . 

.10 

.10 

.10 

.10 .10 

.10 .10 

.15 

Long. 

.10 

.10 

.10 

.10 .10 

.15 .15 

.20 

4 ineh long. 

.10 

.10 

.10 

.10 .15 

.15 .20 

.25 

5 inch long . 

.10 

.10 

.10 

.10 .15 

.20 .25 

.30 

6 inch long . 

.10 

.10 

.10 

.15 .15 

.25 .30 

.35 

Galvanized. 

Close . 

.10 

.10 

.10 

.10 .10 

.20 .25 

.30 

Long. 

.10 

.10 

.10 

.15 .15 

.20 .25 

.30 

4 inch long. 

.15 

.15 

.15 

.15 .20 

.30 .35 

.45 

5 inch long . 

.15 

.15 

.20 

.20 .25 

.30 .40 

.50 

6 inch long. 

.15 

.15 

.20 

.20 .30 

.35 .45 

.60 

Bushings . 


. .30 


.45 

.60 

.75 

Crips . 


. .70 


1.05 

1.25 

1.70 

Couplings . 


. .65 


1.00 

1.35 

1.65 

Crosses . 


. 2.05 


3.10 

8.75 

6.55 

Elbows, 90 degree. 


. 1.15 


1.70 

2.30 

3.75 

Elbows, 45 degree . 


. 1.20 


1.65 

2.30 

8.30 

Plugs . 


. .25 


.35 

.55 

.60 

‘Reducers . 


. .90 


1.35 

1.85 

2 25 

Tees . 


. 1.35 


2.10 

2.75 

4.30 

Unions . 


. 1.95 


2.60 

4.50 

5.40 

NIPPLES. 

Close . 


. .35 

.45 

.75 

.85 

5 inch long. 


. .55 

.65 

1.05 

1.20 

6 inch long. 


. .60 

.75 

1.05 

1.20 

8 inch long. 


. 1.00 

1.20 

1.45 

1.75 

10 inch long. 


. 1.20 

1.50 

1.75 

2.10 


PIPE FITTINGS (STOVE)—Caps, No. 0 15, 60c each; C-16, 
60c each. 

Pampers—No. 8, 4, 20c each; 5, 6, 25c; 7, 40c. 

Elbows—No. 3 Corg., 25c each; 4, 30c; 5. 85c; 6, 40c; 

7, 45c. No. 3 Adj. 4 Pc., 35c; 4, 40c, 5, 40c; 6, 45c. 8- 

inch Adj. Galv., 40c; 4-inch, 45c; 5-inch, 50c; 6-inch, 55c. 
No. 3 Corg. Jap., 40c; 4, 45c. 

In lots of 12 dozen, 5 per cent discount from above. 

Flue Stops, Nos. 1 and 36, 20c each; 3, 20c each; 30, 20c 

8, 3% (in kegs), 85c lb.; 4, 5, 85c; 6. 7. 8. 85c; 10, 85c. 


Hoof Pistes and Saddles, Nos. 15, 16 (Side), 90c each; 50, 

60 (Ridge), 75c each. 

PISTOLS — Automatio—Dolts*. .25 Oal., $22.00 each;: J35 
Cal. nickel, $27.00; .32 Cal. $27.00; .88 Cal. pocket, $50; 
.45 Cal., military, $42.00. 

Smith & Wesson —.35 Cal., $31.50; Savage. .89 CaL, 

$27.00; .380, $28.00. 

PITCH—Navy Caulking —51b. can, 75c; 10-lb., $1.95; 25-lb., 
$2.50; 50-lb., $4.50; %-bbl., $9.00; bbl., $13,50. 

PLANES—Stanley, Block-Bailey—No. 9%, $3.25: 9%, $4.00; 
15, $3.50; 16, $3.65; 17, $4.25; 18, $4.00; 19, $4.25. 

Block, Stanley—No. 60, $3.75; 60%, $3.25; 65, $4.5$; 
100, 80c; 101, $2.75; 102, $1.15; 103, $1.80; 110, $1.85; 
120, $2.25; 130, $2.45; 131, $3.75; 203, $2.00; 220, $2.45. 

Iron—1 , $4.10; 2, $5.25; 2C, $5.50; 8 , $5.50; 80, $6.00; 
4, $ 6 . 00 ; 4C, $6.50; 4%. $6.85; 4%0; $7.50; 5, $6.85; 
50, $7.50; 5%, $8.00; 5^0, $8.65; 6 , $9.00; 60, $9.50; 
7, $10.25; 7C, $11.00; 8, $12.25; 8C, $13.25; 602, $5.95; 
603, $6.35; 604, $6.85; 6040, $7.25; 604%, $7.95; 605, 
$7.95; 605C, $8.25; 605%, $8.50; 606, $10.00; 6060. 

$10.50; 607, $11.50. 

All Wood—Plain, No. 8 W, $1.10; 15W, $1.25; 21W. 
$2.25; 27W, $2.50; 029W, $2.65. Razee, No. 5W, $2.25; 
17W, $1.50; 23W, $2.65; 29W, $8.00. 

Wood Bottom, Bailey —No. 22, $4.00 each; 28, $4.00; 
24, $4.25; 26, $4.50; 27, $5.00; 28, $5.65; 29, $5.65; 80, 
$6.15; 31, $6.15; 82, $6.15; 35, $5.00; 36, $5.60. 

Rabbet —No. 10, $9.00 each; 10%, $7.50; 75, $1.10; 78, 
$4.65; 90, $5.50; 92, $5.50; 93, $6.65; 98, $2.66; 99, $9.66; 
140, $4.15; 190, $4.15; 191. $4.00; 192, 8.65. 

PLATES—GAS, HOT—No. 501, $5.25; 502, $8 25; 503, 

$13 25; 702, $11.75; 703, $17.25; 722, $13.25; 723, $18.75; 
1001, $3.75; 1002, $6.00. 

PLIERS—Klein's Side Cutting—Bernard's No. 102, 4%-inoh, 
$1.85; 5%, $2.25; 7%, $3.15. No. 201 or 81? 6-inch, 
$3.50; 6, $4.00; 7, $4.50; 8, $5.00; 9, $6.00. 

PLUGS—Spark—$1.00 each. 

PLUMBS AND LEVELS—Metallic, Stanley—No. 86, 6-lnoh. 
$2.75 each; 9-inch, $3.25; 12-inoh, $3.75; 18-inch, $4.75; 
24-inch, $5.50; No. 87, 18-inch, $6.25; 24-ineh, $7.26; 87G, 
9-inch, $4.50; 12-inch, $5.25; 18-inch, $6.25; 24-inch, $7.25; 
No. 38%, 95c; No. 89%, $1.25; No. 34V, 6-inch, $2.25; 
8 -inch, $2.75. ' 

Wood, 8tanlev or Disston—No. 00, $1.75; 0, $9.00; 9 . 
$2 65; 8, $3.50; 18, $4.25; 25, $5.25; 80, $4.00; 85. 

$3.75; 45%, $5.75; 90, $5.00; 98, $5.50; 9&, $8.75; 98, 
$4.50; 101, $3.25; 102, $1.00; 104, $1.25; 012, $2.25; 
6018, $8.00; 6024, $8.50; 6512, $2.25; 6518, $2.85; 

6524, $3.25. 

Pocket, Stanley—No. 81, 2%-inch, 60c each; 8-inch, 65o; 
8 % -inch, 85c; 4-inch, $1.05; 40, 60c; 41, 25c; 44, 25c: 
600, $1.50. 

Extra Level Glasses—No. 1, 1% to 2-inch. 15c each; 2%- 
inch, 15c; 8-inch, 15c; 8 %-inch, 20c; No. 6L, 80c; 6P, 50c: 
7L, $1.35; 7P, $1.35. 

POKERS gTOVB— 

No. 120, Straight, 20-ineh, 15c each; 126, Straight, 26-iach 
20c; 200, Bent, 20-inch, 15o; 250, Bent, 26-inch, 20c. 


POINTS AND OHUOK8— 


For 30 and 81. 

.$ .75 

8 -inch . 

. Oft 

For 85. 

.59 

10 -inch . 


Nos. 11 and 15, 2-in. 

. .55 

No. 75. 


8-inch . 

. .60 

No. 60 . 

. 1 00 

4-inch . 

. .65 

No. 80. 

. _ _.. T 9 ft 

6-inch . 

. .75 

No. 81. 

. Oft 

6-inch . 

. .86 




POLISH (AUTO)—Durolac, 1 pt., 60c; 1 qt., $1.00. 

POLISH (FURNITURE)—Durolac, 1 pt., 60c; 1 qt, $1.00. 
Calol, % pt. 30c each; 1 pint. 45c; 1 quart, 65c; % gallon, 
$1.15; 1 gallon, $2.00; 5 gallons, $7.50. 

Liquid Veneer, 4 ounce, 30c each; 12 ounce, 60c; 1 quart. 
$1.25. 

O-Cedar—4 ounce, 30e each; 12 ounce, 60c; quart, $1.25; 
% gallon, $2.00; gallon, $3.00. 

Johnson’s Prepared Wax, 5 ounce, 45c each; 1 pound, 85c; 
2 pounds, $1.70; 5 pounds, $3.00. 

METAL—NonOlio, % pint, 50c each; 1 pint, 75c; 1 quart, 

$1 25 . 

SHOE—Shnwhite, 15o each; Midnight Oil, 25c; Royal, 15c; 
Jet-Oil, 15c; 4 C S Shoe Satin, 10c; 9 0S Shoe Satin, 15c; 
1 C 8atinola, 10c; 2 C Satinola, 15c; 5 P S Shoe Satin, 10c; 
10 P S Shoe Satin, 15c; 5 P Satinola, 10c; 10 P, Satinola, 

15 c. 

STOVE—Liquid, No. 6 Black Silk, 20c each; 8, Black Silk, 
25c: 2, Black Engle, 25c; 10 E, Ennmeline, 15c. 

Paste. No. 5. Black Silk, 15c each; 10, Blnck Silk, 25c; 
20. Black Silk. $1.75; 01. Black Eagle, 45c; 95 Black Eagle, 
$2.00; 4 E, Ennmeline. 15c; 6 E, Enameline, 15c; 75 Black 
Jack, 25c; 1, Rising Sun, 10c. 

POTS—Fire. 

Gasoline, OAL. 

1 25.00 8 Quart. 1.50 

5 .22 75 10 Quart. 1.75 

21 .19 25 12 Quart. 1.90 

71 .25 00 16 Quart.2.25 

72 .22.75 Tin 

221 .30.00 4 Quart... .85 

Watering Galvanized 6 Quart. 1.00 

4 Quart. 1.10 8 Quart.1.25 

6 Quart. 1.25 10 Quart. 1.60 

Digitized by x^iOOQlC 
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RETAIL SELLING PRICES—Continued. 


PULLERS—Nail—Rex, $2.00 each; Rex, Jr., $1.85; Red Devil, 
$2.50; Morrill’s, $3.25; Little Giant, $2.75. 

PULLEYS—Brass Screw, No. 850, % inch, 20c each; %, 25c; 
%. 25c; 1, 30c; 1%, 40c; 1%, 65c. No. 370, % inch, 40c 
each, 1, 60c. 

Brass Side—No. 1150, % inch, 25c each; %, 30c. No. 
1170, % inch, 40c each; %. 45c. 

Brass Upright—No. 500, 35c each. 

Clothes Line—No. 610, 2 inch, 20c each; 2%, 25c. No. 
660, 20c; 670, 20c; 1610, 2 inch, 25c; 2%, 35c; 1660, 25c; 
1670, 30c; 6350G, 35c; 6500G, 55c. 

Hay Fork, No. 1267, 60c each; 692, 60c; 796, 75c; 46, $1; 
1651, $1.75. 

PULLEYS—Frame—No. 4, Ottumwa, per dot., 90c; No. 5, 
$1,00; No. 9, 95c; No. 105, 90c; No. 109, 90c. 

PUMPS—P. S.—1, $4.75; 2, $5.25; 3, $6.00; 4, $7.50. 

PUTTY—Per lb.. 15c. 


RAKES—GARDEN—Malleable. 12-tooth, 70c each; 14-tooth, 
80c. Steel Straight, 12-tooth, $1.10; 14-tooth, $1.25. Steel 
Row, 11 and 12-tooth, $1.35; 13 and 14-tooth, $1.45; 15 
and 16-tooth, $1.60. Lawn, 85c. 


RASPS—Plain Horse Rasps—14-in., each $1.00; 16-in. t $1.25; 
18-in., $1.60. 

Flanged Horse Rasps—14-in., each $1.25; 16-in., $1.50; 
18-in., $2.00. 

Half Round Cabinet—10-in., each $1.25; 12-in., $1.50; 
14-in., $2.00; 16 in., $2.50; 18-in., $3.00. 

Half Round Wood—10-in., each $1.00; 12-in., $1.25; 

14-in., $1.65; 16-in., $2.25; 18-in., $2.90. 

Flat Wood—10-in., each 95c; 12 in., $1.25; 14-in., $1.50; 
16-in., $2.00; 18-in., $2.60. 

RAZORS (SAFETY)— Eveready 


No. 

700, each . 

. . . . 1 00 

No. 

706 B, Blades, Pkg_ 

.40 

2, each . 

_8.00 


Gem 


800, each . 

.. . 1.00 

800 B, Blades, Pkg.. . . 

.50 


Enders 



. . .. 1.00 

900 B, Blades, Pkg_ 

Domino 

.85 


Durham 

1000, each . 

_ 1.00 

1000 B, Blades, Pkg.. . 

.50 


Gillette 


00, each. 

_7.50 

480, each. 

5.00 

460, each. 

_5.00 

500, each. 

5.00 

460 B, each . 

_ 5.00 

500 B, each. 

6.00 

470, each. 

_5.00 

501, each. 

5.00 

501 B, each . 

_ 6.00 

6 X* B, Blades, pkg. 

.50 

12 X B, Blades, 

pkg 1.00 



AutoStrop 


1, set . 

_5.00 

2541, set. 

5.00 

15, set. 

25, set. 

_6.00 

600 B, Blades, pkg... 

1.00 

. ... 6.50 

600% B Blades, pkg.. 

.50 


251, set . 5.00 

REELS—Hose—No. 1 Wire, $1.65 each; No. 60, Wood, $2.25. 
REVOLVERS— 


Colts, Model 

Each. 

Police Positive 

. 84.00 

Police Positive 

Special 85.50 

Police Positive 

Target 36.00 

Army Special . 


New Service . . 


Single Action . 


Harrington A Richardson 

203. 223 _ 


203 B. 223 B. 


204, 224 .... 

.12.00 

204 B, 224 B. 


263, 273 .... 


263 B, 273 B 

.12.75 

264, 274 _ 

.12.75 

264 B, 274 B. 

.13.00 

Iver Johnson 

— 

300, 303, 323. 


300 B, 303 B. 


804 . 


RIFLES—No. and 

Model— 

Daisy Air— 

Each 

25 . 

..... 5.25 

40 . 

• •••• 5.25 

3 . 

. 8 00 

30 . 

. 2.85 

11 . 

. 2.35 

12 . 

. 2.00 

King Air— 


4. 

..... 2.25 

5 . 

. 2.65 

11 . 

. 1.35 

12. 

. 1 50 

304 B . 

.17 25 

323 B . 

.17.00 

824 .. 

.17 on 


Each. 

324 B .17.25 

343, 353 .17.75 

343 B, 353 B.18.00 

344, 354 .18.00 

344 B, 354 B.18.50 

364 B.19.25 

365 B.19.50 

Smith A Wesson— 

1905 Military, Police.. 84.50 
Regulation Police .... 32.50 
1903 Hand Ejector. . . 30.50 
38 S. & W. Perfected 80.50 

1908 Military. 35.00 

1911 Target . 35.00 

New Departure 38. . . . 30.50 

Marlin— 

20 TD—Octagon Brl.. 18.50 
27 TD—Round Brl... 21.80 
TD—Octagon Barrel. 24.55 
29 TD—Round Brl.. 15.60 
1897 TD—Round Brl. 22.75 
TD—Octagon Barrel. 24.80 
Remington— 

4 TD—Octagon Brl...15.54 

6 TD—Round Brl_10.46 

8 A TD—Round Brl..73.27 
12 TD—Round Brl...28.48 
TD—Octagon Brl....31.95 
14 A TD—Standard. .58.36 

TD—Cnrbine.57.25 

16 A TD—Standard. .44.61 
Savage — 

1809 2. r *o-aoon .CO.00 


1899 TD, Feath’wt ..55.00 


189 SF .48.00 

1904 TD, Single shot. 9.75 
1914 TD, Hammerless 28.50 
Stevens— 

Little Scout. 8.00 

Crack Shot .10.00 

Marksman .12.25 

Favorite.14.00 

70 TD, .22.19.00 

1919, .22 .26.75 


Winchester— 

1886 SF—Round Brl. 49.00 
TD—Round Brl. 64.30 
1890 TD—Oct. Fancy 57.50 
TD—Oct. Plain. 31.50 


1892 SF—Round Brl. 37.50 
SF—Oct. Brl. ..39.40 
TD—Oct. Brl...45.75 
SW—Carbine ..33 55 
1894 SF—Round Brl. 40.85 
SF——Oct. Brl.. . 42.60 
SF—Carbine . . 36.85 
TD—Oct. Brl. . .54.50 


1895 SF .53.15 

1895—Govt. Model. . .53.15 
1895 TD.67.10 

1902 TD—22.10.50 

1903 TD—Plain.44.30 

1903 TD—Fancy_69.00 

1904 TD .22 .12.60 

1906 TD.28.55 

1907 TD.61.50 


RIVETS—Slotted Clinch, Coppered Steel—No. 9, 15c box; 9S, 


10c box. 

Copper—With Burrs— 
Size. % Lbs. 

Lbs. 

SUe. 

H Lbs. 

Lbs. 

7—St'r Lgths .50 

.75 

7—Asst.. . 

. .. .45 

.80 

8 “ .50 

.80 

8 “ ... 

... .45 

.80 

9 ** .50 

.80 

9 14 

... .60 

.85 

10 " .55 

.85 

10 “ ... 

_ .55 

.90 

12 “ .55 

.90 

12 “ ... 

... .55 

.95 


Copper Iron, with Burrs—08 Asst., 25c, %-lb. box; 010, 80e. 


RIVETS—Tinners—Black all sizes (in kegs), 20c lb. Tinned, 
3, 3% (in kegs), 30c lb.; 4, 5, 30c; 6, 7, 8, 85c; 10, 35c. 


RODS. CURTAIN—No. 2, %-in., Steel, Brass Covered, 18c ft.; 
3, % -inch, Steel, Brass Plated, 13c ; 30, 1-in., Wood, Brass 
Covered, 30c; 1%-in., Wood, BrasB Covered, 85c. 

ROOFING—(See Paper) — 

ROPE—Cotton, Thread—3-16, 85c; % to 5-16, 85c lb.; 

% to %, 85c; % to 1, 90c. 

Manila—Base, 40c lb. 

Sisal—Base, 80c lb. 

RULES, Boxwood—Lufkin-Stanley—No. 171(86), 60c each; 
372 (36%), 85c; 378 (3), $1.50; 386 (32), 90c; 383 

(32%). $1.30; 488 (57), 80c; 651 (68), 35c; 702 (18). 
55c; 751 (61), 40c; 752 (70), 50c; 761 (63), 50c; 762B 
(7), $1.40; 771 (84), 85c; 780 (62%), $1.00; 781 (62). 
$1.00; 861A (53%), $1.00; 862C (83%) $1.50; 871 (52), 
95c; 881 (54), $1.15; 981 (60), $1.40; 3851 (66%), 80c; 
3851Y (66), 80c; 3861 (66%), 90c; 8881 (66%), $2.00. 

Rules, Steel—B 85, Blacksmith’s, $1.00 each; 1085, Black¬ 
smith’s, 85c; 041 Pocket, 20c; 4141, 4641, Zig-Zag, $1.15; 
4142, 4642, Zig-Zag, $1.85; 4143, 4643, Zig-Zag, $2.75; 
4144, 4644, Zig-Zag, $3.75. 

RULES—ZIG ZAG—Lufkin—Stanley—No. 804 F, 65c each ; 
806 F, 90c; 8513 (03), 55c; 8514 (04), 70c; 8515 (05). 
90c; 8516 (06). $1.05; 8518 (08), $1.40; 8523 (403 F). 
50c; 8524 (404 F), 65c; 8525 (405 F), 80c; 8526 (406 F). 
$1.00; 8613 (103), 55c; 8614 (104), 75c; 8615 (105), 90c; 
8616 (106), $1.00; 8624 (854 F), 65c; 8626 (856 F), 95c. 


SAWS—One Man—Cross-cut— 

Disston Chinook Chinook 


3 ft. 

. 4.00 

3% ft. 

. 4.60 

4 ft. 

. 5.25 

4% ft. 

. 5.75 

5 ft.. 

. 6.50 

Simonds Falling same 

price as 


6% ft. 7.70 - 

6 ft. 8.65 12.80 

6% ft.10.75 14.40 

7 ft.10.90 16.00 

7% ft.12.00 17.60 

Royal Chinook Cross Cut. 


SAWS—Hand- 

12 Disston or 69 Atkins 

18 inch . 3.70 

20 inch . 4.00 

22 inch . 4.35 

24 inch . 4.70 

26 inch . 5.10 

28 inch . 5.50 

No. D8 Disston or 51 Atkins 

18 inch . 3.10 

20 inch . 3.50 

22 inch . 3.65 

24 inch . 3.75 

26 inch . 3.95 

28 inch . 4.45 - 

No. 7 Disston 

18 Inch . 2.65 

Simonds Hand and Cross-cut 


20 inch . 2.85 

22 inch . 3.10 

24 inch . 3.40 

26 inch . 3.60 

28 inch . 4.00 

No. 120 Disston 

26 inch . 6 20 

28 inch . 6.60 

No. 112 Disston 

26 inch . 5.25 

28 inch . .. 5.60 

No. D 100 or No. D 20 
Disston 

26 inch. 4.35 

28 inch . 4.85 


Saws—Prices on Application. 


8AWS—Miscellaneous— 
Back Saws 


12 inrh . 

. . . 3.00 

14 inch . 

. . . 3.25 

16 inch . 

. . . 3.50 

22-inch . 

. . . 4.00 

24-inch . 

. . . 4.25 

26-inch . 

. . . 4.75 

28-inch . 

. . . 5.50 


Butcher No. 10 



. 1.90 

O.n.jfirli . . _ 

. 2.00 

22-inch . 

. 2.15 


Compass No. 2 


12-inch .85 

14-inch .90 

16-inch .95 

Kitchen No. 2 

12-inch .65 

14-inch .70 

16-inch .75 

Mitre 

24-inch . 5 25 

26-inch . 5 75 

28-inch . 6.50 
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retail SELLING PRICES—Continued. 


SAW8—MISCELLANEOUS—Continued— 


No. 3. 


Nest, Complete 
Pruning 


No. 50 California, 14-in. 1.40 
2 50 No. 51 California, 12*in. 1.80 
No. 51 California, 14-in. 1.90 
Disston, No. 9, 14-inch. 8.00 
No. 50 California, 12 in. 1.35 Disston, No. 10, 14-inch 8.25 
Buck— 

Com Sal Brace V tooth.$1.75 

Com Dbl Brace Tuttle tooth. 2.50 

Com. Dbl Brace V tooth. 2.75 

No. 150 Special . 1.95 

SAW CLAMPS—No. 8, $2.00; 0, $1.85. Perfection, No. 1W, 
$2.25; No. 3W, $2.75; No. 2W. $3.25. No. 11, with Guide, 

$3.25; Bishop's No. 750, 85c; Stearns’ No. 105, $2.75; No. 

200, $1.75; N33, $2.25; No. 3, Disston. $4.50. 


8AW SETS— 

201 G A P. 1.50 

Spec. Morrill .2.00 

105 Morrill.60 

1 Morrill.2.00 

10 . 1.20 

77 . 1.00 

SAW TOOL8— 


X CUT— 

Morrill No. 8. 1.85 

Baker No. 3. 2.85 

Colonial . 1.35 

7 Taintor .2.00 

28 Triumph . 1.65 

Hammer .85 

Lever ..25 

Morin No. 2. 5.00 

Clipper Outfit.80 Morin No. 2 % . 8.00 

Morin No. 3 .2.65 


Morrill'■ Raker Gauge— 

No. 1.1.50 

No. 6.2.26 

No. 9.2.50 

Atkina Raker Swage.. .40 


Setting Tool Disston— 

No. 100.80 

No. 4 Setting Blocks— 

No. 4 Blocks, Morin.. 2.00 

__ Swages No. 0 Disst. . . 4.75 

5-M Tooth Gauge.25 Swages, Whitings.... 1.00 

Jointers Pikes Perf... .75 Atkins, Rex . 1.00 

Jointers No. 7 Sterne .70 Atkins, Excelsior.85 

8 CALE8—Family, testing without scoop, $8.50; with scoop, 
$4.25; Peddlere' glass sash, $6.00; glass sash with chains, 
$6.50; bras* dial, $7.25; brass dial with chains, $7.50. 
Spring Balance, No. 50 30c each; 51, 60e; family, $6.50; 
No. 202, $6.50. 

8CI880R8—Cast—No. 10, 60c each; No. 44, 7% inch: 60e; 
8*4 inch, 65c; 240, 4 inch, 25c; 4% inch, 80o; 255, 4 inch, 

30c; 416 inch, 85c; 5 inch, 85c; 5*4 inch, 40c; 6 inch, 45e; 

320, 85c; 850, 76c. 

Wise—No. 14 B H, $1.85; 54*6, $1.20; 55. $1.25; 55*6, 
$1.80; 56, $1.40; 56*6, $1.50; 57. $1.60; 154*6, $1.45; 
155, $1.50; 155*6, $1.55; 156, $1.60; 156*6, $1-70: 157, 

$1.85; 364, $1.55; 364*6, $1.60; 865, $1.65; 866, $1.85; 

463, $1.40; 468*6, 21.45; 464, $1.50; 578, $1.85; 578*6, 
$2.10; 574*4, $2.80; 668, $1.85; 668*6, $2.10; 664, $2.80; 
768, $1.80; 768*6, $1.40; 764, $1.45; 764*6, $1.50: 765, 
$1.55; 765*6, $1.60; 766, $1.75; 778, $1.45; 778*6, $1.50; 
774, $1.55; 814, $1.55; 814*6, 81.60; 815, $1.65; 815*6, 
$1.70; 816, $1.85. 

SCOOPS—Common Hollow Back—Black—No. 2, $2.15 each; 
3, $2 25; 4, $2.35; 5, $2.45; 6, $2.55; 7, $2.65; 8, $2.75; 
9, $2.85; 10, $3.00. 

8 CREEN8—Adjustable—Window—Wabash, Wood Frame, 15x 
33. 80c; 18x33, 90c; 24x33, $1.15; 80x88, $1.45; 24x87, 
$1.25; 28x37. $1.50. 

Sherwood. Steel Frame—18x33, $1.20; 24x33, $1.35; 24x 
37, $1.50; 30x37, $1.75. 

SCREWS—Cap and Set— 

Machine—Brass, Flat or Round Head— 

Prices shown are for full gross packages. For priee of 
one dozen, use one-tenth of the full package price shown. 


Size. 

%-in. 

%-in. 

'%-in.” 

%-in. 

1-in. 

2. 

. 35 

.40 

.45 

.50 


4. 

.40 

.45 

.50 

.55 

.65 

6 . 

.50 

.55 

.60 

.65 

.85 

ft. 

.70 

.85 

.95 

1.00 

1.20 

10 . 

. 1.00 

1.15 

1.35 

1.55 

1.90 

12. 

. 1.30 

1.55 

1.70 

1.90 

2.20 

14. 

. 1.65 

1.90 

2.20 

2.55 

3.05 

16. 

. 2.65 

2.90 

3.20 

3.45 

4.00 

18. 

. 3.30 

3.75 

4.05 

4.40 

5.25 

20. 

. 4.20 

4.55 

5.00 

5.50 

6.35 

Size. 


1*4 in. 

1*4-in. 

IV, -in. 

2-in 

4. 


.85 

1.00 

1.25 

1.55 

6. 


.. 1.10 

1.40 

1.70 

2.10 

8 . 


. . 1.50 

1.70 

2.10 

2.50 

10. 


. . 2.20 

2 45 

2 75 

3.15 

12. 


. . 2.60 

3.00 

3.40 

3.85 

14. 


. . 3.40 

3.80 

4 25 

4.65 

16 . 


. . 4.40 

5.00 

5.65 

6.35 

18 . 


. . 5.75 

6.30 

7.00 

7.80 

20. 

Iron, Flat or Round 

. . 7.25 
Head— 

8.20 

9.10 

9.90 

Size. 

%-in. 

*6-m. 

%-in. 

%-in. 

1-in. 

2 . 

. 25 

.30 

.30 

.35 


4 . 

. 25 

.30 

.30 

.35 

.40 

6 . 

. 30 

.35 

.35 

.40 

.45 

8. 

. 40 

.40 

.45 

.45 

.55 

10 . 

. 55 

.60 

.60 

.65 

.75 

12 . 

. 60 

.65 

.70 

.75 

.85 

14 . 

. 75 

.80 

.85 

.85 

1.00 

16 . 


1.00 

1.00 

1.10 

1.25 

18 . 



1.40 

1.50 

1.65 

30. 


.... 

.... 

1.80 

2.00 


Size 

1*4-in. 

1*4-in. 

1 %*in. 

2-in. 

4. 

.55 

.60 

.65 

.80 

6. 


.60 

.75 

.95 

8. 


.70 

.80 

1.00 

10. 

.90 

1.10 

1.25 

1.40 

12. 

. 1.00 

1.15 

1.35 

1.50 

14. 


1.35 

1.50 

1.80 

16. 


1.75 

2.05 

2.40 

18. 


2.30 

2.65 

8.00 

20. 


2.65 

8.00 

3.30 


Cap Screws— 

Prices shown are for dozen lots. For the price on one 
only, use one-tenth of the dozen price shown. 

U. S. 8. Thread, Iron— 

Lgth. .ins.) *4-in. 5-16-in. %-in. 7-16-in. *6-in. 

\ .55 .60 .65 .80 1.05 

%.55 .60 .65 .80 1.05 

1 .60 .65 .75 .90 1.10 

114 .65 .65 .75 .95 1.20 

1U .70 .75 .80 1.05 1.30 

1*4 .75 .80 .85 1.10 1.40 

2 .75 .85 .95 1.20 . 1.50 

2*4 .85 .95 1.00 1.80 1.60 

2*6 .95 1.05 1.10 1.85 1.70 

3 1.10 1.15 1.25 1.50 1.80 

3*4. 1.75 2.15 

4 . 2.50 

Lgth. (Ins.) %-ln. %-in. %-in. 

1 . 1.65 2.25 3.30 - 

1*4 . 1.70 2.25 8.80 - 

1*6 . 1.80 2.45 3.30 

1*4 . 1.85 2.60 3.50 4.10 

2 . 2.10 2.80 3.80 4.50 

2*4 . 2.25 8.00 4.10 4.90 

2*4 . 2.45 8.15 4.25 5.80 

3 2.70 8.65 4.70 6.10 

8*4 . 8.05 4.25 5.40 6.95 

4 8.60 4.85 6.00 7.75 

8. A. E. Thread. Steel— , 

Lgth. (in.) *4-in. 5-16-in. *6*in. 7-16-iu. %-in. 

%.60 .75 .85 1.20 1.25 

74 .65 .80 .90 1.20 1.80 

1 70 .80 .90 1.25 1.85 

1 *4 .75 .85 .95 1.80 1.45 

1*4 .80 .90 1.00 1.45 1.60 

1*4 .85 .95 1.10 1.55 1.75 

2 .90 1.10 1.20 1.65 1.90 

2*4 . 1.05 1.20 1.25 1.80 2.00 

2*6 . 1.20 1.30 1.35 1.90 2.15 

2*4 . 1.30 1.40 1.50 2.00 2.25 

8 1.40 1.55 1.60 2.15 2.45 

3*6 . 1.60 1.75 1.90 2.50 2.75 

4 1.75 2.00 2.15 2.80 8.10 

Lrth. (ins.) 9-16-in. %-in, %-in 

*4 . 2.15 

% . 2.15 . 

1 . 2.15 . 

1*4 . 2.15 

1*4 . 2.25 2.65 4.45 

l5 . 2.40 2.85 4.45 

2 . 2.60 8.05 4.70 

2*4 . 2.80 8.25 5.05 

2*4 8.05 8.50 5.85 

2 2 8.25 8.80 5.60 

8 . 8.45 8.95 5.95 

3*4 3.85 4.60 6.75 

4 l. 4.50 5.25 7.55 

Prices shown are for dosen lots. For price of one only, 
use one-tenth of the dozen price shown. 

Square Head, V or U. S. 8. Thread— 

Lgth. (ins) *4"in. 5-16-in. %-in. T-16-in. *6-in. 

*4 25 .80 .35 .40 .50 

*4 80 .35 .40 .45 .55 

74 80 .85 .40 .45 .55 

1 .30 .35 .40 .50 .60 

1*4 .35 .40 .45 .55 .65 

1% 40 .40 .50 .65 .75 

1*4 45 .45 .55 .70 .85 

2 50 .55 .65 .80 .95 

2 *4 .65 .70 .90 1.05 

2*4 . .70 .80 1.00 1.15 

3 . 1-40 

3*6 . 1«5 

Lgth. (ins.) %-in. %-in. %-in. 1-in. 

% .90 . 

1 .90 . 

1*4 . 1.00 1.70 2.40 - 

1*6 . 1.10 1.85 2.50 8.40 

1*4 . 1.25 2.00 2.70 3.75 

2 . 1.35 2.10 2.95 4.00 

2*4 . 1.45 2.25 3.20 4.85 

2*6 . 1.65 2.40 8.40 4.65 

3 . 1.85 2.65 3.90 5.25 

3*6 . 2.10 3.00 4.85 5.90 

4 2.85 3.40 4.80 6.50 

Prices shown are for full gross packages. For price of 

one dozen, use one-tenth of the full package price ahown. 
Brass. Flat or Round Head— 
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KBTATL BRT.TJTfO PRICES—Continued. 


WOOD SCREWS—Continued— 


Size. 

)4*in. %-in. 

%-in. 

%-in. 

%-in. 

%-in. 

1-in. 

0.... 

.60 

.60 

.65 





1.. .. 

. . .60 

.60 

.65 





2.. .. 

. . .60 

.65 

.65 





8. . . . 

.65 

.70 

.70 

.75 

.85 

1.05 

1.15 

4. . . . 

.70 

.75 

.75 

.80 

.85 

1.10 

1.20 

5.... 

. . .75 

.80 

.85 

.90 

1.00 

1.15 

1.20 

6. . . . 

.. ... 

.85 

.90 

1.00 

1.10 

1.15 

1.25 

7. . . . 


.95 

1.00 

1.10 

1.25 

1.35 

1.50 

8. . . . 

... 

1.05 

1.15 

1.30 

1.40 

1.55 

1.70 

9. . .. 

. . . . . 



1.50 

1.60 

1.75 

1.95 

10.... 



t# , 

1.70 

1.85 

2.05 

2.20 

11.... 




1.85 

2.10 

8.85 

2.55 

12.... 





2.35 

2.60 

2.85 

18.... 

. . r . . 




# . . 


8.20 

14.... 







8.55 

15.... 







8.90 

16.... 







4.65 

Size. 

1%-in. 

1)4*-in. 

1 %-in. 

2-in. 

2 %-in. 

2 %-in. 

8-in. 

6. . . 

.. 1.65 





... 


7.... 

.. 1.70 

2.25 

2.80 

8.65 




8 .... 

. . 2.00 

2.30 

2.90 

8.70 




9. . .. 

. . 2.25 

2.55 

2.95 

8.75 


6.60 


10. . .\ 

. . 2.45 

8.00 

8.30 

8.80 

4.95 

6.65 


11. . . 

. . 2.90 

8.25 

8.75 

4.30 

5.10 

6.70 

9.70 

12... 

. . 8.25 

8.75 

4.25 

4.80 

5.55 

6.75 

9.80 

18. . . 

. . 8.75 

4.15 

4.70 

5.30 

6.25 

6.90 

9.90 

14.... 

. . 4.10 

4.65 

5.15 

5.90 

6.85 

7.50 

10.00 

15.... 

. . 4.60 

6.85 

6.05 

6.85 

7.50 

8.30 

10.25 

16. . . 

. . 5.05 

5.85 

6.65 

7.50 

8.85 



17.... 


6.40 


8.20 

9.10 



18. . . 

. 

7.60 

.. . 

9.75 

10.75 



Flat 

Head, Bri 

zht — 






Size. 

%-in. 

%-in. 

)4-in. 

%-in. 

%-in. 

%-in. 

1-in. 

0 to 

2.. .40 

.40 





8. . . 

.40 

.40 

A0 

.40 

.40 

".40 

!45 

4. .. 

.40 

.40 

.40 

.40 

.40 

.40 

.45 

5. . . 


.40 

.40 

.40 

.45 

.45 

.45 

6. .. 


.40 

.45 

.45 

.45 

.50 

.50 

7. .. 

. 

.45 

.45 

.45 

.50 

.55 

.50 

8. . . 

. . . ... 

.45 

.50 

.50 

.b0 

.55 

.55 

9. . . 

. 

.50 

.50 

.50 

.55 

.60 

.60 

10... 



.55 

.55 

.60 

.65 

.65 

11... 

. 

.. • 

.60 

.60 

.60 

.65 

.70 

12. . . 

. 


.65 

.65 

.65 

.70 

.75 

18. .. 



,. , 

.65 

;,o 

.75 

.85 

14... 

. 


.. . 

.70 

.80 

.80 

.90 

15... 

. 




.85 

.90 

1.05 

16... 

. 


.. . 

.« • 

.95 

1.05 

1.30 

17... 

. 




• • • 

• • . 

1.40 

18. . . 


.. . 


«• . 

• • • 

»« . 

1.50 

20. .. 







1.85 

Size. 

1)4 : in. 

1)4-in 

. 1%-in 

. 2-in. 

2%-in 

- 2%-in 

. 8-in. 

3... 

. . . .46 

.50 


... 

.. • 

4... 

. . . .50 

.55 

... 




• • • 

5. .. 

. . . .50 

.60 

.70 

’.75 

'.80 

l’oo 

.. . 

6... 

... .55 

.60 

.70 

.80 

.85 

1.05 

1.55 

7... 

. . . .60 

.65 

.75 

.80 

.85 

1.10 

1.60 

8. .. 

. . . .60 

.70 

.80 

.85 

.90 

1.15 

1.60 

9. .. 

... .65 

.70 

.80 

.85 

.95 

1.20 

1.65 

10. .. 

. . . .70 

.75 

.85 

.90 

1.05 

1.25 

1.65 

11. .. 

... .75 

.80 

.90 

.95 

1.10 

1.80 

1.70 

12... 

... .80 

.85 

.95 

1.05 

1.15 

1.85 

1.75 

18. .. 

.90 

.95 

1.05 

1.15 

1.25 

1.40 

1.80 

14. .. 

... 1.00 

1.05 

1.15 

1.80 

1.40 

1.55 

1.85 

15. .. 

... 1.10 

1.20 

1.85 

1.45 

1.65 

1.75 

2.00 

16... 

... 1.80 

1.50 

1.55 

1.65 

1.85 

1.90 

2.20 

17. .. 

. . . 1.45 

1.70 

1.85 

1.95 

2.00 

2.20 

2.55 

18. .. 

.. . 1.75 

2.00 

2.10 

2.20 

2.40 

2.45 

2.90 

20. . . 

. .. 2.10 

2.25 

2.35 

2.55 

2.80 

8.05 

8.40 


Round Head, Blned—Sell at 10 per cent advance over 
prices shown for Flat Head, Bright. 

SAFETY SET—(Briato)—• 

% -inch, any length. 10c each; 5-16, 10c; %, lie; 7*16, 15e; 
_%, 18c; %, 25c;%, 80c; %, 85c; 1-inch, ioc. 


SCREWS—Lag—Gimlet Point, Square Head—80% below. 



%, 5-16-in. 

%-in. 

%-in. 

%-in. 

%-ln. 


Dos. 

100 

Dos. 100 Dos 

. 100 

Dos. 100 

Dos 

. 100 

1 

. .40 

2.70 

... 

.. . 

... 



.... 

.... 

.... 

1% 

. .40 

2.70 

* . ■ 


... 




.... 

t . . . 

1% 

. .40 

2.70 

.50 

8.25 





## t , 

.... 

1% 

. .45 

2.95 

.55 

8.55 







2 

. .45 

2.95 

.55 

8.55 

.75 

4.95 


.... 

.... 

.... 

3% 

. .50 

8.20 

.60 

8.85 

.80 

5.35 

1.20 

7.80 

.... 


8 

. .50 

3.40 

.65 

4.15 

.90 

5.80 

1.25 

8.40 

1.80 

11.90 

3% 

. .55 

8.65 

.70 

4.50 

.95 

6.25 

1.35 

9.00 

1.90 

12.75 

4 

. .60 

8.90 

.75 

4.80 

1.00 

6.65 

1.45 

9.60 

2.06 

13.55 

4% 

. .65 

4.15 

.75 

5.10 

1.05 

7.10 

1.55 

10.20 

2.15 

14.40 

5 

. .65 

4.40 

.80 

5.45 

1.15 

7.50 

1.65 

10.80 

2.30 

15.25 

5% 

. .70 

4.60 

.85 

5.70 

1.20 

7.95 

1.70 

11.40 

2.40 

16.10 

6 

. .75 

4.86 

.90 

6.05 

1.25 

8.40 

1.80 

12.00 

2.55 

16.95 

6% 



.95 

6.35 

1.35 

8.80 

1.90 

12.60 

2.65 

17.75 

7 


• • • • 

1.00 

6.65 

1.40 

9.25 

2.00 

13.20 

2.80 

18.60 

7% 



1.05 

7.00 

1.45 

9.7.0 

2.05 

13.80 

2.90 

19.45 

8 


• • • • 

1.10 

7.30 

1.50 

10.10 

2.15 

14.40 

3.05 

20.30 

9 


. • . . 



1.65 

11.00 

2.35 

15.60 

8.30 

22.00 

10 


• • • • 

• • • • 

1. . . 

1.75 

11.85 

2.55 

16.80 

3.55 

23.65 

12 







2.90 

19.20 

4.05 

27.00 

SCREW DRIVERS—Machinists 

\ No. 

51, 50c aach; 

51% 

, 75o; 


52, 85c; 52)4, $1.10; 58, $1.15; 58)4, $1.40; 54, $2.65; 
210, $1.90; 215, $2.25; 218, $2.75. 


Yankee Ratchet—No. 11, 2-inch, 75e each; 8, 95c; 4, 
$1.00; 5, $1.15; 6, $1.25; 8, $1.50; 10, $1.75; 12, $1.15; 
15, 2 inch, 85c; 3, 90o; 4, 95c; 5, $1.00. No. 80, $8.50; 81, 
$4.75; 35, $2.65; 60, $1.15; 130, $4.00. 


8CREW DRIVERS—G 

A P.—1%, 40c; 8, 40c; 

4, 50c. 

SCYTHES—Bush— 


Grass— 


No. 

Each. 

No. 

Each. 

400 .. 

. 2.50 

200 . 

.. 2.50 

450 .. 

. 2.85 

250 . 

.. 2.35 

Weed— 


100 . 

.. 2.50 

800 . 

. 2.50 

150 . 

.. 2.85 


850 . 2.85 

SHEETS—IRON—Galvanised—10 to 16, 11 %c; 18 to 24, 
12c; 26 to 27, 12)4c; 28, 18c; 80, 14c. Black, 12 to 16. 
10c lb.; 18 to 28, 11c. Add 10 per cent for cutting. Cor¬ 
rugated, Ptd., 28 Ga., $8.25; Galv, 26, $12.00; 28, $10.50. 
Rockface Siding, $11.50. 

SHEETS—STEEL—Black, soft, 18-20, 22-24, 26, 27, 28, 80 
gauge, 20c cut; 15c full sheet. 

Galvanized Flat, 12-14, 16, 18-20, 22-24, 26, 27, 28, 80 
gauge, cat 22c; 17c full sheet. 


8HIELDS—Expansion—Seboo—Per hundred list. 


3-16 inch. .'. . . 
14 . 

.15.00 

% . 

% . 

.88.00 

.45.00 

5-16 . 

.18.00 

% . 

.65.00 

% . 


% . 


7-16 . 


1 . 



SHINGLES—Tin, 5x7, $8.00; 7x10, $6.00. 

SHOT—Air Rifle, bulk, 25c lb.; 4 and 6-oz. tubes, 10c tube. 
Balls, Nob. 0, 00, 000, 25c lb. Buck, Nos. 1, 2, 8, 25o lb. 
Drop, Nob. 1 to 12, B. BB. BBB, 25c lb. Chilled, 8 to 9, 25c. 
SHOVELS—D or Long Handle, Round or Square* Point—Plain 
Back Black—4th Grade, $2.00 each; Carter’s, $2.50; Ames, 
$2.75. 

Plain Black Polished—4th Grade, $2.10 each; Carter’s, 

$2.65; Ames, $3.00. 

Riveted Strap Back Black—Ames, $2.65 each. 

Riveted Strap Back Polished—4th Grade, $2.60 each; 
Ames, $2.75. 

Solid Socket—Maynard—Black, $2.75 each; Polished, 
$3.00. 

Fire, Sheet Steel—Jumbo, 85c each; 54, Japanned, 20c; 
56, Japanned, 25c; 280, Galvanized, 20c. 

Special—Northwest—Pacific, $2.00 each; Occident, $2.35; 
Maynard Patr., $2.60; Genuine Mayn, $2.85; Cheater, $2.00. 


liEDS—H and and Coaster— 
Flexible Flyer— 

No. 1. 4.25 

Nn 2. 5 00 

Racer . 

Fire Fly- 
No. 9. 

_ 6.75 

... 2.75 

No. 8. 

. 6.50 

No. 10. 

.. . 8.25 

No 4. 

. 7.00 

No. 11. 

.. . 4.00 

No. 5. 

. 9.50 

No. 12. 

... 4.50 

Jr. Racer. 

. 5.50 

Racer. 

... 4.75 


SMOOTH-ON—75c lb. 

SOLDER—)4 and )4, 60c lb.; No. 1. 90-100, 60c; Wiping, 
40-60, 50c; Wire, 50-50. 60c; Electrical Wire, 40-60, 55c. 
SPARKERS—Red Seal—No. A141, $8.00; A152, $8.65; A162. 
$4.35. 


8PORTING GOODS— 

Each 

Official Baaeballs_2.50 

Second Grade Baaeb'la 2.00 

Playground B. B„ Out 
or Plain Sena-* 

14-inch . 8.00 

12-inch .2.75 


Baaeball Bata, league.. 1.75 

HT..V. *» £0 00 

6.50 


Handballs . .85 

Boxing Gloves, 8-os... 18.50 

Striking Bags . 9.00 

Championship Tennis 

Balia .65 

Beat Grade Rackets, 

Sutton .19.00 

Cotton Gym Shirts.75 

Baseball Masks, Tt 10.00 White Running Pants. 1.00 

Cheat Protectors.6.50 Bike Jockey Strap.75 

Official— Rubber Soled Tennis 

Rugby Footballs... 10.00 Gym Shoes. 1.95 

Soccer Footballs... .12.00 Rubber Soled Tennis 

Baakotballe .16.00 or Gym High.2.25 

Volley Balls.8.00 Basketball Shoes .... 5.00 

8PRAYERS—Myera' Bucket Pump, 8 lbs., $9.50 soeh; 6 
lbs., $7.00. Hand—Faultless, 70s each; Misty. 60s. Kaap- 
aack—Kant Klog, $7.50; Perfection, $9.00; Utility, $7.25. 
SPRAY PUMPS—Faultless Tin, 75e each; Barnes No. 254. 
$6.55; Bernes, 876, $9.50; Little Giant, 827)4, $5.75; Asms 
Pressure 845. $8.50; Deflanee, No. 824, $8.50. 

SPRINGS, DOOR —Coiled 16-inch. Japanned Spring; U -Inch. 
15c; 9-82, 15c; 11-82, 15e; 18-82, 15c; )4, 20c. Faultless. 
Tight No. 12 Steel Wire, 16-ineh, 45c each. Victor, Adjust¬ 
able Tension, 9-inch; 26c each; 10-inch, 80c; 11-inch., 40c. 
12-inch. 50c. Reliance, Extra Heavy Ratchet Tension. 10- 
inch, 60c each. Warner’s Coppered Steel Wire for screen 
doors, each, 15c. Torrey Screen Door, 89 in steel rod. 60e. 
SPRINKLER8, LAWN— ^ ^ _ 

Perforated Tube, Dew Drop, 7 feet long, brass, $8.00 snob: 
8 feet, $8.25; 8 feet, galvanised, $2.50. ^ 

PInvius —Revolving Brass Spon, $1.16 each; Revolving 
Arms, 6-inch, $1.85: Revolving Arms, 11-tneh. $2.25. 

Ring—5)4 -inch diameter, 75c eseh; 8)4 -inch, 21.00. 

Rose—s-inch perforated oblong plate spray, 75c each. 
Ross—Perforated oblong plate spray, 75c each. 

Thompson’ a—Twin, 40c each; Fountain, 50c; Fan. 25c; 
Simplex Circle, 40c; Shower. 50e: Peerless, 55c. 

Will’s Galvanised Pipe—6 feet, $2-2* each; 7 foot, *2.60: 
8 feet, $8.00. 
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RETAIL SELLING PRICES—Oontinned. 


STAPLES—Pence Wire—Polished, 10c lb.; galvanized, 12He* 
Poultry Wire—%-inch, 15e lb. 

8TASUTTfi TOOLS—Add to Catalogue 
Micrometers, 50% 

Thickness Gaugpe, 50% End Mess. Rods, 50% 

Or. Flat Stock. 50% Caliper Gauges, 50% 

Handy Bquiv. Table, 50% Micrometer Cases, 50% 
Balance of Book (not itemized) add to list 40%. 

8TEEL—Mild—See—Iron. Tool, S2c; Drill, Oo., 20c. 

8TONES—Carborundum—No. 76, 50c; 107, $2.00; 108, $2.25; 

109, $1.75; 110, $2.00; 111, $1.85; 112, $1.00; 113, $1.00; 

115, §1.75; 116, §1.75; 117, $1.75; 118, $1.50; 119, $1.50; 

120, $1.50; 121, $1.25; 122, $1.25; 123, $1.25; 124, $1.00; 

130, 75c; 131, 75c; 142, 75c; 148. 75c; 144, 75c; 145, 50c; 
146, 50c; 147, 50c. 

Pike's Oil and Water—No. 18, 60c each; 14, 60c; 16, 10c; 
20, 40c; 22, $1.00; 25, 15c; 87, 25c; 40, 25c; 42, 85c; 
48, 50c; 51, $1.00; 52, $1.25; 58, $1.50; 54, $1.00; 55, 
$1.25; 56, $1.50; 59, 15c; 60, $1.75; 62, $2.25; 66, $2.75; 
68, $3.75; 78, 50c; 80, 60c; 86, 75c; 88, $1.00; 92, 50c; 
94, 60c. 

Pike's Seythe—No. 89, 15c each; 40, 15c; 41, 15c; 42, 20c. 


TENTS—Single Filling— 


Sise 

8-o«. 

10-os. 

Sise 

8-os. 

10-os. 

7x7 .... 

. .14.80 

17.80 

16x18 ..... 

.57.25 

67.85 

7x9 .... 

. .17.55 

20.45 

16x20 _ 

.68.10 

78.68 

9x9 .... 

. .20.25 

23.70 

16x24 . 

.71.85 

88.60 

9Hxl2 . 

. .23.85 

27.85 

16x30 _ 

.86.95 

101.80 

12x14 .. 

. .32.00 

37.85 

A or Wedge— 


12x18 .. 

. .89.50 

46.15 

5x7 . 

. 9.25 

10.75 

14x16 .. 

. .42.00 

49.80 

7x7 . 

.11.65 

18.60 

14x20 .. 

. .52.15 

60.60 

7x9 . 

.18.95 

16.85 

Flys Half Price 

of Tents. 




Wagon Covers—Single Filling— 



Size 

8-oz. 

10-oz. 

Size 

8-os. 

10-os. 

10x14 .. 

. .. 8.85 

11.10 

12x16 . 

. 12.90 

15.90 

10x16 

...10.15 

12.70 

12x18 . 

.14.85 

17.90 

8tockmen's Bed 

Sheets—Single Filling— 



Size 

, 


8-o*. 

10-os. 

12-os. 

6x12. 



.... 5.00 

6.50 

7.50 

6x14_ 




7.50 

6.75 

7x14. 




10.85 

12.25 

7x16. 




12.50 

14.10 


THTMBLE8—Flue—6-in., 10c; 7-4n., 15c; 6-ln. to 7-In. AdJ* 
15c. 


STOVES—Oil Heating, Perfection—No. 520, $8.50 each; 560, 
$11.00; 660B, Blue, $13.50; 660W, White, $15.00. 

Boyle (Airtight)—No. 16, $3.50 each; 20, $5.00; 22, 
$8.75; 122, $9.75; 418, $10.00; 518, $14.25; 818, $17.25; 
918, $19.50; 1018, $5.75; 1318, $8.00; 1518, $15.00; 1618. 
$21.75; 1718, $24.75; 1818, $28.25. 

STRIP—Weather—Rubber, %-inch, 5c ft.; %-lneh, 7c ft. 
Felt, H-inch, 5c ft.; %inch, 10c. 

SWEEPERS, CARPET—Bissel's American Queen. $8.00; Club, 
$14.00; Elite, $8.75; Gold Medal. $7.00; Grand Rapids 
(Nic), $7.00; Grand Rapid® (Jap), $6.75; Grand (Jap), 
$8.00; Parlor Queen. $3.25; Princess, $7.75; Prize, $7.00; 
Universal (Nic), $7.25; Universal (Jap), $6.50. 

Vacnum—Superba, $13.50; Grand Rapids, $11.00; House¬ 
hold, $9.50. On account of the freight, retail prices 50 
cents higher prevail in the following Western and Southern 
states: Colo., New Mex., Wyo., Mont., Ore., Utah, Aris., 
Nev., Ida., Wash., Calif., Tex., Okla., Ark., La„ Mias.. Ala, 
Fla., Ga. t N. C. and 8. 0. 

TACKS—Bill Posters’—No. 3, 40c lb.; 4, 40c; 6, 40c; 8, 40c. 
Carpet—Cut, H -lb. papers—No. 4, 12 He; 6, 12 He; 8, 
12Hc;10, 10c; 12, 10c. Wire. H lb. papers—No. 3, 10c 
box; 4. 10c; 6, 10c; 8, 10c; 10, 10c; 12, 10c. Wire in bulk 
—No. 3, 40c lb.; 4, 40c; 6, 40c; 8, 40c; 10, 40c. 

Gimp—H lb., 2H, 10c box; 8, 10c; 4, 10c. H lb.. 6. 
15c; 8, 15c. 

Upholsterers—Cut, H lb. papers—No. 1H. 10c box; 2, 
10c; 3. 10c: 4, 10c. H lb., 6, 15c; 8, 15c; 10, 15c; 12 to 
16, 15c. Cut, in bulk, No. 3, 45c lb.; 4, 40c; 6, 40c; 8, 
40c; 10, 40c; 12, 40c. 

Double Pointed—Blued, H lb. papers. No. 9, 10c box; 
10, 10c; 11. 10c: 12, 10c. Blued in bulk. No. 9, 45c lb.; 
10, 45c; 11, 45c; 12, 45c. 

TAPES—MEASURING—(Lufkin)—(Starrett) — 


Asses' Skin Pocket 


No 


143 . 

95 

710 . 

iLacn 

. .85 

145 . 

. 1.10 

713 . 

. 1.25 

3143 . 

• .60 

715 . 

, 1.75 
. 2.00 
. .90 

8175 . 

. .50 

730 . 

Steel 

340 

. 6.00 
. 7 00 

733 . 

1.45 

243 . 

735 . 

, 1.80 

245 . 

. 9 25 

736 . 

. 2.25 

246 . 

. 12 00 

Linen 


260 . 

. 6.25 

1 030 

, 1.40 

2 25 
, 2.90 

263 . 

. 7.50 

1033 

265 . 

. 9.75 

1035 . 

266 . 

.12.75 

1 036 

8.35 

550 . 

. 5.50 


553 . 

. 7.00 

Metallic 


555 .. 

. 9 25 

500 L. 

4.00 

556 . 

.12.00 

503 L. 

6.00 

Surveyor!* 


505 L. 

7.50 

276 D. 

. .14.75 

606 L. 

9.00 

5100 . 

. . 11.00 

STEEL TAPES— 



100 . 

.55 

203 . 

. .95 

103 . 

.80 

205 . 

, 1 35 

200 . 

.60 

206 . 

, 1.65 

$1.85. 

Asses* Skin Case—25, 

65c; 50, 85c; 75, $1.15; 100, 

TAPE—Friction—H lb., 

50c; 2 

os., 15c; 1 oz„ 10c. 



TIN— 

Bar and Pig, $1.20 lb. 

Common Roofing, 40c per sheet. 

Valley, No. 4, 6c per ft.; 10, 10c; 14. 14e; 20, 20c. 

Painted 1 side, lc foot extra; two sides, 2c. 

Flashing IC, lxl, $3.25 per 100 feet; %xl, $8.25. 

Shingles—5x7, $3.50 per 100 ft. 

Valley—14-inch, 17c per foot, $15.00 per roll; 20-lnch, 20e 
per foot, $22.00 per roll. 

TOGGLE BOLTS—Sebco No. 1—Per hundred list. 


—Diameter— 

Length H-in. 8-16-in. %-im. 

8-inch . 6.00 8.00 12.50 

8 H-inch . 6.25 8.00 9.00 

4 6.75 8.50 18.80 

5 7.50 9.25 14.80 

6-inch . 8.00 10.00 15.00 

Sebco No. 5 —With either round or flat bead maehina 

screws— — Diameter- 

Length H-in. 8-16-in. %-ln. 

8 inch. 2.68 8.15 8.50 

4-inch. 2.97 8.50 8.85 

5 inch. 8.32 8.85 4.20 

6-inch. 3.67 4.20 4.55 


TORCHES—Clayton A Lambert—No. 28, Alcohol, $4.25 each. 
Gasoline—No. 14, $6.50 each; 87, $11.00; 88, $11.75; 81, 
$12.50; 32, $13.00; 48, $15.00; 62, $17.00; 112, $11.75. 

TRAPS—Fly—Paragon, 35c each; Balloon, 25c; Edgewood 1, 
$2.00; Edgewood 2, $2.00; Avia 1, $2.75; Avie 2, $2.50; 
Avis 3, $2.25; Perfect, $1.45. 

Game—No. 0 Newhouse, 65c each: 1 Newhouse, 75c; 1% 
Newhouse. $1.15; 2 Newhouse, $1.65: 3 Newhouse, $2.25; 
4 Newhouse, $2.75; 5 Newhouse, $20.00; 1 Oneida Jump, 
35c: 1H Oneida Jump, 55e; 2 Oneida Jump, 90c; 0 Victor, 
25c: 1 Victor, 30c; 1 H Victor, 45c; 2 Victor, 60c; 8 Victor, 
$1.00; 4 Victor, $1.25. 

Gopher—Western. 25e each; Noxall. 25c; Maceabee, 25c; 
Easy Set. 25c; Newhouse. 25c; California Pocket, 40c.. 
Mole—Reddick, $1.85 each; Out-O-Sight, $1.75. 

Mouse—8ure Catch, 5c each; Security. 10c; Ohoker-Wood, 
15c; Choker-Tim, 10c; Delusion, 25c; Holdem, 65c; 
Cage, 25c. 

Rat—Sure Catch, 20c each; Security, 25c; Holdem, small, 
$1.15; Holdem, large, $1.35. 

TROWELS—Rose Brick, Wood Handle, $2.25; Rose Brick, 
Leather Handle, $2.50; Marshalltown Plasterer's, $3.00; Fin¬ 
ishing, $2.75. 

TWINE—Cotton—Wrapping, $1.25 lb. Budding, $1.25. 

Flax—18 BB. $1.00 lb.; 24 BB, $1.00; 18 BC, $1.10; 24 
BC, $1.10: 36 BC, $1.10. 

30 Sacking, 70c; 40 Sacking, 70c: 33 Sacking, 85c; 44 
Sacking, 85c. 

VALVES— 


Standard Globe and Standard Gate Valvee— 


Angle Valves— 

H . 

. .95 

. .95 

H . 

If . 

. 1.95 

. 1.90 

. 1.90 

% . 

. 1.00 


.2.05 

H . 

. 1.30 

\ . 


\ . 

. 1.65 

1 . 

. 8.50 

1 . 

. 2.35 

1H . 

.4.60 

1H . 

. 3.30 

l H . 

.6.25 

1H . 

. 4.55 

2 . 

.9.25 

2 . 

. 6.90 




Digitized by 


Google 



























































































222 


HARDWARE WORLD 


RETAIL SELLING PRICES—Continued. 


Wash Boilers 

8 . 10.75 

Pot Oorers 

6 .10 

9. 10.25 

10 . 1 ft 

28 A. 4.25 

12.25 

29 A. 4.50 

ia .so 

128 B. 4.50 

14 .85 

129 B. 4.75 

15 .50 

229 B. 4.75 

Wash Bowls 

07 .25 

Cups 

09 .20 

010 .25 

08 .80 

23 .80 

7 .40 

023 .15 

8 .50 

Corered Buckets 

211, 212.10 

214 .20 


11 .20 

12 .80 

13 .85 

14 .45 

Dinner Buckets 

1 .85 

2 . 1.00 

8 1.15 

04 1.25 


Milk Cans 


Oil Cana 


Cutters 
All sizes .... 
Dippers 

01 . 

2 . 

02 . 

03 . 

4 . 


10 . 

82 . 

84 . 

85 . 

42 . 

208 . 

Forks 

1, 2, 8, 4. 

5, 6. 

314 . 

818 . 

421 . 

Funnels 

10, 15, 20. 

25. 

80 . 

85 . 

120 . 

125 . 

130 .. 

220 . 


TINWARE 

225 . [85~~ 

230 1.25 

235 . 1.50 

Tea Kettles 

01% 55 

02 .60 

027 .55 

029 .75 

047 2.25 

049 . 8.00 

067 2.75 

069 8.75 

Preserring Kettles 

160 45 

200 65 

240 85 

280 1.05 

320 1.30 

Moulds 

2 Melon_ 1.65 

4 Melon.... 2.25 

08 Jelly.15 

15 Jelly.85 

61 Cake.50 

62 Cake.65 

Dairy Pails 

10 90 

12 . 1.00 

14 1.10 

40 .85 

60 45 

80 50 

100 55 

104 1.25 

105 . 1.50 

120 65 

124 1.50 

125 1.65 

140 70 

144 1.65 

512 2.25 

514 8.00 

Bread Pans 


Dish Pans 
IX Tin 


Milk Pans 


Muffin Pans 


Sauce Pans 


Coffee Pots 


6 . 1.00 

Tea Pots 

240 .35 

242 .50 

Flour Stores 

2 . .80 

816 SO 

818 85 

Flour Sifters 


112, 121.60 


American 


836—16x86. 

7.25 

No. and Size. 

Bach. 

Wagners— 

118— 8x18. 

. 2.00 

No. 18 . 

. .10.00 

120— 9x20. 

2.25 

No. 20 . 

. .11.50 

122—10x22. 

. 2.50 

No. 24. 

. .13.00 

124—11x24. 

. 8.00 

Coaster—8tar— 


126—12x26. 

. 3.50 

No. 10 . 

. . 9.50 

128—18x28. 

. 4.00 

Nn 

. 10 50 

180—14x80. 

. 4.50 

No. 80 . 

! .11.50 

182—15x32. 

. 5 00 

No. 40 . 

. .12.50 

Samson 

826—12x26. 

. 4.00 

Mars-Wells— 

No. 10. 

.. 7.50 

828—18x28. 

. 4.25 

No. 11. 

.. 8.00 

832—15x82. 

. 5.50 

No. 12. 

.. 9.50 


WIRE— 

Per 100 lbs. 
8 gauge .. 
4 . 


Plain Fence. 


WASHERS—Cast Iron—Size % to 2. 13e lb.; Angle, 14c. 
Malleable—Standard, 25c lb.; Nail Hole, 25c lb.; Angle 
85c lb. 

Out—Sise 8*16, 29c lb.; M. 24c; 516, 22c; %, 20c; 7-16, 
19c; %, 18c; % to 1, 17c. 

WASTE—Cotton—No. 6X White, 28c lb.; 1 White, 26c; 2 
White, 35c; 01 Colored, 21c; 02 Colored, 20c; 10 Wool, 83c, 

WAX—Floor 95c lb. 

WEANERS—Calf—Shews No. 1, 65c; No. 2, 75c. Hoosier 
No. 11, 75c; No. 12, 85c. Kantsuk—Calf, 50c; Cow, 60c. 

WEDGE8—Truckee-Alki, lb., 20c; Oreeon-Atha, 20c; Cedar* 
Atha, 22c; Cedar-Alki, 20c; Falling, 27c; Saw, 27c. 

WHEELBARROWS—Brick—No. 10 B, $15.25 each; 20. 

$15.00.. 

Garden—No. 2, 4% eu, ft. capacity, $10.50 each; No. 8, 
5% cu. ft., $11.75; No. 21 (Toledo Clipper), $6.25. 

Railroad—No 15, $6.00 each; No. 17, $6.50; No. 19, $10.00. 
Steel Tray and Frame—No. AX, $14.50 each; 4, $16.00; 5. 
$18.00; 10, $23.75. 

WICKS— 

Oil Cook 8tore Wicks—New Perfection with wire carrier, 
each. 45c; Bon Ami with wire carrier, 45c. 

Oil Heating Store Wicks—New Perfection with wire 
carrier, each, 45e. 

Lamp or Lantern Wicks—Flal—No. 0, width %-in„ 2%e 
each; No. 1, %-inch., 3%c; No. 2, 1-in., 2He; No. 8, 
1%-in., 5e. 

Rochester Wicks—Circular—No. 1R, size 4x6 in., each, 
lOe; 2R 5x6 in., 10c; 8R, 3x8% in., 25c. 


6-8*9 . 6.50 7.20 - 

10 . 6.50 7.25 

11 . 6.60 7.80 

12 . 6.60 7.85 

18 . 6.75 7.45 

14 7.55 7.00 

15 . . . . 8.00 7.10 

16 8.10 7.10 

17 . 

18 . 9.00 

Barbed Fence—Glidden Pat., $6.90; Glldden Galr., $7.60: 
Baker Pat., $7.15; Baker Galr., $7.85. Waukeganito Galr, 
$8.50. „ „ . 

Hog. Cattle. 

Am. Special Galr., 80-rod spools, each. 4.70 4.55 

Glidden, 80-rod spools, each. 6.50 6.40 

Broken Coils—Add, 1 to 24 lbs., 8c; 25 to 49 lbs., 2c; 50 
to 99 lbs., lc per lb. 

8tore Pipe Wire, 50-ft. coils, 15e each. 

WIRE CLOTH—See Cloth. 

WOODENWARE—Boards, Pastry—16-inch, $1.10 each. 

Bowls, Chopping—11-inch, 50c each; 15-inch, $1.85; 17- 
inch. $3.00. 

Pins, Rolling—65c each. 

Spoons, 13-inch, 15c each; 15-inch, 20c. 

W0 OL—Steel—1-lb. rolls—0, $1.25; 1, $1.10; 2 and 8, $1.00 
3-oz. packages, 30c each. 

WRINGERS—Mop—Vanco 78, $4.50; 88. $4.00; 89, $5.00 
Dana or Eagle, 5, 88.25; 10, $4.50; 20, $5.00. 

White’s 3, $4.50; 0, $8.00; 8, $5.25. 

WRENCHES— Barcalo BarcaV 

Semi-fin. Stillson Model 



Agr. 

Coes. 

Crescent. 

Trimo. 

N. 

6-inch. 

1.00 

1.65 

1.25 

1.65 

1.1? 

8-inch. 

1.15 

2.00 

1.25 

1.85 

1.40 

10-inch. 

1.35 

2.50 

1.50 

2.10 

IT* 

12-inch. 

1.75 

8.60 

2.00 

.... 

2 65 

15-inch. 

2.15 

4.15 

2.75 


4.00 

18-inch. 


5.50 

4.00 



21-inch. 

. .... 

6.75 

6.00 

4.io 



ZINC—Full sheets, 85c lb.; less than sheets, 40e lb. 
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V|KO 


Order Tour ^Viko 
Hot Water ^Bottles (7 Npw 

Winter brings a big increase in hot water 
bottle sales. You can get a share of this 
business. Stock, and display, the Viko Hot 
Water Bottle. It is not only an aid to cold 
weather comfort, but is invaluable in the 
sick room. Each bottle comes with flannel 
jacket. 

The Viko bottle is but one of dozens of 
items in the Viko line of aluminum ware 
— a line known everywhere as a leader. 
Viko utensils are of improved design, 
sturdily constructed of thick sheet alumi- 
num, and retail profitably at a popular 
price. For dealer proposition— 

oAsk Your Jobber 

Aluminum Goods Manufacturing Company 
General Offices: Manitowoc. Wisconsin, U. S. A. 
Maker s of Everything in Aluminum 


Popular Aluminum 
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HARDWARE WORLD 


Business Opportunities 


WANT TO HEAR FEOM OWNER 

Having Hardware or other business for 
sale. Give cash price and information. 
John J. Black, 229th St., Chippewa Falls, 
Wisconsin. 

AGENTS WANTED 

Specialty men to carry side line. Big 
proposition that every farmer wants. 
Ready sale to hardware and implement 
dealers. Splendid profits. Write at once 
for exclusive territory. Warner Manu¬ 
facturing Company, Ottawa, Kansas. 

FOR SALB 

125 pair No. 1 B. 27ft Expansion Ball 
Bearing Trolley Door Hangers, manufac¬ 
tured by Richards-Wilcox. Address 0. 
W. H., care HARDWARE WORLD. 

WANTED 

Experienced general hardware road 
Salesman. Age about 30. State experience 
and record, prawing account and bonus. 
Eastern Washington. Splendid opportun¬ 
ity for right nian. Address XYZ, care 
HARDWARE WORLD. 

STOVE SALESMAN 

For States of Arkansas, Oklahoma. Lou¬ 
isiana and Texas to sell high grade Porce¬ 
lain Enameled Goal Ranges. New Company. 
We want only men who can produce. Ad¬ 
dress R, care HARDWARE WORLD. 

FOR SALE 

A good Hardware business in Spokane, 
Washington, invoicing $3500 to $4500 in 
stock and fixtures. Good location and 
good reason for selling. Address F. H. 0.. 
care HARDWARE WORLD. 

FOR SALE 

Hardware Store located In the best 
business town in the Southwest. For par¬ 
ticulars write Gallup Tin ft Hardware 
Company, Gallup, New Mexico. 

FOB SALE 

A new clean stock of Hardware and 
Household Utensils, all less than two years 
old. A good assortment of salable goods 
and up-to-date fixtures bought at the right 
prices. Stock and fixtures will amount to 
about $20,000.00. 

In very best business location In the 
city. In the most prosperous city of 
southern Arizona, with a population of 
over 20,000. A good opportunity for any¬ 
one to get into a hardware business. 

Reason for selling is that owner wants 
to reduce his business responsibilities as 
he has other interests to look after. Add. 
“Arisona,** Care HARDWARE WORLD. 

SITUATION WANTED 

Capable and experienced Hardware Man¬ 
ager, 35, married, wishes to make change 
about 1st of year. At present manager 
of retail department of wholesale hardware 
house. Am a man of good executive 
ability, experienced salesman, buyer and 
manager. Address P. P. M. f care HARD¬ 
WARE WORLD, 1220 Boatsmen’B Bank 
Bldg., St. Louis, Missouri. 

FOR gAT.W OR T.PABU 

Rollins Mill eomplete. 8, 10, 16 and 11 
inch Mill for rolling ateel and iron. Best 
reason for selling. With or without real 
estate. A chance of a lifetime. Address 
Box 48, care HARDWARE WORLD. 

FOR SALE 

Completely equipped tin shop in live 
central Washington town. Fine location 
and good business possibilities. $400.00 
will handle this deal, balance as you make 
it. A chance for a live man. Address 
W. W. H., care HARDWARE WORLD. 

SYSTEMATIZE YOUR STOCK BXHB 
Bin label cards for Ford Anto parts, 
sheet metal card holders, transparent cel¬ 
luloid card oovcrs, bin markers and stock 
record cards for mill, hardware, auto and 
plumbing supplies. Send for samples and 
prices, and free booklet, “How to Bye- 
temize the Stock Room.*' Haddon Bin 
Label Company, Haddon Heights, N. J. 

WANTED 

Hardware or Plumbing Supply Sales¬ 
man to sell for Manufacturers to Jobbers. 
An excellent opportunity for a live man 
who knows the game. State experience 
and salary desired. All communications 
confidential. Address Box 755, care of 
HARDWARE WORLD. 

FOR SALE 

Old established hardware business in 
city of 60.000. 50 miles from San Fran¬ 

cisco. Stock all clean and up-to-date. 
Stock and fixtures $20,000. Doing good 
business. 8ickness reason for selling. Will 
bear close investigation. Address P. H. 
C„ care HARDWARE WORLD. 

WANTED 

Accountant not over thirty-fire years 
old, experienced in hardware store work 
on single and double entry system, familiar 
with names and prices on hardware mer¬ 
chandise. Must be willing to travel ex¬ 
tensively. State details of education, ex¬ 
perience and salaxy expected. Address 
reply to Box 487, eare HARDWARE 
WORLD. 

WANTED 

Position as Road Salesman for Whole¬ 
sale Hardware Firm, Plumbing Supnly 
House or Electrical Supply House. Ex¬ 
tensive experience and references Ad¬ 
dress Box 61, care HARDWARE WORLD. 

AT^TEP 

Party with $16,000 or 120,000 cash to 
invest in established jobbing business in 
California, to take active part. Must 
give good references. Box 400. HARD¬ 
WARE WORLD. 

FOR SALE 

Hardware, Furniture and Implement 
business in one of the best irrigated sec¬ 
tions of the Sacramento valley. Stock 
will invoice between $35,000 and $40,000. 
A good business with a big future. Sales 
for the first six months of 1920, $50,000. 
Buildings for sale or lease. Address C. 
& H., care HARDWARE WORLD. 

FOR SALB 

A complete line of hardware, building 
material, plumbing goods, lumber, etc. The 
same will Invoice about $25,000. Located 
in a thriving and growing community of 
abont 10,000 people and doing a business 
of about $80,000 per year. Located fifty 
miles from railroad—therefore able to 
make good profits. Reason for selling is. 
owner wishes to retire from business 
Terms: one hslf down, balance on time 
to suit purchaser. Address L. A. H. Co, 
care HARDWARE WORLD. 

WANTED 

First-class Window Trimmer; one capa¬ 
ble of Store Arrangement and also under¬ 
standing hardware and sporting goods 
stock. Address O. H. care HARDWARE 
WORLD for application blank. 

FOR SALE 

Thriving Hardware and Furniture bnsi- 
nesa in Rocky Ford, Colorado, one of the 
best towns of its sire in the country, lo¬ 
cated in a prosperous irrigated section. 
Business in flourishing condition and in¬ 
creasing each year. Stock clean and 
bought at right prices. Business is clear¬ 
ing big money over and above salaries of 
proprietors. Low rent. Stock and fixtures 
will inventory about $17,000. No bonus 
asked. Proprietor wishes to retire. Any¬ 
one interested write for further particu¬ 
lars. Address Butterfields, Rocky Ford, 
Colorado. 

TRADE RHYMES $1.00 

Any advertiser can have s three verse 
tr*de rhyme or five two-line slogans sent 
them on approval by investing $1.00. 
S"nd any suggestions or circulars to 
fRoeetherhymer) H. Summer Geer. Studio 
No. 62. 209 Dvckman St., New York City. 
Suggestions selected and used $1.00 each. 

FOR ttAT.n CHEAP 

50,000 prs. 2x2 and 2%x2% tight pin 
sheradized steel butts; 60,000 4tt-10- 
Hinge Hasps. Union Steel Spec. Oo M 6605 
Wayne, Chicago. 

FOR SALE 

Hardware Store, clean up-to-date stock 
hardware and household utensils. One of 
the best locations in San Francisco. Ex* 
rellent lease, cheap rent. Ten to twenty 
thousand will handle. Address T. K., 
rare HARDWARE WORLD. 

COMMISSION MEN! LIVE WIRES! 
Prepare now for big earnings during 

1921. 

We want live, honest, conscientious 
commission men in every state-~ 
WORKERS 

Big commissions and full credit on all 
repeats. Exclusive territory on big sell¬ 
ing. well advertised specialties. $20 to 
$75 per day can, and is being earned. 
Workers only. References necessary. 

Capital not necessary. Reliability insisted 
on. Address 0. C. G., care HARDWARE 
WORLD. 

FOR SALE 

At a bargain—l No. 51 Round Oak 
Base Burner; 1 No. 172 Columbian Art 
Base Burner. A-l condition. Address 
Roanoke Hdwe. Co., Roanoke, III. 

WANTED 

Position as Manager of Hardware Store. 
Have had extensive experience in man¬ 
agement of hardware, plumbing and elec¬ 
trical supDlies. Will accept suitable, or 
salary and working interest. References. 
Address Box 16, care HARDWARE 
WORLD. 

SALESMEN FOR TURNBUCKLES 

We have in Rtock 250,000 imported 
turnbuckles, all sizes, well finished, nick¬ 
eled. Want a salesman who knows line 
and trade thoroughly. To right man we 
offer splendid chance—either salary or 
commission basis. Will consider propo¬ 
sition for handling as side line. Address 
T,oonis ft Co., Inc., 292-294 Church St., 
New York City, N. Y. 

FOR SALE 

Good clean stock of Hardware, Imple¬ 
ments and Plumbing goods. Invoice about 
$6500.00. Excellent farming and fruit 
country to draw from. Center of prune 
district. This is a good going business; 
stock was turned over four times last 
year. Address Riddle Hardware Company, 
Riddle, Oregon. 

TRAVELING SALESMAN WANTED 

One wnnted to sell Coal, Gas Ranges, and 
Oil Stoves in Michigan. Also Salesman to 
sell Southeastern States. Address Box 
220. care HARDWARE WORLD. Boat¬ 
mans Bank Building, St. Louis, Missouri. 


Beware of the would-be Auto-Solomon, my 
son; the man whose advice is as free as the 
Flu, as light as thistledown, and as valueless 
as a last year bird's nest. 


When an engine dies on a busy street cross¬ 
ing, the autoist goes into mourning, and the 
traffic officer looks grave, but the words used 
are not always fitting for a funeral service. 
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United Auto Supply Co.181 

Universal Equipment A Supply Co... 179 

U. 8. Rubber Company.149 

U. S. Steel Products Oo.26 


V 

Vaughan A Bushnell Mfg. Oo. 

Vogt Mfg. Oorp. 

W 

Wagner Mfg. Co. 

Walden-Worcester, Inc. 

Walker Motor Car Specialties Oo. 

Warren Axe A Tool Oo.. 

Washington Hardware A Implement 

Underwriters . 

Wellston Mfg. Co. 

West Bend Aluminum Co. 

Western Agencies Co. 

Western Brass Mfg. Oo. 

Western States Cutlery A Mfg. Oo.... 

Whitlock Cordage Oo. 

W. H. Wilburn . 

Geo. H. Wilkins Oo. 

Winchester Repeating Arms Co. 

Woolwine Metal Products Oo. 

Wrought Washer Mfg. Oo. 

Y 


72 

151 


70 

177 

181 

74 


84 

23 

29 

81 

89 

92 

8 

96 

81 

94 

157 

67 


Yakima Hardware Co. 84 

Yost Gearless Motor Co. 93 


Digitized by 


Google 











































































































































































































































































226 


HARDWARE WORLD 




Exhibit “P 


m/E BLACKS. DECKER MFG.CO. 


TOWSON HEIGHTS. BALTIMORE. MD..U. S. A. 

Portable Electric Drills Electric Valve Grinders Electric Air Compressors 
BRANCH OFFICES: 

New York, N. Y. Philadelphia, Pa. Atlanta, Ga. San Francisco. Cal. Chicago. III. 
Detroit, Mich. Cleveland, Ohio Buffalo, N. Y. Boaton, Mass. Seattle, Wash. Lm Angeles Cal. 


ideal for thtir assembly*\york» 

These photographs were si ip plied by c^urt- 
esy of The Barley Motor‘Car (irmpanv. 
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THE BUFFUM TOOL CO. t 

y LOUISIANA, MO. 

“High Grade Tools for High Grade Workmen 

•■Swastika’’ Trade Mark Registered U. S. Patent Office 




The Qualify of 

BuminiTools 

Stands out in every line and 
stands out more during 
every month of hard service 

proper design 

GOOD MATERIAL BEST FINISH 
RIGHT PRICE 

WHAT MORE? 

Every Tool Fully 
Guaranteed 

A|>|>reeiatcd by t lie workman for per¬ 
formance—l>y the man who pays for 
the lemrlh of yood service they yive— 
l»y the dealer for the sure sales oppor- 
tunity they offer. 

No One Ever Gained a Reputation 
Selling Poor Tools 


WE CAN’T 


YOU CAN’T 




C. W. GAUSE COMPANY 


WESTERN SALES AGENTS 
Room No. t)'k> Williams Building 


693 Mission Street 


San Francisco, California 
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Two Minute Chats With 
Converse Dealers— 

No. 2 "right off the hat '* 

Hem. 7 i 3 a- i"ii put up -to Tiw.‘si <a*>^ r ht <>f£ the bhfc^goqd / 

S“.;^i T 4?^.att & Burl; . Haml^td,. N. stilt evident-*- of Convive 

Gcni^’erse dealers ‘*$)j<l you ft^hahee/■ '- r : . - 

v.vcr urUu>> finytliinjr (Vnvt use Tuv< are a step for 

about^tbe W';i> ( »n\< tr«- ward 14 tin? appearUnti^ 

•••made*? 7 ' ‘ ITicyW^v Get 

:: -‘Only \\;><:tbe -auMvo*. e< • t the. Qonyptri^ 

“Folks oftm nun,- dp here I drab r proposition. :'-Yqp/9-. ; ^nd 

supply ask i«»r a tin :; v >Then.-fln-y ..tin* < ' ' 

,V;. notice that^. ■ iiec-d. hony-* . ou_dil\ - • % ouif ort able- ho vise-to -< 1 p 

-'' : ; CcHlveiNO Go in 1 inounH^rl on a. : v . inn, ;iies S -\vi¥&: ‘ 

>w lam-'-it- nd> "bly^ i.tirn \Vhv not <] out ? Write t-> 

tli.;y buy mi, fc th a ' e, d'^ril- dav W“‘ > .lends tor Dtfateji'- 

•tryuG «‘*p»vsskm. Bui: . .a < >yith a W^rp! \i\ 

* i'llr UO.\f liiliC fo Mi.' ' . 1 *_r • Tiir aiw'V T>f 

verikii in • tb.^v ' ask for ..... verse dealer pWrfrii. y v \ 'v : V v. 


Co.w i Ksi'. kriiiii \< siioi-: Company' 

\i \i ! > 1 \. \: \ ss. 

S. , . . h, \ 

\ M,M Lrc! , iril Au-..Nc« pirk fi I v V\ . .1 ,t r\ -.. 11 i 1 i v J . ( ' t. i 1 .1 1 sni n.ivlston St., 


*' ■ 1 11 ! ■ . .. < I r W , r . 1 r ■ \\ . i-,: : ■ 

! ■ !l . ..... .1. M 

S' s Ct tir.11 .1, - / ; tt. 1!*- M . V.t t 1 ill. 1- 

St I’tt. r. 1 '■.Hi in m ji I m ... S,-* ().|. 


a ! ■ t \ . 

I \t • .... 1’nt 11 1 ml Oin'ou 

Nr V. .. V- R . 1 

i.M'* S t If 11. til.I St l I.s \|U'. los. t il 
< Hull- \ SI. U tfn>7 M !*Mh ST h .ns;.v(it> Mo 
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